











LD IN HEAT— 
KEEP OUT COLD 


BETTER THAN GLASS 
__CUT WITH SHEARS AND TACK ON 


aaa 


HOME-GROWN 
GRAIN 


oo. 


38% FUEL SAVED! 4 LB. BROILERS IN 12 WKS. 
Warp’s Wind : ; In just 12 weeks 3 days cockerels under 
ist sold na ow Materials hold in heat and keep Glass-O-Net weighed 4 Ibs.3 oz.as compared 
Seve We etter than glass. Tests proved that with 2 Ibs. 13 oz. for cockerels raised under 
Shem daly Ao a pocinet over ove and on expensive grade of window glass. The 
38% in fuel on this house. It was Glass-O-Net supplies Supplement D—from 

Warmer, more comfortable, freer from drafts.’ the cunshine— free. ” 


| 
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To Help Turn Home-Grown Grains Into 
Meat and Eggs Quicker—at Less Cost 





To Dealers 
on all of 
WARP’S 
PRODUCTS # 

(Prices shown if | 
are Retail) 
SUBJECT TO CHANGE 





ne ft i NEVER obt | 


‘a A) OF THIS PEN 
FED HOME GROWN GRAIN 110 LB. HOGS IN 100 DAYS! | é 


Tests at Warp’s Experimental Farm show Pigs are healthier and grow faster under Warp’: | 

that pullets that started laying when only Window Materials. These pigs were farrowec} 

5% months old layed 90% more eggs during in January, raised in an un eated hoghouse/} 

the first 2 months when kept under one of with Wyr-O-Glass Windows in place of glass— hi 

Warp’s Spectronic window materials than were never outside. They weighed 110 lbs. in 10 a 
hens that were kept under common glass. days, on inexpensive feed. 





Warp’s Window Materials are Distributed by Reliable Jobbers Everywhere (Not Sold by Mail Order Houses] 
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FIRST CHOICE OF /2eueloes 
EVERYWHERE... . 


_.. BRUSHES have been the 
standard of finer painting tools for 
nearly a century. The trade marks symbol- 
ing these quality brushes have long been 
a strong factor in guiding brush-buying 
habits. Displayed prominently, they are 
your assurance of brush sale domination. 


OOSTE 


FOSS-SET 





SHASTA 
WOOSTER 3235 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE !1851 — THRU 4 WARS 
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SIMPLY STYLED FOR MODERN BEDROOMS 


In its clean, simple lines, the Lux 
Harvester is modern in design. Its 
famed built-to-last Lux precision move- 
ment will give years of accurate time- 
keeping. The alarm button is conven- 
iently placed on top of the metal case. 
Winding keys and knurled set-knobs 
are spaced for easy turning. A polished 
bowl-glass protects hands and dials. 
A new Lux-developed baked synthetic 
enamel finish retains its pleasing color 
year after year. It won’t peel, chip, or 
crack. A damp cloth cleans it. 
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MINUTE MINDER NO. 60 R 


A necessity in every home, especially for 
timing pressure cooking. Setting it... 
winds it. At expiration of set period a 
pleasant sounding bell is struck. White die- 
cast case . finished in baked synthetic 
enamel. Same LUX movement that is in use 


on millions of ranges and stoves. 


TTTe AUD Gabel a Va tail) titickee) 1 TV han] le 


SALES OFFICE: DEPT. A-1107 BROADWAY, NEW YORK 10, 


NEW YORK 
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of the famed 
“SECRET SERVICE” 
SERIES 


@Compactly engineered into the small 
dimensions of No.7 is every superior feature 
that has made the words “Master Secret 
Service Series”’ famed wherever quality pad- 
locks are sold. Laminated steel case — the 
strongest construction known — with lam- 
inations solidly integrated under 100,000 
pounds pressure. Extra protection is built in 

. with extruded brass cylinder exact to 
one-thousandth of an inch... heavy brass 
locking lever . . . finest phosphor bronze 
springs . . . nickel silver pin tumblers . . . 
750 key changes. Individually packaged, 
with 6 padlocks in a colorful sales carton. 


Ask your jobber! 


Master Padlocks “2 


STAND tite VALUE 





Master Jock Company, Milwaukee. Wis. © World's Leading Padlock Manufacturers 
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CAP AND SET $s 


he FE 


2155 SCRANTON ROAD 


SPECIAL ALLOY STEEL SCREW 


CREWS © CONNEC 


Se VALV 


Pioneers and Recognized 


TING ROD BOLTS 


£ TAPPET ADJUSTING SCREWS © AIRCRAFT E 





e MAIN BEARING BOLTS © SPRIN 


“geRRY 


inyheads 


5 enhance the value of your product—specify 
hinyheads. They give that finishing 
extra quality. 






justifiably famous S 
touch, that extra sales appeal, along with 


Shinyheads are hexagon head cap screws—Full Fin- 


h carbon C-1038 steel, with bright, shiny 
y machined top and bottom --- bear- 
ed. Top of head chamfered ae 


reads uni- 


ished—of hig 
heads—completel 
ing surface washer fac 
sides parallel and smooth, mirror finish. Th 


form and accurate tO close tolerance dimensions for 


perfect fit to standard gauges- 
‘tion, Ferry C4P 


Special Note—Very Important—In add 
urned and 


SHINY HEADS include all points machine t 
chamfered. 


ary CAP & SET SCREW Si: 


VELAND 13, OHIO 


Specialists Cold Upset Screw Products since 1907 
G BOLTS AND SHACKLE BOLTS ° HARDENED 
NGINE STUDS © ALLOY STEEL AND COMMERCIAL sTuD 
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AND GROUND BOLTS 
5 o FERRY PATENTED ACORN NUTS 
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UND BOLTS 
CORN NUTS 











When Mrs. Shopper sees and buys Freeport’s latest achievement, there 
really is no brighter spot. 

Freeport Ware, forever improving their own line to supply both you 
and your customers, have now added Freeport Kitchen Tools, attractively 
arranged and packed. This nine piece gift set will consist of the following: 
No. 479A - Ladle, No. 491A - Skimmer, No. 488 - Perforated Cake Turner, 
No. 488A - Plain Cake Turner, No. 493 - Fork, No. 496 - Basting Spoon, 
No. 498A - Spatula, No. 499A - Cake Server, No. 495 - Rack. 

This kitchen set is manufactured with the same skill, and will have the same 
consumer appeal as the whole Freeport Ware line. 


IMMEDIATE DELIVERY 
A few additional facts about the FREEPORT Kitchen Tools: 
% Manufactured from the finest stainless steel available 
% Heavier in gauge than any other kitchen tools on the market 
* Bright enduring finish, stain resisting 
% Easy to clean and keep spotless 
% Attractive, unbreakable, sure grip; cool plastic handle 
% A lifetime of service; a lasting satisfaction 


* We have also ready 
for immediate delivery: 
Stainless and Pluramelt 
Three-ply heat conduction 
SAUCE PANS—SAUCE POTS 
(with or without covers) 
in 2-3-4 quart sizes. 
Chicken fryers and FRYING 
PANS of heavy gauge in 
two sizes. Three quart 
DOUBLE BOILERS. All with 
Stainless Steel and Plastic 
Handles. 


REEPORT 


MACHINE WORKS, Inc. 





In view of our Increased production, we are happy to announce a reduction in our prices. Write for our new catalog. 
OFFICE: 16 East 52nd Street . SHOWROOMS: 1150 Broadway, N. Y., Plaza 3-8225 


FACTORY: Freeport, New York 
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... bought over 300,000 of them in 1946 
POLORON 


JUMBO 


16 full quart 
SELF-SEAL Step-on CAN 
Fair Traded at 


$ 522 


Denver & West 















Rugged, heavy duty construction. Steel twice tne gauge 







































ready , d 
Seboge commonly used. 
se eta Square shape HOLDS MORE . . . TAKES LESS SPACE. , << joe 
‘ No false bottom to waste space. SHAPE 
duction Y b 4 HOLDS 
3 e ° . ° A F 
"E POTS : Modern, streamlined design compliments the finest kitchen. rr uetiis . WORE 
covers) | Heavy top with rubber gasket forms PERFECT SEAL. KEEPS 
sizes. . ODORS IN...KEEPS INSECTS OUT. 
re 16-quart inner container of RUSTPROOF ALUMINIZED INNER CAN 
S STEEL. OCCUPIES 
quart FULL 
\ll with seers DEPTH... 
sm Order NOW... from your distributor | p DEPTH. 














POLORON PRODUCTS, inc. - 55 AVENUE E, NEW ROCHELLE, N. Y. 


For 16 years, known from Coast to Coast for 
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Put a Jamesway Department in Your Business 


ws 
3 


imate like to buy their barn equipment at the 
same store they get their implements or hardware. 
It’s the “natural” place to go. Do them a real favor. 
Sell the Jamesway line. 

Think of the extra profits you can make. Think 
of the extra customers Jamesway equipment will bring 
to your store! 

You'll like the big, fast-selling Jamesway line — 
the line with a 40-year reputation for guality, leadership 
and aggressive advertising. Write today for complete 
information on our money-making franchise. Address 
Dept. HA-347. 


Jamesway 


Ft. Atkinson, Wis. 
Elmira, N. Y. Oakland, Calif. 
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SELLS MORE 
PER CUSTOMER 


Nine out of ten 
farmers think of 


Ta-pat-co 
when you mention 
Collar Pads. 


NATIONAL 


ERTISED 
PAPERS 


1 A 
N Leading "et 


pedi nanae: 


One sale often leads to another. Being 
able to say “Yes” to the inquiry for one 
needed item on a customer's list encour- 
ages him to make additional purchases. 





Be the “Yes” Store in your community . . . Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 


THE AMERICAN PAD & TEXTILE CO. © GREENFIELD, OHIO 
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Newest profit builder in the line! Built for 

all ages from 6 to 16 years . . . stands weights 

up to 200 pounds. This new Red Rascal Toy per-speed mo 
is the latest in streamline, all-steel, speed scooters. . . - pa 
Made of tubular steel with a chassis similar A mps. Rubber « 
to a modern automobile . . . heavy reinforced domed — 
foot tread covered with rubber .. . rust-resistant finish e shoes from 
covered with radiant red and sparkling white enamel. ee 
Four free-rolling, ball-bearing wheels, cushioned 

in live rubber, make it one of the fastest scooters on the market @ Be Sure And See Us At The Toy Fair § 


today. March 8th To 22nd + Room 1100 — 
— 
| 
FASTEST SELLING LINE OF ITS KIND IN TOYLAND 











Guaranteed by 
Good Housekeeping 


4 \y 
Wy, i) 
SZAS apventistD WES 


No 
Me 


"auy- LI of F 
OF 1947” Ay 


Here they are, proved and approved by 
America’s most critical users—the Good 
Housekeeping Institute and more than a 
million satisfied customers. Yes, the Red 
Rascal Toy Line offers you an excellent 
opportunity to turn 1947 into your big- 


gest profit year. Every toy is built to last N .\ 
... designed to sell . . . and priced right GEORGE K. GARRETT Ch, ; 
to move over your counters. And na- Co., INC. . 

a i 1421 CHESTNUT STREET 

tional advertising and merchandising an + 3. h 

aids are making it the fastest selling line J 
of its kind in toyland. Line up with Red A\ 


Rascal now to cash in later. 


1 AD 


he Toy Fair 
»m 1100 


oned ride. Skates are held firmly in place 
th comfortable straps of special finish 
oven web. Brilliant rust-resistant finish. 


L-BEARING ROLLER SKATES 


per-speed model . . . big and fast. 
de of heavy gauge steel, yet light on 
foot. New sure-grip, broad flange toe 
mps. Rubber cushioned wheel mount- 
$s make it easier for those who want 
execute fast and fancy turns. Will 
@ shoes from child’s size 7 to adult's 
p 10. Rust-resistant. Brilliant red and 
lver-like”’ finish. 


ICE-ROLLER SKATES 
Sensational year ‘round skates for begin- 
ners. Can be converted from roller 
skates to double runner ice skates in a 
few minutes. Rubber wheels, runners, 
locknuts and screw driver wrench in- 
eg in kit. Long lasting, rust-resistant 


RED RASCAL RIDER 

3 toys in 1. Springs give a real riding 
sensation as hobby horse. Eight rubber 
wheels permit use as stroller. Extra seat 
included quickly converts it to a see-saw. 
Made of rugged tubular steel . . . suitable 
for smallest kiddies. Carton converts to 
barn for horse. Brilliant red enamel rust- 
resistant finish. 


BEGINNERS 

ICE SKATES 

Light, all steel double runner ice skates. 
Rugner supports are welded in place. 
Made in a complete range of sizes for 
kiddies 2 to 7 years of age. Safe, fully 
adjustable, protected with rust-resistant 
red and “‘silver gleam” finish. 


KIDDIES SCOOTER 


A safer toy for begin- 
ners 2 to 5 years of age. 
Four wide set rubber 
wheels give perfect bal- 
ance. A novel safety 
steering mechanism 
prevents tipping. Non- 
slip rubber tread mat. 
Long lasting, rust-resis- 
tant “silver gleam” 
finish. 














Nothing t2 Setter for Business 


Than A 


Satisfied User! . 





E LAVAL Dealers know the truth of that statement. 

De Laval users are satisfied users. They recommend 
De Laval equipment to their friends and neighbors who in 
turn become satisfied De Laval users. 


The De Laval user turns first to his De Laval Dealer when 
in need of other types of equipment the dealer may handle. 
He does so because he is sold on the fact that his De Laval 
Dealer handles only the best lines—and backs them up with 
the best of local service. 


Many a De Laval Dealer who has built up a large vol- 
ume business from a modest beginning gives much of the a = & ft oo 
al | 


credit for success to the De Laval line—the line that makes + } onan 
y tising w 
" Ee - zines - 
Write your nearest De Laval office regarding the pos- _ POST, 
sibility of representing De Laval in your trading area. psc. 
GARD] 
AMERI 
GARD) 
SUNSE 
totals o 


and keeps satisfied users. 








DE LAVAL MILKERS d 
The De Laval Magnetic Speedway DE LAVAL CREAM SEPARATORS 
and De Laval Sterling—world’s best De Laval World’s Standard and DE LAVAL FOOD FREEZERS 


milkers. De Laval Junior Series—cleanest Made in 16% cu. ft. and 35 cu. ft. 
skimming. sizes—better preservation of food. 





THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 CHICAGO « SAN FRANCISCO 19 


165 BROADWAY 427 RANDOLPH ST 6) BEALE ST 
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R CUTTING 
EDGE SHEAR 


B 
An exclusive selling feature! 


—RUBBER HANDLES absorb Sie * 
cutting shocks. Hands can’t 
° . a 
slip or blister. 
TOOLS 


GRASS SHEARS — LAWN 


Yes, exclusive features in this new hedge shear will 
make faster sales for you . . . and faster, easier 
operating for your customers! Rubber handles, 
balanced weight, self-tensioning hard steel 
blades, ground escalloped edges, all add up 

to A SUPERIOR PRODUCT. 


Advertising to Your Cus- 

tomers! Doo-Klip spring adver- 

tising will appear in leading maga- 

zines — SATURDAY EVENING 

POST, LADIES HOME JOURNAL, 

BETTER HOMES & GARDENS, 

AMERICAN HOME, HOUSE & 

GARDEN, HOUSE BEAUTIFUL, - 

AMERICAN MAGAZINE, HOME \ Cross-section view shows 

GARDEN, FLOWER GROWER exclusive toggle-action 
, % pf alias stud which maintains smooth, uniform 

SUNSET! Combined circulation tension on blades. Lubricated felt washer 

totals over 70,000,000! is recessed at pivot point. 





Two Favorite Leaders 
rot 


: \ DW \ \ 
Standard Grass Shear has Se SX. OD 
rust-proof, self-tensioning 
d steel blad i - 
went yon chaps ding .- >: 3. Induction hardened alloy steel blades 


have raised, ground cutting edges. 
Escallops on both blades speed 
cutting—prevent bunching! 


The Long-Handle Grass Shear has 


all the exclusive features of the LEWIS ENGINEERING & 


Standard Grass Shear plus hard steel 


wheels and the exclusive Long- MANUFACTURING COMPANY 


Handle feature. Price: $3.00. 
ALLIANCE, OHIO 
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DELIVERY: You can § 
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of these fast-selling 
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right now 
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jstributor 
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s Cay “IMMEDIATE DELIVERY ! 
cS Jobbers—wire your orders TODAY!” 








SEE US ATTHE | Sinn eas 
TOY FAIR BRESLIN HOTEL 




















SEE YOUR JOBBER * WE SELL ONLY TO JOBBERS 


A PERMANENT PB 
(3 DISPLAY ROOM 


MR OAKLAND ENGINEERING COMPANY, Inc. 


New York City 
$00-100th AVENUE - OQAKLAND 3, CBee a ata 
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SEE THEM FIRST 
ORDER THEM FAST 


The WEW 
EAST ROOM - Ist MEZZ. FLOOR NOMA TOYS 


“a “SOUGHT-AFTER” 
OYS OF THE Year 


HOTEL McALPIN - NEW YORK - MARCH 10.22 





ALL-METAL CONSTRUCTION 


Here's that old Noma “know-how” in a 


a red — i. sage sa construction HUNDREDS OF TOYS 
model set that’s really different. Not just a 
one-sale proposition—BOOMTOWN brings | SINGLE SET DeLuxe Model hb 
them back for more! Start a customer with electric motor. Sets 
any set and he'll keep adding to it as his kid- P eee able in 3 otiser sizes, 
dies build bigger, more exciting toys. For : 
with BOOMTOWN you can make almost 
anything — hoists, houses, cranes, bridges, 
elevators, bicycles, windmills, trucks! A 
chance for a child to develop creativeness. 
And a chance for YOU to build volume 
repeat-sales! 

BOOMTOWN is all metal—finished 

in sparkling red, blue, yellow and 

black enamels—slanted to children of 

almost any age. And handsomely pack- 
aged for a real sales wallop! 


= Patent Nos. 2410874 
; ; 2410875 
EXCLUSIVE PATENTED ANGLE CLAMP 
Here's the ~ posal secret of 
BOOMTOW versatility. Top; 
Sestembled view of angle 
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DON’T MISS 


NOMA 
AT THE TOY FAIR 


pe FIRST— 


FIRST- 


CAM tet mez. HooR 
IN: NEw YORK-mancy 10-22 


EAST 
MOTEL m 
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Due Toe Ny” 


You know these Noma year-in, year-out 
best-sellers! And you’ll want to get your order in fast 
for the exciting NEW MODELS released at the Toy Fair. 
Look! A new Hook-and-Ladder! A model Street Car. 
A two-part Tractor-and-Trailer. And a sensational new 
Helicopter never seen before in a WOODIE 
toy! All brand-new . . . toys your ‘. 
WOODIE buyers have been waiting for! 
And the sales-proved Dump Truck .. . the 
94-piece, four-car Train Set . . . the Ferry Boat 
that loads and unloads toy cars! 
Here’s the backbone for your 1947 toy 
% promotion — the take-apart quality 
toys that a child would choose! Packaged in 
a handsome, imitation-wood box with 


eye-appeal, buy-appeal! / 


™~ 







TRACTOR-AND-TR 


TRUCK-AND-TRAILER 


PLASTIC 






BRIGHT! 
UNBREAKABLE! 





Here they are! Profit-pulling TUMBLE 
CLOWNS — the different toy — now newly 
molded entirely of plastic! Gaily colored, easily 
washable, they build by interlocking heads, arms 
and feet. Feature them for snap-up sales on sight! 


MAKES THOUSANDS OF DIFFERENT COME 


ee rer ee eee Pre 





FEATURING NEW MECHANICAL SYNCHRONIZATION 


There’s no such thing as “sales resistance” when 
you display these Action Toys! Quality-molded, 
with built-in life-like movement, they’ve got that 
“just what I’ve been looking for!” punch that 
s-e-l-I-s! And there’s 10 different models! 


See the lovable new Panda . . . the new Walking 
Horse with Farm Wagon! For little girls, walking 
Mammy with her baby carriage. And you’ll marvel 
at the Juggling Seal that twirls a block on the end 
of its nose! Plus that sensational favorite Noma 
Farm Tractor. Here’s selling power in any season— 
profit-pullers for YOU—packaged to walk right 
off your counters! 


il 
me gélt: 


WALKING MAMMY DOLL They “ 
bei 


ma 
ih 


; pON’T miss 
WALKING HORSE WITH FARM WAGGN N N C) \ \ \ 
. AT po TOY FAIR 
st 
st: 


7 EAST ROOM - Ist MEZZ. FlooR 
l McALPIN- NEW York. “MARCH 10-22 
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NOMA 'S MODEL 


‘ EAST ROOM - Ist MEZTZ. FLOOR 
OTEL McALPIN- NEW YORK> MARCH 10-22 
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COMPLETELY ASSEMBLED HULL! 
JUST STEP THE MAST— ADJUST THE RIGGING — 
AND SHE’S SET TO SAIL! 


Not just a model yacht! Never before has 
so much exquisite detail, durability, and 
excellent sailing quality been built into a 
model racing yacht in this price class. 
Here is the zephyr-fast winner that model 
yacht racing fans have waited for! It will 
pull customers into your store! The grace- 
ful water-tight plastic hull is molded in 
one piece. The mahogany-finished deck is 
formed from three-ply birch. Fittings are 
brass . . . and actually work like a real 
ship! 





The hull comes completely assembled . . . 
just step the mast and she’s ready to 
launch. The mast is easily removed for 
convenient carrying from home to water. 
Here’s a prestige toy — packaged to sell 
— backed by a sales-wise merchandising 
idea — the Noma Model Yacht Racing 
Club! 





-FUN-  -FUN= 


For A QuIcK SELLER, here’s the latest in party 
pep-er-uppers — Noma’s all-electric true-or-false 
ParTy-Quiz. Flashes players their “right” or 
“wrong” choices by electric light! Questions on any 
subject . . . sports, history, geography, movies, 
literature. You can recommend it for children of 
almost any age — and it’s a party idea that sells 
on sight! 


The Greatest MA NTC) AA A BR oy LD 


55 West 13th Street, New York 11, New York MARCH 13, 


MAKERS OF THE WORLD FAMOUS NQY\\A LIGHTS 
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Gephart Mfg. Co. 


1020 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 


BAIT CASTING ° FLY FISHING * SALT WATER FISHING 
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THE ALL-PURPOS| 
a RAZOR EDGE KNIF! 








Light-weight, well-balanced aluminum hancle 


with 6 high carbon razor edge blades in the 


handle compartment 


Useful tool wherever a keen edge is required—A necessity 
for shippers, designers, cutters, linoleum layers, leather 
and plastic workers. Will cut ply wood and makes a handy 


tool for home use. 
tt 100 Speedy Knife 


tt 1OOB Extra blades 


Sold through jobbers and wholesalers only 


HARDWARE SALES 


Sole Distributor 


List $1.50 eac! 
List 10 each 


CORP. 


242 CANAL STREET. NEW YORK 13, N. Y., Cable Address: ‘’CUTINTOOLS’ 


CAnal 6-0820-1 


HARDWARE AG 
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MASONRY DRILLS 


Thar’s profit in them thar drills! Super Carbide 
Tipped Masonry Drills are tapping a big reser- 
voir of demand among dozens of industries. 
Now that Super Masonry Drills are available in 
Extra Lengths (for deep hole drilling) you’ll sell 
more than ever. Get your share of the profits now. 


@ FASTER 
By 50% to 75% of former drilling time. 
Use portable electric drill or hand brace. 


CLEANER 


Produce straight, true holes without damag- 
ing easily-broken building materials. 





BETTER 
Accurate fits permit rapid installation of 
Expansion Shields, etc. 


SILENT 
Permit drilling in occupied buildings without 
annoyance to tenants. 


har 
¥ aes eytcmgcan ser ; FOR DRILLING 
in the RE aed te ere ae . : Asphalt ¢ Brick * Concrete * Slate * Marble 
sae a, Be Ose, ~ Porcelain * Stone ® Tile * Wallboard * Plaster 
Other materials. 
50 « 
cen: 


Carbide Tipped Tools 


OOLS ose : nee ae bs o 4 21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 
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It’s Lite-Call . . . another new Telechron 
“first” in awakening devices! Your custom. | 
ers will open their eyes in wonder... : 
because they can’t hear a sound when the a 


alarm goes off. 


They'll open their eyes on the dot, too, 
,when Lite-Call is on the bedside table. 


In silence the Lite-Call alarm goes off with | 
a flashing light (it’s easily attached to the | 


lamp on the bed or night table) and it 
keeps flashing until the sleeper awakes 


and shuts it off. 


It’s quick, it’s sure. . . and as a double- 
check, a regulation ring alarm cuts in 10 
minutes after the flashing starts. Ideal for 
the hard-of-hearing . . . for those who get 
up at odd hours and don’t want to disturb 
the house . . . Lite-Call is a pleasant, effi- 


TREE Re cn CR cae emia ac 


Sor oY ea 


cient awakener that anyone can use. Stock © 


it now, display it well... watch it sell. 


Lite-Call in ivory plastic with the self-starting 
Telechron motor that never needs winding, 
oiling, or regulating. 


“felechion 


ELECTRIC Cletus 


THE FIRST AND FAVORITE ELECTRIC CLOCK 


TELECHRON INC. ¢ ASHLAND, MASSACHUSETTS 
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SLAYMAKER 


--- THE COMPLETE LINE 





Since 1888 Slaymaker has consistently produced a 
complete line of fast selling, profit building padlocks. 
Today...as always...there is a Slaymaker padlock in 
every size and grade to meet every conceivable need. 
e Ask your jobber about the Slaymaker line — today. 


SLAYMAKER LOCK COMPaN, 


“ANCASTER, PA+ 
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A SIMPLE PAD FILLED 
WITH A MILLION TINY 
ERASER PARTICLES 
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ABC-the nation’s newest WALLPAPER CLEANERS 


ee 


TREE Deh ie LS 


Enthusiastic response the country,over is making ABC the nation’s first 
Wallpaper Cleaners. Simple to use, thorough, effective and easily 


sold. A two-in-one value £ the new display pack kit contains the ABC 





wallpaper cleaning PAD which removes dirt, dust, soot — the ABC 


permi-sealed, (non-drying) TUBE for stubborn grease 







and oil stains. 






TRIAL SIZE—One cleaning pad and one tube of grease 
remover packaged in counter display carton.. Retails at 59c. 


YOUR PRICE — $4.72 a dozen in two dozen lots. 
ECONOMY SIZE— Three cleaning pads and one tube of 


grease remover packed in counter display carton. Retails at 


$1.00. 















Z 


a 





DURASOL CHEMICAL CO. - 77 TRAVERSE STREET - BOSTON 14 - MASS. JOHN LUC 
WESTERN REPRESENTATIVES: COHAN AND OLSON CO. + 404.N. WELLS ST. - CHICAGO 10, ILL. 
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\D FILLED 
LON TINY 
ICLES 


- GREASE 


NERS 


_.. Offices, Factories, Warehouses in Principal Cities 


MASS. JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa. 


O 10, ILL. 
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Every carefully wrought design, every 
eye-catching pattern, in the Armorlite 


line has the style superiority that 





makes for quick turnover. This con- 
sumer preference is no accident —all 
Armorlite patterns are pre-tested by a 
jury drawn from the income groups 
who buy enamel surface rugs and yard 
goods. No wonder the Armorlite line 
has so much “buy-appeal”’ for custom- 
ers — no wonder so many dealers find 
it profitable to feature fast- selling 


Armorlite rugs and yard goods. 


Keyed w JOH F- This Modern Flo- 
nie EEE 


ral withground of 
tan (6211) is keyed to the Alamo 
Group and is pod or bed- 


rooms. Has small floral decora- 
tions on background of textured 
leaves and rosettes and narrow 
bleed-off border. 


ENAMEL SURFACE RUGS AND YARD GOOD! 


BIRD & SON, inc., Eo<t Walpole, Mass., 295 Fifth Ave., N. Y. 
13-118 Merchandise Mart, Chicago 
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BRIGHTEN UP 
THAT BATHROOM 


WITH 


TRACE MAHA 


ALUMINUM TRIM 





BATH TUB EDGE ; DIVISION BAR 
No. 542 for 1%" Material No. 550 for ¥g" Material 


CAP MOULD OUTSIDE CORNER 
No, 551 for Y%" Material No. 552 for Ye" Material 


INSIDE CORNER DOORWAY EDGING 


No..553 * Material No. 101 for Std. or Med. Gauge 
¥ wish acthaae Linoleum—Tapered Flange 
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Use SUPERIOR metal trim on every bathroom in- 
stallation and you'll build lasting goodwill that really 
counts ...in added sales and extra profits! For 
SUPERIOR’S decorative finish gives bathrooms new 
sparkle and luster... wins immediate customer ap- 
proval. You'll find, too, that SUPERIOR is easy to in- 
stall, that it’s ideal for bathrooms because it resists 
moisture, heat, and cold. 

Made by a pioneer company of the metal trim 
industry, SUPERIOR is finished by the exclusive 
Schuler luster process, and is available in a wide 
range of shapes and designs. Send today for litera- 
ture and price lists. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 S$. PROSPECT ST. - YOUNGSTOWN, OHIO 
(oe 8 F 8 ee ee eR eee) 


Dept. 4 ° ° 
™ Please send us literature and prices 


Company_ 
Your Name 
Address__— 


a nes oe State 
ee Fb oe 8 Ff 8 ee ee 
$1 
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See your ESTATE Representative now 
and get ready to roll with “the line that’s 
going places in 1947.” The dealer who 
stocks ESTATE and stays with ESTATE is 
going to hit new highs in sales and 
profits! We’re seeing fo that! 











ESTATE HEATROLA DIVISION 
NOMA ELECTRIC CORPORATION a 


Factory: Hamilton, Ohio 


Executive Sales Offices: | 
55 West 13th Street, New York 11, N. Y. E 
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The United States Rubber Company has recently developed 
a compact, simplified line of garden chemicals. 





These United States Rubber Company’s Garden Chemicals 
offer the home gardener complete protection against com- 
mon destructive insects, weeds and plant diseases. 


cin ees 





Better still, they offer you the chance to earn substantial 
profits on a comparatively small investment. 


at ite ecb, 


THOROUGHLY TESTED. These Garden Chemicals have been 
tested and proved in the United States Rubber Company’s 
laboratories at Bethany, Connecticut, and in those of many i 
state and university experiment stations. | 


CONVENIENTLY PACKAGED. These Garden Chemicals are 
offered in simple, handy containers. There are only six 
chemicals—eleven items. This means a small inventory for | = 
you. Full instructions for use are given on every package. i 


NEEDED BY GARDENERS. Every suburban and rural com- 
munity offers an attractive market potential for these new 
Garden Chemicals. 


BACKED BY GENEROUS ADVERTISING. Home owners will j 
read about these new Garden Chemicals, throughout the a 
year, in the agricultural, garden and flower publications. 4 
They will hear them mentioned on the Philharmonic-Sym- 
phony radio program over the CBS network. 








DISPLAY MATERIAL TO HELP YOU SELL. Attractive counter 

cards, window streamers, display cards and descriptive | 
booklets will be supplied free on request. You will be able dl 
to feature them in your store early in the Spring. 






ED PERGON 








INVESTIGATE! You owe it to yourself to learn all about 
this new, nationally-advertised line of Garden 
Chemicals. For further information — write to: 


ha PROTECTAN? 


ESE 
E THE YIELD | 
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ORDER 


The “swing 
Milk Filte 
Popular be 
deeper cott 
cause eithe 
your jobbe: 
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NOTE: PERI 
USUAL, IN 


MARCH 


CASH IN ON THE SWING TO 


THE NEW Ctrfection 
Be?” DUBL-CHEM-FACED suu‘2%2". 


(TRADE-MARK) 








Nationwide Publicity reaching over 
4 million readers this Spring! 


The new Perfection DUBL-CHEM-FACED Milk Filter Discs are “the talk of the Dairy Industry”. 
Advertising is appearing this Spring in 25 magazines . . . with powerful total circulation of 4,586,438. 
The acceptance of these modern, efficient, time- and money-saving filter discs 

everywhere is tremendous! Be prepared to meet the demand. 

Stock up now! 





ORDER YOUR STOCK NOW FROM YOUR JOBBER 


The “swing” this Spring is definitely to the new Perfection DUBL-CHEM-FACED 
Milk Filter Discs. Easier to sell... faster turnover...bigger profits for you. 
Popular because of their chemically toughened faces, top and bottom . . . heavier, 
deeper cotton filter center . . . easy to use, can’t be inserted incorrectly in strainer, be- 
cause either surface can be UP. More economical, too! Standard sizes. Order from 
your jobber TODAY! 

GRICULTURAL 


ee | SCHWARTZ MFG. CO., TWO RIVERS, WIS. 


NOTE: PERFECTION and ELGRADE MILK FILTER DISCS ARE ALSO AVAILABLE AS 
USUAL, IN NATURAL FINIH, SINGLE CLOTH FACED, and DOUBLE CLOTH FACED. 
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No.57 File. Scythe Stone 


CARBORUNDUM 


No. 46 + acd 4 
sharpening, 
Stone 


Most every hardware dealer knows that farmers 
and gardeners need sharpening stones as well as 
cultivating tools. Yet, the close sales-relationship 
of these items is too often overlooked. That's 
why The Carborundum Company conceived this 
new line of colorful, related abrasive displays. 


Specifically prepared for your farm and garden 
section are the three displays shown here. Small 
and easy to handle, they do a real selling job 
when correctly set up next to the farm tools 


‘ 


which require quick, easy sharpening. 


Ca 


an Sharpening 
Stone 


You can ring up extra sales, often without men- 
tioning abrasives, when these attention-getting § 
displays are placed to do the most good. The 
well known and popular CARBORUNDUM § 
trademark is often enough to stop the shopper 4 
and give you a chance at a quick sale. 


Follow the example of other hardware dealers § 
...order these new sales-building displays from 
your jobber today! The Carborundum Company, 
Niagara Falls, New York. 


ae Profit, too, from related displays in other departments... 
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Abrasive products help you build added profits store is a prospective customer for one or more 

for many items in your store. After all, prob- abrasive product. To get your share of this prof- 

2 =< ably no other item you stock _itable business, order an assortment of smart, 

‘yes lends itself as well to related- _ related displays by CARBORUNDUM. They're 

Abrast selling as abrasives. Almost new. They're attractive. Ask your jobber, or look 
everyone who comes in your in our new 105 Hardware Catalog. 


CARBORUNDUM 


TRADE MARK 
"Carborundum”’ is a registered trademark which indicates manufacture by The Carborundum Company 
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IN PERFORMANCE 
AND QUALITY 





Top performance and highest quality have com- 
bined to make Millers Falls mitre boxes the leaders 
in their field. They offer your customers such out- 
standing advantages as: 


@ Choice of everlasting all-steel or standard 


iron construction. 
< @ . Ball-bearing saw-guides to make work easier. 


Positive adjustment for cutting angles to 
eliminate errors. 


@ Graduated arcs and index plates to produce 


near-precision cutting. 


Behind these specific selling points, is the long- 
established reputation of Millers Falls for the very 





best in tools. Investigate the Millers Falls line and 
assure yourself of fast-moving, profit-building 
merchandise. Complete information will be sent 
on request. 


One thing in common — Quality! 





MILLERS FALLS COMPANY 


GREENFIELD - MASSACHUSETTS 


MILLERS FALLS 
TOOLS 
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EAG| 
A Division « 


MARCH 1: 


“SALES-POWERED” INDIVIDUAL PACKAGES 
with Cellophane Window 


Customers can see each 
Eagle Drill, packaged 
and protected by the 
cellophane “window” 
> leaders ; box against rust, dust 
uch out- and moisture. They sell 

| themselves on display! “HANDY-PACK” ENVELOPES 


If you prefer conventional pack- 





ve com- 


tandard aging, Eagle gives you another 
improvement—a new envelope 
with only 3 or 6 drills. (Not six 
. *, mead in OS a oradozen!) It reducesinventory, 
K easier. ; a 5. oe saves stock space,andeliminates 

I “ik 50% of package breaking! 
gles to 


yroduce 


DRILL SETS PLUS STAND Compare these sales procnta! 


e long- ‘\ => IN ONE PACKAGED UNIT! @ Mechanics length 15% shorter than 
he very Here’s a new profit- conventional jobbers length. 

, proved Eagle feature! © Made of highest grade carbon tool 
ine and Eight complete sets now steel. 


ildi packaged as units with e Hardened and tempered for drilling 
uilding a Huot metal drill index metal and plastic as well as wood. 


ye sent or. metalorplasticbench e “Mirror Finish"’ ground clearance. 
stand! e Machine ground cutting edges. 


, RSS SP oF we SS SOS 2 2 22 eee 


NY 9 MONT TAT T Ay 8 tatavee trot now Yor 13, Now vor 
Gentiemen: Please send me without obligation your FREE 
| —, E-1 containing oriees and complete information on j 
EAGLE TWIST DRILL WORKS! wie j 
N 
. 3 A Division of REPUBLIC DRILL & TOOL CO., CHICAGO, NEW YORK : Se 


i 
% Lofayette Street . New York 13, N.Y. L City or Town Zone State ! 
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Don’t leave Alcoa Roofing Sheet out in the mud and rain. Alcoa 
‘ Roofing Sheet should be stored inside the barh, standing up. This 
simple precaution will help assure a good roof. 


- PROPER APPLICATION MEANS MORE SATISFACTION de ) 
4 Help your customers get full value from their Alcoa Roofing “ MORE people want 
Sheet. An Alcoa Aluminum roof properly applied means a satisfied Pe? ee, Fi hy 
. ‘customer and better business for you. A few simple rules are the MORE aluminum for 
guide to proper application. They are described in the Alcoa f 
Roofing Application Folder. There is one included in every bundle. MORE uses than ever 
For additional copies, write ALUMINUM CoMPANY OF AMERICA, 
1753 Gulf Building, Pittsburgh 19, Pennsylvania. 
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“They've got what it takes!” 





























YCLONE “Red Tag” Products still lead the Hard- 

? ware League for year-in-and-year-out quality 

and ready salability. And they are still in the same top form that 

enabled them to win and hold first place year after year with trade 
leaders and consumers alike. 

Although shortages continue, Cyclone “Red Tag” Screen and 
Hardware Cloth, Lawn Fence and Baskets are still the same old 
favorites and constantly increasing in popularity. 

We’re doing our utmost, but we simply can’t keep up with this 
huge demand for these well-known, popular products. But keep in 
want HARDWARE CLOTH AND touch with your jobber. He will continue to distribute Cyclone 

WIRE SCREEN CLOTH merchandise equitably, and you can depend upon getting your full 


£ ? 
m for share of this widely-known, fast-selling line. 


eee frame | is jase | amiinin {| 


CYeunwe 


in ever 








CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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_ AT LAST! AN ALL-PURPOSE INSECT SPRAY! 


New Bug-a-boo has D. D.T. 
ple Pyrethrins for 24 Profits!) 


LL-PURPOSE Bug-a-boo meets 
every need — because new Bug-a- 
boo has D. D. T. plus pyrethrins for 
quick killing action and long-lasting 
protection. 


It is designed for streamlined insec- 
ticide selling—fast turnover and prof- 
its— by Socony-Vacuum’s special 
insecticide laboratories! 


You don’t have to stock all the con- 
fusing “types” of insecticides. And 
your customers won’t have to worry 
about which spray to use for each 


wens BUg-a-boo 
PRODUCTS 


purpose. Bug-4-boo’s national adver- 
tising will tell them why! 


FAST—SURE—SAFE! 


Bug-a-boo acts quickly — kills all 9 
major household pests (flies, ants, 
moths, roaches, mosquitoes, bedbugs, 
silverfish, waterbugs, fleas). It has 
almost twice the killing power required 
by Government specifications for a 
Grade AA insect spray. That’s 
because its combination of insect-kill- 
ing ingredients is the same as that 


used so successfully by our jungle 
soldiers. iy 

Yet Bug-a-boo is non-toxic toy 
humans and animals when used a) 
directed ... free from insecticide odor 


4 
s 
2 
: 


One-} 
bath : 


For one y 
in a bath 
At the end 
Lumite is 1 
by chemic: 
has no effe 
salt air, rai 


.--Will not stain wallpaper or fabrics) my 


Order Bug-a-boo now, from you) 
nearest Socony -Vacuum Office, # 
from 26 Broadway, New York 4, N.Ya 
In the Southwest, order from 
Magnolia Petroleum Company, 
on the West Coast from the Gene 
Petroleum Corporation. 





Bug-a-boo Super Insect Spray « Bug-a-boo Moth Crystals 
Bug-a-boo Garden Spray + Bug-a-boo Repellent 


Bug-a-boo Profit Tip! © 
Bug-a-boo is sure death to7 
moths. For extra profits, 
feature Bug-a-boo without 
D.D.T. for moth control. 9 
It also fills the bill for thos 
who still prefer to use 4) 
straight pyrethrins ‘spray 
without D.D.T. B 
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One-year soaking in sulphuric acid 
bath fails to corrode Lumite screen 


For one year, a piece of Lumite screen cloth was kept 
in a bath of sulphuric acid in the Lumite laboratory. 
At the end of this test the cloth was unharmed, because 
Lumite is made of a plastic that is essentially unaffected 
by chemical action! The toughest weather in the world 
has no effect on Lumite. It will not rot, rust or fade in 
salt air, rain, snow or sun, 


CANNOT STAIN NEVER NEEDS PAINTING 
EASY TO CLEAN 


FILAMENT DIAMETER-.015” |©MESH—16 
THERMAL EXPANSION—None 
EFFECT OF AGE—None 


£FFECTS OF ACIDS, ALKALIES AND SOLVENTS 
—Essentially none 


TENSILE STRENGTH, ULTIMATE (of filament)— 


Over 40,000 lbs. sq. in. 
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Steel weight hits 43,200 times 
without denting Lumite screen 


Thousands saw this dramatic test at the National Hard- 
ware Show in New York. Lumite screen cloth was 
firmly splined in a conventional wood frame. Every 5 
seconds, 10 hours a day, for 6 days, this 5-pound weight 
was dropped 8 inches on to the screen. Each time the 
screen sprang back into shape! At the end of the test, 
the Lumite was still taut and showed no trace of wear. 


Distributed through Hardware and Woodwork Wholesalers 
For free sample and additional information, write to: 


LUMITE DIVISION 
Chicopee Manufacturing Corporation 
47 Worth St., New York 13, N. Y.- 


MODERN INSECT SCREEN CLOTH 




























HERE IT IS! ~ 


T &R’s 


NEW PAINT THINNER | 
awe 


EVEN FLOW 
* 
CONTROLLED EVAPORATION 
* 


LONG LEVELLING 
(No Brush Marks) 


* 


LONG WET EDGE 
(No Lap Marks) 


* 
QUICK DRY 
tk 
NO SAG 
*® 
NON-TOXIC 4 
* B DOE 
EXCELLENT CLEANER : 
ok 
PLEASANT ODOR 
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MME ROSIN FACTORS INC -SAVANNAN cen Fs 
ORDER TANDROTINE TO- i 

DAY FROM YOUR OLD RE- = 

LIABLE SUPPLIER OF T&R il 

GUM. TURPENTINE. lea 

PACKED BY | se 

TURPENTINE & ROSIN FACTORS, INC. ae 
SAVANNAH, GEORGIA | — 
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Mosuloid 


HEATING SYSTEM SEAL 


STOPS LEAKS 


in Heating Systems 


THERE'S NOTHING 
ELSE LIKE IT! 


WETALLIZING COMPANY OF AMERICA 4 





rf f 


RADIATORS, VALVES 











DOES THE JOB OR YOUR MONEY BACK 


Now, ~ the ned time ha is woe to —— ag = anes 

repairs for all leaks without tools, fuss or bother. The - 
reason is... MOGULOID.. . the amazing chrome NG. NO. 1 FIG. NO. 2 
and copper colloidal—does all 4 jobs fast, stops leaks in radiators, piping, valves, 
boilers and hot water heaters. You merely add Moguloid to the water in your heat- 
ing system as directed on the can and turn the heat up to normal operating level. 
Presto! Leaks are sealed with a lasting metallic bond. 

Fig. 1 shows how only a Moguloid Repair seals with a solid metal bond from the 
outside into the thickness of the parent metal. Fig 2 is typical of poultice seals which 
contain vegetable matter and can only act as a temporary inner plug. 








Moguloid Is A Leader In The Automotive and Industrial Fields 

Moguloid for more than twenty years has been used to eliminate porosity in pressure 
castings. Tests have proven that a Moguloid repair will withstand pressures up to 
2100 Ibs. and heat up to the distortion point of the casting itself. In the automotive 
field Moguloid has achieved outstanding success with fast, low cost repairs of cracked 
blocks, heads and all cooling system leaks. It is used and recommended by car owners, 
leading engine rebuilders, garages and repair shops everywhere. Get started with 
high-profit Moguloid today! 


It's A Hot Item With A Big Profit 
List price $4.95 packed 12 qts. to the case with counter card and 25 folders. Your 
profit per can $1.98. Order a case today. 
WRITE FOR BULLETIN M-21 : DISTRIBUTORSHIPS AVAILABLE 


TRACTORS 


METALLIZING COMPANY OF AMERICA 
1330 West Congress Street * Chicago 7, Illinois 
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(can see every one of the FO! 


What women want, Vaculator offers. The eye appeal 

. .. the features that make selling easy... above all, the 
best cup of coffee. Important to your customers, and to 
you—Vaculator’s many plus features are instantly 
demonstrated. Vaculator carries the Good Housekeeping 
Guaranty Seal—and the enthusiastic approval of many 
thousands of users. The more that women know 


about coffee-makers, the more they want Vaculator. 





_MAKES THE BEST COFFEE 


AFC. Comtug/ 


The most revolutionary 
coffee-making improve, 
ment in 25 years! AFC! 


Chicago 6, U. S. A. 
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fairy au wy—= IDEA OF THE YEAR” 


MEANS PROFITS FOR YOU 


Step up the tempo of your profit tune by 
stocking and selling Dairy-aid—the convenient 
receptacle for dairy products. Housewives see it 
once and want it immediately. They like this easy 
way to order —a twist of the dials shows the milk- 
man what to leave. Not just a gadget, Dairy-aid 
is a real safeguard for all dairy product deliveries. 

gen al Provides full protection against dirt, weather and 
ILLUSTRATED accidents. All these points and more make Dairy- 


. aid the kind of volume sellers that roll up big 
’ IS NOT ONLY ATTRACTIVE 


JA eur ALSO RUGGEDLY MADE: 
e ai is made from 20 gauge steel, electrically 


profits for you. 





eae dials spring mounted to retain proper 
setting. 
® Spring clips hold bills and special order pads pro- 
vided with Dairy-aid. 
Ye Baked I finish, pletely rustproof throughout. 


Cover mounted with heavy duty, piano-style hinge. Dairy-aid is made in three convenient sizes— one for 





a ch with bayonet slots for wall mounting, or ball feet for floor use.levery family and every budget. Get your supply of Dairy-aids 





oated wire rack on Dairy-aid floor easily removed for quick cleaning.Inow and watch your cash register ring in those sales! 


STANDARD JUNIOR JUMBO 


ite | CE iin 


Each Dairy-aid comes shipped in individual, distinctively styled cartons. 
SHIPPING WEIGHTS 
e STANDARD 8 quart size 
e JUNIOR <a 
© JUMBO « .0.00600% 




















U.S. PAT. PEND. 


THE YANKEE CRAFTSMAN PRODUCTS COMPANY 


18 MICA LANE + WELLESLEY HILLS * MASSACHUSETTS 
Formerly 15 VALENTINE ROAD + FRAMINGHAM 
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WHY PRODUCTS OF SHERWIN-WILLIAMS RESEAR( RE / 





Already the leaders in their field, these prod- 

ucts are now being sold by over Three Billion 

Advertising Messages in the Country’s leading 
newspapers and most popular magazines! 


That’s more than three billion rea- remember, this 40% profit is based 
sons why Products of Sherwin- on your selling price, not your cost, 
Williams Research are smashing all Order an ample stock of these 
records for sales and turnover—with famous products today and cash-in 
a full 40% profit on each sale. And as never before! 





'NSECT KILL! 


POwoER FO 
FOR HOME ¥ 


F MOST 
SENSATIONAL 
OF ALL BUG 








THESE PRODUCTS ARE MADE 
AVAILABLE TO YOU BY... 


ACME WHITE LEAD & COLOR WORKS, Detroit d 


W. W. LAWRENCE & CO., Pittsburgh e THE LOWE BROTHERS CO., Do) ROC 





JCVGRE REASONS 
Sek: siigmenicacs Sl <> 


prod- ¢ Sy 
—_ ic “eC 4 > 
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PRODUCTS OF 


| SHERWIN- 
your cost. WI L L / A M S 
ome RESEARCH NEW 
Ss. GARDEN DUST 
E. PACKED IN 
GIANT 36 INCH . 
APPLICATOR! . 














QUICK-SLICK | 


AUTO POLISH 


Cleans Waxes —Pol 






Fer linoleum floors | 
®nd all woed surfaces 
INTERIOR anD EXTERIOR 








JOHN LUCAS & CO., INC., Philadelphia . THE MARTIN-SENOUR CO., Chicago 
§ CO., Do ROGERS PAINT PRODUCTS, INC., Detroit . THE SHERWIN-WILLIAMS CO., Cleveland { 











































to add up 
bigger profits 
for you 


LOOK! Hammers, tweezers, pliers... 
tight-grip C-clamps, and a humdinger of 
a hand drill. All precision made, superbly 
built, especially designed to fit the dozens 
of exacting jobs every hobbycrafter meets. 


THESE NEW X-ACTO TOOLS will be adver- 
tised in full pages in national hobby and 
craft magazines, in April. Check them over 
carefully. Get your stock ordered in time 
to be ready when your customers come 
asking. 


REMEMBER, X-acto’s Fair Trading Policy 
protects your profits. Free merchandising 
helps protect your stock, and step up 
sales. Everybody knows, everybody wants 
X-acto — America’s Number One Hobby 
Tool Line. Send the coupon for full details 
... today! 


Other Knives, Tools, Chests, 
25¢ to $49.50. 


(Prices slightly higher in Canada.) 





Alfred Field & Co. 
(Manutacturer’s Agents in the Hardware Field) 


93 Chambers Street, New York 7, N. Y. 


Please send me complete information 


on X-acto Knives and Tools. 








| | 
| | 
| 
| | 
| | 
| | 
| | 
| NAME_____ iat | 
| ADDRESS - 
| | 
| cITY & ZONE__ STATE__ | 
| | 
| My jobber is peer mee 
fle nd snipe Gab vreeapyerncemannane aiaadesnai 














No. 50 X-ACTO HAMMER SET — 
6 heads: 2 ball; 3 flat (steel, brass, 
plastic); 1 tinner’s hammer with 
angle-locking set screw. Set, $1.50. 





‘ 


“BEGINNERS’ LUCK”’—No. 81 
X-acto Modelbuilder’s Basic Kit: 
No. 2 Knife; 5 regular, 2 3” blades; 
planer; sander. Complete, $2.50. 





TWEEZERS — Steel, with plated fin- 
ish, No. 36, plain, 35c. No. 38, cross- 
action self-locking, pointed, 50c. No. 
37, cross-action self-locking, blunt, 
45c. No. 39, cross-action, 60c. 


C-CLAMPS — Magnesi- , 
um, high rigidity, steel | 
screw, aluminum locking 
plate. No. 51, 30c. Nos. | 
52 & 53, 40c. No. 54, 50c. 


thi Hacv tons 





No. 47 HAND DRILL — 
Double pinion action, 
spring steel chuck. Takes 
drills up to 3/16”. $2.75. 





x-acto 


KNIVES &TOOLS 


*Reg. U.S. Pat. Off. 








At hobby, gift and hardware shops 


X-acto Crescent Products Co., Inc., 440 Fourth Av., N. Y. 16 
In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto 














HARDWARE 
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PLIERS — Case hardened. For wire- § 
forming, etc. No. 58, combination 
round and flat, $1.85. No. 56, flat © 
nose, $1.75. No. 57, point nose, $1.75, | 


om 
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inside and out- 
pull in the crowdo...puoheo up profil 


WHEN YOU MODERNIZE your hardware 
store, you attract more business . . . in- 
crease your profits. This hardware store in 
Bay City, Michigan, shows how Pittsburgh 
Glass and Pittco Store Front Metal can be 
applied to make your store more appealing 
to customers. Architect: Robert Bickel. 


“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 








mw Your hardware store can be a 
better-paying business if you re- 
model it now—inside and out— 
with Pittsburgh Glass and Pittco 
Store Front Metal. You’ll find it 
wil! build up store traffic substan- 
tially, increase your trading area, 
and boost your profits. Consult 
your architect for a well-planned, 
economical design. Our staff will 
gladly cooperate with you and 









mad 


The dtandurane Store with EYE-APPEAL... 


with him. And, if you wish them, 
you can make arrangements for 
convenient terms through the 
Pittsburgh Time Payment Plan. 
Right now, send for your free 
copy of our illustrated booklet 
which gives you actual facts, fig- 
ures, and photographs of many 
“Pittsburgh” modernization jobs. 
The coupon below is for your con- 
venience in ordering. 





1 
| 
| 
l 
| 
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Retail Sales.” 









tS ae me ae 
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Pittsburgh Plate Glass Company 
2115-7 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of your 
illustrated brochure, “How Eye-Appeal—Inside and Out—Increases 


“PITTSBURGH stench "7 Quality Glass and hint 


i See ae 
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ON “sh 25 RETAIL 
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| NATIONALLY ADVERTISED 
HERE’S HOW 





IT WORKS... 
S ZN 








‘ at HN rw 
=< 


Move handle back and forth. 3 easy 
strokes usually gets all the juice... 
no bitter peel oil! 










Shake out pulp and rinse...you're 
finished, quickly, easily, efficiently! 


Press half an orange om juicer. Hold 
it still... DON'T TWIST! 


Pour out juice...strainer catches all 
coarse pulp and seeds. 
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The FIRST truly Zractcal 


fruit juicer...gets 24 the 
j i eee eee s / 
aie pul ce farter CAKE 


There’s nothing like it on the market today 
that even comes close to the Kwicky! 











That's right...there’s nothing like it on the market! The Kwicky 
Ss races through fruit juicing, gets all the juice, no bitter peel oil, 
B strains all coarse pulp and seeds, pours freely and is rinsed in 
just a few seconds! Finely polished, stainproof aluminum. Every 
place the Kwicky is selling...reorders come pouring in! Here's 
a really hot traffic item, retailing at a purse-opening $1.25 
with a good profit for you! Cash in now on this nationally 





GE STILL” 
Ce BACK | 
| FORTH 


advertised product! It’s so easy...so quick...so inexpensive...it's 


KWICKY’S 
PIVOT 
BASE 


Rubber base grips table 
without marring or scratch- 
ing. Juicer pivots freely! 





the Kwicky Juicer! See your jobber today or write us for details. 








Mi 


NOT A SINGLE DETACHABLE PART TO CLEAN! 
(A 3-second rinsing cleans the Kwicky !) 


STRAINS ALL COARSE 


PULP and SEEDS! 





The built-in strainer stops all coarse pulp and 
seeds from pouring into the glass. Doesn't 





slow down pouring, no clogged holes.. . 





rinses in a jiffy under the faucet! 


See Your Jobber Today or Write to Us for Full Details! 
QUAM-NICHOLS COMPAN Y 


33rd PLACE and COTTAGE GROVE 
hse Ae Oe. Fe, $10. 6.1..8.0 1 5 
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OF QUALITY 
METAL HOUSEWARES 
IN AMERICA 


You save 
the long run 
replace ruste 
flashings wit 
able rustless 
Copper. 


ee Gee a TO ry: Broadway, N.Y. 
Immediate deliveries in good SOLE NATIONAL DISTRIBUTORS for STEMCO 2S oes 
quantities on this Stemco Ware. 


rustless Anaco 
per Tubes, 


Put an e 
clogging and 
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)“THESE SCREENS ARE OLDER 





You save money in 
the long run when you 
replace rusted, leaky 
flashings with depend- 
able rustless Anaconda 
Copper. 


Put an end to rust- 
clogging and rusty red 
water with long-lived 
rustless Anaconda Cop- 
per Tubes, 


MARCH 13, 1947 


THAN YOU ARE, JOHNNY’ 


...and they’re good for years to come. They’re 
made of sturdy bronze wire that will never rust. 


What about your screens? Rust spots mean 
trouble ahead, and in that case your best move 
is to replace them now. But by all means use 
bronze screening, for bronze is a tough, strong 
copper alloy—long the standard for screens of 
proven dependability. Considering the cost of 
repairs and the health value of really good insect 
protection, you'll want no screening less durable 
than time-tested bronze. 

To learn about other uses where copper, brass 
and bronze will save money, write for our book- 
let, “How to Protect Your Home Against Rust.” 

The American Brass Company does not weave 
insect wire screening, but supplies Anaconda 
Bronze Wire to leading manufacturers. soa 


ndins 
were wot 


Bronze Screening 
for 
Superior Service 


The Anaconda advertisement shown 
at the left will appear in spring issues 
of Better Homes & Gardens, American 
Home, Parents, House Beautiful and 
House & Garden. Combined circula- 
tion exceeds 7,000,000 copies. 


This spring dealers will have no dif- 
ficulty selling all the bronze screening 
available. This advertising, looking to 
the future, merely reminds home- 
owners that bronze is the time-tested 
standard of quality for durable insect 
wire screening. ; aves 


AnaconpA 


from mine to 


pS 


BRONZE SCREEN WIRE 
THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: ANACONDA AMERICAN BRASS LTD. 
New Toronto, Onf. 

















ct metal moulding floor display unit) 

fains 8 tubes of “easy-to-install” consumer | 
apes conveniently cut to 6 ft. lengths, ready © 

wrapped and complete with screws and nails, 
Full color counter display card and 100 sk 
age consumer folders show uses of "'Trim-it- 
ourself'' and explain the “‘simpie as 1-2-3° 7 
method of rt Unit occupies less than 3 
2/2 square feet of floor space in your store. a 


MEI 
¥ —ma 
Through your store daily pass hundreds of home- a aoa 
makers eagerly searching for new ways to improve a _— 
and beautify their homes. CHROMTRIM "'Trim-it- 
Yourself’ Metal Mouldings reveal countless oppor- 
tunities for anyone who can wield a hammer to make 
his own home improvements or repairs and beautify to a 
every room from cellar to attic with lustrous metal a soap 
trim. The “Trim-it-Yourself merchandising display 2 ott 2 = unten 
dramatizes the many installation possibilities of eight a lies i 
practical metal moulding shapes. Complete with é g wren 
instruction folder, nails or screws, "Trim-it-Yourself" “e a 
fulfills the quest of every homemaker. One "Trim- 4 aie 
it-Yourself" unit will prove to you why hundreds of osgOR SADDLE 
other dealers are ordering refills for this popular 4 
| ; profit builder.  Bocked by 


NATIONALLY ADVERTISED — NATIONALLY ACCEPTED 


made 
other 
or sp 





—_———— <—- —_ —— — ° Ne 60350 
7 Sold Only Through a Nation Wide STAIR NOSING aaiecaeias 


(CORRUGATED) 





R. D. Werner Co., Inc., 295 Fifth Ave., New York | Ges n 
| Dept. HA-347 Distributor Organization 
| Please send complete ‘'Trim-it-Yourself" literature and prices 

| or/and catalog on regular Chromtrim line of 80 shapes. ....... 


Buyer's Name ......... 
j Street... sien eeacbiabes™s eS especie 
ane Distributor’s Name ee wien 295 FIFTH AVENUE NEW YORK 16, N 
jand address . yctories: New York, N. Y. — Greenville, Pa 
g Meese” chock nature of your business: 
Distributor........:...Dealer.............Dept. Store 


Manufacturers of Metal and Plastic Products 
Y 
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Two quality products that bring 


FAST PROFITS 


SA PR 
Medu, pUUCTS DIVISION 
; a — Cement Co 

1 
Cleveland, Onan 


Used successfully — 27 years For concrete floors 
floor display vat Eight colors plus black and white Rubber base 
"th tewathe reanril For exteriors and interiors ‘Keeps down concrete dust 
th screws end nell, Decorates and protects Concrete — Easy to clean 


; card and 100 sk 
ww uses of “Trim-it- Stucco — Masonry Long wearing 


| single - oe : i . 
pace In your store. Five colors plus black and white 
% MEDUSA PORTLAND CEMENT PAINT 
—made and backed by a cement company—gives MEDUSA FLOOR COATING—made with 
home owners long lasting beauty and protec- a rubber base—really sticks to concrete 
tion for concrete, stucco, and masonry. It’s , : 
floors. Brushes on easily and quickly— 


made of finely ground portland cement plus 
other ingredients—mixes with water—brushes spreads evenly—dries to a colorful 


Or sprays on exterior or interior surfaces—dries : ’ . . 
— smooth finish—stands abrasive action 


to a hard cement-like finish—is washable with : % ; : 
soap and water—seals pores of masonry—resists of scuffling feet—is widely used on in- 


water seepage—is unaffected by limes and alka- dustrial and home concrete floors—is 
lies in concrete—won't chip, dust or peel when . : ‘ 
: . unaffected by alkalies—gives extremely 


properly applied. Proved through use on thou- 
sands of industrial and residential buildings. durable beauty to concrete floors. 


Bock i vertisi 
eee ee SEND FOR COMPLETE INFORMATION TODAY! 


RUM Now is the time to investigate these two fast moving profit 
kers. Medusa supplies you with mailing inserts—booklets 
SIVE — pplies y 
PROG NECTURE _e —color chip folders—newspaper mats—everything to make 
y each sale faster and more profitable to you. Send for free 


a 
Better lomes information today ! 
> 


MEDUSA PRODUCTS DIVISION 
of MEDUSA PORTLAND CEMENT COMPANY 


1019 Midland Building e¢ Department"A” e Cleveland 15, Ohio 


Also made in Canada by Medusa Products Co of Canada Lid Paris, Ontario 
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~~ Photo 
courtesy of 
_..SERVEL, INC, 


ee ee 


All Recessed Head screu's have definite advantages over the older, slotted 


head type but ONLY REED & PRINCE Recessed Heads can be driv- 








i Bee eee } en in any size — from the smallest to the largest — with ONE driver! 





| ___BJ MANUFACTURING COMPANY | 
| WORCESTER, MASS. — CHICAGO, ILL. ; 
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One mortise accommodates all 11 
Integralocks. Case dimensions are only 
342" x24" x1”. Each knob and 
escutcheon is an integrated factory 
assembly which insures foolproof instal- 
lation of the lock in perfect alignment 
by means of two machine screws. 











ace SARGENT INTEGRALOCK is an outstanding 
example of modern functional design. It contains 
30% fewer moving parts than the finest pre-war Sargent 
lock...and every moving part except the handsome 
cast knobs is made of strong pressure-formed metals 
that will stand up throughout a lifetime of service. 

Both you and your customers are sure to applaud the 
ease with which an Integralock can be installed. First, 
it’s a cylinder-in-knob type of lock. Secondly, and most 
important, it is completely assembled at the Sargent 
factory. Almost anyone can install an Integralock. And 
an experienced workman can install an Integralock 
much easier, much faster than an ordinary lock. 

The Integralock is safer, too. The knob cannot be 
forced because excessive pressure will simply cause 
it to spin harmlessly, with no effect on cylinder or 
latch. There are no outside escutcheon screws to be 
tampered with. 

The mortise type Integralock is available now in 11 
functions from your Sdrgent distributor. All models fit 
into the same size case to facilitate changing the func- 
tion of the Integralock on any door. The cut-out type, 
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also in 11 functions, will be available soon. Both are 
equipped with knobs and escutcheons of polished brass, 
dull bronze or chromium. ‘ 

With this type of merchandise (and more fine 
Sargent products to come) you can afford to prune out 
slow-moving items and simplify your stock until you 
have streamlined it for fast turnover and healthy profit. 
That’s the highroad to success this year... and in all 
the years to come. 

*Trade Mark 


SARGENT & COMPANY 
NEW YORK »- NEW HAVEN, CONN. « CHICAGO 


MAKERS OF “LIFETIME LOCKS FOR LIFETIME USE" 
‘59 





HOLDING 





A perfectly balanced tool embodying fine 
workmanship, correct design and the ex- 
clusive nail holding device combine to 
make the Cheney Nail Holding Hammer 
tops in sales appeal throughout the world. 
World's standard hammer since 1836. 


SALES REPRESENTATIVES 


JOHN H. GRAHAM & CO., INC. 
New York City 


SANFORD BROTHERS 
Chattanooga, Tennessee 


HENRY CHENEY HAMMER CORP. 


217 Broadway, New York City 
N. Ze 








BLADES 
CARVERS 
ROUTERS 
PUNCHES 





PLANES 
‘AND COMPLETE 
ee lh 


HOBBY TOOL SET NO. 120 
-..6 blades, 6 carvers, 6 routers, 3 punches, 
1 saw, 1 handle and plastic knob. Price $5.00 


King Kut Products ore covered by 
Fair Trade Agreements. 


KNIVES, TOOLS AND BLADES 
FOR HOBBYCRAFT AND HANDICRAFT 


@ These amazing new precision cutting tools, $0 expertly designed, so 
flawlessly made, so perfect in performance, will gladden your craftsman's heart. 
AT LAST... new blade shapes, new carvers, new routers, new punches 
(some never before available) . . . 22 in all—and each one different. 
Each fits the simple yet skillfully designed aluminum handle featuring 
the tapered chuck with a vise-like grip. Plus King Kut's plane, curved 
and flat spoke. shaves—all aluminum bodied. King Kut's cutting edges 
are made of the finest steel, expertly hardened, tempered, ground, 
honed and buffed to razor sharpness. 
King Kut tools meet the same high standard of design and perfor- 
mance that champion hobbycrafters demand of themselves. 


King Kut Tool Sets range in price... 
$1.00 to $10.00 


ADDRESS DEPT. KK 158 
THE pey® PARTS CORPORATION - TOLEDO, OHIO 


™ 


~~ 
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MANUFACTUKERS OF THE FAMOUS AP MILEAGE GETTING 
MUFFLERS AND PIPES FOR AUTOMOTIVE VEHICLES 
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tions, plus major improvements that provide many new advantages: 


1. Simplified Design—“Close coupled” construction does away with usual 
coupling between pump and mocor shaft, eliminates need for bearings in the 
pump itself, assures permanent alignment of rotating parts. 


2. Mechanical Seal— Mechanical seal does away with conventional stuffing 
box which requires periodic adjustment. It is self-adjusting and requires no 
lubrication. Once primed, seal is fully protected against running dry. 


3. Dependable, Trouble-free Service — Simplified construction with 
fewer parts means minimum chance of trouble and maximum ease of servicing. 


4. New Positive-acting Air Pump — Special, patented, positive-acting air 
g P—sp P P & 
pump maintains air cushion. Air does not go through centrifugal pump to 
decrease capacity. 





5. Safe Motor Loads— All ratings for the Jet-O-Matic are within the work- 
ing limits of the motor as recommended by its manufacturer. Unit can be 
used for garden and lawn sprinkling, etc., without danger to motor. 


THE GOULDS Da@ewcad-Hlow SET > 4 
for Shallow Wells t. a 


TANKLESS — with 
Self-Adjusting Capacity 


Companion unit to the new 
Jet-O-Matic is this first suc- 
cessful tankless water system, 
for shallow wells. Unlike the 
conventional pump operat- 

ing with a tank, which has a constant fixed capacity re- 

The new Gauhde JebO-tleite, gardless of the volume of water needed, this amazing new 

with tank, for pump is self-adjusting in capacity. 

shallow well service. At a single outlet or any combination of outlets in the 

: =" system, it delivers the exact volume of fresh water called 

for, up to the capacity of the pump, instantly and auto- 

matically adjusting its delivery to any change in the de- 

The new Goulds Jet-O-Matic, mand for water when other outlets in the system are 

PR a opened. Just like city water service! 5s 

Another packaged water system for ready sale to hundreds # 








of property owners near you. Write for free literature. 
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GOULDS JET-0-MATIC 


WITH MANY ADDED 


A Packaged Water System, “STREAMLINED” 
for Sales—that’s the newly designed Goulds 
Jet-O-Matic, the dual service pump for either 
shallow well or deep well operation. 

Designed to meet the demand for low-cost 
water service for farms, rural homes and stores, 
summer camps, gas stations and many other 
properties, the new Jet-O-Matic, complete with 
its carton of fittings, comes to you packaged, 
ready for installation with pressure tank. 

You first determine the customer’s require- 
ments for water, then select from a chart the 
Jet-O-Matic that fills his needs. A fast-selling, 
profitable packaged unit that calls for mini- 
mum inventory investment, with minimum 
space and time devoted to stocking and han- 
dling parts. 

The new Jet-O-Matic is built in two series. 
Series “M” medium pressure pumps provide 
a wide range of capacities up to 2100 gallons 
an hour for shallow well service at normal 


GOULDS PUMPS, INC. 


FOR EVERY FARM AND HOME NEED 


SALES FEATURES 


water system pressure, with deep well ratings 
for medium well depths. 

Series “H” high pressure pumps provide high 
pressure shallow well service and a wide range 
of deep well ratings up to 1270 gallons an 
hour. 

Consequently, you can give your customer 
the “best pump” for his requirements, not just 
“a pump” for his job. 

Rated capacities are conservative. They are de- 
termined by careful laboratory testing and 
checking to insure accuracy for every unit. 

Series ““M” units are equipped with motors 
of 4, 14, % and 1 horsepower; Series ““H” units 
with motors of '4, *4 and 1 horsepower. 

In your community there are hundreds of 
likely prospects for this great, new ‘water 
system—the ideal unit for service from shallow 
wells, deep wells, lakes, ponds and streams. 
Write for the name of your nearest Goulds 
distributor. 


. SENECA FALLS, N. Y. 


WATER SYSTEMS 
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CADIE POLISHING CLOTHS 


(KAY-DEE) 


ALI POLISHING 
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THE POLISH)IS RIGHT IN CADIE CLOTHS i 
€ 
\ 
< 
“Time-savers” rate tops with Mrs. polishing cloths... for furniture, < 
America... that’s why Cadie Polish- silver, shoes and leather, white shoes, \ 
ing Cloths will earn you plenty of auto bodies and glass. Available in < 
profit. Sell 1 and you sell 6 for units of 2 dozen. \ 
each helps sell the others. You get For a dynamic departmental ; 
a steady, substantial turnover and display unit order the Cadie Mer- \ 


a long profit all year ‘round. 
Cadie has 6 chemically treated 


A Polishing “ 












chandiser—a 36 package 
assortment of 5 products. 
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€ AMERICA'S 

a OUTSTANDING 
i SANITARY 

<) WASTE RECEIVER 


€(POUTSIDE CONTAINER and INSERT CAN 


< mm MADE OF 25 GAUGE ARMCO ALUMINIZED STEEL 


‘ @ARMCO SALT SPRAY TESTS sow s 10 10 ries 


\ 
» f MORE CORROSION RESISTANCE THAN GALVANIZED STEEL 


4 ® INFRA-RED BAKED ENAMEL FINISH 


WHITE—RED—BLUE—GREEN—IVORY—BLACK 










q PPOLISHED ALUMINUM COVER 

, @ WATER-TIGHT INSERT 

¢ 

4017 quart capacity 

4 @ INDIVIDUALLY ft 
4} CARTONED _ 






pir Traded at PREVIEW of our 









€ $ 5 95 NEW MODELS at the 
§ BBiightly Higher NATIONAL HOUSEWARES SHOW 
q t of the Rockies APRIL 27 thru MAY 2 






QUE Se 


























"Eid OOF OLS 


‘ CONVENTION HALL : 
\ PHILADELPHIA 
. BOOTH 24 
V For Details and Figures “~ y7 


Call, Write or Wire... 








y . | METAL PRODUCTS CORPORATION 
A 4 IN C 0 L N 136 CLIFTON PLACE, BROOKLYN 5, N.Y 
D3 ; 
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Export Division: BLOCK INTERNATIO:.AL CORP., 101 W. Zist St, N. Y. C. 1, N. Y. Cable Address: “BLOCKTRADE™ 
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Playing to win? Then deal you | 


self a winning hand of top qual 
products all the way. R/ 
wickings for every purse and purpos 


are favorites wherever oil stove 


1g RENNER ORT a ng, 


ranges and heaters are used. Ask yo 
Ox, %” jobber for these popular fast-selling! 


R/M products . . . the pick of the wick 


e S E | 


DUST 
furnac 
Stand: 
heatin 
effecti’ 

Spri 
and ne 
share. 

Wri 
above 
useful 
promo 
scripts 
No. D 





RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM, PA. « BRIDGEPORT, CONN. 
IT’S “PACKED WITH SATISFACTION’ WHEN You use R/M 


"MARCH 13 
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GET RID OF lait winders DIRT! 


tet 3 ZO 


PUT THIS NEW 


SAlEeMAn 
TO WORK FOR YOU 


DusT-SToP Replacement Filters for forced-warm-air 
furnaces can be a real money-maker for you this Spring. 
Standard equipment in nearly two million modern warm-air 
heating units, DusST-STOPS remove atmospheric dirt so 
effectively that they should be replaced twice a year. 

Spring is always a good selling season for DUST-STOPS 
and new, free selling helps make it easy for you to get your 
share of this profitable business. 

Write today for the new Spring store display (shown 
above with actual filter), colorful window streamer, other 
useful selling aids. Check over the many other DUST-STOP 
promotional materials available—direct mail, radio spot 
scripts, small-space newspaper ads, etc. Order FREE KIT 
No. D47-2. Fill out and mail the coupon today! 


EE 


IN YOUR FURNACE Now! 


P 


Owens-c 


On Kir 


orni 1s 
ning F ibergias Cc 
orp., 


Dep’t 934 
Toledo 2. Ohio 


Gentle, 
. Men: Plo. 
Obligation, oan Send me with 
it, No, Dargie DUST-sTop p, Cost or 
4 TOMotion 


Name 


Firm 


Address __ 
City___ 
State 


We buy DUST-sTopg Mit 


from _ 


AIR FILTERS—. FIBERGLAS Product 


pe 


Kombo! 
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Every owner of a filter-equipped warm-air furnace 
needs two or more DUST-STOPS at least once a year. 





NOMA 8v88LE-| 1 


To the Biggest Year in the History § of [ 





CLEVER * COLORFUL * NEW! 
3: «-« NOMA Bubble-Lite Sets... 
alive with bubbling action... 


SELL ON SIGHT 


cess 





| NOMA 
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LITES LEAD THE WAY 


of Decorative Lighting... © 


3005—7 Light © 
e 3415—15 light Straight line Cap Lighting Set.W 
Wires in multiple...has Ad .--lamps burn indepe 
nector...lamps burn ind Y set has Add-on conne: 


d Tree Top An- 

Bllver wings and dress. Hid- 
Miboard cylinder makes 
ito slip over top of tree. 


Artistic Candolier. Ta- 

red candles equipped 
ith iamps and halo device 
give beautiful glow effect. 


ye NOMA BUBBLE-LITES... 


the most revolutionary development in 
decorative lighting since the invention of the electric lamp... already 


are a dramatic; dynamic sales-success. 


NOMA COLOR LIGHTS are bright with sales appeal the year 
around. NOMA Christmas decorations are popular and profitable 
for NOMA dealers. 


And—behind popular NOMA COLOR LIGHTS, profitable NOMA 
Christmas decorations and fast-selling NOMA BUBBLE-LITES—is the 
greatest dealer and consumer promotion campaign in all NOMA history. 
You'll see it soon...so get set to go places—with NOMA during 1947. 


NOMA 


ELECTRIC CORPORATION 
55 WEST 13TH STREET © NEW YORK 11, NEW YORK 
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LAWN EDGE 


PATENT PENDING 
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fist 
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CURVED HANDLE 
FOR EASY GRIP 
AND NO SLIP- 


NO MORE OF THis PING OF HANDS 
WITH THE 


AN OUTBOARD 
HANDLE TO GIVE 
EXTRA LEVERAGE 


T AND PUSHING 
M ern 


WELDED CONSTRUCTION 


DEALER'S PRICE / / FOR LIFETIME DURABILITY 
$32.00 Dozen 
SELLS FOR 
$3.95 Each . ij 
“FAIR TRADE” 4 STRONG LIGHT WEIGHT 


TUBULAR HAWDLE THAT 
WON'T BREAK. OR BEND 





OFFSET PLACES EDGE OF 
BLADE DIRECTLY IN LINE 
WITH HANDLE MAKING 
OPERATION SIMPLER 
AND EFFORTLESS 


NO BACK BREAKING, 
KNEE SCRAPING 
ina GA silieees ACROBATICS WITH 


IN STARTING OPER- 


ATION. CONTROLS THE FAST, EASY 


DEPTH OF CUT 


STRONG STEEL ROTARY 

CUTTER THAT SHARP- 

ENS ITSELF DURING 
OPERATION 


ROTOTRINM 


LAWN EDGER 





NATIONAL ACCEPTANCE 
OUGH NATIONAL ADVERTISING | 


THE MIGHTIEST CAMPAIGN EVER PLACED IN BACK OF 
A WARDROBE, CHEST AND CLOSET ACCESSORY LINE. 
A FULL PAGE IN 4 COLORS IN CIRCULATION 
THE SATURDAY EVENING POST 

APRIL 12th ISSUE ee 3,491,737 
AMERICAN HOME 2,245,472 
BETTER HOMES & GARDENS 2,644,907 
GOOD HOUSEKEEPING 2,708,343 
HOUSE & GARDEN 202,199 
HOUSE BEAUTIFUL 350,926 
LADIES’ HOME JOURNAL 4,197,245 
PARENTS’ MAGAZINE 868,912 
TODAY'S WOMAN 708,971 
WOMAN'S DAY 2,840,111 
WOMAN'S HOME COMPANION 3,555,948 


Cer CO000000 readts- 


SEE YOUR WHOLESALER 


Unique in the industry is the nation- 
wide consumer demand for E-Z-DO 
wardrobes, chests and closet accesso- 


ries. No other brand is so well-known, 


so universally respected — so wanted 


by women everywhere. Eager accept- 
ance means easier promotions. It’s an 


E-Z-DO EXCLUSIVE! 
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MEANS 
USINESS IN ’47 
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Tax INTEREST, comments and ORDERS on the 
new Ultramatic CALORIC, shown at the shows, 
prove it’s the gas range customers want. It has 
all the features women look for in the range 
they buy—modern convenience; new speed and 
fuel economy; smart beauty; it’s America’s easi- 
est range to keep clean. And because it has 
these features you'll find the Ultramatic CALORIC 
is the range you want to feature for faster, 


easier sales. Write today for the Caloric story: 
Caloric Stove Corporation, Widener Building 
Philadelphia 7, Penna. (Q) 


All the Features for 


FASTER 
EASIER 


From January Through December 
147,000,000 CALORIC Sales Messages 
Will Go To 27,000,000 Home Appliance Buyers 


CALORIC’s year around, large scale, national adver- 
tising in the leading women’s magazines and farm 
journals has built a big market for CALORIC gas 
ranges. This advertising reaches 77% of the home 
market. A complete dealer, merchandising and pro- 
motional program backs CALORIC’s continuous na- 
tion-wide advertising. 


REG, U. S PAT. OFF, 


THE GAS RANGE YOUR CUSTOMERS WANT 





~ 
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_ Extra large 4-way Full-vue 
ironing surface speeds ironin 


TAPERED, ROUNDED BACK means fast- 
er, easier ironing because either end 
of the iron reaches easily, surely, into 
tricky pleats, ruffles and gathers with- 
out twisting or turning the iron around. 


BUTTON SAVER EDGE means easier 
ironing under buttons. It’s slanted all 
around so every part of it slips easily 
under buttons without prying them 
loose or weakening the threads. 


vce SO 


Soleplate of General Mills Iron is 28% longer, 15.7 % larger 








TRU-HEAT CONTROL means faster Bi emivaiteb 


ironing, greater safety for delicate fab- 
rics because it’s the fastest-acting, most EXTRA LENGTH, EXTRA AREA MEANS LESS 


longer than the average of five other lead- 
accurate known type of iron heat con- WORK, more ironing at every stroke, fewer ing irons—-as shown in the actual scale 
trol. (The soleplate itself is actually a motions, speedier ironing. The 4-Way, diagram above. Its new shape lets the iron 
part of this new, more accurate ironing Full-Vue Ironing Surface of the General glide smoothly in any direction without 
temperature regulator ) Mills Tru-Heat Iron is 15.7% larger, 28% bunching up material. 


THE NEW 


General Mills Tru-Heat Iron 


SPONSORED BY 


ockéA 


NOW BEING DISTRIBUTED IN: Minnesota, 
Nebraska, the Dakotas, Wisconsin, Iowa, Michi- 
gan, Indiana, Ohio, the New England States, 
New York, Montana, Wyoming, Utah, Colorado, 
New Mexico, New Jersey, Delaware, Maryland, 
Virginia, North Carolina, District of Columbia, 
Pennsylvania, and parts of Idaho, Illinois, Ken- 
tucky and West Virginia. _ 
_ hs Betty Crocker 
p hy isa 
trade name of 


GENERAL MILLS, INC., HOME APPLIANCE DEPT., 1620 CENTRAL AVE., MINNEAPOLIS 13, MINNESOTA Rm 4 
Copyright 1947, General Mills, Inc., Minneapolis, Minn. ay General Mills 
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PYREX WARE 





pyrex Ware 
for only $ave 
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Your Display Kit has this full-page, four-color reprint of 
the national ad. Remind your customers at the point of sale, 
of the gift items they have read about in the newspapers 
and magazines. 


This four-color dis- 
play piece will attract 
customers whether 
used in the window or 
as the center of your 
mass display at your 
Pyrex ware counter. 




















DEALER’ 


Aimed at boosting | 
your sales during the second 
best Gift Season of the year 


DDING Mother’s Day gifts to the annual 
Pyrex ware “Brides” campaign, opens your 
door for double sales and double profits, during 
a gift season second only to Christmas. This new 
promotion features high unit sale, easy-to-handle, 
full-color gift boxes. One is the new “Home- 
maker” set, and the other, the popular 3-Piece 
Flameware Gift Set. In addition, the Brides- 
Mother’s Day promotion introduces a new Pyrex 
ware item—the Flameware Utility Platter. 
Your customers will see these ads in 18 leading 
magazines and 113 local Sunday newspapers, so 
use your Display Kit, which will reach you by 
April 1st to make your store “Pyrex Ware Gift 
Headquarters.” 





$s NAME 


Bring gift customers into your 
store with your own Pyrex 
ware ad in your own news- 
paper. Use this free 2 col. x 10 
inch newspaper mat for your 
local adverting. 


t 


Don’t forget—there’s only one 
Pyrex ware, for you and your 
CUSTOMERS. It brings cus- 
tomers into your store. Pro- 
tects your profits on every sale! 





Consumer Products Division 
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CORNING GLASS WORKS, CORNING, N.Y. 


Ask your distributor salesman to help you plan your Bride's - Mother’s Day Pyrex ware Campaign 








“PYREX” is the registered trade 
mark of Corning Glass Works in the 
United States and in Canada of 
Corning Glass Works of Canada, Ltd. 
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PRESSURE cooKER 


€ROM TOP. 


And there’s where the top 
Wear-Ever sales feature is . . . the sensational 
(patented) Snap-Tite Cover. It’s so simple even a 
child could operate it. This cover is pressure locked 
against the inside rim of the cooker. Even with 
the Lid-Lock unfastened, the 
patented Snap-Tite Cover can’t be 
lifted off while pressure is on. 
Women want this assurance. 
ty 


la 
ar 


TO (O BOT TOM/ 


At the bottom of every product is the 
reputation behind it. The Wear-Ever trade mark 
has been a kitchen pride mark for nearly half a 
century. The Wear-Ever Pressure Cooker, made 
from hard, thick sheet aluminum, has an extra- 
thick bottom for even heating and added 
durability. It’s strong, yet light to lift... 
weighs only 3 Ibs. 7 ounces! 

Our full color advertisements are working 


for you month after month in leading 
national magazines. 


vy 


WEAR-EVER 


Snap Tile 
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A Sensational NEW ‘SELLER 
with INSTANT APPEAL — 
to Every Motorist 


Ready, Ray 


No batteries to go dead. 
Plugs into the lighter 
socket on the dash. 


Two-Thirds Size 


N CM all the convenience of a 


flash light, with none of the inconveniences and un- 
certainties of dry cells. The BMC READY RAY Trouble 
Light plugs into the lighter socket of any car . . . gives a steady 
21 candlepower light. And there’s no fading or flicker, no 
blind spots or halos. The light can be played steadily in any 
direction, using the open cover as a supporting base. It’s surer, 
safer, easier to use! 
An Ideal Road Flare For Break Downs & Accidents 


Ready Ray throws a highly visible ‘‘safety zone’’ around the man 
changing a tire. It can be waved as a signal to flag or warn approach- 
ing cars in cases of accident. Wind or weather cannot extinguish it. 
Makes an ideal backing light. Useful in repacking picnic baskets, 
placing luggage, searching for dropped tools or lost articles, etc. 


EVERY MOTORIST WILL WANT ONE 


Ready Ray will sell on sight. Every 

READY RAY RETAMS AT $2.75 motorist will instantly recognize its 
usefulness. And it is as handy as a flash 

light—fits easily in the glove compart- 

OVUM SM MKS GEM ment. Just show it and sell it It’s a 
All Fair-Traded In Price: traffic stopper that will build a profitable 

sales volume. Nationally advertised to draw business into 


Pressure ock Wrenches . ° . 
oe : i sey : the store. Write or wire today for complete details. 
¢ e re r ps Ona 


delale: * 
b 


BMC Change-A-Blode Scissor BMC MANUFACTURING CORP. 


11 GRISWOLD ST., BINGHAMTON, N.Y. 
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You won't get an argument out of us— 
Mr. Ruskin! 


By realizing this sober truth, and by building 
more quality into Swan garden hose at com- 
petitive prices, Swan has become the world’s 
largest manufacturer of garden hose. 


Today, we are turning out the greatest footage 
of Swan garden hose in our history, but it may 
not be enough to enable dealers to meet cus- 
tomer demands during this coming season. 
Production has been increased—quality has 
been maintained—prices have been kept within 
bounds—but the demand for real quality in 
hose is so great that, for the moment, we can 
do no more than ask you to do two things— 
order no more than you can sell this season and 


please be patient with us and your Swan jobbers. 


One thing is certain—Swan Quality Garden 
Hose is well worth waiting for. 


SWAN RUBBER COMPANY - - > BUCYRUS, OHIO 


AT STRICTLY COMPETITIVE PRICES 
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WINDMILLS OF EVERY 
CAPACI TY Acrmotor Windmills 


provide low-cost pu ture, 
farmyard and all te - Pump 
in the lightest breeze. Self-olline, Sturdy 
towers withstand the most severestorms. 
The favorite windmills since 1888. Man 
wheel sizes conha tower hesighes from swhich 
to make your r tions. 





AERMOTOR 


Sell Water Systems 
Now for Early 
Installation 


Now is the time to sell labor-saving windmills and electric pumps... 
before heavy work starts on the farm. Farmers know the advantages of 
running water... rad know extra drinking water adds weight to stock, 
increases milk and egg production. As the local water pump expert, your 
rec dations of the proper pump from the Aermotor line make their 

job of pumping easy...add to farm profits, as well as your own. One 
yoked pase Went sells another. You can really cash in... and more 
units will be available to ship to you. 





ELECTRIC DEEP WELLAND ELECTRIC JET PUMP 


SHALLOW WELL PUMPS 
For all climates. Compact, simple in de- 
sign. Easily installed. Deep Well models 
available in four sizes. Powerful systems 
for hard service. Shallow Well . . . ideal 
for small homes or farms. Three sizes. 
Fresh water system built into every 
Shallow Well Pump. 


SYS TEMS Available in five sizes 
--- 4 to 1 hp for 2-inch, 3-inch, 4-inch 
wells and larger, for pumping depths 
down to 100 feet. Simple design. Ball 
bearing motor. Built-in thermal over- 
load protection. Automatic regulation. 
Additional profits from sale of tanks, 


other water-using items. 


AERMOTOR 200.2 2500 Sith "i Chicago 8, lil. 


Dept. 803 


Manufacturers of Electric Water Systems, 
And Windmills Since 1888 


Running Water on the Farm 


HARDWARE AGE 











c pumps... 
ilvantages of 
ht to stock, 
xpert, your 
> make their 
it own. One 
-.and more 


NEW EXCLUSIVE 
SELLING FEATURES 


Pie esx. is a 


In the NEW Silver luniversary milk 


That adds up to three more reasons why your 
dairy farmers will choose a Rite-Way! No other 
milker anywhere at any price offers these great 
new better-milking features: 





New Dustproof Pulsator with per ¢ air filter of 
porous metal. No cloths to change! Pulsator has 
nly two moving parts. So simple you can take it 
‘apart and reassemble without any tools. Precision 
built of brass and bronze. Sells itself on sight! 


8 New Self-centering Sanitary Claw. Self adjusting 
to all types of udders. Notice symmetrical ar- 
rangement. Nipples slant upward for free milk 
flow. Just a twist of the wrist and the claw comes 
apart for easy, positive cleaning. All surfaces that 
touch milk are visible — all openings straight 
through. 


New Streamlined Roto-Matic Pump with built in 
muffler. Most efficient type of milker pump yet 
devised! Oil seal oscillator creates constant vacu- 
um. No idle stroke. Automatic lubrication. Oil 
recovery chamber saves oil. 
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These improvements mean easier, better, faster 
milking than ever before! Greater profit oppor- 
tunities than ever for Rite-Way dealers. Now’s 
the:time to get a money-making Rite-Way deal- 
ership for yourself. Write today for complete 
information. 

RITE-WAY PRODUCTS COMPANY 

1241 Belmont Ave., Dept. HA, Chicago 13, Ill. 

Branches: SYRACUSE +» ATLANTA + OKLAHOMA CITY - OAKLAND 


In Canada: MASSEY-HARRIS COMPANY, LTD. 
In Sweden: ANGLO-NORDIC TRADING CO., LTD., STOCKHOLM 
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Billy Berry knows 
good rope 


Rope yarn was spun by hand when Billy Berry started working for 
Hooven & Allison in 1884. He has seen the industry mechanized 
and rope itself much improved in reliability and economy. Now 
foreman of our spinning department for many years, Billy fre- 
quently pauses beside the long rows of automatic machines, while 
his experienced hands check the carefully prepared ‘sliver’ being 
drawn into the whirling ‘flyers’. Like every responsible H&A 
employee, he knows that with even the best machines, only constant 
watchfulness assures a quality product—just another reason for the 
high rating of H&A cordage. 


‘sliver’ 


* - a | 


Tops 9 com- 
merical grades of rope is the 
famous H&A “Blue Heart’’ Pure 
Manila. Other H&A products in- 
clude Transmission Rope, Drilling 
Cable, Lariat Rope, Yacht Rope, 
Fisherman's Rope, Jute and Hemp 
Twines, Hard Fibre Twines, Lath 
Yarn, Twisted and Braided Jute 
Packing, Tarred Marlines, Plumbers 
and Marine Oakum. 











THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 
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*U, S. Dept, of Agriculture estimate, 
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Of the 7!4 million farm houses in the U.S. only about 
18% have running water, only 12% have bathrooms. 
Think of it! 88% of our farm homes still lack modern 
facilities essential to sanitation and health. 

At present about half the farms in the U. S. are elec- 
trified. Many of these farms are prospects for electric 
water systems—right now. And within the next three 
years, REA and private utilities are expected to give 
every farmer in the country access to electric current. 
That’s a few million more potential customers! 

Dealers who sell Delco Water Systems are preparing 
for a substantial share of this rich farm market which 
is ready and waiting, backed by a 30-billion-dollar 1946 
farm income—the biggest ever. A few territories for live 
dealers are still open. Write! Mail the coupon below. 

Delco Shallow Well 


Water System 
| Model AAT42 




















eee D STAR Legucd 
BRUSH CLEANER 


CLEANS ~#<y PAINT BRUSH 
IN 2 EASY STEPS 


1, SOAK IN CLEANER 2. RINSE UNDER FAUCET 


A Beauty Bath for Dirty, 
Age-hardened Brushes. 


SAVOGRAN 


THE SAVOGRAN COMPANY 


BOSTON CHICAGO SAN CARLOS, CAL. 
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| Sheffield Aluminum Paints Have 
on a a, The Answer To Every Question! 











»" 
-R FAUCET y 
rty, mT 7 =f (; (// 
1es. , |_A J Uf 

/ @ For Metal and Masonry- «ee Super - Krome 
N ALUMINUM PAINT r @ For Exterior Wood- «se Super - Krome 

i) Exterior « Heat-Resisting » Intorion @ Forlnteriors- «se Super-Arome 

ii a @ Wherever an Aluminum Krome / 

AUC Stig : Paint is required ask for S«Pe*- 


There is a ONE BEST in everything —and in aluminum 
paints . . . it’s SUPER-KROME! The ONE aluminum 
paint that does the complete job! Ready mixed— 
ready to use... it flows on satin smooth every time. 





for Unexcelled Roof Protection 


ASPHALT ALUMINUM PAINT aye tee 


, dy © ASPHALT 
® Use Either as an Undercoat or Finish 
® Protects Roof Against Rain and Sun ALUMINU e 
® Reflects Destructive Sunlight a Pp Al NT 


Another Sheffield product—made specifically for roofs. Asphalt ie olin Roof, Pretestion 


Pibs) - Walerpr0of 














aluminum paint not only enhances the appearance of homes 


and factories — but gives a fine finish for double protection. 
a q the Sheffield Bronze Paint Cor 
For Further Information on These and 40 Other SHEFFIELD — Cleveland, Obie ; 


Fast Sellers — Write TODAY to — 


Shettichd Arcrze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
| MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 6, OHIO 


REFLECTS Destructive SUNLIONT 
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There are plenty of selling features built into the NEW 
KAY — latest addition to the Philadelphia line. 

Light metals in its construction make it one of the eas- 
iest of all mowers to operate . . . yet steel and bronze at 
points of stress and wear assures your customers of long, 
trouble-free service. 

The NEW KAY is backed by Philadelphia —a name 
that’s been famous for lawn mowers for more than 75 
years. Production is in full swing .. . you can actually se// 
the New Kay this season. Get in touch with your distribu- 
tor or write us direct for literature and complete details. 
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The ORIGINAL 
PATENTED, 
NATIONALLY 
ADVERTISED 

and DISTRIBUTED 


PATENTED ® TESTED © PROVED © GUARANTEED 


HOSE NOZZLE 


‘The WUsdern Streamlined Nozyle with INSTANT CONTROL 
OF SPRAY OR STREAM RIGHT IN THE PALM OF YOUR HAND 


oe 


The common sense nozzle where varying streams of water are used. 
SQUEEZE—IT’S ON...RELEASE—IT’S OFF 

No Fussing With Buttons, Knobs, Clips, Or Special Adjustments. 
No other Nozzle has all these features: 

Absolute Instant Control of Spray or Stream * Automatic Shut-Off « Fits 

Naturally, Comfortably, Easily into the Hand * One Hand Operated 

¢ Unfailing In Action * One Primary Working Part ¢ Built for Life-Time 

Service * Saves Clothes, Water. Time ¢ Copper Nickle Chrome Plated. 

LEVER-SPRAY has strong “COUNTER-TOP” appeal—Retails for $1.85. 

Order from your Jobber. 


a 
= \ . KAY PRODUCTS INDUSTRY 
ADELPHIA 40, PA MIST SPRAY STREAM GUSH 

\ 
g SLIGHTEST PRESSURE GIVES STREAM DESIRED 


Make Sprinkling a Sport 
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THE KNOW-HOW 
OF MAKING THE 
BETTER BRUSH! 





Forty years ago Baker began to make the better brush. 
Better because we combined fine hand-craftsmanship 
with fine bristle. And through the years, old Baker 
hands have taught young Baker hands the know-how 
of better brush-making. That's why, today, Baker is the 
brush that dips least, spreads most, and lasts longest. 





BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YORK 13 
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75c retail (24 to the case) 
Order from your jobber now 


*WEEDONE, 
WEEDUST, 
*ROOTONE, 


*FRUITONE, 


* TRANSPLANTONE, | HEDIS 


= a gel Z ' 
pare. T5* / 
TO HELP YOU SELL e Ask for colorful, dra- /~42 
matic Weedone and Weedust Counter Cards : 


Sooo eS een li 
AMERICAN CHEMICAL PAINT CO. 


— Ambler, Penna. 
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COMPACT / 


Projects only 134” from door face 
. . » less than the door knob... 
Five spring capacities . . . One size 
case for all capacities. 


SUENT! 


Hydraulic dual valving . . . one 
controls door speed to 10° of clos- 
ing . . . other controls for firm, 
silent latching. 


FULL SWING / 


Standard equipment arm for 90° 
or 180° door swing . . . Built-in, 
automatic hold-open device for 18 
different points between 0 and 
180°. 


PRECISION / 


Every part... rack, pinion, cylin- 
der, piston . . . machined with 
greatest precision. Ball bearing 
supported. Leakproof plus mini- 
mum friction for lifetime service. 


_ PREFERRED! 


Widely used on modern, streamline 
trains and on steamships — instal- 
lations that ruin most door closers. 
Its ability to outperform other 
closers on heavy traffic doors in 
commercial buildings has made it 
the No. 1 closer for all doors. 

















SINCE 1839 


DISTINCTIVE HARDWARE 


Only the Russwin 
“400° DOOR CLOSER 


has them! 


THE TOUGHEST OF TESTS PROVE 
THIS GREATEST OF DOOR CLOSERS ! 


In a continuous test dupli- 
ame cating service conditions, 

a ts a ““400” Door Closer was 
put through more than 12,280,000 consecutive 
opening and closing cycles without any adjust- 
ment. Results equaled 558 years normal service 
on a corridor door — 80 years on a store door — 
further proof that no other door closer can 
approach the “400” in appearance, performance 
and range of applications. It’s the answer to 
trouble-free door control. Write for catalog. 
Russell & Erwin Division, The American 
Hardware Corp., New Britain, Conn. 





* Patented 





UsswiN dealers always have the edge 
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Santa Claus, the founder of the Christmas Tree Lighting 


















LET’S PLAY FAIR 










T *The Decorative Lighting Guild 
Industry, couldn’t have been very happy over trade | of America comprises most 
conditions last season . . . for in spite of near-record pro- | of the tela Aaron who make 
: ; | Christmas lighting equipment 
duction, demand far exceeded supply and in some cases |_—_ gn distribute Christmas tree 
the public had to pay unreasonable prices to get the | bulbs. They are: 
ane strings, lamps, and other Christmas lighting equipment | 4. \fawuracrurine Co. 
it so much wanted. Summit, N. 7. 
This spirit of “get while the getting is good” on the part | C. F. Assorr Co., East Orange, N. J 
i f h h h : Chris Li : ASSOCIATED MANUFACTURERS’ Co. 
of just a few has hurt the entire Christmas Lighting San Francisco, California 
vin business, all the way back to the manufacturer, and no Ciemco, Inc., Hillside, N. 7. 
right-thinking person wants to see it repeated in 1947. Peet ag Ta 1 eamuaaaaaag Co. 
‘ Therefore, the Decorative Lighting Guild of America* eee ar 
THE GLOLITE CORPORATION 
makes a pledge . . . and a plea. Chicago, Illinois 
Goop-LiTre ELectric Mra. Co. 
Pledge . . . The manufacturers listed pledge themselves: Bridgeport, Conn. 
(1) To keep prices of the equipment they make to Majestic Evectric Mrc. Co. 
the absolute minimum consistent with labor and | New York, New York 
material costs, and THe MuTerR CoMPANy 
TESTS PROVE (2) To distribute their equipment and their supply _| eg 
of lamps equitably among recognized marketin OMA ELECTRIC CORPORATION 
YOR CLOSERS ! dean ~ q Y 5 5 S New York, New York 
test dupli- | Prervess TREE Licur Co, 
sl Plea . . . . There will be more Christmas lighting equipment | Brooklyn, New York 
‘loser ae: in 1947 than in any previous year... maybe not | RapriaANT MANUFACTURING Co. 
é : enough to fill every need, but enough to make it a Seattle, Washington 
g iy g g 
msecutive profitable business without any “upping” of prices. RAYLITE ELEcTRIC CORPORATION 
zy adjust- Dealers and Distributors are urged, therefore, to Bronx, New York 
al service join with DELGA to help “hold the line” . . . to Roya Execrric Co., bnc. 
re door — combat in every possible way any attempts that a Pawtucket, R. I. 
loser can few opportunists may make to profit unfairly from the Tuomas Import COMPANY 
| reat demand for Christmas Lighting this season. New York, New York 
formance 8 
nswer to A business that stems from the Spirit of Christmas Union InsuLatinc CoMPANY 
ite cannot do other than play fair with Santa Claus. { Parkersburg, W: Va. 
- catalog. 
merican 
oot ® THE DECORATIVE LIGHTING GUILD OF AMERICA 
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2116 Keith Building 
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Cleveland, Ohio 

















@ Yes, it’s a bell ringer. You ring up more sales with a 
Flatlux franchise because it channels all Flatlux business 
in your neighborhood to your store. That franchise means 
you’re the only dealer in the neighborhood who handles 
this amazingly popular one-coat wall paint made with oil. 

Flatlux goes on so smoothly, is so easy to keep clean, 
that people come back for more—time and time again, 
to your repeated profit. Since Flatlux business is ex- 
clusively yours, make it big. Display and push Flatlux 
—and listen to that bell ring. 
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ACKERMAN 


SAFE-T-STEP 


A Safe, Comfortable, Platform 
Fits All Extension and Rung-Type Ladders 








Carpenters, painters, mechanics, farmers, 
fruit pickers, tree trimmers, etc., will find 
countless uses for this remarkable platform. 
Often does away with costly scaffolding. 
Means more work in less time . . . saves its 
slight cost over and over again. 
May quickly be moved from rung to rung 
with one hand, or can be permanently at- 
tached. Equipped with safety 
hooks, has four points of contact... 
can't tilt. Complete but simple 
directions on each SAFE-T-STEP. 
Suggested Retail Price $3 00 
Patent Applied For 
Application #633278 
WEST OF ROCKIES $3.50 











les with a 
x business 
ise means 
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Another useful, time-saving Ackerman 
Quality product. HOLD-ALL is a UTILITY 
SHELF, sturdily constructed of steel and 
hardwood. Fits any extension or rung- 
type ladder. HOLD-ALL is self-bal- 
ancing ... need not be removed when 
you move ladder. A big help to 
painters, carpenters, fruit-pickers, etc. 
Saves scores of steps up and down 
ladder. Suggested Retail Price $ 00 
Patent Applied For 2 
WEST OF ROCKIES $2.50 























Inexpensive and tre- 
mendously handy for all 
ladder workers. Holds 
can or pail in open posi- 
tion for easy access. 
SAVES TIME! SAFE! Can 
or pail can't dislodge. 
Holds firmly. Simply place 
hook over rung of ladder 

. right or left side ... 
then clip on can or pail. 


Suggested retail price 


2% 


Patent No. 2226228 
WEST OF ROCKIES 35c 
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Only QUAKER Dealers will have this 
ACE for “Tomorrow”... 


QUAKERTROL 


THE Gow OF THE CHIMNEY 





Yes, the day of plentiful merchandise and 
keen competition is not far off. And when 
that day comes... when an ace selling 
feature is important, only QUAKER deal- 
ers will have QUAKERTROL — the amaz- 
ing, new device that automatically pro- 
duces and synchronizes a regulated flow 
of air with the flow of oil at every flame 
setting. Only QUAKERTROL provides the 
right draft for proper combustion regard- 
less of chimney condition or weather. 
25% in fuel saving over any natural draft 
heater guaranteed! 








QUAKER MANUFACTURING COMPANY 
223 W. ERIE ST., CHICAGO 10, ILLINOIS 


QUAKER’S Grandma Sinney 
Your STAR Salesman 


To help make your store HEATING 
HEADQUARTERS in your community. 


QUAKER advertising in 1947 will feature whim- 
sical, lovable, wise little Grandma Binney. Her 
pleasant grin, her plain and direct way of putting 
over a powerful selling point will create consumer 
preference for QUAKER heaters. You will be able 
to direct these pre-sold readers right into your own 
store with color displays, folders, mats and catalogs 
that make your selling job easier. 





For This Seasons Gusiness z ; thing! 
These Challenger models are being produced as rapidly as ee struct 
the supply of steel permits. There won't be enough to fill all comfc 

# of your orders, but you can be sure you'll get your share. 
Wh 


THERE'S AQUAKER ; WARN 
BURNOIL HEATER 
FOR EVERY SPACE 
G joB. * ; 
ere ee The FIRST name cx ol heaters 
“The LAST WORD cx efficccency/ The 


Model 2008 Model 2010 Model 2013 
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What’s new about these pads? Every- idea... one side always warmer than the 
thing! An entirely mew idea. New con- other, whether on low, medium or high 
struction. New illuminated switch. New _ ...they’ll surely want to buy. 
comfort and added utility. Be sure you see this amazing new line 

When the comfort-seeking public sees § of WARM-O-HOT pads. 

WARM-O-HOT with its revolutionary new Write today. 


The LOBL MANUFACTURING COMPANY 


MIDDLEBORO, MASSACHUSETTS 
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Here’s the Quick, Easy _ 
Way fo Sell More = 
CTT Ti POCKET STOVES | 





i 


% The Coleman Pocket Stove is a “hot” 
seller. It’s practically a sure-shot sale 
when it’s demonstrated. Try it out ona 
“cold” prospect and see! 


Hunters, fishermen, vacationists, pic- 
nickers all are “hot” prospects for a quick 
sale when they know all the outstanding 
features of this little wonder stove. 











It has a fascinating appeal for everyone 
who sees it, and a demonstration gets ’em. 
Try the demonstration suggested below 
on your next customer. See how it works! 


Order from your jobber. 


Demonstration Does It! 


2 Lift out the stove and show ’em how com- 
* pactitis. How it packs complete in a 2-piece 
aluminum case—all weighing only 3 pounds— 
and is 8% inches high. 


3 Show ’em how to pump up the stove with 
* the built in pump that can't get lost; how 
the pump locks with just a couple of turnsol 


1 Show your customer how it slips easily 
the pump handle. 


* into hunting coat pocket, corner of picnic 
basket or glove compartment of car. Easy to 
carry. Take it anywhere. 


4 





6 Tell em how perfect it is for every ou 
« —hikes, picnics, canoe trips, hunting 


5 Demonstrate how the case makes two 
fishing — and explain about its many us@ 


4 Show ’em how it lights instantly at the F 
* handy cooking utensils and how the 











* touch of a match. Tell ’em how it burns 
any kind of gasoline, white or leaded. Sets up 


and ready to go in a jiffy. 


wrench fits intoeach section as a handle; fold- 
ing grates 6% inches in diameter to accomo- 


date larger utensils. 


around the home. 


SELLING HELPS FOR YOU — Colorful folders, newspaper ads to run in your local paper, and an 
attractive window display — all available to help you sell more Coleman Pocket Stoves. This material 


also enables you to tie up with Coleman’s National Advertising that is pre-selling this Pocket Stove 
to your customers. Ask your jobber—or write nearest office. 


THE COLEMAN COMPANY, Inc., Wichita 1, Kansas @ 401 N. Broad St., Philadelphia 8, Pa. @ Los Angeles 54, Calif. @ Honolulu,T.H. @ Toronto, Ca 
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Order from Your Wholesaler Now 
And Start with a Good Spring Stock of — 


Fact Selling Sherman 


Brass Lawn Hose Fittings 


Pretty quick the gardeners and lawn-makers will be 
thronging to your store. Be ready for them, with a 
good stock of these extra profitable extra well made 
Sherman Brass Lawn Hose Fittings. 

Your wholesaler can fill your order from open stock, 
or give you extra quick delivery on selected, fast 
moving items in the new Sherman Convenience 
Packages. 

It would be wise to buy immediately. Your whole- 
saler has a great many orders to fill, and the selling 
season is near at hand. 


H. B. SHERMAN MANUFACTURING CO. 
BATTLE CREEK, MICHIGAN 


For Prompt, Sure 
Order Fittings 
for every 0 


ps, hunting - 
its many use Ng 





ak 


® Toronto, 


ARCH 13, 1947 








We prefer to have dealers themselves 
tell you of their success with Brushes 
by Pittsburgh. This excerpt from a 
letter by Edgar C. Price of the Priceless 
Paint and Hardware Co., Baltimore, 
Md. says far better than we could what 
Pittsburgh brushes mean to this pro- 
gressive dealer: “I have sold Neoceta 





Brushes since they came on the market 
in 1942. My sales have increased right 
along and I have never had a com- 


BRUSHES by PITTSBURGH 


Rtn Tine Ter Gene pelating need plaint. They make the most salable 





appearance of any brush on the market 


THREE FAMILIES in its price range and has always shown 


me a satisfactory profit. [ believe in 
Piusburgh’s 100°% Pure Bristle. No finer ‘ 
brush made today. selling real value. : 


Pitusburgh’s exclusive Bristle-Neoceta. 
Top quality performance. Cost about one- 


third less. 


Pitusburgh’s 100°, Neoceta. Cost 
about half as much as pure bristle, 
yet gives excellent performance and 
has special advantage, such as high 
resistance to water. 





HARDWARE A® 














BIE pe OO Se eRe 
——— ssaippy 


é ; $i dinrellenet } >» Sztg 1 08 Inoge 
——ek Buds SIO a 


SI@AOD []OY 


acejd our ssaid ysni ‘Aidde o} 
py ee Aseq ‘Hurddiijsiayieam jeapy *seapyjye1 
"syeur orHieyw a}1}yIOPF 21] JO Selies 1ewWUINS pue Seah Bs, By —— ee Bb hated ese 
Suyds ey} Hurmoys jooys year Mou oy} oul puss OsRe[d be mse a Seeneuy gaecen napene wa 
SJOUN||] ‘S2qxDRUDY ‘420445 4Y24Ng BOG “OD T1ZLUOW "MF : , sat 

co 





purl ppoysmoy v 


MOdNO? 36M {MON INO SIVW 3344 YIWWNS B ONIUdS 
,iSeTe@s UO UOsees YOR[S Ou pue-'* ey 


Hursteape [euotjeu ajtjIOW] UO uOsPeS 





yor[s ou seisyy,, ‘shes otbiep- sy ‘Hutsyreape 





[ROOT YIM UI SIT, jul YyseD ‘siededsmeu Aepung 


Hurpee] pue sorueyoepy pue soueIdg ‘eoueIdg 1e[ndog 





‘ 


suepies) - SOUlOZy Ie}eg ‘sotueyooe~ srejndog 











‘ewoyy ueoUIeUTy ‘oeuIzeHbep, sjueieg ‘eulty ‘jsog Hulueagq Aepinyes 
ey} UI— punNo!, 1e8A 9y} [[2e— A[JUP}SUOD spe o}TJIOP SATORIYe 
@Y} peel sIeuIO}sNoD InoOZX ‘seutzeHeur uorepno1190-eb1e] 


‘pezemod-ybiy ul ayo] uo we, sjjas athiey; 


6378N 041-35 
890 Pur swig. J 





imore, 
d what 
pro- 


‘is 


leoceta 
market 
RDWARE Aft 


x A” a 
Moots 


S o 
‘ae OXON OOS “a SSSR 
SRS Nees ne 


f jountry 


entleman 


A CURTIS PUBLICATION 


No. | with FARMERS—RURAL DEALERS— ADVERTISER 


Ses AK 


Rural hardware dealers know this. Asked what 
rural magazine would be most effective, from an 
advertising standpoint, in helping them sell their 


prospects 
they chose Country Gentleman almost 3 to 1 


, 
Advertisers know this. They invest more advertis- 
ing dollars in Country Gentleman than in any 


other farm magazine. 
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Inclosed ‘‘side-plate and wheel’’ 
unit keeps abrasive materials from 
vital working parts. This unique 
unit permits factory lubrication to 
last the normal life of the mower. 


The Dalglish all steel cutter-bar is 
of angular, one-piece construction. 
No rivets, no deflection possible. 
Has unusual strength, and long 
wearing qualities. 


THE BANNER OF QUALITY 


1.M. DALGLISH CO. 


SAINT PAUL 1, MINNESOTA 


MARCH 13, 1947 


Simplified adjustment is positive 
and self-locking. Only one bolt on 
each side to adjust. The unique 
Dalglish adjustment eliminates all 
possible distortion. 


The sturdy Dalglish 5-blade reel 
features 4 solid steel disks (spiders) 
that are arc welded into a single 
unit of exceptional strength. 
Blades are high carbon alloy steel. 


The “over-riding clutch’’ gives 
positive engagement, trouble-free 
operation and long life... this en- 
gineering achievement combined 
with high ratio of gearing produces 
phenomenal ease of operation. 


























Magic Lid stays in 
place and stays cool. 


Cavalier Vapor 
Cookers retain 
MORE moisture. 


Even-Heet Bottom 
distributes heat 
MORE evenly. 








NEL 8 


Stainless Steel 


VAPOR COOKERS 


Ane new line with 


over-the-counter sales “ppea/ 


The newest idea in cooking is VAPOR 
COOKING! Home economics ex- 


perts agree that there are so many ad- 


vantages to this new kind of cooking 
in Cavalier Vapor Cookers it’s scarce- 
ly believable until it’s been tried. 
The exclusive combination of the 
Magic Lid and the Even-Heet Bot- 
tom found only on Cavalier Vapor 
Cookers makes this new method 
possible and sets a new high for 
flavor-retaining and economy. 


The unusual beauty of these pol- 


ished stainless steel Vapor Cookers a 
and their gleaming plastic knobs YW 

with stainless steel collars quickly oY 
catches the eyes of women shoppers. | agie’g 
Housewives readily appreciate the 
added safety of the Magic Lid that 


can’t slip and won’t fall off even 


und 5s 
fish co 


when tilted to drain. 


Get the full story of the new 


GLASI| 
Another 
by the 

complete 


Cavalier stainless steel Vapor 
Cookers with exclusive features that 
sell themselves over the counter. 


Call your jobber or write direct. ? 
UAL 


FEDERAL ENAMELING & STAMPING COMPANY BLN 


Pittsburgh, U. S.A. 
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Actual Size 
18" long x 2%" deep 





| use mine for tuna ard 
other fish salads, too. 
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serve in the same dish. 
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uickly leading dealers. 

_— a —so practical for cooking 

te the 


a und serving your favorite 
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ce" McKEE 


GLASBAKE FISH PLATTER 
Another of the many unique designs 
by the makers of the world’s most 
complete line of glass cooking ware. 


> new 
/apor 
s that 
unter. 


lirect. 
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ANY BLASBAKE | RAN BEIEL Jeannette, Pa. 
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fate on this 
CXCUSIVE M Kl 
WALL 


A truly distinctive baking and serv- 
ing platter that has hit high sales 
levels throughout the country... 
typical of the styling and practical 
value of the entire Glasbake and 


Range-tec lines. 


ds advertised in the 
April 


Good Housekeeping 


This and other McKee advertising 
in leading women’s magazines is 
continually stimulating new interest 
and demand for McKee Glass Cook- 
ing Ware . . . increasing the profit 


opportunities for dealers. 


For information, see your whole- 
saler, the McKee sales representa- 
tive, or write McKee Glass Com- 


pany, Jeannette, Pennsylvania. 























ALUMINUM 





@ Something smart and truly useful . . . 
something sure to sell! 

It’s the ever-popular “Thermos” brand 
vacuum bottle in a new and practical case. 
The highly polished, seamless barrel is 
stronger, lighter—horizontally ribbed for 
extra strength and carrying ease. And the 
case is completely non-rusting — keeps its 
looks for life. 

Equipped with the “Thermos” silvered- 
glass vacuum-insulated filler, and _pro- 
tected with a stainless steel shock absorber, 
this bottle is unequalled for long and 
efficient service. 

This new Thermos brand vacuum bottle 
will be available as No. 2280, with alu- 
minum cup, or No. 2284 with cup of ivory 


heat-resisting plastic. 


THE AMERICAN THERMOS BOTTLE CO. + NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND 
VACUUM BOTTLES 
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hat makes PM 2 man of parts ? 








Part 1. 


A HEAD FOR BUSINESS... he looks ahead, 
sells ahead . . . uses local Never-Lift 
advertising and promotion to tie in 
with Proctor’s million dollar adver- 
tising program. 


Part 2. 


A HEART IN THE RIGHT PLACE... proves 
it by recommending his customers 
wait for the iron that eliminates tire- 
some lift-work, the Proctor Never-Lift, 
and takes orders for future delivery. 


Part 3. 


AN EXPERIENCED HAND... at demon- 
strating the amazing “no-lift, no-tilt, 
no-twist’”’ action of the Proctor 
Never-Lift . . . the iron that lifts itself. 


Part 4. 


» A PROCTOR NEVER-LIFT ... on display 
at all times. . . in windows, on count- 
ers .. . the most distinctive, most dis- 
tinguished iron ever made. 


NEWSHIAK ER. IN APPLIANCE MERCHANDISING 


ROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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They sell better because they are better! 


Terfection 


Oil Ranges 















































oe Perfection’s quality leadership has 
3 made Perfection also the sales leader year 

ww after year. Few products have a greater 
record of customer satisfaction. They’re easier to sell 

... easier to keep sold... easier to service 
—last year, this year, next year! 


j/ PERFECTION’S HIGH-POWER BURNERS —fast V/ PERFECTION’S “LIVE HEAT” OVEN—the finest 
as gas, faster than electricity! for baking! 
Y PERFECTION’S MODERN BEAUTY—no smooth- y/ PERFECTION’S TIME-SAVING CONVENIENCE— 
er,sleeker range on the market! slide-out oven burners, easy-cleaning fea- 
tures, simple to light! 
jon wicks 
keep Perfection wi Steady, year-round profits. More 


it pays you £0 


isplay Perfections in use—more custom- 
+ narts on disp 
and repair Pp 


ers for Perfection Wicks. 


Perfection Stove Company 
7866-A PLATT AVENUE « CLEVELAND 4, OHIO 
ATLANTA + CLEVELAND + CHICAGO «+ JERSEY CITY + KANSAS CITY + OAKLAND « ST. PAUL 


Mfgrs. of Oil Cookstoves, Oil Heaters, Oil Water Heaters, Oil and Gas Furnaces 
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WALL CABINETS 
available with single or double 
doors. All-steel, with 

rorded, hi-baked enamel 
finish and non-warp 
construction. 
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MORE POWER TO YOU! 


@ You get more chances to talk to more prospects 
when you display the beautiful Shirley line in your 
store. It pulls the “kitchen-conscious” shoppers to it! 


And you will find it easier to prove product supe- 
riority as evidenced by that solid feel . . . the quick, 
easy-opening doors and drawers ... and the many 
features of finish and construction . .. when you dem- 


onstrate the handsome Shirley line. 


You will find it easier, too, to close sales when you 
show prospects how easy it is to own a sparkling 
Shirley kitchen . . . how the flexibility of Shirley 
matching units makes it possible to install the basic 


work centers all at once, or one-at-a-time. 


Your Shirley line is set to simple, standard specifi- 
cations for easy ordering . . . priced for competition 
- +. profitable to handle! Write for name of your 
distributor . . . get full details! 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


SHIRLEY 
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Enduring! 


Rubber-stops at all points of 
metal-to-metal contact assure 
quiet operation. Shirley's blue 
and white insignia is your 
guarantee of good workman- 
ship, carefully inspected. 


Adaptable! 


On all Shirley cabinets, semi- 
concealed hinges allow doors 


to open wider ... a modern 
requisite in design to provide 
beauty and adaptability in all 
kitchen installations. 


“a 





~ ee, 


Eacy-to-Cleanl 


Flush door-to-ledge fittings 
leave no crevices to catch dust 
- +. outside and inside, Shirley 
cabinets are a snap to keep 
clean. 


COPYRIGHT, 1947, SHIRLEY CORP., 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


INDIANAPOLIS 














Your customers will love the EYE-APPEAL 
.--You'll love the unusual BUY-APPEAL 


OF 


THE BEST ALL-PURPOSE STOVE AND 
TABLE MATS MONEY CAN BUY! 


aint O8 A Rirunp ON 


sna in love 
oot this time with 
anil / 


F Gunes by Help 

Good Housekeeping k 

S top ot coo 

4S apveaisto WE 
your 
Women go into raptures over the exciting designs and good 
outstanding quality of ARISTO-mats. . . the mat master- 
pieces that cheer up kitchens . . . protect stove enamel 
and expensive table surfaces . . . and provide new work 
space on stove, sink and cabinet tops. ARISTO-mats are 1005 “‘Galaxy”’—Latest 
ideal for table use underneath electrical appliances, as Aristo design in nine gay, 
serving platters, or as decorative centerpieces. Long- Tn anu ou mnent 
lasting, easy-cleaning ARISTO-mats combine guaranteed ; 
high grade materials with the finest workmanship . . . are \\ 1006 “‘Highlander"’—An good 
household mats second to none! : other new design with five k 
Many leading housewares departments and jobbers are mest. padeaeel pac 

doing a booming business with ARISTO-mats and so will Aristo. help 
you. Your customers are reading about ARISTO-mats in a 
national magazines today. Be ready when they ask you pt a of 
for these famous household mats! Order now. Each mat ae shades on white. temy 


encircled with gaily illustrated yellow band that sells 
the mat for you! Comes in 17” x 19” size, or smaller. 
Retail from $1.00 to $3.00. Available for export. 


Basic unit of the Aristo 
Ware ensemble. Undet 
glazed design. 


1003 ‘‘Cup ‘n’ Saucer’’— 
Another new, arresting 
Aristo number! Pert pat- 
tern in red, black, blue or 
green on a white back- 
ground. Underglazed de- 
sign. 


1030 “Chrome Queen” 
Gleaming, stain-resisting 
chrome mat in sparkling 
mirror crimp pattern. A 
new, exclusive breath-tak- 
ing creation. Heavy-gauge 
steel plated three times: 
copper, nickel and a final 
plate of chrome. Takes up 
to 500° F. Also 1031...4 
stunning oblique mirror 
crimp pattern. 


Only ARISTO-MATS Offer All These Features: 
A COMPLETE ARISTO- 1 Ne racy itcaidill cil cial” ication Cilia olan . 
WARE KITCHEN EN- . fetid “i pal . alguien offix ed pe KS “ a e Leading 
SEMBLE .... . includes ne LOUF Ogee : d to ¢ Ivy gauge 
stove mat, hot pad, Knob 
Top Canister set, Knob 


Top Cookie Can, large neath yrnishes unsurpassed heat-resistance dudeticed +t 
Dual Utility Cans, and 3. Patented. rounded “Mant-Kut-Korsisk” @raliiel scratching or —— 
Oval Waste Basket in har- tmcriid relate Mice] >)(-Masl- tie 


monious fiesta “Refresh- 
er” pattern. Available for 


a _ PHOENIX TABLE MAT COMPANY i2st'metis."" 
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metal body provides amazing serviceability. Takes up to 300° F.° 
2. Extra-heavy asbestos padding on back protects surfaces under- the only nationally 
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Help yourself to a juicy slice of the best 
cooking and heating appliance business in 
your community. You'll like the taste of 
good sales spiced with generous profits. 

The new L&H line of kit- 


chen ranges is as easy to look 


PD. 
ed 


a . 
| at as a luscious, golden brown 


roast. It’s just as sales-tempting — and for 
good reasons. L & H kitchen ranges are 
packed with features — practical, useful, 
helpful improvements that make the job 
of cooking simpler than ever. Time and 


temperature controls, labor-saving devices, 


THE SHERIDAN 
ELECTRIC RANGE 


ELECTRIC 
WATER HEATER 


use-approved advantages incorporated in 
the modern L& H line are so impressive 


it becomes a case of sale at first sight. 


The proudest cooks always say, “Try this 
for taste”. So L& H invites you to treat 
your profit-appetite to some real sales- 
cooking. Just drop us a card or letter saying, 
“It looks mighty tempting.” 
We'll send you our favorite 
recipe for a profitable cook- 
ing and heating appliance 


franchise by return mail. 


KEROGAS 
OIL RANGE 


A. 3. LINDEMANN & HOVERSON CO. 


Masufacturers of ELECTR 


MARCH 13, 1947 


1C WATER HEAT 


MILWAUKEE 7, WISCONSIN 


RS «90 

















© COMPLETELY SELF-CONTAINED 


@ FITS ANY STANDARD 110-125 
VOLT AC SOCKET 













| @ 3 TIMES THE SUN-TAN 
| POWER OF A JULY SUN 


@ MADE OF PYREX GLASS — 
WON’T BREAK IF 
| SPLASHED WITH WATER 























The finest sun lamp bulb 

ever built by Westing- , 
house. Thousands have 

been sold at $15.00 


@® HAS AMERICAN MEDICAL 


ASSOCIATION COUNCIL HERE ARE SOME SELLING SENTENCES , 
SEAL OF ACCEPTANCE Gone is the old-fashioned idea that made sun lamp “treat | 


ments” a ritual similar to the Saturday night bath. Here is | 
a completely self-contained sun lamp. It’s easy to use the | 
Westinghouse RS Sun Lamp anywhere...anytime. You simply 

screw it into any ordinary 110-volt A-C socket. This amazingly 

compact and inexpensive source of beneficial ultraviolet has 

3 times the sun-tan power of the July sun. It's a daily health aid 

for the whole family. 


IT’S A YEAR-ROUND SELLER FOR YOU 
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WESTINGHOUSE 


NEW LOW PRICE 





REAL VOLUME 
ta Sun Lamps / 


EVERYBODY WANTS A SUN LAMP 
NOW EVERYBODY CAN HAVE ONE 


DOES IT! 





was *15 


For the first time in history you can now offer your customers a sun lamp that costs less 
than $10. Moreover, with the exception of the mid-summer months, this sun lamp is a 
year-round seller. 


The American public has been so sold on vitamins, particularly Vitamin D, that the 
desire to own and use a sun lamp is almost universal. The only thing that has kept thou- 
sands of families from having one has been the price. Now the new $9.95 price puts the 
Westinghouse RS Sun Lamp into a price range every family can afford. 


Competent authorities recommend daily use of the sun lamp. Many homes can con- 
veniently use two: one permanently mounted over the shaving mirror and another in 
an inexpensive portable bracket or old bridge lamp for general use. 


Don’t miss this opportunity for high-volume, high-profit sales. If you don’t have a stock 
of Westinghouse RS Sun Lamps get in touch with your Westinghouse lamp distributor. 
if you have a stock, now is the time to push them...in your windows...on your counters. . 
Lamp Division, Westinghouse Electric Corp., Bloomfield, N. J. 


FOR DISPLAY AND ADVERTISING HELPS, WRITE FOR SPECIAL SUN LAMP PROMOTION KIT 
Westinghouse Lamp District Offices: 1299 Northside Drive, N. W., ATLANTA; 10 High Street, BOSTON; 


20 N. Wacker Drive, CHICAGO; 40 Wall Street, NEW YORK; 3001 Walnut Street, PHILADELPHIA; 
32 Blvd. of Allies, PITTSBURGH; 1 Montgomery Street, SAN. FRANCISCO; 411 N. 7th Street, ST. LOUIS 
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SWEELTCORK 


TRADE MARK 


NATURAL CORK INSULATION FOR VACUUM BOTTLES 
as 


STOCK No. 60 
COUNTER DISPLAY STOCK CARD 


e Attractively done in three colon 
e Holds 30 SWEETCORKS 


e Easel support 


MILLIONS HAV! 
BEEN SOLD— 


MILLIONS WILL 


eel OS et ee 
Me Wk é 

‘ ROR ROU AE ‘ ‘ 
: - 

st! 

ae _ swEETCORK 1S THE BE 

uU BF 5 
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There are millions of vacuum bottles in daily use. This indicates a vast market 
for replacement corks ... a steady repeat business ... to be had at a good 
profit by showing the SWEETCORK display card. This new counter stock card 
catches the eye and creates sales where no buying intention existed. 


Our “PARABAKE" Process is an important step forward in the technic of cori 
treatment. “SWEETCORK"” is thoroughly sterilized, coated with hot pure 
paraffin oil and heat treated. HYGIENIC and "SWEET". 


Thoughtless "corkage" is the cause of much breakage, loss of efficiency ané 
health dangers. The full efficiency of all good vacuum bottles is possible only 
with a fine quality natural cork stopper ... and SWEETCORK is the one and 
only best... sold everywhere at the established price of 10¢ each. ' 





Available through all leading hardware jobbers 





THE ELLWOOD COMPANY « 707 s. cicero AvE.« cHicAGO 44, i 
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in QUALITY-PACKAGE DESIGN 
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HOME MAKER’S ACCEPTANCE 


PROMPT DELIVERY 


WEE MAL 
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MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


THE BIGGEST NAME IN HOUSEHOLD FABRIC UTILITIES 
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The Dazey De Lux 
a Buy word tic Com Coenen 


Extra l-¥-habha-t— = = = Guaranteed for 


« five years. 


\, (-¥- ale p40 4: Brey-¥0-T— seis a 


» every size and shape of can. 





Housewives are quick to recognize the Dazey 
De Luxe as a real value because it has all the 
time-saving features they look for in a good wall 
bracket can opener. Just look at a few: 





Fits Dazey ‘‘One for 
» All’ Wall Bracket. 





Swings aside to hug the 
» wall when not in use. 


These features mean quick turnover, extra sales 
and extra profits for you. Place your order today. 


Fair traded at $2.25. Built-in No-spill 
» Bottle Opener. 


DAZEY CORPORATION e ST. LOUIS 7, MO. 





Case-Hardened feed wheel holds 
» cans firmly—releases gently. 


the DAZEY 
Suir Cam Opener 


A real leader. This simplified version of the 
Dazey De Luxe is priced to sell. You can’t 
beat it in it’s price class. Fair Traded at $1.79. 














National Sales Representatives 
D. E. Sanford Co. 


Offices in Principal Cities 
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@ Valued as a fine possession by those who own it. High 
on the want-list of folks eager to have the best. And a 
treasure, too, for you who sell it. For “Toastmaster” is 
America’s top name in toasters. It will continue, in the 
most competitive of times, to be the easiest brand for you 


to sell... in the greatest volume. 


TOASTMASTER Zz, 
































CAULKS, SEALS, WEATHERSTRIPS EVERYTHING! 


per package . . 33¢ 
box of 5 .*1.49 


(Far West and deep South . 35¢ & $1.65) 


REGISTERED 16 YU S.A. AND CANADIAN PATENT OFFice 


“Better Than Putty” 


Far West and 
East deep South 


l-lb. can 29¢ 33¢ 
5-lb. can 28¢ lb. 32¢ Ib. 
25-lb. can 25¢ Ib. 


New Suggested Dealer Prices Have Been Mailed To Tremco Jobbers 


TREMCO QUALITY PRODUCTS 


FOR HOMES AND FARMS 


The Tremco Manufacturing Co., 8701 Kinsman Rd., Cleveland 4, Ohio ¢ Makers of Strip-Seal and Mastic-Glaze 
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CUT YOURSELF IN FOR “MOWER” PROFITS 
with NATIONALLY ADVERTISED* 


CRAMER POWER MOWERS 











TRADE MARK 


tHE FLUID DRIVE PowER LAWN MOWER 


Some customers will prefer the Hydra-Mow with 
a 23g H.P. gasoline engine — others, the Electra- 
Mow powered by its 4g H.P., 110 volt ball bear- 
ing electric motor. In any case, either Cramer 
Mower offers the following features that will 
mean ready sales for you: 


e Handle adjustable to height of the operator. 

e Cuts toughest grass or weeds to any desired 
height. 

e Made of light-weight aluminum. 

e Rear safety apron protects operator’s feet. 

e Cutting blades are reversible, and may be re- 
placed at very small cost. 

e No other power mower combines all of these 
improvements. 





TRACE MARK 


THE ELECTRIC POWER LAWN MOWER 


*Over 8,000,000 people will read about Cramer 
Power Mowers in BETTER HOMES AND GAR- 
DENS and HOUSE BEAUTIFUL. Take advantage 
of the sales created for you by our nation-wide 
selling campaign. 


WHOLESALERS: Write today for our distrib- 
uting set-up. DEALERS: Send for literature 
about the Electra-Mow and the Hydra-Mow; 
and for the name of your nearest wholesaler. 


a 
Desert tat 


CRAMER MANUFACTURING CORP. 


DEPT. 1101 GRANDVIEW, MISSOURI 
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Heaters and fans have their seasons— but 
not SEASON-AIR. This revolutionary 
room-conditioner—heater and fan com- 
bined in one compact appliance—is a best- 
seller in any weather. 

With its smart good looks and appeal- 
ing low price, SEASON-AIR rings the 
bell for steady profits all year ’round. 

We’re shipping SEASON-AIR in greater 
volume every week, opening new terri- 
tories as fast as increasing production 
permits. Keep in touch with your distrib- 
utor and be first in your trade area to 
show this all-season profit-maker. G-M 


Laboratories Inc., 4296 N. Knox Ave., 
Chicago 41, Ill. 


BEAUTY... Handsome crackle finish e Chrome 
heater grill e Modern-design fan blades 
e Separate fan guard. 


STABILITY ... Sturdy all-metal construction 
e 7\%-inch base e Finest materials and 
workmanship. 


UTILITY. . . For winter, a 1320-watt forced 
air heater e For summer, a 10-inch fan 
with air displacement of 500 cu. ft. per 
minute. 


ECONOMY... Heater and fan COMBINED 
for one low price. 


Eagle makes 
line of disc-t 
ards for styl 
These sensat 
many of you 
advantages: 
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From heater to fan in 29 seconds...simply remove heater housing 


COS OW ONL 
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SELLER 


Slightly higher 
in far west. 


NEW PROTECTION FOR YOUR CU 
nce 


NEW PROFITS FOR YOU! 


Eagle makes news again... with a brand new 


line of disc-tumbler padlocks that sets new stand- 


ards for styling, security and real merchandisability! ‘ EAGLE POLICE PUP PADLOCK 
% 1 \ NO. 4665—Size 114". Dise- 


tumbler mechanism. Zinc die- 


These sensational new padlocks are designed to meet Ya cnet cess Galched ta: ae 
a bronze lacquer. Steel, self-lock- 


many of your customers’ requirements. Consider these ‘a ing shackle. 228 key changes. 
Also sizes 1%" and 2 will be 


available in this line in a few 


advantages: Distinctive beauty. Instant identification, thanks: adie. 
to the Police Pup embossing—a unique merchandising touch that is 
bound to touch off extra sales for you right from the start. And all this, 
plus traditional Eagle security. Anyway you look at it, the new Eagle 


Police Pup line can’t miss. Order from your jobber today! 


EAGLE INDUSTRIES, INC., Subsidiary of Bowser, Inc. 
National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Illinois 
District Offices; Boston, New York, Philadelphia, Atlanta, Dallas and San Francisco 
America’s First Lockmakers—Since 1833 
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+9 Y; : ea 6 Weight approx. 2 Ib. 
1x13 x 4 

With Extended basket for Silverware 
ame—Spot Welded 
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INVITED Capacity for Packed 24 to the Case 
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. bachy Dog inane 


~e- TALISMAN FOR YOUR BUSINESS! 


The store—or department—that features D & M “Lucky Dog” 
Brand sporting goods possesses, right at the start, a valuable, intangible 
asset which might well be termed a “good luck piece”. Fortunate is the 
merchant who “rides along” on the long established, ready CONSUMER 
ACCEPTANCE enjoyed by this famous brand on quality athletic equip- 
ment. Sold only through the legitimate jobber, featuring equipment for 
baseball, softball, football, basketball, volley ball, soccer and other sports. 
Write your jobber for details. The DRAPER-MAYNARD 
CO., 400 York Street, Cincinnati 14, Ohio, U. S. A. 
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See the Wew1947 MODELS 


with UNBREAKABLE BEAKS 
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Stock ’em! Display ’em! Sell ’em! Sell ’em 
again! A complete new line of CARRY- 
LITE Decoys are now available. Every pos- 
sible improvement has been put into the 
1947 line... models with unbreakable beaks, 
oversize decoys all with natural color- 
ing... everything to make for better hunt- 
ing for your customers... more PROFITS 
for you .. . quick turnover and volume 


sales at customary liberal trade discounts. 


Write today for further information or 


contact your jobber. 











Tracks of valuable furbearers 
“lead” trap customers to your store 





F your store is located in a farm area, or in a city catering to 

farm trade, you well know how extensively men and boys trap 
furbearers for profit. Naturally, they want traps that are sure to catch 
‘and sure to hold. That is why they choose Victors—the overwhelming 
choice of trappers everywhere. 7 

Your customers see Victor Traps advertised in leading farm, 
boys’ and outdoor publications. They hear impressive success 
stories from fellow trappers who use and recommend Victors. 
They'll be coming your way. Be ready when they come in. Plan 
now to stock and display the best known line of traps... the 
best profit line—Victors. 








ANIMAL TRAP COMPANY OF AMERICA « LITITZ, PA. 


“VICTOR 


the TRAP that trappers know 








No. 1 VG Stop Loss Trap is the favorite of many 
professional muskrat trappers. It is equipped with 
an ingenious Stop Loss guard to prevent wring-off. 
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Here’s merchandise that'll move! It’s easy to see why: back of it, the reputation 
of the world’s two leading makers of rods and reels... Plus the biggest ad- 
vertising campaign in national and outdoor magazines in the history of the 


tackle business. Best for your customers... best for you. 


MONTAGUE 


Hollsiecl novs 


Bait-casting rods with flashing 
““Naturalcast” tip action! One-piece 
detachable grip. Casting tops and 
guides specially designed foraccurate 
casts. Lengths 41, ft., 5 ft., 5¥ ft. 
All with carrying cases. 
* 

Left: “TRAIL.” Heavy chromium plat- 
ing. Offset stainless steel casting 
top and guides with silk windings. 
Blue flutings. Polished aluminum 
offset handle, best grade cork 
lower grip. Viselock reel lock $15. 


Center: “REDWING.” Guarded offset 
casting top and line guides of nickel 
silver with Montalloy rings. Red 
flutings. Best grade cork lower grip, 
offset handle of anodized aluminum. 
With Viselock reel lock $20. 


Right: “FISHKILL.” Attractive durable 
buff color finish. Offset aluminum 
handle, offset stainless steel stamped 
frame casting tip and guides. With 
Scrulock reel lock $10. With Vise- 
lock reel lock $12.50. 


OCEAN CITY 
Fresh Weelee reeis 


Bait-casting reels that are 
packed with the features 
fishermen have always 
wanted. Streamline design, 
precision-made, they’ll 
give plenty of satisfaction. 


* 
SMOOTHKAST No. 88 . $5.00 


Improved level winding mechanism, 
aluminum spool and anti-backlash 
control. Quadruple gears... 100 
yd. capacity. 


INTERSTATE No. 998 . . $8.50 


New model with an anodized alumi- 
num spool; Oilite bearings, jeweled 
adjustable spindle caps; quadruple 
multiplying, with 100 yd. capacity. 


SMOOTHFLITE No. 970. $7.50 


Chrome-plated anti-backlash reel. 
Aluminum spool, permanent cork 
arbor... New Smoothkast control 
.. . Oilite bearings, click and quad- 
ruple gears. 100 yd. capacity. 


Please let your jobber know your requirements as soon as 
possible so that you may receive the best possible service. 
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“Hampers are plenty wonderful in a child’s room for 
storing toys and stuff, and I’ll bet lots of mothers 
would love to know about it.” 

Why not make Whitney Hampers for children’s 
rooms your next promotion? Tell mothers how they 
can use one and sometimes two Whitney bench- 
type hampers . . . how they can cram one hamper full 
of toys and dolls and blocks, and use the other for 
the children’s wash. 

Mothers will love the trim, streamlined design and’ 
beautiful, blending colors of Whitney Hampers. 
They’ll love the way Whitneys are sturdily built so 

they can take the rough bang- 
banging of the lid without a 
whimper. 


HAMPERS 
JUVENILE FURNITURE « CRIBS 
BABY CARRIA GES 





Designed 
a 
Bull for sereice 
F. A. WHITNEY CARRIAGE CO. 


Since 1858 
LEOMINSTER, MASSACHUSETTS 





* Circulators 
* Gas Heaters 


bsinitasts..5. chide aa aeteee hee ee el 


62 years of Peerless research in the Science of 
Heating and its allied problems of Engineering, 
Design, Styling and Finish has resulted in To- 
day’s outstanding Quality Heating Equipment. 


We have not and will not permit scarcities of 
Quality Materials to tempt us to compromise 
these long established high Quality Standards. 


It is Our determination to steadfastly adhere 
to our enviable policy of Top Quality Gas 
Equipment, rather than produce a phenomenal 
volume to satisfy current demands with the 
inevitable sacrifice of Quality. 


- 
Remember . . Peerless First on the Heat Parade 





MANUFACTURING CORPORATION 


INCORPORATED 
LOUISVILLE 10, KENTUCKY 
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Everybody’s talking about new “ETHYL”* CLEANER 


44) 
rculators 
§ Heaters 





Science of 
gineering, 





HERE ARE 5 MORE best for 5° 

























quipment, Th at s on 
urcities of 1, Every sale means a 40% protected mar- 
; gin of profit! 
mpromise 2.The prestige of the famous “‘ETHYL”’ 
‘tandards, trademark name! 
| 3.thedemand created by the national 
y adhere consumer advertising campaign! 


lity Gas 4, New “ETHYL” Cleaner is rapidly becom- 
: ing a household buy-word! 


5.New “ETHYL” Cleaner sells quickly— 
doesn’t sit long on the shelf! 


nomenal 
with the 


Parade New “ETHYL” Cleaner is being hailed, across the 

country, as the cleaner that’s best for so many 
uses! Men say it’s the best for car washing... 
Women say it’s the best for so many washing 
jobs around the house, for dishes, glassware, 
pots and pans, fine fabrics, windows. In any 
case... you have a great potential market. 
Stock “ETHYL” Cleaner. Demonstrate 
“ETHYL” Cleaner. Explain ‘“‘ETHYL” 
Cleaner. It’s sure to sell! Write ETHYL 
Specialties Corporation, 21 West Street, 
New York 6, N. Y. 







#tRAD 


ANOTHER “ETHYL” PRODUCT 


ETHYL CORPORATION ~- DISTRIBUTED BY ETHYL SPECIALTIES CORP. 


ATION 
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SPRAY OR BRUSH « SELF-LEVELING 
INTERIOR » EXTERIOR + QUICK-DRYING 
e UP TO 800 SQ. FT. PER GATLON « 
1 COAT COVERS MOST SURFACES ° 
RESISTS HEAT UP TO 600° F. 














116 West Illinois St., Chicago 10, Illinois 
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BASEMENTS, 
FURNACES, PIPES 


Yes ... Cres-Lite SYNCHROME Aluminum Paint is 
truly “The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 
resistance to heat, moisture, fumes, weather and cor 
rosion. Its high hiding power and durability make it 
the best protective coating for any interior or exterior 
surface. For complete details write for a free copy of 
“A Guide to Using Aluminum Paint’’. 


Manufactured by 


CRESCENT Bronze Powder Company 


1841 South Flower St., Los Angeles 15, California 
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Stock and 
Sells and re 
without p 
Prepaid fre 
ing Kay-Tit 


Kay-Tite pi 
Surfaces w 
masonry si 
Protect bui 
through wa 


Fast-movin 
easy-to-se 
the Kay-Tit 
Orange, N. 


MARCH 1 


One low price 


throughout U.5.! 
eae | 


NT 


n Paint is Stock and promote Kay-Tite for solid profits! Kay-Tite 

sells and retails at standard cost throughout the U.S., 
aint, guar- without price-plusses for cross-country shipping. 
inum, and Prepaid freight charges mean more savings... bring- 
NT, and ing Kay-Tite costs down to rock-bottom. 











— Kay-Tite protective coating for all porous masonry 
ce be Surfaces works by penetrating, expanding and sealing an c—_ a é 
| : masonry surfaces against water seepage. . . helps LFILL OUT COUPON TODAY! | 


y make it 
° rotec ildi i i mpan est Orange, NJ. 
r exterior [@ Pfotect buildings against damaging effects of leakage em Company, West Orange. 


throu h i ans ite — ns Gr M 
e COpy of g walls, cellars and foundations. + pnt jae ae 
. Also available in 50-lb drums. List price $11.00 





Fast-moving, profitable Kay-Tite is easy-to-handle, 

easy-to-sell. Clip the handy coupon today for seme 
the Kay-Tite $20.88 Deal. Kay-Tite Company, West ate 
Orange, N. J. JOBBER'S NAME 
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GOVERNMENT SURPLUS 
FIXED PRICE SALE ©. 
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ong, Strong 
miles of the 
veel wool, r 
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de into § 
ew of whi 
hey are use 








HOW TO BUY 


Write, wire, phone or personally visit your nearest Regional Office, 
or any, or all, of these offices listed below, for full information as to 
the availability and prices of the handles which you desire. All 
Regions do not have all of the handles advertised. 
The entire current national inventory of handles which 
have been declared surplus as of this date is offered for sale at 
nationally established fixed prices, f.o.b. location. every sq 
This offering includes handles which have not been pre- ! hey’re desig 
viously advertised and publicly offered for sale in accordance 
with the provisions of the Surplus Property Act. Items in this uriace, fold | 
category are offered for sale concurrently to all classes of tesh surface - 
priority and non-priority claimants. 10% of this material is 
reserved for Federal Agencies until 12 noon April 5, 1947; 
the balance, and any unsold portion reserved for Federal teeeeeeee: 
Agencies, will be used to fill all other orders received until 
12 noon of this date, in the following sequence: (1) Certified 
Veterans of World War II; (2) All other priority purchasers; 
(3) Non-priority purchasers. Any residue after priorities 
have been served will remain available on continuous sale 
and is not further subject to priority purchases. 
This offering also includes handles which have previously 
been offered for sale to priority and non-priority claimants by 
the various WAA Regions having responsibility for its sale. 
Priority claimants have had a prior opportunity to ‘fill their 
needs. Therefore, such material is available for immediate 
unrestricted sale. Orders will be filled on a “‘first come, first 
served” basis and without regard to priorities as established 
by the Surplus Property Act, and will remain continuously so ou’ve doub 
available until sold. ean, beautifu. 
handles. Minimum lots are approximately $1,000, WAA WOOLER. stz 
i i i ve all of the handles ? 
selling price. All regions do not have a Pe Ee Ae a Ee Le ee ee many thousand 


advertised. vork faster. 


x 


WAR ASSETS ADMINISTRATION 


as ae 


AT A SAVINGS UP TO 60% 
Use These Handles for: 


Tampers Brooms 
Shovels Hammers 
Sledges 
M 

Brushes aa 
Mattocks a 
Cant Hooks Files 
Hatchets @ Peavies 

—and a variety of other uses. 


Here is your chance to replenish or build up stocks of 
wood handles now at values as low as 40% of market 
prices. Some are used, many are unused. 

See your nearest regional WAA office listed below for 
full information on prices and availability of these 


Poco tenn nceccnn ene weese nee ece enna 5 ++ Se 


OFFICE OF GCEMUERAL DISPOSAL 


i 





Offices located at: Atlanta + Birmingham « Boston « Charlotte » Chicago «+ Cincinnati + Cleveland « Dallas + Denver 

Detroit « Fort Worth - Helena - Houston - Jacksonville - Kansas City, Mo. « Little Rock - Los Angeles « Louisville 

Minneapolis - Nashville » New Orleans . New York +» Omaha «+ Philadelphia + Portland, Ore. « Richmond 
St. Lovis . Salt Lake City » San Antonio «+ San Francisco + Seattle » Spokane - Tulsa 
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Millions of Miles 


of sturdy strands 
30 into SUN RAY Steel Wool Products 


ong, strong strands—millionsof with the utmost satisfaction. with the greatest care. This grad- 
miles of them—of precision-cut Inexpensive, uniform, efficient ing extends from No. 0000, the 
zeel wool, roll out of our newly — and high-quality, Sun Ray prod- _finest that can be made, to No. 6, 
larged plant at London, Ohio. _ ucts are the choice of fine crafts- the coarsest grade. 

fade into Sun Ray products,a men and good housekeepers You can specify Sun Ray Steel 
ew of which are shown here, everywhere. Wool, always with the greatest 
hey are used all over the world Sun Ray Steel Wool is graded _ of confidence. 


a_ aa aes jvo0l \ =e WV 
iy SS 


tion asto 
sire. All 


s which 
sale at 

It’s easy to pick the right grade of steel wool from 
Sun Ray’s unsurpassed line— from superfine to extra 
coarse. And in every grade Sun Ray makes only one 


quality: the highest. 


every square inch of Sun Ray Jayer built pads. 
They're designed for greatest convenience: use one 
utface, fold back the layer, and you’ve got a new 
tesh surface—again and again. 


een pre- 
:ordance 
1s in this 
lasses of 
iterial is 
5, 1947; 
Federal 
ed until 
Sertified 
chasers; 
riorities 
ous sale 


teseeeceeeeeeeeeseeeeeeeeeeeeeeeeeeseeeeeeeee @eeeeeeceaceoeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 


eviously 
1ants by 
its sale. 
fill their 
mediate 
me, first 
ablished 


Jex steel-fibre cleaning and scouring pads (an- 
other Sun Ray product) are known 
to millions as slick, speedy kitchen 
servants—so economical you can 
“use one a day, then throw away.” 


ov've doubtless walked on many floors kept 

Hean, beautiful and safe with the aid of the Sun Ray 
WOOLER, standard accessory of floor-machines in 
many thousands of buildings. Exclusive radial strands 
ork faster. 


PO em Oe we ee oe ee we ew we ew we we ee we oe ew we wee oe oe ew ee ee owl 


USE THE COUPON below to get 
a descriptive price list of Sun Ray 
Products. 


The Williams Company, London, Ohio 
Please send me, without obligation, your Price List of 


Steel Wool Products 








1036 








THE WILLIAMS COMPANY * LONDON, OHIO 
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Live steam from these grooves makes this, in effect, “two irons in 
one”... permits steam or dry pressing. Ownership excitement 
has been stimulated to fever pitch everywhere ...to make the 


Silex Duolectric’ Steam Iron the most wanted appliance for 
modern home-laundry finishing. In the right groove, too, ‘ powe sl 
» Reinforcec 


are retailers who know a good thing when they “sell it’... 18 mesh (n 


a perpetual procedure with Silex leadership products. 


Made by the Makers of the Famous Silex Coffee Maker 


THE SILEX COMPANY 


HARTFORD 2, CONN. * ST. JOHNS, P.Q., CANADA 





* Trodemork Registered U. S. Pot. Olt 


FROTECTWE STEAM SLIPS IW GETWELI 
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| cE 
ANDROCK 


pure tin coated wire cloth and rim 













Shown here are leaders in our line of fast- 
selling food strainers made in different sizes 
and meshes for various uses. We're pro- 
cessing all available materials as fast as 
possible to help you profit from customers’ 
requests for Androck food strainers. 





Sat? zi 
Ps: 
& 


OVER 65 YEARS OF MERCHANDISING EXPERIENCE 
8000 LINE— COLORED WOOD HANDLES 


(with deep, full size, removable bowls) 










ra TEA STRAINERS—Round and flat bottoms, 18 mesh (medium) 
or 30 mesh (fine). Strain tea, coffee, baby foods. 
FRUIT JUICE STRAINERS 
in 
—8 mesh (extra coarse), 
nt round bottom. 
1e 






; BOWL STRAINERS— 
§ Reinforced, 12 mesh (coarse) or 
é 18 mesh (medium), round bottom. 


Go, 











Se 






BOWL STRAINERS— 
12 or 18 mesh, round bottom. 
Strain soups, gravies, cereals. 







tegistered U. S. Pot. Olt 





PLASTIC FRAME TEA STRAINERS— 
Beautiful molded plastic frame in attractive modern design. 
Frame will not discolor—not affected by weak acids or hot 
- water. 30 mesh (fine). Packed one dozen in display box. 















THE WASHBURN COMPANY 


TORIES: WORCESTER, MASS. © ROCKFORD, ILL. © NILES, MICH. 


RD WARE Af 
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Outstanding ” jon @ Finger-touch ovtomoti 


contr 
-clad Meehanite sole @ Perfect balance 
— handling 


i insulation 
4 — ogi differential 


@ Just-right weight 
cool to touch 
edges and rounded 


for easy 


@ Minimum heat radiation 


Air-vent sole plate 
; Extra-large ironing arene 
+ Curved, natural-grip — . 
@ Tear-drop sole plate, beveve 


corners 


NULIS 


No. 1 French Dry Cleane | 


DOUBLE sate: 
AND PROFITS 
WITH THIS 

SENSATIONAL 
PROGRAM.... 














DOUBLE MONEY BACK GUARANTEE 

All Renuzit advertising carries this amazing : 

double-money back offer! A challenge that 
; will win millions of new users! A “cash-register 
ringer” that means double sales for you! 








MAGAZINES 


zines! The largest women’s audience 
in America — reaching 35,000,000 poten- 


Big QUARTER PAGES every month 
in 20 top circulation national maga- 











tial customers month after month. 





105 Key City Newspapers 

Maine to Florida from coast to 
coast deliver the Renuzit message 
every week. A double-barrelled sales 
producing team in every market. 








PROMOTIONS Price Cards! Display Mate 


EE Cooperative advertising! Envelop¢ 
Store ois enclosures! Everything you need to dirett 





this vast “plus” business to your door! 
Ask for this material — use it prominently! 








Zest by Scorch Pattern Toth! 


‘ 145—58th Street, 


U.S. ELECTRIC HOME PRODUCTS, INC. prookiyn 20, N.Y. 


182 





Go forward with this great “Double Sales and Profits” 
Program! Order RENUZIT in 2 gal., 1 gal. and quart sizes 
from your wholesaler. 


RENUZIT HOME PRODUCTS COMPAN! 
(formerly Radbill Oil Co.) Philadelphia 3, Po. 
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\GES every month 
national maga- 
nen’s audience 
000,000 poten- 
h after month. 


Parcs 


Fully ventilated, with 704 perforations to carry 
moisture away. Full-size, stays flat. Any way your 
customer looks at it, the Arvin is the best ironing 





Display Matera table to use... and, therefore, it’s the best to sell. 


ing! Envelope it's a leader in housewares and. a fast-moving 


need to direct profit item on its own, all year ‘round! 
; to your door! 


: prominently! 


s and Profits’ 
and quart sizes 





Dietribated by SALMANSON & COMPANY, INC. - 1107 Broadway, New York City 10 


COMPAN! CHICAGO + BOSTON -« BALTIMORE « NEW YORK 


NOBLITT-SPARKS INDUSTRIES, INC 
COLUMBUS, INDIANA 
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INTO TRANSPARENT PANE OF GLASS 
F WHICH IN TURN KNOCKS STEEL 


RELAXED MANA (WITH LITTLE EFFORT) 
PULLS STRING AND TIPS OVER LIQUID 
EL VITO B’ ON CENTURY PLANT C WHICH 
GROWS AND TICKLES CATS TAIL D°— 

CAT AWAKES AND CHASES MOUSE E- 


BALL ‘G” ON TRIGGER H” WHICH 


SETS MECHANICAL HANDS I IN 
MOTION, EASILY CUTTING 
PIECE OF L'O'F GLASS eee 


70 DESIRED S/ZE td 








134 











































































































with LOF Quality Window Glas 


You save time, effort, money . . . when you fill orders with 


Libbey-Owens-Ford Window Glass. 


It’s easier to cut, with less chance of breakage . . 


. because 


the longer annealing process makes L:O-F glass less brittle. 


Smoother and clearer, too. 


This means more profit per light for you—a good reason for 


insisting on the L-O-F label on the glass you stock. To replenish 


your supply, call your nearest L-O-F Glass Distributor. Libbey: 


Owens:Ford Glass Company, 4637 Nicholas Bldg., Toledo 3,Ohio. 





LIBBEY- OWENS - FORD 
a Geil Name i GLASS 











L-O-F makes plate glass, safety 
glass, Thermopane* insulating 
glass, colorful Vitrolite* glass 
facing, Tuf-flex* tempered plate 
glass and other flat glasses. 


*Reg. U.S. Pat. Off. 


RCH 13, 19 
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mT | Sell the screening that resists greater impact! 
































Gla Firestone 


TINTED SCREENING 


Velon screening resists up to six times more impact — without 
denting, bulging or breaking — than metal screening of equal gauge! 
Miracle Velon filament has a tensile strength of forty thousand 
pounds per square inch. 

Velon is safer, more secure, longer-lasting. Yet it costs no more than 
good metal screening. 

This is a story your customers ought to know. We're telling it to 
them when they read their national magazines. Be sure you tell them 
when they come in to buy. You'll never satisfy a customer more — 
and remember, one tells another. 


Feature Velon ...now available in standard widths and 


i BEST TODAY--- 
gauges. For full booklet on Velon and free samples, , Soe 


glass, safety 
* insulating 
rolite* glass 
apered plate 
glasses. 


write Firestone, Akron. 


Listen te the Voice of Firestone Monday Evenings over NBC 


STRADE MARK 


H 13, 1947 
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Hay Tools 


HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, lightest pull- 
ing, hay carrier on the market. 
Extra strong construction assures 
long rope life, reduced pulling, 
years of trouble free service. Double 
swivel action—reversible. 





LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well ds loose 
hay. Four high carbon, extra stiff 
tines. No. 894 has six foot spread— 
No. 895 seven and a half foot. 
Equipped with Moline pesitive ac- 
tion trip lock and heavy flexible 
steel chains. 


DOUBLE HARPOON 

FORK No. 891 
The No. 891 is made to handle large 
loads. Tines are 3! inches long and 17 
inches apart. Also featured are No. 890 
for smaller loads and the 892 Husky, 
heavy duty fork for lifting extra large 
loads. 





KNOT PASSING PULLEY 
No. 857 
This 5'/p inch sheave is 134 inch thick, hard 
maple, kiln dried and oiled to prevent crack- 
ing and warping. Frame designed with 
large opening to allow knot to pass through. 


Write Dept. HAI0 today for prices 
and complete Hay Tool catalog. 


S.A 
MOLIME, ILLINOIS uv 
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GARDEN TOOLS 


with the Patented* Finger lisplay r 


that banishes garden fati@Peked 12 Roo 
lay case * Ex 
separate shit 
P; including 
utrient Cart 
ize 18x35x9” 

Pprox, 32 por 


wr-colo 


GUARANTEED FOR LIFE — no other § 
tool can make this statement! We are # 
of Markle Featherlite quality that we will ! 
FREE OF CHARGE any Markle Featherlitt 
that is damaged in ordinary garden usagt! 
agine what a selling point this will be % 
this Spring! The matched set retails at 4% 
dividually, the garden trowel, $2.00, culfi 
fork $2.00, transplanting and bulb trowel, | 
There's plenty of profit for you—so cash inl ' 
jobber doesn't stock them, order direct f 
mediate delivery. 


ATTRACTIVELY BOXED 
Markle Featherlite aluminum tools are 
boxed in matched sets and also in- 
dividually. No wrapping or display 
ate. Ideal gift promotions for 

ster, Mother's Day, Father's Cay, 
birthdays, anniversaries. 


HI Ls] (me reTHERL TE ~‘ 


PRODUCTS CORPORATION 


ROCHESTER, MICHIGAN 


*Patent 
Pending 


~ 


3 


Ss Nutrien{ 


Nutrient Cay 
blended, wa 
iilizer concentr 
Mdrical form. 
WY per dozen, 


N 


HARDWARE #A4RCH 13, 


WESTIGATE THE NEW 


= 0SS ROOT FEEDER 


Look at these 


Sales-making 
Advantages 


CONVENIENT — Fits any garden hose. Pene- 
trates ground easily. 
Retail Price ADJUSTABLE — Depth and flow can be con- 
(Fair-Traded} trolled to specific horticultural needs. 
or eee STOPS WASTE — Eliminates surface run-off 
loss of fertilizer and water. Chemical fixation 
occurs at proper level. Reduces evaporation 
loss. 
HALTS BURNING — Eliminates damage from 
intermittent mid-day sprinkling. Chemical 
burning of foliage is impossible. 
PROMOTES VIGOR — Sub-surface feeding en- 
courages deeper, hardier root systems. Amelio- 
: : rates soil acidity. 
Price includes EFFECTIVE — Fertilizer and water go right 
One Dozen to the roots. Immediately available to the 
Ross Nutrient aoe 
Cartrid CONCENTRATES — Ross Nutrient Cartridges 
rieges contain all necessary elements for plant growth 
and health. No fillers added. 
SAFE TO USE — Chemical and physiological 
balance insure complete safety, even with re- 
peated use. Cartridges are inorganic, and will 
not decay or produce toxins. 


CONSTRUCTION 


Root Feeder head die-cast from zinc alloy. 
ay Removable transparent plastic cartridge cham- 

— (| ber. Ferrous shaft 28” long with removable 

tip. Overall length—34 inches. Precision-built 


: . 
r-color full Size for long trouble-free service. 1 year guarantee 


against defects of workmanship and material. 


i* Finger ge opidy really sells MANUFACTURED — GUARANTEED BY 


—a So ROSS DANIELS, INC. 


FE —no other ii separate shipping carton set- 








ment! We are # 
ity that we Wiliam? including 1 dozen Ross 1217 HIGH STREET DES MOINES 9, IOWA 
ary garden wogmNUtrient Cartridges * Case 0S OVAL tin Se are 


is will be se : 
By at 48mize 18x35x9” © Shipping Wt. 
ond , ‘et no pprox. 32 pounds. 


you—so cash inl 
n, order direct 1 


Mail this coupon for ADDITIONAL INFORMATION 


ROSS DANIELS, INC. 
1217 High Street 
Des Moines 9, lowa 
GENTLEMEN: 
Please send me your booklet on Effective, Economical “Root Zone” 
Fertilizing Methods and Materials. 


HA 


Firm Name 





Bss Nutrient Cartridges 
Nutrient Cartridges are a care- 

ly blended, water-soluble. 8-16-8 
llizer concentrate. Compacted to 
Mdrical form, Extra cartridges 
Y per dozen, 


My Jobber’s Name.. 
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If you’re seeking Rapid Conversion of merchandise into Ready Cash— 


feature Royal Chef! Royal Chef is a Real Champion in complete-line quality 


—a product of the West's largest manufacturers of heavy gauge, solid aluminum 


kitchenware —a positive sales Record Creator! Backed by dominant ads 


in 9 national publications, Royal Chef will continue to be your 


most profitable Recruiter of Customers throughout the year. 


Satin Tone Finish 

LARGE DOUBLE ROASTER 
WITH TRIVET 

Model 125-A 

7A" x TV" x BP/ 16" 


Mirror-Finish 
CHICKEN FRYER 
Model 209 
outside diameter 
103/10"« 27/16" deep 


Mirror-Finish 
COFFEE MAKER 


(Percolator) 


Model 506—6 or 8 cup cap. 


New York Office 
345 Madison Ave., New York 17,N. Y. 


Royal Chef 


HEAVY GAUGE, SOLID 


CL00707 20820077 
KITCHENWARE 


MANUFACTURED BY 


Mirror-Finish 
COVERED SAUCE POT 
Double grip handles 
Model 408 —8 qt. cap. 
10'3/16” outside dia. 
x 6%" deep 


ow St¥uND oF 
‘** Guaranteed by > 
Good Housekeeping 
M4 * 
$2745 aovcarsste 


POULSEN & NARDON, Inc. 


MAIN PLANT + 2665 LEONIS BLVD. - LOS ANGELES 11, CALIF. 


Diath bnntversary 


Houston Office 


Mirror-Finish 
DOUBLE BOILER 


bottom, 3 qt.; 
Outside dia. 7'3/16" 
Overall height 87/10” 
Can be had with Egg 
Poacher, Model 200. 


Satin Tone Finish 
ROUND DOUBLE ROASTER 
WITH TRIVET 
Model 130-A 
12%” dia. x 7” deep 


Branch Plant 


Chicago Office 
11-105 Merchandise Mart, Chicago, Illinois 308 M & M Building, Houston, Texas 12th & McKinley, San Diego 4, Calif. 


HARDWARE 





the Good H oke 
ousekeeping Guaranty Seal which 
provides 


nt orr JnNG of mone Gs advertise ere 
folal a ot s c at 
f 1 of f | t 1 th Ta) 


Mirror-Finish 
UBLE BOILER 
3—top, 2 qt.; 
bottom, 3 qt.; 

ja. 713/16" 
height 87/16” 
od with Egg 


=e FF | wuldet you rather sell the tnest 7 


and one look will tell you Camfield is in a class by itself. And the secret 
auty) is “Equa Therm,” which assures perfect toast every time. 


Finger-Trip Release, Cushioned Pop-Up, Hinged Crumb 


Of course you would ove 
of its performance (excelling its be 
Other expertly designed features are 
Tray and “heat-right” Oven-} ype Construction. 

into the homes of over 24 million housewives through 


Also, we're carrying your sales message 
Home Journal and Good 


the well-read pages of the Saturday Evening Post, Collier's, Ladies’ 
Housekeeping. You sell rich beauty 

and sound engineering fortified by 

strong rational advertising when you ¢ A aA F x E L Dp 
sell Camfield. 

Fair traded in all fair trade states. automa pee € +Si5 > 


t 
iego 4, Calif. 
N, MICHIGAN 


CAMFIELD MANUFACTURING COMPANY, GRAND HAVE 


WARE &@ 





























2280 Fisherman's Bar- 
ometer. Tells when to 
fish. Also foretells local 
weather. Tells when to 
wear raincoat and rub- 
bers. A good grade 
movement. 34" green 
plastic case. A sure-fire 
seller. $7.00 each. 
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Like a Lion.. 





5448 Maximum-Mini- 
mum Thermometer. Per- 
fect for any weather 
worrier! Tells how hot 
or cold it got since last 
setting! Individually 
graduated scale is set 
in smart plastic case. 
$10.00 each. 





2068C Auto Altimeter. 
A brand new motoring 
thrill for your custom- 
ers. 244" dial in an at- 
tractive brown plastic 
case. Any motorist can 
install it himself in a 
jiffy. A big gift item. 
$7.50 each. 


or like a lamb? Whichever way Ma 
goes out, you can be sure of two things: I 
the month when people worry most about 
colds and (2) the weather. MORAL: Cash i 
on their interest in both by displaying and f 
turing nationally advertised Taylor Thermo 
eters and Barometers. Now in more plenti 
supply. Ask your wholesaler or write Taylo 
Instrument Companies, Rochester or Toronto 





MEAN 


ACCURACY FIRST 





HARDWARE AG 





ORDER 
FROM YOUI 
WHOLESALE! 

NOW! 





TONE, INC 
FIFTH AVE 
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FROM YOUR 


WHOLESALER, WL 
| | ) (1) Finger-tip 


NOW! . 
‘; L moving chime 
bd mounte 
ble-free, bu 


Now, NUTONE K-28 “Im 
rial” and K-32 aan«, 
models also have Finger-tip 
Volume Control and the new 
quiet Twin Power Unit! 


— 
j 
ote 

| ra 4 
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adjustment 
from wall. (2) New Twin 


d on live rubber for quie 
t easy to servi 


8 Be 


TRAN. REAR 


nT 





B owithNew © 
Adjustable Volume Control! 


without re- 
Power Unit, 
t operation. Trou- 
ce if ever necessary: 


for each tube, 


All products bearing the NUTONE 
trademark are fair-traded in all fair- 
trade states 


NUTONE 


MARR 


DOOR CHIMES 


ERMINAL SALES BLDG., SEATTLE 1 
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THE MOST ADVERTISING 
THE GREATEST DEMANI 


THE LAKGEST PROFIT 
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REVERE IPPE AND spite INCORPOR 
Rome Man ime ing Company Division, Rome, New York 





THE REVERE WARE PRESSURE COOKER* 
OF STAINLESS STEEL, COPPER-CLAD 


THE REVERE COPPER-CLAD STAINLESS STEEL 
WARE WITH THE THICK COPPER BOTTOMS 





















welcome them with these Good Buys! 





are “shopping” again. 





They’re attracted by attractive values. 
The appeal of Autoyre bathroom and kitchen 
accessories lies not only in up-to-the-minute 


styling, careful workmanship, 





lustrous finishes but also in 
prices that are inviting. 


Step up traffic by featuring Autoyre values. 





@ White 
@ Also, 


@ Exhibi: 





A SANFORD DESIGN 


Autoyre No. 5014—Twin Towel Bar 
Heavy duty square metal bars, 18 inches long, 





handsomely finished in lustre chrome. Individually packaged in an 
attractive carton, complete with screws. Shipping weight per case 
of 3 dozen pieces, 45 Ibs. Retails at about $1.00 each. 


fu Ost 
Underwriter 





YU »rrnxoom AND KITCHEN ACCESSORIES 


“Designed to Make the Passer-Buy” 




















THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 
= HARDWARE AGE 
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tchen 


e 


@ White Enamel * Black Wrinkle * Chrome 
@ Also Available With Dial Switches 


@ Exhibited at the N. Y. Museum of Modern Art 


osed. Approved by 
Underwriters Laboratories. 


icuft i Heater only. 
RE AGE § MARCH 13, 1947 
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PATENT PENDING 


. VERNON, NEW YORK 





Adjectives don’t mean a thing to your register. The only thing that 
counts in your cash box is cash. And that means merchandise that moves! 
Double X has been at it for years: making varnish vanish and making 
old floors new. Big-league national advertising has made it a buy-word 
in homes and stores the nation over. Like every other Peter Putter 
Product, IT REGISTERS year in and year out. Order from your jobber! 
Made by Schalk Chemical Company. Factories: Los Angeles and Chicag® MARCH 13, 
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on winning your share 
of today s huge paint market 
a” 

2 SURE with ? 


| me tremendous amount of new 
building—the definite need for the 
painting of structures which have 
been unpainted for years—the 
growing desire for redecoration 
which again can be satisfied in full 
measure for the first time in many 
years—the increasing emphasis 
upon color—all have built up the 
active, actual paint market to un- 
precedented extent. 


The dealer who handles high qual- 
ity products, for which a demand 
has been created and who carefully 
organizes his local effort to take 
full advantage of the national adver- 
tising and promotional program— 
will get the major part of the paint 
business in any community. 


To that end—Pittsburgh offers its 
dealers a complete, high-quality line 
of famous paints for every home 
need. Many of these products in- 
clude exclusive sales features which 


achieve performance results pos- 
sible with no other paints. 


Consistent Pittsburgh Paint adver- 
tising in newspapers and magazines 
works constantly to build an 
ever-widening preference for these 
products. 


Pittsburgh Dealers are given sales 
areas which give them ample oppor- 
tunity for volume and profits. They 
are provided with selling and ad- 
vertising helps which establish them 
as home decorating headquarters. 


If you seek a line of quality finishing 
materials and like Pittsburgh’s way 
of doing business—why not inves- 
tigate the possibility of selling 
Pittsburgh Paints in your city or 
town. For complete details, tele- 
phone, wire or write for a copy of 
“DON’T TAKE A CHANCE— 
BE SURE WITH PITTSBURGH” 
which completely explains our 
1947 franchise proposition! 





PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 


jp PittsBurGH Paints 


PITTSBURGH STANDS FOR 


QUALITY PAINT AND GLASS 
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MASTER Snip 


cuts STRAIGHT as 


well as to RIGHT 
and to LEFT 


Here’s cutting power 
inasmall snip that me- 
chanics will really ap- 
preciate. A test on 20- 
gauge metal against 
even the largest regu- 
lar snip is more than 
convincing. The set of 
three, M1,M2andM3, 
covers every cutting 
requirement, but M3 
also cuts well to right 
or left when necessary. 
Sell the super-snips 
that experienced me- 
chanics insist on. They 
are made by WISS, to 
WISS standards of 


quality. 


of 4 oe 








tuother Quality Product 
from the Mouse of Hudson 


THIS , 


AMAZING NEW ae 


JET TURBINE 


IS SPINNING 


new HUDSON 


TURBO 
GRINDER »: 
/ 


Spin yourself some nice, new profits with the unique new Hudson 
Turbo Grinder, the sensational home and shop convenience that is 
winning sales everywhere. Everybody wants one. Appeals at once to 
the handyman, the housewife, the hobbyist, the mechanic; everyone 
who uses knives or tools. 


SIMPLE TO USE—Just attach to any ordinary household faucet. The pat- 

ented Hudson Turbo-jet impeller drives the grinding wheel at ya to 

10,000 RPM, depending on water pressure. Aircraft type clamps (rubber 

lines) hold it rigidly in position. | O1 U 5 E S 

EVERY HOME AND SHOP A PROSPECT—The Hudson Turbo Grinder is a The Hudson Turbo Grinder sharp- 

“natural”. It sharpens everything in home and shop. It is selling fast, ens knives, scissors, lawn and 
garden tools, wood planes, bits, 


everywhere it is being shown. chisels, drills and all edged tools. 
Polishes silverware, copper, brass, 


Start the magic impeller to spinning profits for you. See your wholesale pewter and ether exgtals. Yhees 


hardware distributor. Be the first to show the Hudson Turbo Grinder in ase only @ tow woos—you con 
your community. think of many more. 


2111 EAST CANFIELD AVE. 
DETROIT 7, MICH. 
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It’s A Bright Idea 


To Ask Your 
Wholesaler For... C HAM 4 O N 


LAMPS 








Champion Lamps are quality hardware items, distributed the most efficient 


and economical way — manufacturer to wholesaler to retailer. 





The Champion wholesaler that calls on you is prepared to prove to you that 
Champion Lamps produce profitable volume. They're easy to handle — no 
red tape, no contracts, no restrictions. Champion Lamps have the performance 
that keeps your customers coming back for replacements. Champion Lamp 
packaging and point-of-sale display material helps you get the lamp business 
and everyone who enters your store is a prospect for good lamps. 


Champion's low cost production and distribution methods mean maximum 


lamp profit for you. 


Ask your Wholesaler. 








CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A OIVISION OF CONSOLIDATEDO ELECTRIC LAMP 

















SEND FOR FREE 
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RENTALS THAT BUILD PROFITS FOR YOU! 


Continuing profits are what you look for 
from the floor machines you rent out. 
You expect them to stay on the firing 
line month after month—year after year. 
You want your customers to return the 
machine with a smile and a compliment. 
Well, if that’s the kind of rentals you’re 
looking for put a few Holts to work in 


your store, then watch the customers and 
the profits roll in. For over a-quarter of 
a century thousands of America’s leading 
paint and hardware men have relied on 
Holt floor machines to help them make 
more money in the rental field. Today, 
profit opportunities are greater than ever. 
Find out—today—how Holt can help you. 


+ 


THE WORLD’S FINEST FLOOR MACHINES FOR OVER A QUARTER CENTURY * 


SEND FOR FREE FLOOR CARE BOOKLET AND CATALOGUE + HOLT MFG. COMPANY, 651-681 20TH STREET, OAKLAND 12, CALIFORNIA 
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pETHLEHEY 


STEEL 








Here’s fence that your farmer-customers can count on—tried-and-proved 
Bethlehem Fence. 

Farmers like Bethlehem Fence . . . because it's easy to erect, even on 
rolling or hilly ground .. . because it stays tight and serviceable despite the 
crowding of stock .. . because it’s so sturdy and long-lasting. 

Bethlehem Fence is made of durable steel wire that’s well-galvanized 
for protection against rust. It is of the popular cut-stay, hinge-joint construction. 
Looks real business-like, too, especially when used with steel fence posts. And 
it comes in standard designs for every farm requirement—for horses, cattle, 
sheep, hogs and poultry. 

Talk over your fence needs with your jobber, for there’s a good chance 
he may be able to fill your complete order from stock. Also ask him about 


other- Bethlehem products for use on the farm, included in the list below. 


BETHLEHEM STEEL PRODUCTS FOR FARM USE 
FARM FENCE FENCE POSTS BARBED WIRE SILVER STAR BALE TIES 
GALVANIZED SHEETS FOR ROOFING AND SIDING NAILS AND STAPLES PIPE BOLTS AND NUTS 


* BETHLEHEM FENCE~ 


ON THIS 
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LUSTREL 


1 O MONTHS WORK 


cS 


= a Biv Ol MINUTES! 


fits floor polishing 
to twice a year! 


& quart of 
lustrelast 


DELUXE LINOLEUM LACQUER 


covers the average 


-proved _ 
linoleum floor! 


ven on 


pite the 


va 


ranized BRUSHES on in 10 minutes! 

WALK on Linoleum 40-50 minutes later! 
WIPES clean with a damp cloth! 

ts. And POLISHES, protects, preserves Linoleum! 
cattle, ECONOMICAL, waterproof, stainless, nonskid! 


TOUGH, transparent lustre 
lasts up to 6 months! 
chance 


. about * 


below. Backed by National Ad- 
vertising Campaign to 
50,000,000 women to pro- 
mote greater Sales and 
Profits for YOU. Backed 
SALE TIES by consistent consumer 
NID NUTS contact via Newspaper, 
Direct Mail and Point-of- 
Sale Display. 


ruction. 


JAY HOWARD COMPANY (Sole National Distributors) 
664 N. Michigan Avenue, Chicago 11, Ill. 


Please send full information on LUSTRELAST, the new, improved 
water-clear Linoleum Lacquer. 


Name 





Address 





City 





* Type of business. Check one. 
This attractive Display FREE with every 

case! Write for streamers, cuts, folders, 

inserts, mats—FREE with ANY order! 


Jobber Dealer Other (tell what 








LUSTRELAST IS A PRODUCT OF GREAT LAKES VARNISH WORKS INC, 
(DWARE A“MaRcH 13, 1947 153 








EGG AND HAMBURGER TURNER “ 


SKIMMER 





SLOTTED SPATULA 





Fa 
5 
é 


“— wicror-finish stainless s¢ 
ed © Mirror Stee] “wp. 
"ate hey a ends’ 


‘ c 
tools” to meet eve 


-ehed 
® Non-burn handles o polisn? 


eum RE POLO 


Rem LBB 


Reg. U. 8S. Pat. Off., Copr. 1947, National Silver Company 


CUTLERY COMPANY +#,-& 


A Division of National Silver Company 
New York © Chicago ¢ Detroit « Dallas * Miami ¢ Atlanta 
Los Angeles © SanFrancisco ¢ Portland (Ore.) 


One of the 
world’s 
largest 
manufacturers 
of cutlery... 





kw GEMS ‘Gomme 


gives World’s First Face-Tailored Shave! 


On the head of the New Gem Razor is a 
new device—scientifically positioned. That's 
the ‘GUIDING EYE’! 


Simply shave with the ‘GUIDING EYE’ 
flat against your face. It faithfully follows 
your facial curves . . . makes blade meet 
beard at the scientific angle . . . tailors the 
shave to your face! 


HANDSOME PLASTIC 
COUNTER SALES FIXTURE 


FREE 


with 
12 NEW GEM SETS 
(“Flying Wing” Model) 
ASS’T NO. 1560 


Cost to Retailer 


eS ~i5.60 


ef iUile . Per Assortment 


ee enn - - 
. GEM 
az. ee 


BACKED BY THE GREATEST 
ADVERTISING PROMOTION 
IN GEM HISTORY! 


NEWSPAPERS — RADIO — MAGAZINES — WINDOW DISPLAYS— WINDOW POSTERS 
BOOK MATCHES — BILLBOARDS 
Gem Division, American Safety Rezor Corp., Brooklyn 1, N. Y. 

















Mere co a MAGIC BOX 


] GET THE LOCK AND KEY BUSINESS 
e IN YOUR COMMUNITY 


RENDER A SERVICE THAT WILL PUT 
e DOLLARS IN YOUR CASH REGISTER 


OFFER SOMETHING THAT HAS NEVER 
e BEEN DONE BEFORE TO ATTRACT 
CUSTOMERS TO YOUR STORE... 








I. YOU ARE ONE OF THOSE MERCHANTS who like to 
start people talking about your store, and coming in, 
then this will interest you. 


IDENT-A-KEY is a service—an unusual service — which 
will make money for you every day. Aservice which will 


get you a bigger share of the lock and key business of, 


your community—which will cause customers to say 
“Just what I’ve always wanted.” 


Or, if you want lock business, offer to mark the keys 
free with every lock sold. If you want customers, offer 
to mark a key free with each dollar purchase. 


Be the first in your community to offer this unusual, 
long-needed service. IDENT-A-KEY SET with 16 tem- 
pered-steel dies neatly packed in stained walnut box. 
Dealer's price—$35.00 net, complete with two colorful 
eye-appealing counter displays. 





IDENT-A-KEY SET comes to you com- 
plete—with everything you need to 
identify keys. In a jiffy you mark them 
“Home,” “Office,” “Trunk”—16 
separate markings, and you charge a U 
BASEMENT 


16 KEY NAMES ON DIES 


Sold by leading jobbers in the 
United States and Canada. Order 
from them direct. If your jobber 
doesn’t carry the IDENT-A-KEY SET, 
send us his name and address. Job- 
bers write, wire or phone for details. 


Precision 

¢ Streamlin 

e Lightweig 
balance 

e Compact | 
operates | 

e Extra pow 
even cutti 

¢ Fingertip 
switch 

e Easy to ci 
special sh 

013” harde 
cutting bl 

e Extension 
operating 
adapter fc 


MORE M¢ 
DOLLAR ~ 
quiet, smoot 
Mowers. 16’ 
hand adjusté 
4" to 214". 
struction fos 
built in ever 


MODEL 
A-16 


$29.95 

















few cents a key. 
STOREROOM 
TRAVELING BAG 


EDWARD O’MALLEY VALVE CO. 


7606 GREENWOOD AVE. CHICAGO 19, ILLINOIS 
stern Rep New York Office alifornia Rep Canadian Rep 
DORKEN BROS & C 


408 McG 











1133 Broodway E M ROBITSCHER 
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FEATURES Zocut for Pocut 


New Time Saving Portable 
Electric Hedge Trimmer 


Precision engineered 

Streamlined design 

e Lightweight—Perfect 
balance 

eCompact Universal Motor 
operates on AC or DC 

e Extra powered for smooth 


‘ Fingertip handle control IMME D IATE 
age DELIVERY 


e Easy to cut uniform or 
special shapes No waiting for this fine new portable Hedge 
¢13" hardened steel Trimmer that does away with the drudgery 
cutting blades : . : 
: 7 of hand trimming. Stock the Pincor Hedge 
e Extension side handle for 4 ‘ : : 
operating ease —Hi-cut Trimmer and watch it sell—priced right, 
adapter for high trimming _ fills a big demand—thousands now in use. 


the keys MORE MOWER VALUE PER 
ers, offer DOLLAR with the easy running, 
quiet, smooth cutting Pincor Hand 


Mowers. 16” cut, built-in sharpener, VA 
unusual, mead adjusted cutting height from A RUGGED POWER 
4" to 214". All steel welded con- Y, MOWER for h 
| 16 tem- struction for long service. Precision Z —— oe 
Inut box. built in every detail. and commercial users. 20 
rful cut, 1% h.p. engine, built-in 
> colorfu — ’ sharpener, hand adjusted 
Y cutting height, sealed lubri- 
. cation and other outstand- 
$ in the a ing, new features mean fast 
. Order turnover and extra profits. 
: jobber a 
$ si ay i PINCOR P-20 
BY SET, J > POWER MOWER $ 1 50 
ess. Job- ae OF.O.8. FACTORY 
r details. P 


Anyway you look at it, Pincor is the line for the alert hard- 
ware dealer. Write for information now and learn when 
you may become a Pincor Dealer in your community. 


ELECTRICITY WHEN NEEDED! 

Dependable, economical electric 

service for homes, cottages, farms, 

trailers and power tools with Pincor 
Electric Plants. 


ARE AGEM ARCH 13, 1947 
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oe i Diogenes is on another futile quest. Now he is looking for 
that one prospect who may not be completely familiar with Myers 
equipment. “You won't find him, Di!’ Everyone knows Myers pumps, 
water systems, sprayers and hay unloading tools. Years of con- 
tinuous national advertising has taken care of that.” 


“Instead, why don’t you ‘seek out that dealer who is slow in starting 
his own local Myers tie-in advertising, and who is not making the 
best possible use of Myers identification and store improvement 
material? Find him, Diogenes, and give him some good 
merchandising advice.” 





A MESSAGE TO MYERS DEALERS. 


From Myers Dealer-Aid Program 
—For Your Local Merchandising tie-in. 


Newspaper Mats, Movie Slides, Radio 
Script, Folders, Direct Mail, Blotters. 





my ee 


Outdoor — Indoor and 
Illuminated signs. 


Window and Store 
Displays, Posters. 





Store Fixtures and equipment, 
Demonstrafors. 


From Myers 1947 National Advertising Program 
37 Magazines and Farm Papers—90,785,600 messages. 


MYERS & BRO. COMPANY 


Dept. H-46, Ashland, Ohio 


E. 











Water System Pumps ¢ Sprayers © Hay Unloading Tools 
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Now you can offer 
the latest and smartest 


in garden equipment 


here’s a new de luxe, major-profit item— 
the answer to home gardeners who have 
been asking for a lighter, easy to handle 
lawnbarrow! 


Compactly designed of ultra-light mag- 
nesium—its modern finish and trim lines 
appeal especially to women. Its sturdy 
construction, perfect balance, and utility 
features win the admiration of gardeners 
who want the best. 





They like its flat bed for carrying potted 
plants and bulky objects—they find it a 
real pleasure to use. It stores away easily 
ona convenient hook in garage or base- 
ment. And it sells itself when your customer 
a ae oe oe oe ee we picks it UP! 





Http, t flirt / 























ogram 


= Ine Lift/ and its sold / 


The "Pick-Me-Up” label attached to the bed .of 
each Lawn-barrow encourages self-demonstration 
to customer and sales personnel. 


Retail Price $34.50 
PANY 


Specifications: Amazing light weight, 16 pounds. 
Handy size—261/2" x 32’—Length 50” overall. Enamel 
ao eee ae aes eee es oe? nish, Color—French grey bucket, under structure 
bright blue. Pneumatic 2.75 x 10 tire, easy rolling 
bearings, Ya" strong axle. Tubing under borrow, and 


e (ross braced, for rigid structural strength. Tapered 
walls, flat bed. 
—O-, 
| > , 
os For discounts and shipping information write or wire: 


SPECIALTY PRODUCTS DIVISION 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 





g Tools 
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More POWER to You 


through Compound Action! 










| POWERFuL|) 




















"66 
7 Features|| 7 


e FASTER Cutting |i. 
e TRUER Cutting If ; 
e EASIER Cutting | 
@ Half the Weight 






© Less Tiring 
© Stay Sharp Longer 
© Give Years of Service 


AVIATION ... No. 100R. H, 
No. 105 L. H. 


4 
ang, 140 ) Cut Either | 


10”—No. 150 > _. | 
12”"—No. 160 j Right or Left | 


TH 
























PHILADELPHIA 2], PA. 
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®@ Two | 
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HANCOCK] °° 
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100 R. H. 
105 L. H. 


+ Either | 


it or Left | 


HoseMasTER 


THE AUTOMATIC ALL-PURPOSE HOSE NOZZLE! 


Only HOSEMASTER can offer these features: 


®@ Two in one action . . . it combines the automatic shut-off 
feature with optional use as a conventional hose nozzle. 


® Convenient pistol grip action . . . its sleek streamlined design 


gives it “sale on sight” eye appeal. 


® Instant and positive finger tip control . . . instantly adjustable 
froma fine mist to a highly concentrated stream . . . grip it 
and the water goes ... relax and the water stops immediately! 


®@ It will pay you well to stock Hosemaster in time for Spring 
and Summer demand because Hosemaster’s quality, price 
and appearance will help you set a new sales record. 
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PRACTICALLY INDESTRUCTIBLE $] 60 li t 
GUARANTEED LEAKPROOF Cu IS 


PRODUCTS corp. 
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“SIMPLE, JOE~ —s 
/ Use ATKINS BLADES” ¥ 


And that's how Joe joined the ranks of thousands of Atkins 
boosters everywhere—workmen who swear by the faster, easier 
cutting qualities of “Silver Steel” Hacksaw Blades. Many of your 
customers are numbered among these loyal users...men who 
know from experience that Atkins blades take the “hack” out 
of hacksaws ...men who know the satisfaction of working with 
tough, keen teeth that bite deeper at every stroke—stand up 
for more strokes. Any dealer likes to say “yes” when these 
customers ask for Atkins Blades. But if, occasionally, your stock is 


low, we're making every effort to supply all the blades you need, 


C. ATKINS AND COMPANY 


402 South Illinois Street, Indianapolis 9, Indiana 
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A.S.T.M. tape specifications call for a 30 pound pull to 
¥%, inch. width friction tape before breaking. PANTHER 
and DRAGON brands of Friction Tapes surpass these 
“specs” by a wide margin. They have an average break- 
ing strength of up to one-third better than required! 
This is just one of many reasons why these tapes are 
tops. PANTHER and DRAGON Friction and Rubber’ 
Tapes are sold only through rec- 
ognized independent wholesalers. 
Hazard Insulated Wire Works, 
Division of The Okonite Com- 
pany, Wilkes-Barre, Penna. 
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friction and rubber tapes 


4950 
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SELL MORE SCYTHESTONES 





with the 497-A Display —_fezmzezu, 


The 497-A Display FEATURES Scythestones. 
It makes them fast-turning, interesting, impor- 
tant tools. In your farm and garden tool win- 
dow, the 497-A reminds customers that fac- 
tory-new edges are short-lived. Just like sell- 
ing a fly line with a new trout rod. 


And here's what the 497-A gives you for 
$5.72*. First, the only Scythestone assortment 
featuring both natural mica schist mineral 
and electric furnace stones. Second, the low- 
est priced assortment of its kind. Third, a 
fast-turning, all-purse choice of 33 genuine 
Norton quality stones in 6 shapes and 4 abra- 
sives ranging from 10¢ to 35¢ with 2 big 
$1.15 Utility Files. Fourth, a “stopper” dis- 
play that doubles-up sales to tool customers. 
Ask your Jobber to include a 497-A with your 
Spring tool order. 





*Slightly higher west of Denver. 


BEHR-MANNING - TROY,N.Y. 


DIVISION OF NORTON COMPANY 
ALSO QUALITY GOATED ABRASIVES SIthtse 7a 
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More than 3% MILLION men with alert minds and busy hands — 
big buyers of tools and hardware —are steady readers of Popular 


FE . Mechanics. In every issue we're using a full-page color ad like this 


to remind them that BRANDED tools and hardware — bought at the 
HARDWARE store — are BEST. 


...Popular Mechanics Magazine 
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IF YOU CAN! 


because they 
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2 GREAT HARDWARE 
LINES—MEETING EVERY 
NEED OF QUALITY, 
CONSTRUCTION, PRICE 


A National Irganization Specializing Exclusively rn 


GHOVELS SPADEF SCOOPS 


CSE SELL SELL 
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& 
The STUART CLOSED BACK SHOVEL 


The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly waxed. 


The WILSON OPEN BACK SHOVEL 


A Genuine Leader Item—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. 1 Grade Handles, smoothly 
sanded and thoroughly waxed. 










Time To Sell SCOOPS! 













Scoop selling season is here again, 






because now is the time when there’ 
grain to be handled, coal to be car. 
ried and cold weather storing to be 














done. ean 
Presiden 
L. 
Hardware merchants who sell the 
famous brands made by The Wood 
Shovel and Tool Company have KEN 
scoops available in the following pat. ; 
_ GEOR 
terns and sizes:— RUD 
BY 
Eastern Pattern Scoops A 
Sizes 2-4-6 _— 
Who Make 
Western Pattern Scoops an 
Sizes 8-10-12-14 K 
. 7 . We 
Light Weight Grain Scoops SAU} 
Sizes 8-10-12-14 a 
Coal Yard Scoops....... Size 8 — 
Pac 
Wood makes these patterns and sizes Ji 
P x Re 
in types and grades which meet every pon 
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And merchants, remember that shov- 
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re-ship, cheap to store, not subject to 
shrinkage, breakage and other losses 
which so frequently eat up hardware 
profits. Get on top of the shovel busi § 
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ness in your community with Wood's 


nationally known brands. 





Watch this column appearing monthly 
in the advertisements of The Wood 
Shovel and Tool Company. In it, we 
will keep you reminded month by 
month, of the shovel items which you 
can and should be buying and selling. 
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pins are precision-made from accurately drawn wire. They are 
easy to insert. They fit the hole size for which they are made. 
Prongs spread easily and hold tight. And they are packed in 


YORK, PA.— American Chain makes two types Look to American for the kind of quality your 
of cotter pins in a full range of sizes. In addi- customers expect from you—whether it is 
tion to the acco (regular type, shown above) cotter pins—electric or fire-welded chain—any 
American offers the CAMPBELL HAMMERLOCK, __ type of weldless chain made of formed wire or 
which is designed so that it locks positively | stampings—chain fittings, attachments and 
and permanently by simply striking the head assemblies—repair links—hooks. 

with a hammer. Sell American—the complete chain line. 
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Informal Editorial Comments... 


Just Among Qurselves 
... By Charles J. Heale 











Right Now—There Are too Many 
Articulate “Prophets of Gloom’:— 


T seems to me that there 

are too many articulate 

“prophets of gloom” get- 
ting too much attention from 
both consumers of hardware 
and allied products and those 
interested in the wholesale and 
retail distribution of such mer- 
chandise. 

While it may be true that 
the high peak of acute war- 


imposed shortages may be be-* 


hind us, our present large vol- 
ume of production and deliv- 
eries, for most hardware store 
lines, are not yet adequate in 
all places and in all lines— 
nor are there, as yet, well 
rounded wholesale or retail in- 
ventories or reserve stocks of 
factories. 

Barring another epidemic of 
major labor upheavals which 
would curtail production and 
destroy buying power, I be- 
lieve 1947 will be a good, 
profitable year for the hard- 
ware business and for all busi- 
ness were goods and services 
not overpriced. 

It is conceivable that supply 
may catch up with demand 
during 1947. Just how quickly 
I cannot foresee for we have 
not only greatly increased pro- 
duction facilities, with many 
new producers in mariy hard- 
ware store lines, but also thé 
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very obvious important factor 
reflected in pyramided orders 
placed by both wholesalers and 
retailers. 

Manufacturers know that 
wholesalers have asked for 
more than they expect and 
from more sources than they 
intend to patronize under a 
more normal “supply and de- 
mand ratio” status. Wholesal- 
ers know that retailers have 
done the same thing and, for 
many major purchases, con- 
sumers have followed suit. As 
more merchandise becomes 
plentiful duplicated orders 
will cancel out and both pro- 
ducers and distributors, who 
watch their respective busi- 
nesses carefully, will have a 
more accurate gage to guide 
them. And that will bring 
about a more healthy and more 
satisfactory business condition. 
It will also sharpen the com- 
petitive picture all along the 
line and keep values at the 
proper level. 

Most hardware store lines 
are not over-priced at present. 
We have no serious unemploy- 
ment condition and still have 
substantial buving power in 
this country with many needs 
and wants unfilled. For these 
reasons, I~believe that whole- 
sale and retail inventories 


should be built up and main- 
tained consistent with good 
business practices—and the in- 
dividual local market oppor- 
tunity. This does not mean 
“hog-wild” buying of quanti- 
ties and varieties, neither does 
it mean stocks so meager that 
a customer must go elsewhere. 
While it is true that you can 
go broke easily with a top- 
heavy inventory investment, 
you can’t sell anybody any- 
thing you don’t have on hand 
to sell. 

While I readily agree, and 
have said so often in recent 
months, we are out of the lush 
time conditions of a strictly 
“‘sellers’ market” and are defi- 
nitely in a “buyers’ market.” 
But I do not believe that we 
are rapidly approaching a gen- 
eral business decline but rath- 
er a leveling off process that 
requires careful watching of 
all expenses including inven- 
tory investment. 

Instead of a ruthless tight- 
ening up on inventory pur- 
chases, I suggest a most care- 
ful control of inventory based 
on your sales experiences and 
your known potention local 
sales possibilities. In other 
words, don’t have too much 
but’ be sure you have enough, 
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or you won't enjoy the full here and there, of some nega- 
measure of business available 
to you. 


And above all, don’t be 


stampeded by the published 
statements of every “Gloomy __ tive factor and calls it the fore- 
Gus” whose pessimism seeks _ runner of a general downward 
out and cites an odd instance, __ trend. 





















W ITH OUT identification, 

and almost without com- 
ments, I quote below an inter- 
esting letter received by a mid- 
western wholesaler from one 
of his most prized and best re- 
tail accounts. This dealer tells 
his story simply and with com- 
mendable tolerance. His letter 
reads: 

“We all are going to get 
off the horse and start kiss- 
ing the babies, perhaps a 
damn sight sooner than we 
realize. It seems logical to 
pause for a little reflection, 
and start weeding out a hell 

of a lot of the bad prac- 
tices that have crept into the 


x * 





* 


A Letter From a Dealer to His Wholesaler:— 


scheme of merchandising. 
“Already, [ll bet your 
claim or credit department 
is seeing the ‘wall writing’ 
and the evidence of wrong 
guesses by salesmen who 
sent unordered merchandise 
to their dealers, who have 
accepted in the past 50 per 
cent chaff and 50 per cent 
oats—afraid—else they an- 
tagonize—get none of the 
critical stuff. "Twas un- 
healthy and with a dozen or 
more jobbers working the 
same schemes—’tis easy to 
understand a two years’ 
stock of one item and not a 
damn item of another. 


* 





* 
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Lost Production Time in 1946 
Broke All Previous Records:— 


“All this brings me 
around to another one crop- 
ping up—particularly with 
the rising price trend. On 
invoice just received there 
were six irregularities in 
pricing, about 50 per cent of 
which represented items sold 
on a basis of copy of orders 
—prices, which in most 
cases were lower. Out of 
pure curiosity I totaled the 
amount—and with the ‘now 
figures’ I would have had 
$543 in my shoe box— 
rather than in Mr. John Q’s. 
Obviously, nothing too im- 
portant, but something that 
might get out of control.” 





































LOCKWOOD 

[MPLYING that the Wagner 000 days lost in 1937; 26,- riously affects their own wel- densed File a 
Law is equitable and ade- 000,000 in 1927, and 23,000,- fare. Lost production means plified Specifi 
quate, Secretary of Labor 000 in 1941. continued delays in getting Hardware are 
Lewis B. Schwellenbach recent- The board also reported that needed merchandise to sell more LOCK 
ly told the Senate Labor Com- __t had on its docket 4605 labor 20d, worse than that, means that are helpi 
mittee that corrective labor leg- disputes on July 1, 1946; 5000 huge losses in consumer buy- dues. - Re 
islation is not required. With oy Jan. 1, 1947, and expects ing power—losses that cannot free on requ 
this I cannot agree—asI think ap out 10,000 by July 30, be regained later. And so la- LOCKWOOD 


such legislation is sorely need- 
ed. He also expressed the hope 
that there would be fewer 
strikes in 1947. Frankly, this 
isn’t too much to hope as 1946 
strikes broke all previous rec- 
ords for such difficulties. 
According to the National 
Industrial Conference Board 
there were 113,000,000 man 
days lost in 1946—about three 
times as much as in 1945. Pre- 
vious high totals were 28,000,- 
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1947. 


As the board’s reports are 
based on the Department of 
Labor’s own statistics the fig- 
ures given may be considered 
authentic as well as staggering. 

While wholesalers and re- 
tailers may consider, at first 
blush, that such lost production 
is primarily a problem of 
manufacturers, they should 
realize that lost production se- 


bor-management disputes that 
lead to strikes, slow-downs and 
shut-downs become every- 
body’s business. For that rea- 
son, all hardware men should 
be vitally interested in equita- 
ble and adequate labor legis- 
lation at an early date to dis- 
place completely the one-way 
rules of the Wagner Law. Tell 
that to your Senators and Rep- 
resentatives and annoy them 
into action. 
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ae “Short cut to better 


; fosxve 
ieee, Finishing Hardware Business 
== BUILDERS’ CONDENSED FILE... 


20,000 active builders of light structures (principally houses), operators and 
contract builders . . . all will soon receive a copy of the “LOCKWOOD Build- 
ers’ Condensed File of Finishing Hardware,” bound in Sweet's 1947 File For 


















LOCKWOOD Builders’ Con- 
densed File and Manual Sim- 
plified Specifications Finishing Builders. 












Hardware are examples of two Here is a condensed “working guide” of Finishing Hardware that short- 
more LOCKWOOD services cuts you through the maze of locks, knobs, escutcheons . . . with their intricate 
that are helping LOCKWOOD combinations . . . and enables you to order out complete Builders’ Hardware 






dealers. Reprints (supplied 
free on request) will enable 


LOCKWOOD Dealers to tie 
MANUAL SIMPLIFIED SPECIFICATIONS FINISHING HARDWARE 


in with these catalog services. 
Architects will receive the Manual of “Simplified Specifications Finishing 
Hardware” bound in Sweet’s File Architectural 1947. 
Conceived by LOCKWOOD, this manual provides in “packaged form” 
the hardware requirements for all door openings in Commercial and Public 
Buildings, Hospitals, Hotels, Apartments, and Residences. L710 





for each door. 
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One entire side of the store is given over to a display of gifts of all types. 


Increased Space and Display Help 


One of the large center tables also devoted to gift displays. 
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Bi. the past four 


years the George & Hoyt Hard- 
ware Co., of Grinnell, Iowa, has 
been giving its glassware and gift 
department more and more dis- 
play, and the result has been 
doubled sales. Women from near- 
by communities come regularly to 
the store to select gifts and other 
merchandise, because they know 
they can find interesting items 
there, according to W. B. Hoyt, 
one of the owners. 


Gift Wrapping Service 


The customer at George & Hoyt’s 
gets a gift wrapping service and 
this:has been an important factor 
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Here is a close-up of the section located next to the entrance of the store. 


Double Gift Sales in Four Years 


George & Hoyt Hardware Co. devotes 
entire sidewall of store to gifts and also 


uses centrally located aisle tables for them 


in pleasing the trade. She also 
gets advice, if she needs it, on 
what type of gift to purchase for 
any occasion. 

“I have to buy a gift for a bridal 
shower,” some customer may an- 
nounce worriedly as she comes in- 
to the store, “and I don’t know 
what to get.” In cases like this, 
tactful salespersons make sugges- 
tions and show the suggested gift 
to the prospect. This has been a 
policy which has been decidedly 
productive of sales. 


Department Immaculate 


There are two saleswomen in 
the gift department, and they take 
pride in displaying the merchan- 
dise and in keeping it clean. This 
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ms 
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ee 


extra effort pays, because women 
are always talking about the clean, 
distinctive gifts they can purchase 
in this store and how nicely they 
are wrapped. 

Mr. Hoyt points out that a glass- 


ware and gift department in a 
small city the size of Grinnell 
needs to have quite a varied stock 
of items in order to please both 
town and country women. For 
example, in this area there is a 
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demand for such items as mirrors, 
pictures, plaques, figurines, book 
ends, dishes, glassware, pottery 
and many other items and cus- 
tomers seem to like to browse 
about inspecting the various lines. 
It takes considerable space to show 
so many different articles, but the 
management has found that it 
pays, for store traffic has been 
augmented a great deal by women 
who are interested in gifts of vari- 


ous types. 
The backgrounds of the wall 


displays in the gift section are 
changed from time to time by 
using different colored papers. 
This paper is placed directly 
against the wall so that each sec- 
tion looks as if it is part of a 
wallpapered room. It presents an 
extremely attractive appearance 
and permits the gifts to make an 
excellent showing. 

One entire sidewall is devoted 
to a display of gifts, glassware 
and related items. In addition, 
one large center display area at 


the store is given over to glass. 
ware, baking dishes, mixing bowls 
and allied articles. 

Grinnell is located in a fine 
agricultural area of Iowa, where 
the farmers have considerable pur- 
chasing power. In recent years, 
the store management has noticed 
that farm women are buying gift 
and relating merchandise in in- 
creasing volume and more than be- 
fore, indicating a trend which 
means larger sales on such lines 
for the future. 





The Roosevelts of “Oyster 
Were Hardware Dealers — Once 


ema the paths to fame are 
just as apt to start at the doors 
of a hardware store and lead to 
the presidency and the realms of 
high finance receives a certain 
measure of proof in the history of 
Roosevelt & Son, 30 Pine St., New 
York City, investment manage- 
ment firm long dominated by the 
Roosevelts—of Oyster Bay, not of 
Hyde Park. Tracing the history of 
this remarkable business enter- 
prise—which just recently cele- 
brated its 150th anniversary—we 
begin with the times of this coun- 
try’s first president, George Wash- 
ington, and the first Roosevelt en- 
terprise—-a hardware store on 
Maiden Lane. 

The year was 1797 according 
to formal record when James I. 
Roosevelt founded the business, 
though ledger entries indicate that 
the Maiden Lane hardware shop 
had been doing business as far 
back as 1792. The hardware shop 
for decades specialized as an im- 
porter of plate glass, passed a half- 
century or more in real estate and 
investment banking and turned in 
1934 to the management of trust 
funds. 

Barely had the hardware store 
opened its doors when Manhattan 
was swept by yellow fever. But the 
shop not only survived the epi- 
demic but prospered so that within 
a few years it began discounting 
notes for other merchants. This led 
to other larger financial ventures 
and the hardware business was 
finally abandoned. 

Among the Roosevelts who fig- 
ured in the activities of the firm 
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directly or indirectly in its cen- 
tury-and-a-half of history include 
Cornelius Van Schaack Roose- 
velt, a founder of New York’s 
Chemical Bank; James Henry 
Roosevelt, a victim of infantile pa- 
ralysis who left more than a mil- 
lion dollars to found Roosevelt 
Hospital; James Alfred Roosevelt, 
president of the Broadway Im- 
provement Association; Robert 
Barnwell Roosevelt, a public ad- 
versary of the Tweed Ring, and 


Bay 


Theodore, 26th president of the 
United States, known to the family 
as “Cousin Thee.” 

Today, Roosevelt & Son is trust- 
tee or manages funds believed to 
be in excess of $100,000,000. Its 
present head is George Emlen 
Roosevelt, fifth in direct line who 
will be succeeded ultimately by 
one of his two sons or five neph- 
ews, in the tradition of the family 
motto: “Qui Plantavit Curabit” 
(he who planted will tend). 





Double-Barrelled Display Attracts 
Two Types of Spring Customers 


N the spring the homemaker’s 

fancy turns to thoughts of house- 
cleaning, and the gardener’s thoughts 
to gardening. This is the theory that 
Lyn Houghtaling, owner of Hough- 
taling Hardware Co., Blue Earth, 
Minn., works on when he offers his 
customers a window of items in 
which they are interested. 

In this window shown below, 
which was used last spring. Mr. 


Houghtaling had steel goods, hand 
cultivators and paper burners for 
gardeners and outdoormen as well as 
a revolving turntable display of 
household cleaning supplies for 
housewives. There were also a num- 
ber of electrical appliances such as 
hot plates and cookers, for the busy 
housewife or gardener needs such 
items to make quick, tasty meals 
after housecleaning and gardening. 





Housewives and gardeners were attracted to this two-way display. 
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The natural log trim of this section gives it a woodsy atmosphere and 
there’s plenty of outdoor merchandise here to interest outdoor people. 


Prospects Help Sell Themselves 
In This Sporting Goods Department 


ibis goods 
business. is decidedly profitable 
for the Door County Hardware 
Co., Sturgeon Bay, Wis. This firm 
not only has a well stocked, ex- 
tensive sporting goods department 
in the store, but it also has its 
own boathouse for testing and 
demonstrating outboard motors. 
Door County is one of Wiscon- 
sin’s finest vacation spots. It 


sticks out into Lake Michigan like 
a human thumb and Sturgeon 
Bay, with a population of 5000, 
is the largest city in that county. 
With so much water nearby, it is 
natural that boating should be 
an important activity during many 
months of the year. 

Whenever a prospect wants to 
buy an outboard motor, and won- 
ders how it will perform, R. J. 


Door County Hardware Co. sells outboard 
motors by letting the customer use one 
on one of the boats owned by the firm 
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Austad, manager of the store, in- 
vites him to come with him to 
the firm’s boathouse on Green 
Bay. Here the motor is attached 
to the boat and a demonstration 
made. Naturally, after a little 
ride and a chance to operate the 
motor himself, the prospect prac- 
tically sells himself. This demon- 
stration idea, similar to the tech- 
nique used in selling automobiles, 





























Illuminated Lamps Attract Customers 





The brightest spot on the first floor of the Rechlin Hardware Co. store in 
Bay City, Mich., is a special table lamp display which has three levels. Each 
lamp on this table is kept lighted at all times. The total effect of all this 
light attracts many prospects to the table to examine the lamps on display 
and is a decided help in promoting sales. The table can be approached and 
viewed from four sides which is also appreciated by prospects who want io 

see the lamps from all angles. 








brings very good results, says 


Mr. Austad. 


The company also sells and 
services both rowboats and power 
boats. The store did quite a busi- 
ness on boats before the war and 
is again selling many of them as 
vacationists and summer resorters 
flock to that area of the country. 


“We carry an extensive line 
of boat paint,” says Mr. Austad. 
“Practically everyone who has a 
boat— and many have around 
these parts—paints it every year. 
We have customers who come 
back year after year for paint and 
other boat supplies. Naturally, 
many customers ask us how to 
prepare a boat for painting and 
how to apply the paint in order 
to get the best results. We are 
always glad to render this service 
to our customers and it helps us 
make more friends and sell more 
paint.” 

The sporting goods section in 
the store has a woodsy back- 
ground. The top wall ledge has 
a log effect trim, while the same 
effect is also seen at the front of the 
counter. The store carries a large 
stock of fishing supplies for both 
local and commercial fishermen, 
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in addition to such items as 
football. baseball, tennis. golf. 
archery and other supplies. 


“This is a wonderful sports 
area,” says Mr. Austad. “There 
is a lot of fishing going on around 
here, and this means that we have 
a constant demand for fishing 
supplies. We carry as large stocks 
as possible, dress up good win- 
dows on such supplies and give 
them effective interior displays. 
I think that we are, without doubt, 
one of the leading fishing supply 
headquarters in this part of the 
country.” 


The sporting goods depart- 
ment also carries many vacation- 
ists’ supplies such as_ thermos 
bottles and jugs, flashlight bat- 
teries and camping equipment. 
Plenty of this type of merchandise 
is sold throughout the spring and 
summer season. 


The store has two large, wide 
windows, and one of these almost 
always contains some items of 
sporting goods equipment. This 
brings in many tourists who are 
looking for-just this type of store. 
The firm advertises in a weekly 
local newspaper which has an ex- 
cellent city and rural circulation. 
In this way most of the local 
sources of trade are contacted reg- 
ularly. 





Low Display Shows Placques to Advantage 


OULKE & NORMAN, Madison. 

Wis.. has a novel and effective 
method of displaying placques of dil- 
ferent types. The firm uses a panel- 
ing from counter top level to the 
floor, then mbre paneling from the 
rear of the counter level upward fo1 


2%% ft. Placques are fastened on 
this background making it possible 
to show considerable merchandise 
in addition to that which is displayed 
at shelf level. Small boudoir lamps 
are at each end of the display and 
they are kept lighted at all times. 





This counter-to-floor arrangement provided additional display space. 
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$80 each. In addition, farmers 
have purchased 3000 gallons of 
paint along with these sprayers 
and they are really “going to 
town” in that area of Iowa, inso- 
far as painting farm buildings 
are concerned. 


Survey Got Results 


W. E. Strait, manager of the 
farm store, says that as a result 
of a farmer survey conducted a 
year ago, it was discovered that 
among other items, farmers 
wanted to paint their buildings. 
Many said they were interested in 
power spraying of buildings. 

With this information at hand, 
Mr. Strait and his sales crew 
naturally concentrated on stock- 
ing paint and paint spraying out- 
fits, and demonstrating them in 
the country so that the farmers 
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\ ITHIN the past 


nine months, Stampfer’s Farm & 
Home Store, Dubuque, Iowa, has 
sold 60 power paint spraying out- 
fits to farmers, ranging as high as 


ee 
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Here is one of the billboards that tells the story of power sprayers. 


Sold 60 Power Sprayers in Nine Months 


Stampfer’s Farm & Home Store also sold 
3000 gallons of paint to go with this 
equipment. Demonstrations aid business 


could see what such outfits could farm in one to two days. When 
do. With these sprayers, the the farmers saw what could be 
crew demonstrated that it was pos- done with the sprayers, they were 
sible to paint all buildings on a (Continued on page 208) 


This island mass display featured the paint used in the sprayers. 
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A general view of 
the store showing 
how no space that 
has display util- 
ity has been dis- 
regarded. People 
of average height 
can examine mer- 
chandise that is 
here and serve 
themselves if it is 
their desire. 



























Self Service 


By SEVER PAULSON* 


Hardware Dealer, 
Hopkins, Minn. 


in a Buyer's 


WV OWN and op- 


erate a hardware store in Hop- 
kins, Minn., a town of less than 
6000 population and just 10 miles 
west of Minneapolis. Sears Roe- 
buck is only a 10-minute drive 
from our store. We also have 
Gamble’s, Coast-to-Coast, Fire- 
stone and two independent hard- 
ware stores. 

We live in what I'd call an 
average town, noted as the rasp- 
berry capital of America. We 
have our churches, business dis- 
trict, beer taverns, liquor stores 
and—juvenile delinquency. 


gi tts le the: ‘te 
Py) eer 


iaba caf 


ray 68 





*From an address at the New England 
Hardware Dealers’ Association conven- 
tion, Feb. 21, 1947. 


‘ Toward the front of the store is this invitation 
to self service. The canopy back of the 
column has been sampled for lighting fix- 
tures since the picture was taken. 
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SEVER PAULSON 


We bought out a_ bankrupt 
hardware store in Hopkins, in 
Aug., 1933. It was one of those 
long, narrow stores with the en- 
trance to the left, with a double 
dose of that old hardware store 
“smell”. The window was of the 
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Here is a second 
general view of 
the store showing 
the major portion 
of the housewares 
side with a table 
featuring toys in 
the foreground. 


Fifty per cent of Mr. Paulson’s customers 
like to be waited on, the others like to 
browse — and he’s going to satisfy all of 
them. Neat stockrooms and more space for 


display are “musts” for bigger, better sales 


enclosed type—the kind that you 
would trim in the spring and 
again in the fall, and each time it 
would take two or three days— 
depending, of course, on the cus- 
tomer interruptions. 


The Old Store’s Interior 


The store was 23 by 80 ft. long, 
narrow and dark. I remember it 
had five lights hung from the. ceil- 
ing with a 150-watt bulb in each 

-and they were covered by a 
thick glass shade to stop the 
glare. There were five aisles 
lengthways of the store—three 
aisles for the salesmen and two 
for the customers. The three 12 
ft. nail counters were to the right, 
end to end, with a 2-ft. aisle be- 
tween each making a total of 40 
ft. or half the length of the store. 
We really needed roller skates to 
weigh out a pound of nails. Be- 
hind the nail counters was shelv- 


ing which reached to the ceiling 
and a ladder that rolled on a 
track—one of those kind you 
would have to use to get to the 
ceiling shelves. There was no 
system, the departments were all 
mixed up, and every customer 
had to have personal service. 
This store had merchandise 
buried where even the salesmen 
couldn’t find it. We didn’t know 
much about retailing but this hide 
and go seek system did not seem 
right to us. The first thing we did 
was to brighten up the place and 
clean up the store. We actually 
put the merchandise out in the 
open where the customers could 
see and handle it. We took food 
choppers, for instance, out of the 
cartons, assembled them and set 
them up where they could be seen 
and operated. Folks seemed to 
like this and goods started to 
move. In the old store everything 
that came in a box stayed there 
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until some customer bought. it 
sight unseen—or it seemed to us 


—didn’t buy it. There were 


plenty of boxes on the shelves and 
hidden away in drawers just cov- 
ered with dust. 

With our limited finances and 
a part time carpenter we started 
to modernize according to an as- 
sociation plan. 


Ledge Displays 


In January 1943 we bought a 
building, half of which we had 
been renting for the past 10 
years. The first thing we did was 
to remove the wall between the 
two buildings and the background 
of the windows so we now have 
an open front window with an 
18-in. ledge for displaying mer- 
chandise. This makes our store 
5 ft. longer. We sell more mer- 
chandise -off that 18-in. ledge than 
we did before out of the whole 
window. Why? Because we 
change it more often and if we 
have only one of an expensive 
item we can put it right in the 
window and sell it from there. 
Not only that, but our whole store 
is now a display window. We 
display our major lines up front, 
where they can be seen from the 
street and we are now putting in 
a model kitchen up front on the 
left side of the store in the house- 
ware section. If I were starting out 
all over again do you know what 
my first improvement would be? 
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The cash and 
wrap section is in 
the approximate 
center of the store 
and is neat and in 
keeping with its 
surroundings. 
Facing the camera 
is Mrs. Paulson. 


Yes, you guessed it—remove the 
window background and open up 
the store front. 

With the wall removed, our 
store is now 45 ft. wide and 80 
ft. long, 50 per cent more space 
than we had before. The new as- 
sociation step-up fixtures and dis- 
play tables throughout the store 
gives us another 50 per cent more 
display space. All our aisles are 
uniform without jogs or obstruc- 
tions. I think this is very impor- 





tant as it does not isolate one or 
more sections of the store. We 
still have only five aisles length- 
ways of the store, only now the 
sales clerks and the customers use 
the same aisles—not three aisles 
for the clerks and two aisles for 
the customers. Some of our cross 
aisles are only 36 in. wide but 
they seem wider because of the 
stepped up display tables. 


Store Arrangement 


Our sporting goods, tools, 
builders’ hardware and paints are 
on the right and housewares and 
giftwares on the left. We cater to 
women shoppers by having a nice 
clean and well displayed stock of 
housewares and gifts to attract 
them; after all, they spend 85 to 
90 per cent of the money—they 
are the ones we want in the store. 

We also do gift wrapping in 
our store and keep a card file on 
all weddings and showers so our 
returns are cut to a minimum be- 
cause of duplications. This file 
speeds sales. For example—some- 
one bought a bread box of a cer- 
tain color and design for Betty 
Grable’s shower; we then suggest 
a waste basket, cannister set or 
step-on-can to match to the next 
person buying for the same show- 

(Continued on page 209) 





Here is the stairway to the basement, located in the front center of the store 
opposite the cash and wrap counter. The juice set lineup, mentioned by Mr. 
Paulson, is shown upon the wall unit. This picture was taken early in the war. 
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Kirchner’s Model Plane 


Activities Build Good Will 


And Sales — and How! 












Kirchner Hardware & Supply Co. provides meet- 
ing facilities for local model fans, gives flying 
meet participants from clubs sweat shirts and 
gives members a discount on model ‘plane parts 
and materials purchased from the store which 
is headquarters for model fans of every age. 
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Some of the members of the model ‘plane club which makes the store its headquarters. 
Shown in the display room, the club’s quarters actually are in the store’s basement. 


i gentleman accom- 


panied by his “teen-age son en- 
tered the store of the Kirchner 
Hardware & Supply Co. at 2626 
Glenwood Ave., Youngstown, 
Ohio. Approaching C. W. Craig, 
the store manager, he said: “I’m 
interested in purchasing some 
model plane equipment.” The boy 
was already at the display case 
in which model airplane motors 
were displayed. He was certainly 
familiar with the layout of the 
store. 

He had a right to be, for 
Kirchner’s sponsors a very active 
model airplane club that meets in 
the store basement each Friday 
evening from 7 o'clock until 9 
o'clock. Before and after meet- 
ings, the members may purchase 
what they like in model crafting 
equipment. 

Nor is this air-minded group of 
30 members a strictly juvenile or- 
ganization. Adults also belong to 
it, and a fair sprinkling of father 
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and son combinations is evident. 
The club plans to increase its 
membership in the near future to 
accommodate an ever-growing list 
of applicants. Harry “Hy” Kirch- 
ner, owner of the firm is an en- 
thusiastic model fan and spares 
no effort in making it one of the 
finest organizations for its size in 
the country. 

On the sales force, and acting 
in an advisory capacity, is youth- 
ful Frank Pavliga, whose knowl- 
edge of air models and parts is 
more than adequate to say the 
least. The president is Horace E. 
Brown, who is production super- 
intendent of a radio parts manu- 
facturing plant, and who had ex- 
perience .with aircraft radio and 
radar during the war. From this 
it can be seen that this is no hit- 
or-miss group. Highly talented 
minds are in control. There is no 
guess work. 


Discount to Members 


Nor does Mr. Kirchner in any 
way suggest that officers be chosen 
according to his preference. The 
group elects its own officers ac- 
cording to ability and without con- 
sulting him. All Mr. Kirchner 
does is supply, at his expense, a 
meeting place in his store, make 
suggestions regarding localities at 
which exhibition or competitive 
flights might be held, furnish the 
members with equipment at a 15 
per cent discount on purchases 
over $5, and a convenient lay- 
away plan whereby members can 
purchase expensive model equip- 
ment with no specific dates in- 
volved. He also gives the club 
the skilled mechanical ability of 
Mr. Pavliga, who repairs free of 
charge any model equipment. with 
payment only for the needed re- 
placement parts. This is encour- 
agement with a capital E. 

Other kinds of model equipment 
are carried in the Kirchner stocks. 
Electric railway and ship models 
find steady turn-over here. Then 
to supplement these, carving tools 
are carried, as are vari-purpose 
wood-working power tools. In 
fact, the store is a headquarters 
for model makers for a great area 
around. 

And what better way is there 
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of building good will than afford- 
ing a fascinating club for boys 
and adults to attend? It is easy 
to guess where they would go 
when in need of any hardware 
item. 


Big Attendance at Meets 


When competitive and exhibi- 
tion meets are held, spectators by 
the hundred turn out to witness 
the soaring planes, with their tiny 
gasoline motors buzzing busily in 
the air. As before the war, when 
model activities first started, sweat 
shirts bearing the Kirchner insig- 
nia will be worn by the members. 
During the war years, modelling 
activities were suspended. Now 
they are progressing to full swing 
once again. There was an enthu- 
siastic spectator following attend- 
ing meets then. Mr. Kirchner in- 
tends that more spectators will 
attend now. And his store will be 
the logical place for these spec- 
tators to turn to for their hard- 
ware needs, 

As was the case of the “teen-age 
lad and his father coming into the 
store to purchase model equip- 
ment, you can bet that the parent 
will also go there to make other 
purchases. Nor will there be any 
merchandise of unknown quality 
sold. Each item bears an estab- 
lished reputation for excellence. 


The club meets in the basement 
of the store now. They sit on 
empty nail kegs and packing boxes 
in a cleared area among rolls of 
wire, roofing paper, BX armored 
electric wire, sleds, and other mer- 
chandise. But, as in the years 
preceeding the war, Mr. Kirchner 
plans to equip each member with 
a personal work bench in quarters 
far more suitable than those now 
in use. 

Nor do the members rely en- 
tirely upon Mr. Kirchner’s whole. 
hearted material support. Out of 
their dues and special assessments, 
they contribute toward the pur- 
chase of desired equipment. For 
example, the club is building a 
special trailer for the transporting 
of plane models to the locales of 
meets. Some of the model planes 
have a wing span of 7 ft. and a 
body length of 5 ft., so it is im- 
mediately apparent that ordinary 
means would be inadequate in 
transporting them. The funds for 
the trailer will come from the club 
treasury. 

Club Government 

The club governs itself strictly 
by rules laid down by a charter 
of the A.M.A. (Academy of Model 
Aeronautics). This rules out any 
disturbing local influences that 
might create discord within the 

(Continued on page 192) 


This up-front section for model fans shows a wide range of stock in 
a limited space. Everything here is within easy reach of customers. 
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Utilizing the top of the paint display for wallpaper helps sales in both lines. 


Showing Wallpaper Above Paint Shelves 


Aids in Promoting Both Lines 


A NOVEL method of 


displaying wallpaper has served 
to build business in that line for 
one of the two stores of Chas. 


Tarolli & Sons of Owosso, Mich. 
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Chas. Tarolli & Sons finds this method 
a distinct help to sales. Related line 
displays and illumination aid section 


Phillip Blanchett, manager, dis- 
plays wallpaper samples between 
the top of the paint area ledge 
and the ceiling. This space is 
high enough for the showing of 
two rows of samples. The wall- 
paper displays are tilted so that 
they begin at the outer edge of 
the ledge and taper inward to 
the spot where wall meets ceiling. 
This is accomplished by means of 
a supporting wooden framework 
underneath the samples. 


“By using this sort of tilted dis- 
play, we make it possible for the 
customer to see more of the 
samples than if they were on one 
plane and this promotes sales.” 
says Mr. Blanchett. “We are able 
to display more than fifty samples 
in this manner.” 

The store has a distinctive and 
attractive ceiling and also has 
plenty of fluorescent lighting. 
This naturally helps greatly in 

(Continued on page 211) 


























“LH 
OW does it 


work?” 

That’s the question most appli- 
ance prospects ask quite early in 
their interviews at the Joens- 
Hamilton store, Boone, Iowa, as 
well as in any other appliance 
outlet, according to E. Hamilton, 
one of the owners. Such being 
the case, the store management 
capitalizes on this interest by 
staging actual demonstrations 
wherever possible. 

Last fall this firm took on an 
appliance whereby coal and wood 
stoves could be converted to oil- 
burning outfits. The price of the 
conversion unit was $49.50. 

Mr. Hamilton and his staff im- 
mediately set up a stove at the rear 
of the store near the appliance sec- 
tion, hooked it into an actual chim- 
ney by means of stove pipe and 
put one of the oil-burning units 
into this coal stove. Farmers com- 
ing into the store on cold fall and 
early winter days found the unit 


fe ge ee ne mee te ca 


The store's four windows frequently are used for featuring major appliances. 


warm and stood around thawing 
out their hands. From this point 
on it was an easy thing for store 
salesmen to interest quite a num- 
ber of farmers in the unit. 


Demonstrations the Thing 


“When you are trying to sell 
one of these units it is a decided 
sales advantage .if you can take 
the prospect to a home where one 
of them is actually operating so he 
can see it, says Mr. Hamilton. 
“We like to use this demonstra- 
tion method whenever we possibly 
can.” 

In that area of Iowa, there are 
numerous homes which have fur- 
nace heat and many which are 
heated by stoves. For this reason, 
Joens-Hamilton lays considerable 
emphasis on stoves of this type 
and does an excellent volume of 
business on the line. 

Some stoves are carried on dis- 
play on the first floor, but the 
large display is in a well arranged 


Vacuum cleaners take up the full 
time of one of the service men. 


basement section. Here the farmer 
and townsman find a large stock 
from which to select, and here 
they can inspect and buy in 
privacy. 

The firm does a large business 
in stove parts and also services 
many stoves of all types. In that 
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Ask—and the Firm Shows Them 


Demonstrations are the big sales makers 
in the Joens-Hamilton appliance section 
and good service keeps customers sold 


part of the country a stove is an 
important consideration in farm 
and town life, and the store that 
satisfies in this respect will get 
other appliance business from the 
same source, 

The Joens-Hamilton store also 
has an excellent appliance repair 
department which plays an im- 
portant part in holding old cus- 
tomers and winning new ones. 
This department is located on the 


One repair man devotes all of his . 


time to washing machines and gen- 
eral appliance service work. 


Here is a section of the basement stove department. Some are on the main floor. 


second floor. Its personnel con- 
sists of one washing machine and 
general repair man, and one spe- 
cial vacuum cleaner repairer. 


Repairs 20 a Month 


Insofar as washing machines 
are concerned, the firm repairs 
about 20 per month, in addition 
to other smaller appliances. Many 
farmers bring in washing ma- 
chines to be serviced and call for 
them when finished. On the other 
hand, the store also arranges to 
have nearby jobs picked up and 
delivered. 

The special vacuum cleaner ser- 
vice department is a well patron- 
ized section, servicing numerous 
units throughout the territory and 
helping to boost store volume and 
traffic throughout the year. 


Stoves, water heaters, washers, 
refrigerators, vacuum cleaners, ra- 
dios and the like, are accorded 
frequent window display at this 
store. The firm has four wide 
windows and they are kept well 
lighted at night. 

An interesting feature about 
this store is that some years ago 
it bought out another institution 
handling similar merchandise un- 
der the arresting trade name of 
“Temple of Economy.” The Joens- 
Hamilton store still advertises that 
unique name which is also a 
slogan, by means of a neon sign 
in one of the windows. 

Mr. Hamilton says that within 
the next year, his firm hopes to 
be able to remodel its store con- 
siderably. Plans call for an en- 
larged appliance department, bet- 
ter fixtures and increased lighting. 
































Display Stimulates Sales of Seeds 


And Related Garden Lines 


Fairmont Electric & Hardware Co. keeps 





Racin seeds, in 


both package and bulk form, at- 
tract many people to the Fair- 
mont Electric & Hardware Co., 
Fairmont, Minn. One area at the 
center of the store is usually 
given over to a showing of pack- 
aged and bulk garden seeds and 


them in a prominent spot, promotes them 


and features them far into the summer 


packaged flower seeds. The gar- 
dener who comes here to pur- 
chase finds several racks of pack- 
aged garden seeds and flower 
seeds as well as numerous dis- 
plays of bulk seeds. Naturally, 
from such a selection, the gar- 
dener can find just about any 
type he wants. 


Season Until Mid-July 


The store keeps its seeds out 
on display from March 1 until 
July 15, as officials have found 
that many people buy them early 
in the season and some also make 
second and third plantings of cer- 
tain vegetables. In this way, the 
selling season is extended. 


Located near the front, this display is a place where seed customers gather. 


The store also features a va- 
riety of small garden trowels, 
forks and spades, fertilizer and a 
miscellany of small garden tools. 
Salesmen always suggest these 
items to seed customers, using 
the angle that they help make 
gardening easier, more productive 
and profitable. 

Seed customers are also told 
that the store carries a big line of 
sprays and other insecticides, in- 
cluding spray equipment, and 
that when the time comes to take 
care of garden pests, it can help 
out by supplying the right equip- 
ment. Suggestions of this nature, 
dropped well in advance of the 
season help to sell many addi- 
tional articles. 
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Gifts of all types, both practical and for decorative purposes only, are to 
be found in the firm’s gift department. a section of which is shown above. 


Gift Department Volume Doubled 


In a Four-Year Period 


hci from all 


parts of Sheboygan, Wis., come 
to the gift section of the Wehr- 
mann Hardware Co., because they 
know that they will always find 
interesting gifts there. This fact 
has enabled the company to double 
its gift business during the past 
four years, during which time the 
section has been enlarged about 35 
per cent. 

“The gift department certainly 
attracts the women trade,” says 
C. H. Wehrmann, owner. “Our 
biggest job is to keep up our stock 
and vary it just enough so that wo- 
men will keep coming back time 
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The Wehrmann Hardware Co. has en- 
larged this section 35 per cent during that 


time. 


and again to inspect the items we 
have on our tables and shelves.” 

Although there are no sales- 
women in the store, Mr. Wehr- 
mann and his salesmen are excel- 
lent housekeepers. They keep this 
department, and the entire store 
for that matter, looking spic and 
span, a fact that appeals not only 
to women, but to men as well. 

An interesting promotion in the 
gift section is in the form of a 
large specially constructed, remov- 


All male personnel is in charge 


able panel which has been placed 
on the wall just opposite the wrap- 
ping counter. Placques and other 
gift items are features on this 
panel. It also has a couple of small 
glass shelves on which figurines 
are shown. 

This panel attracts considerable 
attention from both men and wo- 
men who are standing at the 
counter waiting for their pur- 
chases to be wrapped. They see the 

(Continued on page 204) 
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Looking fr. 


“Williams at Whiteland” as seen from the air. Arrow at right points to the hardware ; 
insulated | 


and furniture store, that at left to the annex which later will extend to the road. 








Williams Makes Each Square Foot | of | 





furniture store which did a volume same site as Williams Hardware hie sis 

usual about “Williams at White- in its hardware departments ex- & Furniture, the store received so angles, the 
ceeding $125,000 last year—a gain many telephone calls starting out, foot of dis 
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Open back windows attract the passers-by. Ample parking space makes it easy for motorists. 
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Looking from the edge of the furniture store into the hardware section. Note the 
insulated ceiling, fluorescent lighting. asphalt tile floors and spacious aisles. 


of Display Space Pay Its Way 


that that designation was adopted. 

An unusual operation from all 
angles, the policy of making every 
foot of display space pay its way 
is one of the secrets of the store’s 
steadily increasing volume. Owner 
Marley Williams says, “If we don’t 
get the proper volume per square 
foot, we move merchandise to an- 
other spot, regardless of where 
that place might be. And then if 
it does not move fast enough in 
the newer spot we gradually elimi- 
nate that line or item from our 
stock, but not through clearance 
sales.” 


Sales for 1946 


Last year’s hardware sales, per 
month, per sq. ft. of display space 
ranged from $2.36 to $36.42 for 
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Slow movers are sold by placing them 
where they will sell—then they aren't 
restocked. And last year the firm did 
a $125,000 business in a town of 400 


ra ¢ 


¥ CEE) 4 ‘Wee EE. | thas 


“Williams at Whiteland” Hardware Sales 
Per Sq. Ft. Per Month—1946 vs. 1945 


1946 1945 


Giftwares and glassware... .$ 2.36 $ 1.76 
12.08 11.94 

7.38 

Electrical sundries 14.88 
Appliances . 28.73 


























five basic departments. Compari- 
sons of these sales for 1946 and 
1945 are shown elsewhere in these 
pages. All showed good increases 
but that for paint was more than 
100 per cent—the result of moving 
the department to a place in the 
store where passers-by on the 
super highway could more clearly 
note the display and changing 
brands of paint. 


Previous Experience 


Prior to his entry into business 
at Whiteland, Marley Williams was 
supervisor of a number of gasoline 
stations owned by a big oil com- 
pany. Merchandising gasoline and 
oil as well as other types. of goods, 
including many commonly sold by 
hardware stores, gave him valu- 
able experience in retail opera- 
tions. The hardware stere, which 


Advertising Gets Results 


“Williams at Whiteland” believes that 

it pays to advertise and puts these 

beliefs into practice by running ads 

in newspapers and by spot announce- 

ments of the radio. That's why many 

people visit him in a town of 400. 
A 


opens right into the furniture 
store, has open back, full size win- 
dows permitting parkers and pas- 
sers-by to look right into the en- 
tire section. The furniture wing 
has the same display arrangement. 

The store is spacious, brilliantly 
lighted and right on the super 
highway which will eventually 
run, from the northern states, right 
down to the Gulf of Mexico. There 
is plenty of traffic and the store is 
about 15 miles from the edge of 
Indianapolis. Some trade is drawn 


Lettered Stock Drawers Aid Customers 
And Help Speed Up Sales 


TOCK drawers bearing the names 

of the items they contain serve 

a double purpose in the sporting 
goods department of the Rechlin 
Hardware Co., of Bay City, Mich. In 
the first place, they show new sales- 
men where surplus stock is carried, 
so that it can be secured very quickly 
for the customer to give him prompt, 
efficient service. Secondly, the neat 


lettering on the stock drawers also 
advertises the sporting goods depart- 
ment and many of the items carried. 
People walking down the aisle can 
see this lettering and read it clearly. 
Placed up near the front of the store, 
the stock drawer arrangement also 
promotes self-service: to some ex- 
tent, especially with hunters and boys 
who want hunting or baseball caps. 









These lettered stock drawers are helpful to customers and salesmen. 
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from Indianapolis, itself, and its 
basic trading area encompasses an 
area of from 25 to 50 miles. Ad- 
vertising, for which the store’s 
budget last year was 1.70 per cent, 
as compared with 1.3 per cent the 
year before, includes newspaper 
advertising and spot advertising 
over Radio Station WIBC, In- 
dianapolis. The store was origi- 
nally one with about 3,000 sq. ft. 
of display space and later became 
a hardware and furniture concern. 
Today, the hardware section of 
the firm comprises about 3,800 
sq. ft. In front of the hardware 
department and beside the furni- 
ture department is a big concrete- 
paved yard for parking. 
“Williams at Whiteland” is 
operated by Mr. Williams, his 
wife, and five men and women, 
all of whom sell the hardware and 
related lines as well as furniture 
and rugs in the wing of the “L” 
shaped building devoted to those 
lines. Far from being worried by 
big city competition the store— 
through its advertising — draws 
much city trade into its display 
rooms. While much of its volume 
is for cash it does offer 30-day 
charge accounts and time pay- 
ment plans. 


The Store Annex 


Across the highway, some dis- 
tance from the road, is the com- 
pany’s annex in which are shown 
bulky lines such as farming equip- 
ment, including poultry supplies 
and fence. Plans call for later 
extending this building clear to 
the highway, giving motorists an 
added reason for stopping. 

Although final details of the 
plan have not been worked out, 
“Williams at Whiteland” will 
eventually have an employee in- 
centive plan as a further spur to 
good relationship and _ greater 
earnings for both the firm and 
the employees. 
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V. Tausche Hardware Co. a sponsor of 
promotional idea which has been in 






existence for 31 consecutive years 



































This blown-up photograph, displayed in Tausche’s window, shows 
the winners of the contest after having received their crated pigs. 
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And here’s a close-up of another happy pig recipient. 
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Hardware Firm Helps Make Pig Club 
A Success in La Crosse, Wis. 



















, V. Tausche Hard- 


ware Co., La Crosse, Wis., and 
other business firms in that city 
contribute about $10 a year each 
to sponsor the La Crosse Pig 
Club, a fine rural promotional 
idea which has been carried on 
continuously for the past 31 years. 

In order to encourage farm 
boys and girls to raise good live- 
stock, and as a gesture of good 
will between city folks and farm- 
ers, this club was started with the 
local business men putting up the 
funds to purchase 22 pure bred 
sow pigs. This project is still 
flourishing today without a break 
since it started. 


Costs Apportioned 


It costs the business men of 
La Crosse about $200 per year to 
put this pig project over and to 
stage an annual picnic for the 
rural boys and girls and their 
parents. While the whole project 
is under the supervision of the 
La Crosse Chamber of Commerce, 
only those business men who con- 
tribute $10 annually toward the 
project are classified as sponsors 


of the La Crosse Pig Club. 


How It’s Done 


Each pupil of a rural school in 
the county, who is between the 
ages of 10 and 14 and who is in- 
terested in raising a pure bred pig 
was formerly asked to write an 
essay on the care and manage- 
ment of livestock. A committee 
judged the essays and the two high 
winners from each of the 11 town- 
ships in La Crosse County were 
named to receive the pigs. 

With their teachers and parents, 
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the winners were invited to a 
dinner or a picnic, at which they 
were presented with their prize 
pigs. Each agreed to return a 
pure bred pig of the same breed 
from the litter when his sow far- 
rows, or if his pig is sold or dies 
or fails to farrow, to buy a pure 
bred old enough to wean and bring 
it on the next annual pig day. 
From the beginning, 31 years ago, 
this chain of pigs has not been 
broken and this method has en- 
abled the original pigs to furnish 
pigs through the years for per- 
petuation of the project. 

Some of the rules of the club 
have been changed a little now 
and then. The essay has given way 
to a condensed list of 48 true-false 
questions which facilitates judging. 

Each boy or girl receiving a 


pig also automatically becomes a 
4 H Club member, is asked to 
keep a record book up to date 
and exhibit his pig at the annual 
Inter-State Fair at La Crosse in 
a special pig club class. Winners 
receive a free trip to the state fair. 

Pigs of the four outstanding 
breeds in the county are distrib- 
uted. These breeds are Chester 
Whites, Poland Chinas, Duroc 
Jerseys and Hampshires. Always 
it is attempted to give a boy or 
girl the same kind of a pig as is 
raised on the farm, if hogs are 
kept. Breeds are indicated on the 
examination sheets. 

The county agent said about 
such a club one year, “The biggest 
thing about this project is that the 
boy or girl has something that is 
his own. Ownership creates pride 


and these pigs become the greatest 
thing in a boy or girl’s life. They 
make pets of them and the pigs 
follow them around like dogs. 
Each pig is named, of course, and 
some of the names are pretty 
fancy. On the day the pig, usu- 
ally a two or three hundred-pound 
sow, is sold there are tears aplenty 
flowing on the county’s farms. 

“Every year the annual pig day 
finds an enthusiastic crowd of 
youngsters and parents turned out, 
and it is a big moment when the 
boy or girl gets his pig and goes 
up to the crate to say ‘howdy’ to 
his very own pig.” 

The pig club project over the 
years has helped build farm pur- 
chasing power in the La Crosse 
area, and has made La Crosse a 
popular town for farm folks. 


Low-Cost Transcribed Radio Program 
Sells Fishing, Hunting Equipment 


OR dealers aiming to build up 

their fishing and hunting equip- 
ment business in the growing out- 
door sports boom, a new transcribed 
radio program, especially prepared 
for America’s 20,000,000 or more 
hunters and fishermen, is now avail- 
able at a price every dealer can af- 
ford. 

“Outdoor Life Time,” as the new 
15-minute program is called, is pro- 
duced in association with Outdoor 
Life magazine and features Raymond 
J. Brown, editor, as host to sportsman 
guests from every part of the United 
States and Canada. During the 
course of informal discussions, infor- 
mation and answers to questions 
asked by the sportsman are given by 
Mr. Brown and the well-known 
Outdoor Life experts—Jack O’Con- 
nor on firearms and hunting; Ray 
Bergman, angling; C. Blackburn 
Miller, dogs; Maurice H. Decker. 
camping and woodcraft; J. A. Em- 
mett, boating; Gus Mager, artist and 
naturalist, on natural history, and 
many others. 

Fishing and hunting are the basic 
themes of the programs, but the in- 
formal discussions include plenty of 
humor, oddities and human interest 
items to appeal to all listeners. The 
actual program runs 12 minutes, with 
“breaks” totaling three minutes for 
the sponsor’s commercial announce- 
ments. 

When considering radio advertis 
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ing, many concerns quite naturally 
think of its cost in terms of hundreds, 
if not thousands of dollars. Actually, 
the cost of “Outdoor Life Time” is 
small—beginning at approximately 
$4 per program and up, depending 
on the population making up the 
dealer’s market. Cost of air time for 
the necessary 15-minute period varies 
according to time of day and the 
radio station over which the dealer 
chooses to broadcast the program. 
In some areas, desirable time can be 
bought for as little as $6. 

Each user of the program auto- 
matically enjoys, the benefits of the 
national publicity and promotion 
campaigns now being conducted by 


the producers. In addition, each 
sponsor receives a complete press 
book for help in planning his own 
local and regional publicity. The 
press book contains station announce- 
ments, feature stories, biographies of 
the personalities appearing on the 
program, photographs, newspaper 
mats, etc. 

Ideas and material for contests are 
available also, which can be used to 
bring customers right into the deal- 
er’s store, or to build up active mail- 
ing lists. 

Dealers interested in this radio pro- 
gram may obtain full details from 
the producers, Richman Productions, 


10 East 43 St., New York 17, N. Y. 


Kirschner’s Model Plane Activities Build 
Good Will and Sales—and How! 


(Continued from page 182) 


club ranks. This, too, must be 
borne in mind. A club is strong 
only when there is unanimity. The 
A.M.A. is nationally famous since 
it is a division of the N.A.A. with 
headquarters in Washington, D. C. 

Model airplane motors carried 
by Kirchner’s range in price from 
$14.95 to $35. A sizeable supply 
of balsa wood, model assembly 
kits, vari-colored “dopes,” as the 
protective and decorative paints 
are known to the modellers, is be- 
ing constantly replenished. since 


the demand is great on the part of 
both young and old. 

Nor will club activities be con- 
fined to the immediate Youngs- 
town area. In the summer the 
group will enter in Sunday meets 
in Pittsburgh, Akron, and Cleve- 
land. 

In sponsoring the organization 
Mr. Kirchner is accomplishing the 
very worth while social service of 
directing young minds into char- 
acter building and_ instructive 
channels. 
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TRY-IT DISPLAYS can spark extra paintbrush sales. A FAMOUS NAMES IN YOUR WINDOWS can do their 

replaceable cardboard surface for test-painting, 2 bit to win extra paintbrush sales. Reliable names 
placed on a counter with a display of brushes, rouses _ such as “‘nylon,” “Du Pont” and those of well-known 
eye-interest, gets potential customers using the product, brush manufacturers attract the eye and invite custom- 
and paves the way to more sales. ers to enter the store. 


| INTBRUSHES ¥ ae 
THE BEST se pu PONT 


NYLON BRISTEES 4 


FEATURE QUALITY for extra profits! High-quality NEW EMPLOYEES can benefit by learning how to 

brushes and other merchandise in your store speak merchandise national advertising. Clip an ad on 
well for you, mean customer confidence and satisfac- Du Pont nylon bristles for paintbrushes from a current 
tion... build ‘repeat sales. Selling high-quality products _painter’s magazine. Let sales-trainees arrange to use it 
farns more profits too. for more sales in your store. 


E. i. DU PONT DE NEMOURS & CO. (INC.), PLASTICS 
DEPT., ROOM 293, ARLINGTON, N. J. 


RE6. U5. PAT. OFE 


DU PONT NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Electric power ground a ton of grain for this farmer for 18 cents as 
compared to $1.60 he had previously paid. His year’s savings in feed 
grinding bills totalled $85.23 and he saved many a trip to the mill. 


| HE farm and factory 


are similar in that both process 
raw materials. On the farm, field 
crops are converted into meat and 
animal products. Oil meal or sup- 
plemental grains are brought to 
the farm for cattle, hog or poul- 
try feed or for fertilizer for the 
fields. These in turn are converted 
into other profit-making products. 

The average family farm differs 
from a factory in that it provides 
a home in addition to a place to 
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work. On the farm, living and 
production of food are intimately 
tied together. In the city, home 
and place of employment are usu- 
ally widely separated. In a farm 
family there is generally greater 
unanimity of interests because all 
the members contribute to the 
farm operation. In the urban 
home this is not always the case 
because of the various types of 
employment pursued by the mem- 
bers. However, aside from this, the 
problems of urban and farm liv- 
ing and homemaking do not dif- 














Electricity Makes Money for 


fer much. The same types of 
equipment and conveniences make 
the farm home more enjoyable. 

Conveniences such as the elec- 
tric lights, range, refrigerator, 
radio, vacuum cleaner, clothes 
washer, ironer and other electrical 
servants serve a more useful pur- 
pose in the farm home than in 
the city home for the reason that 
the wife uses time thus saved for 
productive use on the farm. She 
contributes to the farm income by 
taking on activities such as rais- 
ing vegetables and poultry prod- 
ucts for the market. Records show 
that the farm family makes more 
use of electricity in the home than 
the city cousin. The uses of elec- 
tricity in the farm home are most 
important as they contribute in 
no small part to the promotion of 
better and more healthful living 
and encouragement for youth to 
stay on the farm. 


Electricity Pays Off 


Electricity can make money for 
the farmer. It really pays off in 
applications to the business end 
of farming. This very willing ser- 
vant has demonstrated its ability 
in the productive enterprises on 
the farm where the products 
raised are processed or converted 
into marketable form. 

Farmers use electric power to 
increase income by reducing the 
cost of production; by saving time 
which is used to expand produc- 
tion; or by adding a new profit- 
able farm enterprise. For example, 
a Pennsylvania poultry farmer 
found that electricity helped him 
to double his production without 
increased cost of help. An Iowa 
farmer, in a little over six years, 
increased his dairy herd from 10 
to 20 cows and his hog produc- 
tion from 22 to 37 litters of pigs 
without added help by the use of 
electrically-operated equipment 
The profits produced by his elec- 
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the Farmer 


tric milk cooler alone pay the 
electric bill and the depreciation 
charges on his electrical equip- 
ment. 

A farmer in Ohio is making 
electricity pay its own way. He is 
using it at a rate that is 35 per 
cent greater than the average farm- 
er who has had electric service 
for five years, yet he has used 
electric service only two-and-a- 
half years. The electrical equip- 
ment he has installed so far, at a 
cost of about $600, has almost 
paid for itself. His productive 
equipment is not only paying for 
itself but will also help to buy the 
so-called convenience items used in 
the home and on the farm. This 
judiciously chosen equipment is 
already saving time on his farm 
at the rate of 540 man hours per 
year. He has just started to make 
productive use of electricity. 


It Fits the Farm 


In all of these cases, and in 
others, electricity has demon- 
strated that it “naturally” fits into 
the operations carried on in and 
around the farm buildings, help- 
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From the turn of the century to 1940, 
Sutput per man hour in manufactur- 
ing in the United States has more 
than trebled while production per 
man on farms has not quite doubled. 
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By 
W. D. HEMKER and A. CARL BREDAHL 


Industry Sales Dept. 


Westinghouse Electric Corp. 





Manager, Better Homes Dept. 





Electricity has proved its worth as an 
economic tool in farm production. It's 
a time and labor saver, helps solve the 
help problem and is a maker of profits 
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This electric milking machine replaced hand labor and resulted in an 
average saving of 50 full working days a year with a hérd of 15 cows. 


ing with the chores and the many 
processing jobs. Here is where 
electricity really proves its worth 
as an economic tool in farm pro- 
duction. It can do many jobs 
with little or no attention from 
the operator. The time thus saved 
can be used to enlarge operations 
or to add new enterprises for in- 
creased income. In addition, 
labor-saving electrical devices at- 
tract and help to hold the most 
competent hired help. 


Aids Help Problem 


During the war the demand for 
food and farm products increased 
to the point that the farmers of 





this country were producing more 
than they ever had. This was ac- 
complished in spite of the scarcity 
of hired help. Much of this 
miracle of food production was 
due to machinery that multiplies 
man’s time and muscles. Regard- 
less of this fact, in the future the 
farmer will be competing with in- 
dustry for high-priced labor. This 
means a greater need for mechan- 
ization; both for field work and 
for chores. Since electric power 
is low in cost, and its application 
to farm equipment reasonably 
simple, the best solution to the 
problem seems to lie in a greater 
and more varied use of electricity. 
In order to do this, great care and 


195 


























































































POULTRY 








ley 1G | House 
SERVICE ENTRANCE ff I! { ese 





WIRING WITHIN OUTLYING BUILDINGS 
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The main service wires that run from the transformer to the meter and the 

feeder wires running from the meter to the house, to the garage, to the 

poultry house, barn and milk house should be large enough to take care 
of all use of electricity on the farm for the next 10 years. 


thought must first be given to the 
planning of the system of wiring 
that is to serve as pathways for 
electricity on its way to the motor 
on the water pump, or the heater 
in the brooder, or the fan for dry- 
ing hay, or the dozen other tasks 
this versatile servant performs 
willingly and quickly. 

Wiring is essentially an elec- 
trical transportation system; a 
system over which the energy that 
brings life to electrical equipment 
flows. It may be likened to a 
system of highways that make 
traveling possible between and 
within cities. Where the flow of 
traffic is greatest, divided road- 
ways six to eight lanes wide are 
laid. As the traffic density de- 
creases, so does the roadway; from 
a six-lane to four-lane; from a 
four-lane to a three-lane; and from 
a three-lane to a two-lane. Con- 
versely, as traffic on a two-lane 
road increases, due, for example. 
to a new housing development, so 
does congestion and the loss of 
time to travel a given distance. 


Wiring and Highways Alike 


Principles that apply to high- 
ways, applv equally well to wiring 
systems; where flow of electricity 
is greatest, provide six-lane type 
highway wiring; as the flow de- 
creases, use four-lane type wiring; 
and when light enough, use two- 
lane type wiring. The point to 
bear in mind is that as the flow 
of electricty increases over a two- 
lane type wiring system due, for 
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example, to the addition of a new 
milk cooler, so does the congestion 
and a consequent loss in efficiency 
or effectiveness of operation of the 
milk cooler. 


Must Be Adequate 


Evidently, the character of the 
wiring determines the efficiency of 
the electrical transportation sys- 
tem. Proper use of and full value 
from the electric equipment in- 
stalled cannot be achieved if the 
wiring system is not adequate. 
Without a “planned” wiring sys- 
tem, the extent of farm electrifica- 
tion is limited. 

A wiring system is adequately 
planned when the main service 
wires, the secondary feeder wires, 
and the protective control centers 
for branch circuits are of a size 


that will accommodate every fore- 
seeable use of electricity for years 
ahead, say the next ten. If these 
three important segments of the 
wiring system are of adequate size 
when initially installed, equipment 
can be added at will at any time 
and any place without fear of over- 
loading the system or the need for 
rewiring. And, this insurance will 
be provided at a cost that is less 
in total than a system that must 
be revamped every time a new 
piece of electric equipment is pur- 
chased. 


Other Considerations 


Other important adequacy con- 
siderations are: 

First, proper size conductors 
keep voltage drop to a practical 
minimum. This makes available 
the maximum possible value of 
the dollars spent on equipment and 
on power to operate same. When 
less than normal voltage is ap- 
plied, especially to electric motors, 
the efficiency drops and its full use 
is not available. 

Second, proper size conductors 
keep line losses low thereby keep- 
ing to a minimum the power lost 
in wasted heat. 

It pays financially to develop a 
“planned” wiring system if the 
inconvenience encountered in mak- 
ing changes, plus the added cost 
of same, is to be overcome each 
time a new piece of electrically 
operated equipment is added. The 
money thus saved can be invested 
in a greater use of electric energy 
or in the purchase of additional 








. 











s 8 











3 











PER CENT RATED VOLTAGE 
s 


> | & 

















¥| 








100 90 80 





70 60 50 40 
PER CENT FULL LOAD TORQUE 
(BELT PULL) 








This is what happens to the output of an electric motor as voltage falls 
off. The fall-off of voltage may result from too small wires, an overload 
circuit or from being too far from the transformer. 
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GLE VELAND links 
store traffic to 
increased sales 


Yes, Mr. Dealer, every person who enters your 
store is a potential buyer of quality Cleveland Chain. 

Chain is used in every home... on every farm 
... in every plant, plane, ship or train... it’s a 
household and industrial necessity. 

The Cleveland “security in every link” line 
includes chain for every purpose ... for every need 
of every customer. 

Just place your Cleveland line on *display— 
in a prominent spot where every customer will 
see it. Then—watch it sell itself—linking increased 
sales to greater profits for you. 


*Ask your jobber about the Cleveland Reel Salesman 
Display Stand. 


+ P&P-s00s 


Security in Every Link 


| (LE VELAND [HAIN 





Lhe Cleveland (‘hain & fy (0. Cleveland 5, Ohio 


ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 
Ohio * The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. 
* Seattle Chain & Mfg. Co., Seattle 8, Wash. * Round Calif. 
Chain Corp. Ltd., So. San Francisco and Los Angeles 54, Calif. 
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Proof Coil and BBB Chain. Made from 
open hearth basic steel. 13 sizes, ¥%" to 1%”. 
For general purpose work. 





Liberty Coil Chain. Electrically welded, 
bright finish. Twist or straight link. 12 sizes. 
Lengths of 100 ft. in carton. 





Buckeye Pattern Chain. Popular weldless 
steel wire chain (also known as Brown Pattern). 
15 sizes. Finishes: Bright, Electro Galv., and 


Hot Galv. 100 ft. 


—— 


in carton. 


——— 














‘ “a = 
Sash Chain. Available in 3 grades: Cleveland 
Steel; Monarch Bronze; Super Bronze. 9 sizes. 
All types of sash chain fittings. 


c c— 1 
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Since DR’ 1869 


. < 
, or wo" 

































electric equipment that will mean 
greater production and thus in- 
crease the farmer’s profits. 

It is unfortunate that the im- 
pression has been created that for 
a system of wiring to be classed 
adequate, it must be complete up 
to each and every circuit, even to 
circuits for a piece of equipment 
that may not be purchased for five 
years. This is not at all what is 
meant by a planned system of 
wiring. A “well planned” system 
means not only good planning 
from an engineering viewpoint, 
but also good planning from an 
economic viewpoint. As already 
pointed out, the roadways of a 
wiring system, i.e., the service en- 
trance, the feeders, and the pro- 
tective control centers for branch 


circuits should be determined with 
the future in view, and these road- 
ways should be installed as 
planned except possibly in the 
case of branch circuits. 


The Two Reasons 


The actual installation of branch 
circuits for future uses may well 
be omitted until such time as the 
particular electric equipment is 
purchased. There are two good 
reasons for this. First, the exact 
size and location of the equipment 
may be different from that origi- 
nally planned, therefore, a change 
would have to be made. Second, 
an extension of a circuit is an 
addition rather than a change in 
that it does not involve any re- 
moval of material nor replacement 








with new materials of increased 
size, all of which necessitates extra 
labor which is a total loss. 

The only place where branch 
circuits and outlets should be in- 
stalled “as planned,” even though 
these may be for future use, would 
be in locations where interiors are 
finished, such as in the farm house. 
A possible exception would be the 
basement or the attic, as these 
areas are usually left unfinished. 
Therefore, if the farmer is to get 
the greatest return on the dollars 
he invests in an electric wiring 
system, the plan will provide for 
every possible use for which elec- 
tricity is contemplated during the 
next ten years and the service, 
feeders and protective control 
centers installed accordingly. 


For the Ladies— Modernization 
If You Want Good Will and Sales 


OMEN shoppers from one end 

of the country to the other are 
expressing themselves in very specific 
terms about the housecleaning and 
face-lifting job retailers must ynder- 
take soon if they expect to soothe 
ruffled feelings and build the good 
will and acceptance that spells more 
sales. These are the major conclu- 
sions that emerge from a survey just 
completed by the First Annual Store 
Modernization Show, which is formu- 
lating a broad educational merchan- 
dising program to be held at Grand 
Central Palace, New York City, dur- 
ing the week of July 7. 

The study encompassed 29 large 
and small cities in every section of 
the country, representing a trading 
area population of 12,500,000. In 
each instance, opinions were secured 
from competent observers intimately 
acquainted with conditions in their 
locality. The survey sought to de- 
termine what factors women shop- 
pers regard as synonymous with a 
“modern store,” and which of these 
elements were lacking in respective 
communities. 

Number one symbol for “modern 
store,” cited by 72 per cent of those 
questioned, was better interior dis- 
play. Better lighting was ranked 
second, with 48 per cent of the vote. 
Next in order came periodic redeco- 
ration, 44 per cent; wide aisles, 33 





Study conducted by Tracy-Robinson, 
Inc., 270 Park Ave., New York City, for 
the First Annual Store Modernization 
Show. 
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per cent; rapid charge system, 17 
per cent; elevator and escalator ser- 
vice, 14 per cent; adequate comfort 
facilities, 14 per cent; attractive 
window displays, 10 per cent; related 
selling department, 10 per cent. 
Asked to designate which of these 
elements were most often lacking 
their local stores, respondents ranked 
adequate elevator and escalator ser- 
vice number one, which of course 
would not apply to hardware stores. 
Better lighting tied for second place 
with faster charge systems. Both 
received a vote of 34.5 per cent. Next 
in order came courteous sales clerks, 
24 per cent; better interior displays, 
20 per cent; better grouping of re- 
lated merchandise, 20 per cent; bet- 
ter window displays, 17 per cent; 
more spacious aisles, 14 per cent; 
redecoration, 10 per cent; more ade- 
quate comfort facilities, 4 per cent. 
Evidence that women feel strongly 
about the conditions that face them 
in performing their shopping chores 


is seen in such typical comments as: 

“ . . In our section—it seems the 
opinion of most store owners that the 
more they put on display in a win- 
dow, the more attractive it is... in- 
stead it is an eyesore... .” 

“| . Stores should realize that 
times are changed and customers no 
longer are begging for merchandise; 
we now want to be sold!” 

“ ..A lot of the stores could do 
better business if they tossed out a 
lot of the ‘junk’ and played up the 
better merchandise. Too, I think the 
sooner managers of stores start mak- 
ing the stores ‘homey’ and comfort 
able, the better. . . .” 

“.. . With the release of many 
materials, some stores are moderniz- 
ing their windows and interiors. And, 
of course, the merchandise is better 
in quality and quantity. But few 
stores are changing their antiquated, 
wartime service. I do not call that 
‘modern’ no matter how attractive 
they make the siores. . . .” 








Better Interior Displays ............. 
Spaciousness (wider aisles) .......... 
Courteous Sales Clerks ............. 


Better Lighting ........... 


Better Window Displays ...... ere 
Redecoration Needed ................ 
Elevators and Escalators ...... Sa 

Related Department Arrangements.... 
Faster Charge System................. 
Comfort Facilities .................... 


RRR a en 72.°/, 20.% 
Wade anes eaes 38. 14. 
piectd ipa 14. 24. 

HALAL 48. 34.5 
LPs CF ROT 17. 17. 
a! a: Clee ee 44. 10. 
Pees dy ki thans 14. 55. 
et heel 10. 20. 
FROME SI 17. 34.5 
Speen oie 14. 4 








The first column of figures indicates features that make 
women think of a store as modern; the second shows the 
features of the modern store which are lacking. 
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Price 2 minutes 
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WAKE PROFITABLE SALES 

bY KNOWING AND SHOWING 
THESE 3 SIMPLE PRE-PAINTING 
CRACK FILLING STEPS 


In just five minutes or less, your sales peo- 
ple can learn first-hand of the many ad- 
vantages that make Plaster-Stik and Plas- 
ter-Fil the top-team among crack-fillers. 
Five profitable minutes for you — because 
you'll make EXTRA sales of these needed 
items with every sale of paint. Plaster-Stik 





and Plaster-Fil make the complete pre- 


fainting and pre-papering combination. 


Plaster-Stik is cellophane wrapped — the 
customer sees it without breaking a pack- 
age seal. The Plaster-Stik label peels clean 
—no wasted stik ends. And—the simplified 
instruction card with each stik quickly tells 
how to make perfect repairs on cracked 
walls and woodwork, Plaster-Stik is 
packed two-dozen in a sales-making coun- 
ter display carton, Fair-traded, retails at 25c. 


The companion product, Plaster-Fil, is a 
perfect filler for large gaping cracks, also 
an ideal edging compound around tubs or 
sinks. Packed in %4-lb., 1-Ib., and 2-Ilb. size 
cans fair-traded to retail at 35c, 59c, and 
%c, respectively. The 14-lb. size is packed 
in a two-color carton, weight about 8 
pounds, Six cartons per case, weight 47 Ibs. 








? LARGE GAPS are quickly filled 
. ® with Plaster-Fil. Simply pack tightly 
i hole, smooth-off, then remove excess. 
Paster-Fil hardens on the surface only, 











stick across crack until well filled. 
Then smooth-off with finger. No mixing — 
no waste. Just a quick one-hand process. 
Plaster-Stik is made from a paint base, 
needs no priming coat. 








ANY PAINT whether oil-base or 
® water-mix, covers Plaster-Stik and 
Plaster-Fil perfectly. For best results al- 
low Plaster-Fil patches to dry overnight | 





‘mains pliable underneath. 
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before painting. 


3rd Street, Des Moines 9, lowa 





1. TO FILL CRACKS simply rub 











PIPE-SEAL, SELLING AT 15c, newest 


product in the Leonard line makes perma- 
nent perfect pipe connections which can be 
reopened without galiing. So convenient to 
carry in pocket—impervious to any liquid 
normally carried in metal pipes. Cellophane- 
wrapped with individual sales-display card, 
Pipe-Seal retails fair-traded at 15c per stik. 
Packed 12 stiks per box, with self-contained 
two-color counter display. 


Standard Leonard discounts apply to 
Pipe-Seal as well as Plaster Stik 
and Plaster-Fil. 





FREIGHT PREPAID on 10 gross shipments 
of Plaster-Stik, Plaster-Fil or Pipe-Seal or 
combination of the above. Sold only through 
qualified jobbers. 





















Reminding the Farmer of His Needs 
Builds Farm Department Sales 


The Brown Hardware keeps its farm goods 


out where the prospect can’t miss them 
and completes the job with advertising 











































































One wall display is devoted to a variety of items the farmer needs. 


Tn farmer likes eye- 


catching displays of items he 
needs. This has been the experi- 
ence of the Brown Hardware of 
Marengo, IIll., a town of 2000 
population, where farm goods in 
recent years have been given ex- 
cellent, neat display along with 
good lighting. 


Keeps Displays Up 


“We do an excellent business 
with farmers,” says A. R. Brown, 
owner, “and we feel that to make 
best use of this farm traffic we 
need to keep our display of farm 
goods at a high level. We know 
that the more goods we keep on 
warehouse shelves or under coun- 
ters, the less we sell. Farm dis- 
plays can get mussed up in a 
hurry, but we try to straighten 
them every day and replenish 
sold items.” 
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In this store there are two 
center aisle tables and two large 
wall areas exclusively devoted to 
farm goods. One wall display con- 


4 

























tains items such as electric fencers, 
milkers, wedges, axes, whiffletrees, 
chains, clevis, belts and numerous 
other items that help the farmer 
to do his work more efficiently. 
The other wall display is de- 
voted to horse goods and harness 
items. There are still many horses 
on Iowa farms despite rapid strides 
being made in mechanization. In 
numerous instances farms of large 
acreages also have both horses 
and power driven equipment. 







Extras Important 


“The actual farm items that 
farmers buy runs into many dol- 
lars,” says Mr. Brown, whose 
family has operated this store for 
45 years, “but the extra items that 
they will buy in the way of appli 
ances and household goods is also 
decidedly important. Farmers will 
not come to a store which does 
not have the primary farm items, 
therefore we find it necessary to 
keep our farm merchandise at 
good levels. We pay close atten- 





(Continued on page 211) 














The other wall is given over to articles needed for their horses 
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Here’s where shoppers find out where to buy. Here, in 


the ‘yellow pages’ of your local Telephone Directory, is 
where you should be to meet competition. 

Because shoppers do go to the ‘yellow pages’ first for 
buying information, it’s important that you be there 
to meet them . . . to catch their eye, to let them know 
what products or services you offer, and to direct them 
your way. 

Years of publicizing the ‘yellow pages’ have 
helped make them the starting place for shop- 


pers. Make sure prospects are started your way. 


For further information, call your local 
telephone business office. 























Clear, unobstructed vision of the entire store can be had from the street. Seeds, 
plant food and garden tools were featured when this photo was taken last spring. 


Move to the “Main Stem” Upped 
Marray’s Sales 400 Per Cent 


\ 400 per cent in- 


crease in business has been the 
effect of a change of location 
made a year ago by the small 
hardware business of Murray’s, in 
Elizabeth, N. J. 

The move was a short one— 
only about a block and a half— 
but it took the establishment from 
a quiet street onto the main busi- 
ness street of Elmora, which is 
a separate residential section 
about 114 miles from the heart 
of Elizabeth, N. J. 

When Maurice Gold, owner and 
operator of the business decided 
to move to the “main stem” of 
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New Jersey suburban store has capitalized 
on the greatly increased sidewalk traffic 
afforded by location in business center 


Elmora, to 170 Elmora Ave., about 
one half of his store’s income re- 
sulted from repair work, most of 
which was done by himself during 
and after store hours. 


Merchandising First 


Today, as a result of the expan- 
sion of his volume, he is concen- 
trating his efforts upon merchan- 
dising. Although he still under- 
takes repair jobs on small appli- 
ances, mostly as an accommoda- 


tion to customers, his _ repair 
charges now account for less than 
5 per cent of his entire store in- 
come. 

The store which has increased 
Murray’s sales volume 400 per 
cent costs Mr. Gold only about 50 
per cent more for rental, but he 
has a much more prominent loca 
tion, a brighter store with ample 
display space, and a store that is 
20 ft. longer. 

The new Murray’s has a 15 ft 
frontage and a depth of 65 ft 
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HESE are the labels that identify America’s favorite 
ice cream freezers . . . . made by the 79-year-old J. E. 


s repair S : ‘ . 
h Heavy current demand for our Porter Corporation . . . . They’re first choice for attractive 
less than - 
é products prevents usfrom assuring ‘ . 
store in- immediate delivery of all types of styling, easy operation, and popular price .... Yes, the 
Porterfreezers. Meanwhile, we'll P ° > 
be glad to send specifications and Porter line is the line of extra profits. 
increased prices on the complete line, with 
4 promise to fill your orders as gid 
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The store fixtures were built to the owner's specifications and the 
move from the former location was made without interrupting business. 


When the stock was moved from 
the former location it looked 
rather sparse when placed on dis- 
play in the new establishment. It 
must be remembered, too, that 
hardware store merchandise was 
a little less plentiful a year ago. 
As a result of a growing de- 
mand for housewares, in which de- 
partment Murray’s has expanded 
considerably, it was necessary to 


utilize a garage and cellar for 
stock storage. 

Mr. Gold’s reason for the selec- 
tion of his present store was be- 
cause of its location next door to 
Allen’s Cake Box, a bakery that 
has become an institution in the 
Elmora section. People come from 
miles around to Allen’s. Because 
of the numbers of people buying 
in the bakery each customer takes 


a number when he or she enters 
the store and waits a turn to be 
served. On busy days some cus- 
tomers get a number and then go 
out to do more shopping in nearby 


stores while waiting for their | 


numbers to “come up.” Being 


next door, Murray’s gets some of © 


this trade. 


The large display window is © 
kept filled with a great variety of 7 
stock and it is changed every two © 


weeks to keep it from going 


“stale.” Mrs. Gold, who assists § 
her husband in the business, ex- | 
presses surprise at the calls re © 


ceived for the smallest, most in- 


significant items on display in the 7 


window. 


For a while the Golds cut down ~ 


on the number of items used in 
the window, with the idea of giv- 


ing better display to the individual | 
pieces shown, but their experience | 
has been that the windows with § 
great variety will pull the shop- ~ 


pers. 


struction the window shopper can 


see stock displayed at the rear of ~ 


the store. 
? 


Gift Department Volume Doubled in Four Years 


panel and the items on it, and fre- 
quently purchase some of them. 

“This panel is an idea of our 
employees,” says Mr. Wehrmann, 
“and it certainly attracts a lot of 
attention. It is a considerable dis- 
tance from the main gift section 
and decorates a spot which other- 
wise might not have such high eye 
appeal.” 

Gifts at the store begin at 25 
cents in price and range as high 
as $10 or more. However, a popu- 
lar price range seems to be be- 
tween $2 and $3 for individual 
gifts. 

Mr. Wehrmann reports that his 
business is divided about 60 per 
cent from city women and about 
40 per cent from rural women. 
Farm women especially are buying 
more gift items than ever before 
from this store, showing that they 
are just as interested as anyone 
else in beautifying their homes. 
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(Continued from page 187) 


Years ago farm women used to 
make their own gift items. Nowa- 
days, with farm income high, they 


/ 


have acquired the habit of going 
to a gift department to get what ~ 
they want. 


This specially-constructed, removable panel displays gifts on the 
wall opposite the wrapping counter and is a decided aid to sales 
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However, the displays are never © 
crowded but are arranged with © 
care and thought. The store is 4 
not very large and is brightly 3 
lighted and since there is no ob- * 
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GAS SPACE HEATERS 


---Are Today’s Best Buy 


for YOU and Your Customers! 


STABLISHED PRINCIPLES have not been discarded but improved 
upon in SOUTHERN.AIRE Heaters. Functional in styling, sound in 
construction, exceptionally efficient in performance, the SOUTHERN. 
AIRE assures quick sales for you and provides complete satisfaction for 
your customers. Advertising scheduled in leading publications will make 
the nation conscious of the innumerable advantages of SOUTHERN-AIRE 
Heaters. Be ready to answer the demand. 


PRECISION FORMED STAINLESS STEEL 
BURNERS FOR USE WITH ALL GASES 


Southern Aircraft was first to fabricate stainless steel into a multi-port, 
ribbon type burner and its efficiency has proved amazing. Rust-proof and 
corrosion-proof, this burner will last a lifetime. It has full approval of 
AGA for use with all gases. It gives a constant blue flame and burns 
smoothly and evenly despite abnormal changes of pressure, with no 
jumping or flashing of flames. Performs perfectly too in extremely high 
altitudes. 


PEAK PRODUCTION ASSURES DELIVERY 
ON ORDERS PLACED IMMEDIATELY 


SOUTHERN.AIRE Heaters are coming off the production line at the rate 
of 1,400 a day. Orders placed now given firm delivery dates. 


Write or Vented and Unvented Circulators 


Ps ee and Circulating Radiant Heaters 


SOUTHERN AIRCRAFT COMPANY 
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PRECISION-MADE FOR BETTER SCORIN 


These New BRISTOL Golf Clubs 
Put a “Feel” Of Confidence In Your Swi 


FT eitbhend a amen Pay as Testing Each Club for Correct 4 
clubhead meets bail. You know } 
: from that sound you've hit your On The BRISTOL Club-O- 
‘shot cleanly. To get that thrill more . E 
frequently this season, we suggest The new BRISTOL. precision 
you play your rounds with a set of golf clubs undergo many se 
these new, precision-made BRISTOL quality-assuring tests during og 
Beauties. This high accuracy of man- of manufacture, Mlustrated het 
-ufacture . .. a big BRISTOL feature 
vig what gives to these —— club has perfect. “lie.” : 
new clubs their wonderful “feel” the club is the degree of slant off 
controlled power .. . a “‘feel”’ ne shaft when the sole of the s 
does much to build your confidence held on the ground in correct 
for lower scores. BRISTOL, you will ing position. ‘See diagram A 
reeall, originated the steel golf club form “lie” for each club i 
shaft. In these new BRISTOL clubs, BRISTOL set is fixed with 
you'll find another big step forward exactness by the BRISTOL-in 
in the art of fine club making. Try Club-O-Meter. (See illustratio 


Sa fe to b U y beca use you them at your first opportunity. It is such precision bag as this thi 

: : : result in mak 
know Ta-pat-co will sell . . . if ap aly 
: able" both for P 


safe to sell because your | | { : and average 
customers can depend on | | 


it in any emergency. 














This is the Sportster, a Life-Save 4 a TO AID YOU 
Vest that hunters and fishermen ES - in selling these handsome new COBEAN, R. 
will buy . . . because it’s so light = BRISTOL Golf Clubs, advertisements BARLOW. 
and flexible, so buoyant (filled such as that reproduced here now appear 
with fine new Kapok that’s five frequently before the more than 

to six times more buoyant than cork) and because 000 

it’s advertised powerfully and consistently in leading ~~ sages satan 

national magazines. Make sure your stock is com- 


plete. Call your jobber now. f 


STAY-A-FLOAT 
Fun and safety for LIFE PRESERVER 
CUSHIONS 


youngsters — sales for 

you. Exclusive safety Every fisherman or boat 
features. Can't sink, owner is a prospect for 
can’t puncture, can’t one or more of these 
come off in the water. A colorful Ta-pat-co Life- 
nationally- advertised Save Cushions. Ask 
leader for you. your jobber. 








GREENFIELD, OHIO BRISTOL 
FISHING RO 


CANADIAN BRANCH — CHATHAM, ONTARIO ace G oo . , asks 


The American Pad & Textile Co. | a Ss so = i t hee 


one 
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im ‘Why do it the hard way? Get the rod with the right tip action!” 


@ You’re in for a pleasant surprise when you try 
Actionrop! It gives you the balance and tip-action that 
are characteristic of fine bamboo. Grip it lightly, snap 
it back in a practice cast . . . and you'll recognize the 
“A quality that’s built into it. 
COBEAN, R. FAYLOR, oo. That “custom-built” feel is the result of sixteen years 
BARLOW. q of research and experience in the tapering and temper- 
ing of steel. Stop in at your sports equipment store—ask 
to try ACTIONROD. 
Available in round and square blade models . . . Copper-wound 
guides . . . Corrosion-proof blade . . . Patented; built-in reel lock 
and blade lock .... Complete with wood rod-protector and water- 
proof carrying case . . . Fully guaranteed. 


ORCHARD INDUSTRIES, INC. ¢ DETROIT 12, ene ireceee 


é 6 Notched blade-lock lines up 
v guides ovtomatically 


Owner's name engraved free & 
on butt of handle 


Orchard 
Industries 
Inc. 


lid Steel With Bamboo Feel 
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Rmc 1480 


Rec SERIES 700 








METALCRAFT 


SPECIFY Rmc GUARANTEED KITCHEN FIXTURES 


160 EAST FIRST STREET © MT. VERNON, N. Y. 


me GUARANTEED 


PORTABLE LIGHTING FOR EVERY PURPOSE 
PROMOTIONALLY PRICED FOR EVERY PURSE 


This year the smart dealer will buy merchandise 
with proven consumer acceptance ... guaranteed by a 
manufacturer of proven reliability. In portable fluores- 
cent lighting, the smart dealer will choose RMC... 
the nation's largest line of sales-proven, consumer ac- 
cepted desk lamps and kitchen fixtures . . . guaranteed 
for value, quality, and workmanship by Richter. At 
jobbers and distributors everywhere. 


SEND FOR DESCRIPTIVE CATALOG SHEETS TODAY! 





DESK LAMPS 


Desk lamps in electro- plated 
and sprayed finishes for ex- 
ecutives, juniors, students and 


hobbyists. 


Kitchen, bathroom, halfway, ~ 
playroom, and bed-lamp fix- 
tures, U.L. approved f. er- 
manent mounting or with 

in type mounting. 


UNION MADE WITH ALL U. L. APPROVED PARTS IN 110-120 Volts, 60 Cycles, 
A.C. Current. OTHER VOLTAGES AND CYCLES AVAILABLE ON SPECIAL ORDER 


AMERICA'S LARGEST MANUFACTURER 
OF PORTABLE FLUORESCENT LIGHTING 


RICHTER 


CORPORATION 





Sold 60 Power Sprayers 
In Nine Months 


(Continued from page 177) 


quick to buy them and start paint. 
ing their buildings which had 
been neglected during the war 
period. 

The demonstration crew, 
showed the farmers how it was 
possible to use these outfits 
for spraying chicken and hog 
house interiors to disinfect them, 
and also to use them for spraying 
fruit trees. 

Display at the Stampfer Farm 
& Home Store, plus newspaper 
and billboard advertising, has 
helped call these power spraying 
outfits to the attention of the 
rural trade. 

Two of the Stampfer billboards 
on highways leading into Dubu- 
que, are unique. They have a 
small retail display room, with 
glass windows, as part of the bill- 
board. Actual merchandise is 
shown in these rooms. In one 
case a display of power spraying 
equipment helped to catch the at- 
tention of numerous farmers. 


Survey Productive 


The survey, which the firm con 
ducted in late 1945 and early 
1946 is also bearing fruit in 
other ways. More appliances are 
being sold to select prospects and 
20 farms have been wired since 
last spring, all from tips secured 
through the survey. 

When the firm decided to stage 
this survey, it discovered that 
farmers on 400 farms in the im- 
mediate Dubuque area expected 
to buy about $750,000 worth of 
merchandise, including appli- 
ances, in the near future. This 
survey did not cost very much 
to make and has yielded a wealth 
of information and secured many 
prospects. It took one man two 
months to call on 400 farmers and 
get the information required. 

The Stampfer store was started 
as an experiment by the Stamp- 
fer Department Store, Dubuque, 
Iowa, about two years ago, feeling 
that a separate farm, hardware 
and home store was needed for 
city and rural trade. In 1946 the 
farm and home store did a busi- 
ness of $500,000. 
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Self-Service in a Buyer's Market 


(Continued from page 130) 


er. The bride and groom will be 
much happier that they have re- 
ceived matched sets, and if the 
sets are not completed they come 
to our store to complete it in- 
stead of coming back to return 
eight or 10 casseroles. We like 
our houseware and giftware sec- 
tion; we always try to keep it 
up to date with the latest in 
housewares, gadgets and giftwares 
so that women will say “ ‘Let’s go 
to Paulson’s—I know we will find 
it there.’ ” 

Our stairway leading to the 
basement salesroom is just oppo- 
site the cash and wrap counter 
which is in the front center of 
the store. This stairway is the 
same size as a shopping island, 
5 by 10 ft., with a stepped up 
display counter in front and glass 
enclosed six inch shelves along 
the side. 


The Basement 


The basement is partitioned off 
—the front half is used for a 
salesroom for floor covering, 
household appliances, and toys off 
season. 
selling appliances downstairs. The 
other half of the basement is 
used for a stock room which I 
think is of utmost importance in 
all hardware stores, and some- 
thing you never hear discussed at 
conventions—a system of backing 
up your store display with an 
organized stock room. In the 
stock room we have erected shelv- 
ing. We like these extra shelves. 
Now we can order paint, glass- 
ware and enamelware by the case 
—this means less breakage, lower 
cost and less work. We unpack 
most items and put them on the 
shelves where they can be seen 
as a constant reminder instead of 
leaving them in cartons piled five 
or six high on the basement floor. 
In that way less sales are lost be- 
cause you thought you were out 
of stock. 

I'd like to tell you about a sys- 
tem we use that is very simple. 
We do not have a regular stock 
clerk. When the war first started 
and we were all buying merchan- 
dise right and left because it was 
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We like the privacy of - 


going to be scarce, we bought 24 
different kinds of juice and water 
sets and about six or 10 of each 
kind. We put one of each kind 
on display and the rest down in 
the basement stock room. When a 
salesman would sell a set and then 
try to find one like it in the stock 
room it would take 15 to 25 min- 
utes or else they wouldn’t find it 
at all. We started a numbering 
system, numbering these sets from 
one to 24 and lined them up ac- 
cordingly in our basement stock 
room. Each of these sets were left 
in their original cartons. The sys- 
tem worked so weil that we now 
use it on sets of dishes — although 
at the present time if someone was 
sent down to bring up a 32 per 
cent set of a certain type of dishes 
it wouldn’t take over five minutes 
to find them with our present 
stock. It doesn’t make any dif- 
ference where you display them in 
your store as long as you keep 
them lined up in numerical order 
in your stock room. 

Two years ago we started using 
this system on dolls. As our dolls 
came in during the fall months 
we would check them, price them 
and number them — starting with 
number 1. We have a regular de- 
partment in our stock room for 
toys so here again we lined up the 
dolls in numerical order. Every 
clerk in the store was told not to 
sell a doll that was on display but 
to send down for one like it. When 
the one on display was the last 
one of its kind we would remove 
the number and this would mean 
that that one could then be sold. 


Lighting Fixture Display 


We use the same system on our 
electric light fixture display. One 
day last week a couple came in. 
I asked them if I could help them 
but they said no they would like 
to look around. About a half hour 
later they came over to the coun- 
ter and said “‘We would like to 
have five No. 3, three No. 7, and 
two No. 16 light fixtures’ ” and so 
on. The sales amounted to $47 
and it did not take any more than 
five minutes to fill the order from 
our basement stock. To those of 
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the line 


COMPLETE 


Warn you have the saws 
customers want... whatever 
Want .ooess . you've got all the 


In the Sear line there's a saw 
that’s sighs f for every job a hack 
saw or saw can do — on 
metals, plastics, or other non- 
metallics. When you sell the 
Star line ag . is made as 
simply as 1 “What are 
you AR. Here’ s the right 
saw...How many do you want?” 
You complete more sales, thanks 
to Star’s complete line. And the 
customer, thanks to Star's faster, 
cleaner cutting is completely 
satishi 

“Metal Cottiag’ "richly in- 
formative booklet, complete 
with instructions on care, selec- 
tion, use, and price of hack saws. 
Clemson will furnish you with 
a supply absolutely free. 


Sold only through 
recognized distributors 


£ LEMSON 


ecnigt SROS,, Inc, Middletown, N.Y 







































PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Outwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim moreprotection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
loves including 
fe ather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-I1, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit-Toledo+ Chicago+Rome, Ga. 
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you who do not display and sell 
electric fixtures — you are missing 
a good bet. They are one of the 
few things you can display by 
hanging where they do not take 
any room. We have ours hanging 
in an archway on a panel eight 
feet off the floor. 


Self-Service 


Now I come to the part that in- 
terests me most. Three years ago 
when I spoke at several hardware 
conventions I asked the question 
—“How far will the post-war 
hardware store go in the direc- 
tion of self-service?” Well —I 
didn’t get much encouragement. It 
made me all the more determined 
to experiment with it myself. Here 
I am reminded of a story. A fel- 
low with a lot of friends decided 
to run for sheriff in the state of 
Georgia — in one of the larger 
counties. It happened that there 
was a very controversial law, the 
rabbit law, among the counties’ 
statutes. The candidate’s friends 
advised him most strongly to avoid 
any discussion of the law during 
the campaign. “Never bring it up 
and dodge it every time,” was 
their advice. Well, things went 
along smoothly for the candidate. 
Came the night before election 
and the candidate was just wind- 
ing up his campaign at a big ral- 
ly. Toward the close of his speech 
a heckler called out “How do you 
stand on the rabbit law?” The 
sheriff-to-be braced himself, 
gulped a few times and collecting 
his wits said: “Well, now, I’m glad 
you brought that up. If there’s one 
issue in this campaign that needs 
clarifyin’— it’s the rabbit law. I’ve 
traveled all over this county and 
I’ve found on asking questions 
about this rabbit law that fifty 
per cent of my friends are for the 
rabbit law —and fifty per cent 
of my friends are against it — 
and I’m going to stick by my 
friends.” 

Well, that’s the way it is with 
our customers, 50 per cent of them 
like to be waited on, and 50 per 
cent like to browse’ around; so, 
we are going to stick by our cus- 
tomers to see that they get 100 
per cent satisfaction. We have had 
what we call semi-self-service for 





the past three years, and we 
would never go back to the old 
way again. At Christmas time we 
operate as high as 90 per cent 
self-service. This is, I think, as 
high as any self-service grocery 
store does because they still have 
to give personal service in the 
fresh fruits, vegetables and meat 
department the same as we do in 
the paints, appliances and builders’ 
hardware departments. 


You all have self-service in your 
stores —that is, you do if you 
display merchandise openly. I'll 
bet there isn’t a day that goes by 
but that some of your customers 
bring the merchandise to you and 
ask you to wrap it up. In our store 
we invite the customers to serve 
themselves, with a sign over the 
cash and wrap counter which is in 
the front center of the store — 
about 25 ft. from the doors. We 
have two doors and no turnstiles. 
You can come and go as you 
please by either door. During the 
rush period we have just the cash- 
ier and one person at the cash 
and wrap counter. The other sales- 
men do all their wrapping at the 
counter in the rear of the store. 
They give the customer a pur 
chase slip and tell him to please 
pay the cashier. 

When we are not too busy and 
a customer comes in — sure, we 
ask if we can wait on them if we 
see that they want to be waited on; 
otherwise we jusi leave them alone. 
Therefore, we have more time for 
ordinary store work such as check- 
ing in and pricing merchandise, 
keeping it clean and well dis- 
played, and, we find that cus- 
tomers buy more when left to 
their own resources. 

We are firmly convinced that 
you are going to have to do a bet- 
ter job of merchandising than 
ever before in order to compete 
successfully with the larger dis- 
tributors. It is going to take more 
space to stock and show new 
merchandise that is coming back. 
Space for full lines and model 
kitchens must be provided. We 
can’t all go out and buy a double 
building — but we can make bet- 
ter use of the space we have. 

Fixtures and layout were sup 
plied by the Minnesota Retail 
Hardware Association. 
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Showing Wallpaper 
Above Paint Shelves 
Promotes Both Lines 


(Continued from page 183) 


making the display area visible to 
many customers. 

“People who come to the 
store to buy paints always see the 
wallpaper and quite frequently 
buy some,” says Mr. Blanchett. 
“Likewise, the person who buys 
wallpaper sees the paint and is 
reminded that it’s often a good 
idea to paint the woodwork when 
re-papering. Thus the two lines 
work very well together.” 


Customers Seek Advice 


The store’s staff finds that the 
average paint and wallpaper cus- 
tomer is anxious to get advice on 
how to do the job properly. This 
is even true of people who have 
had previous experience in either 
papering or painting. They like to 
get “refresher” points on these 
jobs and, of course, the store’s 
staff is always willing to accommo- 
date them. 

When the customer is sold wall- 
paper or paint, suggestions as to 
the needed supplies are always 


made. In this way, extra sales are | 


frequently consummated and the 
customer is saved the necessity of 
extra trips for additional supplies. 
Color choice is something on 
which many customers seek 
advice. The staff is well qualified 
to give advice on color combina- 
tions which is a distinct aid in 
making more sales and in pleas- 
ing customers. 


—__. 


Reminding Farmer 
Of His Needs 
Builds Sales 


(Continued from page 200) 


tion to the items farmers ask for, 
and then we stock those we do 
not have.” 

The farmer gets plenty of time 
to browse about this store if he 
so desires. The management has 
found that many of them are not 
immediate” buyers. Some farmer 
may come into a store, inspect an 
appliance or other article, then 
stand around talking about some- 
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Engineered throughout production 
by a staff of skilled technicians, 
HOLITITE Screws, Bolts, Nuts and 
allied fastenings are made with the 
precision of small tools. This 
scientific manufacture assures your 
customers of accurate, rugged, 
enduring fastenings that can be 
used with complete assurance of 
dependable performance. 





HOLITITE fastenings are furnished 
in all standard sizes, types and 
head styles, with slotted heads or 
HOLTITE-Phillips Recessed Heads 
in oll metals and finishes. 


HOLTITE-Phillips 


— the modern screws for safe 
driving with hand, spiral or power 
drivers, Stock them for home work 
shops and repairs. 














































HOLITITE fastenings are packaged 
in sturdy, attractive boxes with 
color-coded labels. An asset to 
users of shelf stock, these labels 
contain complete information of 
contents for quick, easy reading. 
Colors act as automatic indicators 


to save time selecting stock or 


taking inventory. 





bite 
New Bedford, 
e Mass., USA. 









































































































YOU can stock and sell any Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearng the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 


A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


oC0Ud 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 


PHILADELPHIA 40, PENNA. 
Silciatidididninarinaimiaiiaeemaiiaaaall 
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thing else for a half hour or more. 
Then, he will often come back to 
a discussion of the original article 
and buy it. Farmers like to visit, 
and the store manager who realizes 
this will make many more sales, 
states Mr. Brown. 

Both Mr. Brown and his son 


Richard are firm believerssin the 


effectiveness of window display 
and newspaper advertising. The 
firm has three large windows and 
farm goods are featured frequently 
in them. Such displays help to 
bring in more business. Advertis- 
ing of farm goods in the weekly 
paper, too, aids in attracting the 
attention of farmers. 





If Publicity Isn't Working for Your 
Store See to It That It Does 


669 OOK at that,” wailed the sales 

manager. “Jones Hardware 
Co.’s name is in an article again. 
The free publicity those guys get! 
Why don’t the reporters ask us some- 
thing sometimes? Why can’t we get 
our name in the papers?” Why not? 
“Such mention doesn’t just happen. 
It is the result of careful planning 
and football team-precision execu- 
tion of a program as thorough as that 
used for any selling operation. 


Not a Substitute 


Publicity isn’t by any manner of 
means a substitute for advertising. 
Rather, publicity and advertising are 
—to use the football simile again—- 
like a speedy halfback and a sturdy 
blocking back. The halfback gets 
the results, in the form of touch- 
downs, but the unsung blocker con- 
tributes in large measure to his suc- 
cess. Advertising and publicity are 
best teamed—advertising making the 
sales with publicity helping to pave 
the way by making friends for your 
hardware store. 


Planning for a hardware store 
publicity program can be broken 
down into five phases: what public- 
ity to get out, where to send it, who 
to cultivate, when to break a story, 
and how to encourage publication. 

Just what is a publicity story? 
What is good publicity—or is any 
publicity good? A publicity story is 
not just any one which does a direct 
selling job for the hardware store, 
but any story which indirectly tends 
to puts the store or owner in a 
favorable light. For example, a 
newspaper story about one unusual 
worker and the way he performs his 
job helps indirectly to build good 
will through the reaction of readers 
who say to themselves, “That’s a good 
place to work—treats its employees 
well.” 


Must Be Favorable 


To the old fashioned press agent. 
any publicity, good, bad or indiffer- 
ent, was desirable as long as it in- 
cluded his client’s name. The mod- 
ern public relations specialist thinks 


Every store has news and human interest material tucked away that 
local newspaper editors will welcome. 
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otherwise. The aim of a hardware 
gore publicity program is not to 
put the merchant’s name before the 
public in any way. Rather, it is to 
present the company in a favorable 
light. 

Newspapers, especially those in 
the community where the hardware 
sore is located, and radio programs 
offer excellent outlets for local hard- 
ware store publicity. 


Cultivate Key Men 








It is usually wise to cultivate key 
men—editors, announcers, and radio 
program directors. Contrary to pre- 
vailing opinion, most newspaper edi- 
tors are eager to receive publicity, 
provided they are not expected to 
insert free advertisements in their 
news columns, and provided the pub- 
licity gives something of real news 
or human interest value. 


Pass It Along 


When something pops at the store 
that might be newsworthy—pass it 
on to newspaper editors. Get to know 
them personally; let them under- 
stand that you are eager to help them 
in securing facts, figures and human 
interest material they need, regard- 
less of whether a story of value to 
the store develops. 

It is axiomatic in the news-gather- 
ing field that there is nothing older 
than yesterday’s news. So if some- 
thing of immediate news interest does 
develop—don’t sit on it. Release it 
while it’s hot. 


Must Give Co-operation 


To get co-operation from local 
newspapers it is necessary to give co- 
operation. Ferret out the news for 
them. For example, getting back to 
the worker whose job, personality or 
past history may be unusual, it is 
tlways wise to “package” a story 
for the local media. Follow up the 
information. Get pictures, and pre- 
sent the whole, in a unit, to the editor. 


Call the Editor 


If no trained publicity man is on 
the payroll to take care of this chore, 
the editor of a local newspaper 
and give him an outline of the story, 
letting him know that if he cares to 
send a reporter to follow up your tip, 
your store will extend all the aid 
ttean. There are hundreds of un- 
written human interest stories float- 
mg around all the time that editors 
can’t cover because they don’t know 
thout them. Tips and active help in 
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With every sale of PAINT 








...make an EXTRA SALE 








of Window 



















Two Home Sizes 
2 oz.—8 oz. 
Retailer’s Profit 


40%, 


Fair-traded 


















m «the new © 
miracle hiqguud 
|, masking tape 














Make an extra profit on every 












paint sale—customers “go” for 








Professional Sizes 


Quarts — Gallons 
(Spray or Brush) 


Retailer’s Profit 


25% 


Not Fair-traded 







WINDOW PAINT SHIELD 
—home users and professional 
painters alike! It makes possi- 
ble a quick, “finished” job 
wherever sash meets glass — 
no mess, no time-taking clean-up! Just brush on 













NOW TINTED FOR 
BETTER VISIBILITY 














—paint over—score—and peel off like tape! 






Tested, approved, and purchased by 
leading paint companies 
Nationally-famous paint companies have made a 


“star item” out of this miracle product. Many 
have made extensive tests, in their own labora- 













1. Brush On... 





tories, approved, purchased it. . . and repeated! 
















3. Quickly 
Score and 
Peel off 
Like tape! 


ORDER TODAY FROM 
YOUR FAVORITE JOBBER 












CUTS TIME--CUTS COST-- 
ON EVERY PAINT JOB 


Besides making successful sash-painting easy for 
the home owner, Paint-Shield is a time-saving 
and cost-saving “must” for professional painters. 
By cutting clean-up time, Paint-Shield saves dol- 
lars per window on every painting contract. For 
residential and building maintenance, too! 

















SUGGEST PAINT-SHIELD TO EVERY PAINT PURCHASER 
. . . THERE'S PROFIT FOR YOU! 


Send this coupon for FREE sample 


Attach this coupon to your letterhead and we will 
be glad to send you a free sample for your own 
inspection and use. 


RAMSELL PRODUCTS, INC. 
DES MOINES 5, IOWA 03 


—Trtrtririitiriririritititittttitttt tt 
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As New As 
Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 
popular as ever! 





< Crest Neck 


ALLOY TOOL 
STEEL BLADES 
HARDENED- 
TEMPERED 


MINEOLA NEW YORK MADE IH & 


New Display of 
No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of scien- 


tifically tempered high grade 
alloy steel. 


Each Handle is of Red- 


and-Black Plastic that is 


% Unbreakable! 
% Shatterproof! 
% Splinterproof|! 
% Warp-proof! 


THE GREAT NECK 
SYMBOL OF (f 
QUALITY & 

SERVICE 





GREAT NECK SAW 
MANUFACTURERS, INC. 


MINEOLA, L. I. 











following up such feature material 
are appreciated. 

Don’t expect the editor to give a 
glowing account of the company in 
return for all this. Consider a casual 
mention of the store—so long as it 
presents your store favorably, in a 
favorable-angle story—ample com- 
pensation. 


Stunts Effective 


Stunts often help to focus news 
interest on a special promotion. But 
stunts can be overdone. To be effec- 
tive, they must tie in directly to the 
genuine news value of the story as it 
will be developed by the publication. 


A picture, many editors believe, if 
often worth a thousand words and, 
in any case, a story that is well 
illustrated stands a better chance of 
being used than an un-illustrated 
article. In furnishing pictures for 
publication, it is wise to be sure they 
have action and human interest, 
People like to look at people, and 
action attracts the reader’s attention, 

If the story is furnished, ready. 
written, in release form to the publi- 
cation, it is vitally necessary that 
“slanting” be eliminated. It must be 
written as the reporter himself 
would write it, without selling plugs 
or superlatives. 





Dealers Should Plan for 
Extended Home Decorating 


ASING his prediction on general 
economic conditions and the re- 
sults of a survey in the home decorat- 
ing field, William H. Yates, president 
of United Wallpaper, Inc., Merchan- 
dise Mart, Chicago, declared that the 
usual spring decorating season will 
extend at least two or three months 
longer than in any former year. He 
advised wholesalers, retailers and the 
general public to plan on a deco- 
rating “season” that might even last 
throughout the entire year and gave 
the following six reasons for his 
opinion: 


The Six Reasons 


1. A huge amount of home deco- 
rating, neglected during the war 
years, still remains to be done. 

2. Compared with the demand, 
there is still a shortage of skilled 
artisans, paperhangers and deco- 
rators. 

3. The general public still has 
plenty of money to spend, out of both 
current income and accumulated sav- 
ings. 

4. Much of this money will be 
used for home decorating because 
in many other fields there are scarci- 
ties of consumer items and also buyer 
resistance to price increases. 

5. Easing of rent ceilings may 
make it necessary for many land- 
lords to face the redecorating prob- 
lem, which has been widely evaded 
in recent years. 

6. Expected acceleration of the 
national housing and building pro- 
gram will create an increasing de- 
mand for the decoration of new 
structures. 


“Compared with the country’s ac 
tual needs, very little home decorat- 
ing has been done since early in 
1941, and the current shortage of 
skilled artisans, paperhangers and 
decorators will be proportionately 
greater as the demand increases,” 
said Mr. Yates. “As a matter of fact, 
it will probably take from three to 
five years to catch up completely on 
all phases of our building and deco- 
rating needs.” 


Higher Incomes 


“National income for 1947 will 
probably reach the 165 billion mark 
of last year, with some 214 billion 
earmarked to satisfy long pent-up 
needs in home furnishings,” he re 
marked. “Economists report that 
more than ten million families are in 
higher income groups than ever be 
fore and that savings for 1946 were 
between 15 and 20 billion. 


“The Market Is There” 


“The market is there and so are 
the means, but production in many 
fields has not reached anticipated 
levels, and price increases have met 
with a certain amount of resistance 
in spite of better quality.” 

Any lowering of rent ceilings and 
any substantial progress in easing 
the housing shortage also will affect 
the picture in the coming months, 
Mr. Yates said. The estimate on the 
extended decorating season is more 
than conservative, he added, and it 
is quite possible that it will continue 
on right through the year. 
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Mines 


Your Wholesaler will give you the 
complete story about these three 
attractive natural wood displays of 
Billings wrenches and the big hungry 
market that needs them. Your Whole- 
saler is ready - - the market is wait- 


ing - - Billings is rolling - - it's now up | 


to you Mr. Retailer!.. Get your share 
in this vast market for Billings 


Wrenches! ACT TODAY! 


THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONNECTICUT, U. S. A. 
@ WRENCH MAKERS SINCE 1869 @ 


DISPLAY COMBINATIONS 





GJWD)WALDEN + WORCESTER 





lesen s a New 
STANDARD of STRENGTH 
insocket wrenches 




































| Above, Improved 
| new WW design, 
cross section 














Right, Conyention- 
al socket, cross 


| section 
| » 























& 
7, | PROVED BY LABORATORY TESTS 


This new line of Walden-Worcester 
WW socket wrenches gains its greater 
strength from an improved method of 
manufacture, Force Forming. 
Compression rather than the conventional 
cutting forms these sockets. This strength- 
ens the steel, and avoids breaking the 
fibres, a major cause of tool failure. 

A cold process, Force Forming retains al! 
the alloying properties of the original 
triple alloy steel. 

Sockets, clean and uniform, can be used 
to their full depth since space-wasting 
shoulders are eliminated. 

Chrome plated and highly polished, all 
surfaces are satin smooth. 

Write Dept. H for full information. 
OVER 40 YEARS OF MASTER TOOLMAKING 














































Speed Your Routine Work 


By Adopting Systematic Methods 


VERY hardware merchant at one 

time or another has put in a 
hard day’s work, only to discover at 
the end of it that he had accom- 
plishéd exactly nothing. The hours 
that are put into taking care of cor- 
respondence, accumulating data, and 
doing other routine things, if put 
into pay work, would be worth un- 
told dollars. And they need not be 
wasted. 

Bills and statements that stay too 
long in a desk basket cost money. If 
they are paid immediately, the one 
and two per cent discounts usually 
allowed for speedy payment mount 
up to considerable figures over a 
year. Yet, many hardware stores 
lose this discount money solely be- 
cause owners do approve invoices 
quickly and shoot them along for 
payment. 

Every hardware merchant knows 
what annoyance letters can be 
when they are allowed to pile up. 
With a system that wouldn’t happen 
and the time spent answering many 
letters could be put to more profit- 
able use. As an example of how 
letter writing and answering can be 
simplified, consider the number of 
very similar requests and inquiries 
that pass your desk each month. 

Probably 90 per cent of the letters 
you receive—and must answer—fall 
into three or four categories. Based 
upon a study of these catagories the 
merchant who puts system to work 
behind his esk can pencil “Answer 
number three,” or “Send form E” 
across a letter, drop it into an out- 
going basket for his secretary’s atten- 
tion—and reldx, free from the trouble 
of dictating many times what is es- 
sentially the same letter. 


Letters Classified 


Letters that require time-consum- 
ing replies fall into several general 
classifications: inquiries, orders. 
price quotations from vendors, and 
customer requests. In each of these 
classifications, the letters follow two 
or three patterns, and can be an- 
swered with “pattern” or “form” re- 
plies. For the hardware man who is 
without a secretary, classifying them 
for form reply makes work easier 
because it renders unnecessary the 
thought required to write a new let- 
ter. If secretary service is available, 
the system cuts even more time off 
the day’s routine. 

Of paramount importance in an- 
swering letters is a knowledge of the 





facts. When a customer requests a 
price by mail, when a vendor wants 
your order, when an inquiry rolls in, 
the information necessary to give a 
complete answer is seldom right at 
hand. More often it has to be dug 
out. If the customer asks the price 
of a minor line, the file must be con. 
sulted. A seller wants your order 
—unless you know how much use 
you have for his goods, you can't 
reply. A customer wants a bulk 
price; is it on your fingertips, or 
must the figures be dug out? Must 
another person be consulted? 


Getting Facts Saves Time 


Expediting this job of getting the 
facts can cut hours off the time de- 
voted to routine work. Here is where 
office forms, judiciously used, can do 
much of the work. 

Instead of calling in the secretary 
to give her, verbally, a list of file- 
facts needed, or going to the files to 
look them up, the wise merchant 
checks two or three spaces on a form 
—a job that takes seconds instead of 
minutes and hours—and passes it on 
to the person who has the needed 
facts, or to a salesman for digging 
out of the file. Again, a knowledge 
of the general pattern in which cor- 
respondence falls (gained from % 
few minutes’ study of a typical 
month’s incoming and outgoing mail) 
can be invaluable. Such a study 
makes possible the designing of a 
form that lists the generally required 
information so that the store owner 
can check off those files he will want 
to see, and thus save the time for- 
merly devoted to routine. 

Not only can the job of dictating 
or writing letters be made easier by 
sorting them into classification, but 
the letters themselves can be made 
meatier and more concise, and conse- 
quently easier to write. A study of 
30 days’ correspondence, in addition 
to showing up the “repeaters,” also 
shows up wasted words used in reply. 

A pending file, marked off by 
dates, is the best place to put letters- 
to-be-answered-later—not a desk bas- 

ket where they can accumulate dust. 
get lost, consume searching time an4 
cause worry. A look at the pending 
file each day, as the date comes up. 
brings the need for reply to the mer- 
chant’s attention at exactly the right 
time, makes sure that the letter goes 
out, saves trouble, and often saves 4 
customer. 
Instead of picking up a telephone 
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walking over to secure information, 
yrite it down! That puts the facts 
on permanent record, and saves the 
time of many persons. One form for 
both memo and reply makes this a 
speedy process. 

A “Today’s Business” form—even 
ifit is only a piece of scratch paper 
—can likewise prove useful. It per- 
nits the busy merchant to put down 
in the afternoon everything he has to 
do the following day, makes sure that 
there will be no scrambled appoint- 
ments, acts as a guide in allocating 
time, and brings to his attention 
things-to-do that might otherwise be 
forgotten. This is putting it in writ- 
ing. The same sensible rule is a 
good idea not only for yourself, but 
for others as well. The next time an 
associate wastes your time and his 
own on the phone or at your desk, 
ask him to put it down in black and 
white—where you can attend to the 
matter quickly and without cutting 
the time needed for other tasks. 





Farm Day Ad Gets 
Plenty of Attention 








JFARMERS! 





Welcome To Horicon’s Farm Day 
Tuesday, January 7th 





Our Bargains are Better Than 








McCarthy .... 

Thats Right! Bergen talks for McCarthy but 
Our Bargains Speak for Themselves 

Look Over These Specials for 
FRI. - SAT. - MON. and TUES. ONLY 
Regular Now 

Sickle Grinder............. eosee. $7.40 $4.50 
ees 5.95 1.95 






Hand Grinder... . 7.95 5.95 
Corn Knives... hilticknicianiadbaiatee 

WA Length Winter Coats.................. 11.35 7.95 
Tractor Cushions... cece 1.98 1.25 





Felt Rugs 30% Off 


Marshall-Wells Store 








RAY BUMANN, Owner HORICON, WIS. 








When the Horicon, Wis., Chamber of 
erce put on an annual Farm 
recently with free lunch, music, 
ectures and moving pictures for 
lam families, Ray Bumann, owner 
the Marshall-Wells Store, cashed 
Mon the event with a fine ad. The 
‘py had quite an appeal, “Farmers 
our bargains are better than Mc- 
y- ... That's right. Bergen 
talks for McCarthy, but our bargains 
‘peak for themselves. ..." In orig- 
form it measured two columns 

in width by 71/2 in. in height. 
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NEWEST TOOL SENSATION 
Gives a BIG LIFT to Sales 








Bone Pa: | — 
Se eialisited — 


TRADE MARE 





REMOVES 
FLOORING 

















RECLAIMS LUMB, 


This lever-action work-saver is in 
growing demand by construction, 


maintenance and salvage crews 


Patent 
Pending 














Sell Bornp-PrRI... 
the master tool for 
board-removal jobs! 


The amazing BORD-PRI is a new kind of 
tool with wide, popular appeal and dozens of 
proved, practical uses from razing roofs to 
opening packing cases. In salvaging lumber 
damage-free, easy-to-use BORD-PRI far out- 
strips any old-style device. It is the faster, low- 
cost way to reclaim siding, flooring, roofing, 
concrete forms, boards of every kind. This 
profit-making tool fills a definite market need. 
You can start cashing in on it now. 


Long Handle « Flat Plates « Rugged Casting « Free Pivot 
ust Gavee wciney Teeea c& codt/ 


Order Your Stock or Write for Details TODAY! 


THE MACO corpP., Huntington, Ind. 
























The greatest improvement 
\ in fishing rods ever made! ‘) 


Salt 





sii Aste 


r Rods 
h Wate made of 


BERYLLIVM CO 


SUPER FLEXIBLE -- SUPER REFILI 


MIRACLE METAL 
The. Beryllium Copper tips on these 
revolutionary Warren Rods give 
them 2 to 3 times the resiliency of 
any other rod, plus greater strength 
per weight! Beryllium Copper is 
the “miracle metal” used as anten- 4 
nae on the Black Widow Fighter 
plane — the only metal found to 
withstand its terrific, “whip-lash” 
speed vibrations. The constant 
spring of Beryllium Copper tires fish 
faster, with less fisherman fatigue. 

+ gives far more sport. Will not 
nonnaily break or develop a set. 
is highly istant to in 4 
salt or fresh water. 
Patented Reel Lock works instantly, 
holds better. Veu-cork grip (on salt 
water rods), engineered offset handle, 
for maximum comfort. Lifetime Carbo 
-loy non-corrosive guides (on salt 
water rods) and guide-top. Warren 
Chuck for tip interchangeability. 

atic guide alig 
drawn, short- “step tip taper for per- 
fect bal length 
butts (on salt water rods). d 
Salt Water Rods tips chrome finished 
Warren Neptune Rod Kit........$75.00 
Neptune Light Tackle Rod...... 42.00 
Neptune Med. Tackle Rod...... 45.00 
Neptune 87, Ft. Surf Rod........ 43.50 











24” Extension Butt wo 950 
‘resh — 
lag Rodé Tips chrome finished 


Hard ch d guides, Carboloy guide-top. 
4. 5.54% & 6 Ft. Lengths......$24.00 


MAIL THIS COUPON TODAY 
dad FREE ILLUSTRATED CATALOGUE 


‘arren Products Ine., 650 Se. Grand Ave., 
Dest oot HA-37, A, Angeles 14, California 
send me your FREE, ILLUSTRATED, 
TWO COLOR CATALOGUE on the com 
line of revolutionary Warren Fishing “Reds. 
Name 











Address 





Zone___ Stat: 


All 
WARREN 
RODS 
ARE 
GUARANTEED 
FOR 











« 
Ks) 
q 
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WARREN PRODUCTS INC. Dik 
kw 


; Angeles 14, Calif. MIchigan 3127 
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Train Your Sales Force By Sticking 
To Facts and Avoiding Theory 


F salesmanship is the first ingre- 
dient of sales promotion, where 
does sales training begin? What 
should it include? What should be 
its objectives, and what means work 
best in attaining the objectives? 


The Customer’s-Eye View 


One hardware merchant in a large 
southern town began his sales train- 
ing program by getting the cus- 
tomer’s-eye view of his sales opera- 
tions as brought out by an indepen- 
dent shopping survey. In addition 
to the primary aim of providing 
something concrete and definite on 
which to build a program, the survey 
furnished a weapon for securing the 
instant cooperation from all hands in 
the store. Education for adults can’t 
be forced, this hardware merchant 
found, but requires full cooperation 
and enthusiasm. It’s to the hard- 
headed, self-interested advantage of 
all to do the best job they can be- 
cause the more they do, the higher 
their own incomes climb. By driving 
this point home and getting full co- 
operation from the start, this hard- 
ware dealer hurdled the first and the 
most difficult barrier to teaching 
salespeople the right procedure. 


Study the Causes 


The next step was to determine 
what causes lay’ behind the effects 
noted in the survey and to decide 
upon proper measures for correcting 
them. Often it takes heavy spade- 
work to uncover the causes. 

For example, the survey indicated 
that the salespeople were inattentive 
and didn’t know their merchandise 
as well as they should. Digging deep, 
it was found that there were too few 
salespeople for too many customers. 
In other words, the store was under- 
manned. 

With too big a job to do, the sales- 
people couldn’t devote to each indi- 
vidual customer the time and atten- 
tion necessary to close the maximum 
number of sales. On the other hand, 
it was found that inadequate product 
knowledge was due to poor house- 
keeping. The salespeople simply 
didn’t know—and just couldn’t know 
the stock—when they had no way of 
knowing where it was at any given 
time. 

In the actual training work, every 
effort should be made to keep the job 
interesting to the individual sales- 


person and to avoid a schoolroom a, 
mosphere. There should be as littk 
theory as possible. Every effor 
should be made to stick hard to facy 
and procedures helping salespeopk 
to work out answers for themselye 
by using what is termed the “cag 
method.” This consists of hypelll 
cal selling problems. 

For example, instead of saying 
“you should do it this way,” the cas 
method tries to pose a problem—sgy. 
ing, “We've got this selling job to do, 
How would you suggest doing it?” 
Out of the discussion and helped with 
suggestions and corrections, sale 
clerks teach themselves the right pro. 
cedure. 


Neatness Essential 


Because it is vital that men and 
women who sell to the public should 
look neat, an important part of the 
sales training schedule should be de. 
voted to teaching women how to make 
up properly and dress well; men how 
to wear their clothes. 

A very vital part of any well pla 
ned sales training curriculum ii 
teaching product knowledge—famili 
arity with the varied merchandix 
sold by hardware merchants. To d 
this there are a few tools of visu 
training such as slide films an 
movies. When adequate space is 
available (and it doesn’t take much; 
a clear store aisle will do), films and 
sometimes projectors and screens cal 
be secured often without cost. Mant 
facturers often have such visual sales 
education training equipment which 
they are glad to lend to store mam 
gers. When this plan isn’t practical 
the films and slides can be secured 
through distributive educational se 
tions of state departments of educt 
tion or from universities. 


Rules to Remember 


The miscellaneous rules that haré 
ware merchants have found effectivt 
in sales training and which should 
be remembered are: be courteous até 
helpful with “students”; don’t cath 
don’t criticize; get cooperation eatly; 
keep the courses interesting; l@ 
salespeople work things out for thet 
selves if it can be done, and 
education as painless as possiD 
And stick with it. Training is no! 
one time shot in the arm. It mu 
be a continuing effort. 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC. 
Dollas 2, Texas 
AMERICAN WHOLESALE HDWE. CO. 
long Beach 1, California 
8. C. SUPPLY CO. 

Battle Creek, Michigon 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Imira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 
W. W. CONDE HARDWARE COMPANY 
Watertown, New York 
DUNHAM, CARRIGAN & HAYDEN CO. 
San Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansas 
C. D. FRANKE & CO., INC. 
Charlectar South Caroline 
GREER & LAING 
Wheeling, West Virginia 
HERR & CO., INC. 
lancaster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 

El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omaha 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Konsos 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 

H, +i, gd 19, Pp. yh F} 


P 





MOREHOUSE & WELLS CO. 
Decatur 60, Illinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texas 
J. H. OLIVER & CO. 
Grenada, Mississippi 
RAILEY-MILAM, INC, 

Miami, Florida 
RAWLINGS EQUIPMENT COMPANY 
Mobile, Alabama 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 

‘otur, indiana 
Cc. ¥. SCHELLY & BRO., INC, 





THE SEEDMAN COMPANY, INC. 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Oklahoma 
THUMB HARDWARE & SUPPLY CO. 
Deckerville, Michigan 
TEMANN HOWE. & SUPPLY CO. 
St. Lovis, Missouri 
UNION DISTRIBUTORS, INC, 

Red Bonk, New Jersey 
UNIVERSAL SUPPLY CO. 

ZORK HARDWARE CO. 

El Paso, Texas 
TORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 

CANADA 
FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 
WOOD, ALEXANDER & JAMES, LTD. 
Hemilton, Ontario 
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IN ALUMINUM PAINT 


BETTER LEAFING, 
‘ GREATER BRILLIANCE, 
EXTRA DURABILITY 

AND ECONOMY! 


Made in America’s only plant devoted exclusively 
to the manufacture of aluminum paint by experts 
who know how to combine the 99-+ %-pure alu- 
minum pigment and the exclusive vehicle used in 
Tru-Test Aluminum Paint. The result ...a paint 
that is scientifically stabilized to give smooth Tau-Test Ready-Mixed Alue 
“armoured” protection and a brilliant, durable 


minum Paint is guaranteed 


finish . . . on outdoor or indoor applications. not to harden in the can. 


ASK YOUR TRU-TEST DISTRIBUTOR FOR “THE MARKETER” NEWS BULLETIN OF HARDWARE VALUES 
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These Ideas Brought Customers 
To Towns and Stores 


An idea or promotion that attracts people to a 
town also attracts potential customers to its 
stores. Here are some ideas that built business 


= public or pri- 


vate event that brings people into 
a town succeeds in creating poten- 
tial customers for the stores of 
that town. And anything that calls 
attention to a town also calls at- 
tention to the fact that there are 
stores in it. Following are a num- 
ber of ideas that have been used 
successfully in premoting towns 
— and the stores in them. 


* * * 


“Sell Home Folks First” 


Carl L. Miller, publisher of the 
Raymondville (Texas) Chronicle, 
believes that if you want to in- 
terest outside people in the ad- 
vantages of your community, you 
must sell your local citizens first. 
So he developed an unique promo- 
tional campaign featuring the ad- 
vantages of his county and got 30 
local merchants to sponsor it. The 
series of full pages runs every 
other week for 13 weeks. The cam- 
paign is built around a central 
theme, “In Texas, It’s Willacy 
County, Key County in the Delta 
of the Rio Grande.” 

About 500 reprints of the first 
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ad were mailed to a list of pros- 
pective residents in other areas. 
Approximately 75 requests for ad- 
ditional information have been 
received and more are coming in 
each mail. A small cut of the iden- 
tifying design is carried on the left 
side of the Chronicle; 25,000 two- 
color stickers of the same design 
are used by local business men 
on outgoing correspondence. 

“In selling ‘the series locally we 
stressed the basic fact that unless 
local people are sold on the ad- 
vantages of their own community, 
they won’t be able to sell them to 
some one else.” Mr. Miller said. 


Merchants’ Radio Program 


According to a plan worked out 
with KGFF, the local radio sta- 
tion, the Chamber of Commerce 


of Shawnee, Okla., has a 15-min- 
ute broadcast Wednesday of each 
week, beginning at 9:30 p.m. 
This gives the various committees 
an opportunity to tell what they 
are doing. This program has been 
running for several months. In ad- 
dition to this weekly broadcast 
the chamber’s retail committee is 
subscribing to a commercial 
broadcast about three times a 
week. The aim of the retailers is 
to tell the people of the trade ter- 
ritory in a general way what the 
merchants have to offer and any 
news about the retail field. 


* * * 


Wild Flower Festival 


Merchants and _ residents of 
Trout Lake in the upper peninsu- 
la of Michigan co-operate each 
year for an annual Hiawathaland’s 
Wild Flower Festival, held over 
the Memorial Day week-end. 

The program features field 
trips to all sorts of habitats — 
woods, bogs, pine-covered hill- 
sides, and along the shores of lakes 
and streams. These trips, which 
attract hundreds of visitors annu- 
ally, are under the expert guid- 
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LEAK PROOFS will be delivered as fast as they are sold! ¢ 
0 
LEAK PRO 
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sales 


Have shattered all records... 
thanks to your help 


YOU'VE SOLD AMERICA ON £571. @J {T+ 75 


We've always known that Ray-O-Vac LEAK PROOFS were 
outstanding, but you’ve sold them to your customers in 
volumes beyond our rosiest dreams. The way you’ve 
accepted LEAK PROOFS—promoted them—merchandised 
them— recommended them—has built a LEAK PROOF de- 
mand that’s been mighty hard to meet! 


YOU WANT MORE [17\4@...-)-)23 NOW! 


You need LEAK PROOFS fast! You want them now because 
Ray-O-Vac’s “Buy Spares—They Stay Fresh!” campaign has 
stepped up LEAK PROOF sales, because customers have con- 
fidence in LEAK PROOFS—the only batteries guaranteed 
against flashlight damage. And, naturally, you want the 
extra sales you can make with LEAK PROOFS! 





YOU'LL GET 157.) 4. {-1-)73 FASTER IN '47 


Last year’s production was the highest in LEAK PROOF’S 
spectacular history. But even this tremendous increase 
couldn’t meet the rising demand. This year’s produc- 
tion schedules are higher, and you'll get more LEAK 
PROOFS for your customers. Before too long, we hope, 








dre Sep FLASHLIGHT 
AGAINST FLASHLIGHT DAMAGE BATTERY 
If your flashlight is damaged by corrosion, leakage, or swelling of 
this battery, send it to us with the batteries and we will give you 
FREE a new comparable flashlight with batteries. 


RAY-O-VAC COMPANY, MADISON 3, WISCONSIN 


’ 
Branch Offices: 200 Fifth Avenue, New York 10, N. Y.; 203 W. Wacker Drive, Chicago 6, Ill.; 423 Sheldon Building, 
San Francisco 5, Calif.; 1131 Sterick Suilding, Memphis 3, Tenn. In’'Canada: Ray-O-Vac (Canada), Ltd., Winnipeg, Manitoba. 





























ance of well-known naturalists, 
who are adept at pointing out and 
explaining the hundreds of inter- 
esting wild flowers, plants, ferns 
and mosses to be seen in the area 
of Trout Lake. An outstanding or- 
nithologist is on hand to identify 
the animal wild life and bird life 


on early morning breakfast hikes. 





Other features of the program 
includes luncheons and dinners 
cooked and served in “the open,” 
and informal evening gatherings 
around fireplaces and campfires. 

The festival opens with a get- 
acquainted dinner on May 30, and 
continues through a portion of 
Sunday, when a delightful outdoor 
chapel, “St. Francis of the Birds,” 
is the scene of a special service. 
This chapel is the shrine of the 
Michigan Wildflower Association. 


Peanut Festival 


The annual peanut festival put 
on by the Blakely, Ga., Chamber 
of Commerce attracts numerous 
tourists who are interested in the 
process involved in the growth 
and processing of products made 
from peanuts. New uses are be- 
ing discovered for peanuts and 
the by-products of peanuts and 
the general public is interested in 
the various processes. Merchants 
co-operated in the program with 
special window displays and news- 
paper advertising. 

6 * J 


4-H Baby Beef Show 


The Clinton, Iowa, Chamber of 
Commerce sponsored a 4-H baby 
beef show recently at the Coliseum 
in that city. It was the largest 
baby beef show ever held in the 
Clinton trading area and attracted 
farm folks from numerous towns. 


7 * 7 
Sowers Sow Good Will 
The Lincoln, Neb., Chamber of 


Commerce’s Sowers delegation 
pulled into town after a two-day 
tour of surrounding towns re- 
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cently to report that expansion is 
under way in the trading area of 
Lincoln. 

The delegation, on a sowers’ 
good will tour visited Stromsburg, 
Osceola, and other towns and 
were met by dignitaries wherever 
they went. They continually 
stressed good will between Lin- 
coln residents and the surround- 
ing areas. 

* * * 


Get-Together 
The Andalusia, Ala., Chamber 


of Commerce, recently staged a 
“get-together” to promote better 
understanding and good will be- 
tween farmers and business. 
Some 2000 persons, roughly two- 
thirds of them country-folk, gath- 
ered to eat, talk and listen to 
speeches. 
* ee 


“Hands Across the River” 


The Dyersburg, Tenn., Cham- 
ber of Commerce, played host to 
a meeting of prominent Southeast 





Missouri civic leaders and civic 
leaders from West Tennessee. 
The purpose of the meeting was 
to organize a “hands across the 
river committee” to co-ordinate 
the efforts of the citizens of the 
two areas toward getting a bridge 
across the Mississippi River. The 
bridge would allow an_ inter- 
change of ideas between the two 
cities and open vast areas of both 
states to tourists and _ interstate 


trade. 
o = 7 


Fall Festival 


The Ypsilanti, Mich., Chamber 
of Commerce, recently conducted 
a two-day fall festival the purpose 
of which was to sell Ypsilanti as 
a trade center. 

Merchants were contacted for 
window display space for rural 
school displays. More than half 
a dozen schools were signed up 
for the exhibits by the chamber’s 
agriculture committee chairman. 
Colorful window streamers and 











posters were distributed free to 
all merchants who wished to co. 
operate by decorating their win. 
dows. Lampposts in the down. 
town area were decorated with 
clusters of pennants and banners, 
Special buses were provided for 
Willow Run residents during the 

festival. 

a * * 
Sportsmen's List 

Merchants of Lake County, 
Fla., issue a complete list of fish. 
ing camps and facilities in the 
area. This is deeply appreciated 
by many sportsmen who annually 
spend considerable time and money 
fishing in this section. Naturally 
such sportsmen reciprocate by 
purchasing many of their sup- 
plies locally. 
* o * 


Welcomes 4-H Champs 


One hundred and fifty Missis- 
sippi 4-H club members attended 
the initial Mississippi 4-H round- 
up sponsored by the retail com- 
mittee of the Jackson Chamber of 
Commerce. These 4-H roundups 
cement city-rural relations and 
build good will between the mer- 
chant and the future rural leaders. 

At a banquet held in connection 
with the roundup, prominent 
speakers, including Governor 
Thomas L. Baily of Mississippi, 
President E. E. Laird of the Jack- 
son Chamber of Commerce and 
Roper Dial, chairman of the 
chamber of commerce committee 
in charge of the roundup, spoke 
to the group. Also seated at the 
speakers table were Mary Kern of 
Canton, chairman of the state 
4-H Club Council and John High, 
4-H club boy of Gulfport. 


Fisherman’s Calendar 


A fisherman’s calendar is 4 
daily page-one feature building 
good will for a Spartanburg, S. C., 
merchant and published in local 
newspaper. A daily check on 
weather, stream and fishing con- 
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fart banking your profits 
within 10 days! 


IMMEDIATE DELIVERY PLUS INSTANT TURNOVER 
MEANS CASH IN YOUR HAND FROM SALE OF 


Gleason=Wheels 


Hardware dealers across the country are making money fast by featuring 
GLEASON WHEELS...the complete line for every home and farm 
need. This proved postwar line is smartly designed and engineered to 
industrial standards. It includes the latest manufacturing advancements 
in semi-pneumatic or solid rubber tires, electrically welded, high-stress 
steel hubs, and precision roller bearings. 


FILL in the big coupon RIGHT NOW. You'll get the full facts FREE 
on the cash profit waiting for you as a dealer in GLEASON WHEELS. 


GLEASON CORPORATION 
The Wheelhouse of America 
2401 NORTH MARYLAND AVENUE MILWAUKEE 11, WIS. 
The COMPLETE Wheel Line ! 


JOBBERS: A few territories still open. Write for full information. 
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GLEASON CORPORATION, Dept. A-347 
2401 North Maryland Avenue 
Milwaukee 11, Wisconsin 








YOUR CUSTOMERS WANT 


Gleason "1: Wheels 


TO MAKE 







TIRE Yes! I want more information on the quick profit to be made from 


sale of GLEASON WHEELS! Send full details FREE by return mail! 












Wheel Toys Carry-All Carts 
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Golf Bag Carriers Farm Equipment 7 







+». and dozens of other useful items 
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ditions within a 100-mile radius 
is made in co-operation with the 
newspaper and is the basis for 
the ealendar. Outdoorsmen read 
the calendar regularly. 


* * * 


Church and Bible 
School Day 


A Church and Bible School Day 
is promoted annually by the 
Marshalltown, Iowa, Chamber of 
Commerce. Each church is in- 
vited to enter a float with a re- 
ligious theme in the parade as well 
as their band or orchestra. City 





and other bands in the town also 
help to furnish music. In the 
evening community singing of re- 
ligious hymns is held and a coun- 
ty wide choir assists. Additional 
talent is brought in occasionally 
to assist the singers. Movies of 
the parade are made and shown 
to all the churches in the area 
who make a request for them. 
This annual event brings much 
rural traffic to the city. 


* * * 


10 Ways to Help Develop 
Your Community 


“1. Join community organiza- 
tions with the idea in mind of 
showing initiative and participat- 
ing in their activities. Your hon- 
est, active interest will help give 
your community a “lift.” 

2. Contribute to worthy causes, 
not only with the idea of the per- 
sonal return you will get, but in 
the light of what it will do for 
your children’s children in suc- 
ceeding generations. 

3. Make your criticisms con- 
structive. If you are irritated by 
the common municipal problems, 
do your kicking to the proper 
municipal authorities, and try to 
suggest a solution, 

4. Don’t repeat rumors without 
verification. Give your community 
every chance to avoid unsavory 
whispering campaigns, Track the 
story down and kill the rumor with 
the truth. 
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5. Extend courtesies to your 
clientele beyond those required of 
you by law. The creation of good 
will is half the battle in keeping 
local people buying at home, and 
courtesy is cheap, you can give 
it away. Being on the square with 
people doesn’t hurt either. 

6. Find something good to say 
about your town when you are 
discussing it. Every city has it’s 
good points, and they will make 
good material for your conversa- 
tion, your letters, and to show 
your visitors. 

7. Try to understand the mo- 
tives of those who are trying to 
build your community. If you 
can’t, go to your community or- 
ganizations and feel free to ask 
the:n what it is all about. They will 
be glad to hear your questions 
and suggestions. 

8. Don’t keep your problems 
hidden. Bring them to the atten- 
tion of whichever municipal or- 
ganization is involved so they can 
help to eliminate the difficulty. No 
doctor can help you if you don’t 
tell him where it hurts. 

9. Don’t wait to contribute, 
sponsor or organize until some- 
one else has. Set an example! A 
community in which leaders are 
plentiful will develop faster than 
one in which the sheep predomi- 
nate. 

10. Do the maximum. Contrib- 
ute the maximum. Give the maxi- 
mum of service. It will return to 
you a hundred-fold. 

The above 10 rules to help de- 
velop your community were re- 
cently published by the Manhat- 
tan, Kansas, Chamber of Com- 


merce, 
.* * @ 


“Tung Tour” 


The Marion County Chamber 
of Commerce, Columbia, Miss., 
conducted a promotional tung 
tour recently. Three of the out- 
standing groves in the area were 
visited. More than 50 persons in- 
terested in production attended a 
meeting, following the tour and 
evidenced such intense interest 
that it is expected many additional 
groves will be planted. Tung 
trees have been brought to this 
country from China and are cul- 
tivated for their seed from which 
tung oil, a powerful drying agent. 
is derived. 








Good Will Visits 
The good will visits to Wilson 
and Healdton, sponsored by the 
retail merchants division of the 
Chamber of Commerce of Ard- 
more, Okla., were enthusiastical- 
ly received by splendid audiences 
in both cities and built up much 
good will. A diversified and en. 
tertaining program was presented 
from an improvised stage in the 

football stadium. 
Merchants Sponsor 
4-H Banquet 


Chamber of Commerce members 
of Fort Wayne, Ind., sponsored 
a farm-leader guest night to hear 
Richard T. James, lieutenant gov- 
ernor of Indiana and commission- 
er of agriculture. More than a 100 
rural men and-women who direct 
the 4-H activities throughout the 
year were honored for their con- 
tribution in developing rural lead- 
ers among the youth of the neigh- 
boring farm communities. 

* * * 


“Know Roanoke” Tours 


Three-hour tours have been 
initiated by the Chamber of Com- 
merce of Roanoke, Va., designed 
to show leading citizens some of 
the 102 industrial plants and sev- 
eral wholesale distributing houses 
in that city. Many times local 
citizens are better acquainted with 
neighboring areas than with their 





own. Through this series of 

tours, better relationships were 

established between merchants. 
* * * 


Onion Fiesta 


Raymondville, Tex., which 
claims the distinction of being the 
first place in the United States to 
produce the first onion grown, 
annually hold an onion fiesta each 
spring. The onions have brought 
the city so much fame and pros- 
perity that this fiesta is held in 
honor of this vegetable and the 
cafes, to express their gratitude, 
serve onion pies during the fiesta. 
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VICTOR a 
VERI-LITE DECOYS 4 Seeger 







Attract the Wariest Duck 
. Bag Sales 


There’s never a doubt in a duck’s mind that Victor Veri-Lite decoys 
are ducks. They are the most true to life decoys ever manufactured. Ask 
your sportsmen-customers to look them over...and pick them up. 
Their “weightlessness” sells. Made of cellulose plastic, they are excep- 
tionally light ... are precisely the kind of decoy a hunter wants when 
he slogs through the marsh. 

A nationally known sculptor copied Victor Veri-Lites from real 
ducks. They have been carefully painted to resemble the plumage of 
the species. Victor Veri-Lites are buoyant, waterproof and sturdy. 
Balanced at the factory and equipped with anchor line swivel. 




































A Pair of 
Popular Standbys 


VICTOR WOOD DECOYS 


Duck hunters have been shooting over these 
reliable, solid wood decoys for years. They 
are sold wherever ducks are hunfed. 





VICTOR VAC-STA DECOYS 
Ride high on the water without need for in- 
dividual balancing by lead weights. That’s 
why they’re preferred by so many sportsmen. 

VICTOR BALSA DECOYS made to order to retail at a popular price. 
All Victor Decoys are furnished in Mallard, Black Duck, Pintail, Red Head, Canvasback, Blue Bill, Widgeon, Whistler and Teal. 


Order from your jobber today. 


Animal Trap Company of Mississippi, Subsidiary of ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. * NIAGARA FALLS, CANADA 






DUCK DECOYS_____ 
"The Only Complete Line” 


NATIONALLY ADVERTISED IN LEADING OUTDOOR MAGAZINES 


MARCH 13, 1947 




















Makes a hero 


out of a husband 





. . which makes the 


YANKEE 


Handyman 133H 
a tool to feature 


Makes the tough-louking 
job literally a push-over ... 
driving and drawing screws, 
drilling and countersinking. 
The spring in the handle 
keeps the bit in the screw 
slot and makes the job a 
simple one-hand operation. 
Sold with a 4” bit for driv- 
ing screws. Three drill points 
and countersink are also 
available. Stock these acces- 
sories, too. The 133H Hand- 
yman is a real “Yankee” 
tool . . . something you can 
sell all over town. 


i 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 



















NORTH BROS. MFG. CO. 
Division of The Stanley Works 
Philadelphia 33, Pa. 















The Store That Makes Buying 
Easiest Gets a Lion’s Share 
Of the Trade 


UMAN beings are like sheep in 
that they tend to follow the line 
of least resistance. Applied to buy- 
ing habits, this means that other 
things being equal a normal human 
being will generally tend to make his 
purchases at the place where it is 
easiest for him to do so. 


This does not mean of course, that 
the convenience factor is the only 
thing that influences buying at a 
given location. Far from it! But it 
does mean that a merchant can gain 
much “extra” business simply by 
making it “easier” for his customers 
to do business with him than with 
his competitors. Are you easy to 
do business with? Check yourself 
against the following points, and then 
take any remedial action necessary: 


Location 


1. Is your location convenient for 
your customers? For your potential 
customers? Business districts, as a 
result of unsettled conditions, have 
shifted about in some cases during 
the last few years. Perhaps your 
location is no longer as good as it 
might be. Ask yourself the question: 
Am I easy to buy from? And if the 
answer is “no,” give due considera- 
tion to making a move. 


2. Is your building easy to get 
into? Is the entrance always unclut- 
tered—treadily available for the cus- 
tomer to use? Little blockages such 
as a sticking door, an overly-small 
door which causes a “traffic jam,” an 
uninviting looking doorway, a table 
or showcase inconveniently placed 
before an entranceway—all can drive 
away as much as ten or twenty per 
cent of your potential trade. If you 
would have the maximum number of 
customers come inside, make certain 
no obstructions — psychological or 
actual—block your door. 


Display 

3. Is your merchandise displayed 
for easy seeing? People don’t buy 
what they can’t see. Is the stock 
readily accessible to the sales force 
so that it can be shown to the cus- 
tomer to best advantage? Many sales 
are lost because merchandise is inac- 
cessible—cannot be given to the cus- 
tomer for close, personal inspection. 
4. Is your sales force trained in 
the techniques of making it easy for 
the customer to buy? Selling is so 





often a matter of making it conveni- 
ent for the customer to make a pur. 
chase. Yet all too frequently sales 
personnel fail in their efforts to sel] 
because they do not help the pros 
pect do what he really wants to do, 


If necessary, give your sales force 
a refresher in the techniques of 
“making buying easy.” Teach ways 
to remove obstacles to selling, meth. 
ods of building customer confidence 
in his own desire to buy, techniques 
of sale-closing. Stress that good sales. 
manship is often nothing more than 
an aid to poor buymanship—on the 
part of the customer. 


Accessibility 


5. Is your concern easy to get in 
touch with? Is it easy to buy from 
you by phone? Has your phone nunm- 
ber been stamped in the public mind 
through repeated advertising? Does 
it appear on your letterheads? The 
best way to get telephone orders is 
to make your phone number always 
easy to find. Keep it in the public 
mind. 

6. Is it easy to pay you? A stamp 
ed self-addressed envelope enclosed 
with each bill will cut the length of 
time required for your charge cus- 
tomers to pay you. 


7. Are you ever-ready to grant 
credit to a sound risk? In short, 
is it easy to obtain credit from your 
concern. Or must the applicant go 
through more red tape (fill out more 
forms, etc.) , than the credit is worth? 
Analyze your credit granting system 
and see if there is need for revision 
of method. 


Services 


8. Do you readily provide the 
dozens of little services by which 
modern businesses make it easy for 
their customers to do business with 
them? Does your delivery service 
make it easy for a buyer to have pur 
chases carried to his home? Do you 
have a convenient charge service 
whereby a customer can buy from 
you more easily than from the com- 
petitor where he must pay cash? Do 
you maintain as complete a stock of 
merchandise as your competitors, 
thus making it increasingly conveni- 
ent to buy from you? 

In short, is it easy to do business 
with you? 
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MODEL NO. 30 





OR: MIST 


the Best! Sqr-Mist Model No. 30 Adjustable Lawn 


nkler—Sprinkles in Squares or Rectangles. 


is Sqr-Mist Model sprinkles. a square pattern 30’ x 30’— 


xcan be adjusted to sprinkle a rectangle 15’ x 30’. 
d to give long, efficient, trouble-free service. A real 


foie booster! 


Nenty of Sales Action with Sqr-Mist Model No. 20 


Witiple Lawn Sprinkler 


itch of three units sprinkles a square pattern 20’ x 20’; the 
tot flexible means for square pattern lawn sprinkling obtain- 


thle. Your answer for quick sales and fast turnover! 


Nationally Advertised! 


Vaver CORPORATION | 


Iver 
137 SOUTH KOLIN AVENUE 


RCH 13, 1947 


De- 








Sprinkler 
Division 


- CHICAGO 23, ILLINOIS: 


Get Facts! Write for 


this Descriptive Circular Today! 





Popular Priced Sqr-Mist Model No. 25 
. Incorporating the basic Sqr-Mist principles, this 
model sprinkles o square pattern 25’ x 25’. And it's 


priced for the thrifty! 





Square Pattern. Sprinkler Heads—for Underground 
ond Overhead -!rrigation...to meet the exacting 


requirements of every irrigation problem 


VAVER CORPORATION 

2437 Seuth Kolin Ave., Chicago 23, lil. 

| want to boost sales with Sqr-Mist Lawn Sprinklers and 
Sprinkler Heads. Please send circular. 


Name 
Store Name 
Street and No. 


City 











Build Greater 
Sales for You 

















Retail Federation Seeks 
Long Range Tax Program 


Calls upon members to work for low prices; 
opposes all sales taxes, and asks Congress 
for tax reduction and balanced budget 


its 


opposition to governmental con- 
trols and meddling in business, 
except in a limited way during a 
clear-cut emergency, the American 
Retail Federation at its annual 
convention in Washington, D. C., 
Feb. 24-25, called upon its mem- 
bership to work constantly for 
lower prices and for open support 
of realistic fiscal, labor and trade 
policies. 


Recommendations 


Embodied in its recommenda- 
tions to its members and Congress 
are demands for a balanced na- 
tional budget, a broader base but 
reduced rates for individual in- 
come taxes, minimum corporate 
or business taxes, and a firm stand 
against the sales and excise tax 
principle. 

The Federation feels that lower 
prices are not only the most effec- 
tive means of combatting the ever- 
rising demand for wage increases 
and keeping open the way for re- 
turn of free, competitive enterprise 
but at the same time they will solve 
many distribution problems. 

“Distribution must keep its best 
foot forward with the public at all 
times,” declared Walter Morrow, 
president of the Federation. “Open 
support of tax, labor, fiscal and 
trade policies that clearly promote 
production and consumption of 
more goods is the way to do it.” 

The Federation throws its sup- 
port to Congress in the efforts to 
balance the budget and reduce 
taxes. Obviously, a balanced bud- 
get is essential to bring about re- 
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duced taxation which, declares the 
Federation, is necessary to both 
individuals and businessmen in 
order to bring about more invest- 
ments, more employment, more 
purchasing power and, in the end, 
more tax revenue. 

However, the Federation retains 
its uncompromising opposition to 
the sales tax in any form, includ- 
ing the recent extension by Con- 
gress of wartime excise taxes. 
Taking the position that it is the 
individual who must pay all taxes 
in the long run and that therefore 
the individual income tax should 
be the primary source of revenue. 
the Federation declares: 

“There should be no tax on 
the expenditures of individuals. 
whether in the form of sales taxes 
or in the form of excise taxes at 
any level—with the exception of 


traditional peacetime excises such 
as those on liquor, tobacco and 
gasoline.” 

The Federation’s recommenda- 
tions for peacetime prosperity in- 
clude two main points—a balanced 
national budget and a long range 
tax program. 


Calls for Balanced Budget 


Pointing out that the extent to 
which taxes can be reduced de- 
pends upon a systematic reduction 
in the public debt, the Federation 
calls for a balanced budget. In 
effecting this, it demands a more 
careful scrutiny by Congress of 
requested appropriations and 
sharper trimming of non-essential 
projects. It is also suggested that 
there be brought about a closer 
co-operation between Congression- 
al tax and appropriations commit- 
tees, the Federal Reserve System. 
and the governmental agencies 








Selected Excise Taxes and Estimated Comparative Yield 








Item and Tax Rate 


Est. Yield Fiscal 
Year 1948 
(In million dollars) : 





Electric, gas, oil appliances, 10% of mfrs sales price 

Refrigeration equipment, 10% of mfrs sales price 
(Includes air conditioning units, refrigerators) 

Radios and accessories, 10% of mfrs sales price 

Sporting goods, 10% of mfrs sales price 

Firearms and ammunition, 11% of mfrs sales price 

Electric light bulbs, tubes, 20% of mfrs sales price 


Items affecting store operations: 


Business machines, 10% of mfrs sales price 
Electric consumption, 312% of bill 
Local telephone service, 15% of bill 


$ 79,000 


59,000 
66,100 
18,000 

8,200 
24,000 


33,000 
65,000 
200,000 





Retention of the wartime excises on the above and other merchandise 
and services is estimated to bring the total revenue from this source for the 
fiscal year ending June 30, 1948, to approximately $4,000,000,000. The loss in 
revenue, had the taxes been allowed to revert to prewar rates, is estimated 
at approximately $1,200,000,000. Above table compiled from data of the 
Treasury and Joint Committee on Internal Revenue Taxation. 
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NEW WAY 
with LOW SPRAY 


@ NEW LOW SPRAY pattern covers a large area and the 
spray never rises higher than 18” from the ground. This places 
the spray where you want it—under shrubbery and garden 
plants, below windows and porches, and enables control of 
the spray in the wind. 


@ CONTROLLED SPRINKLING—Settings on the adjustable 
~ 7 adjustments to sprinkle any size lawn from 5 ft 


MODEL 400 


2 HOSNAP—Only sprinkler on market equipped with HOS- 
NAP coupler. 


@ ADJUSTABLE HEAD provides a NEW LOW or HIGH 
SPRAY and each may be varied in quality. 


@ SLED TYPE BASE 
@ SOLID BRASS ASSEMBLY 
@ SPRINKLING NOZZLE—The adjustable head may be 


closed at either end so that the other head becomes a nozzle 
for stationary sprinkling. 


® aoe, SRAes CONSTRUCTION with UNBREAKABLE 
se. 


ee 
OCEAN BLUE—BAKED ENAMEL BASE 


OTHER SPRINKLER MODELS ARE AVAILABLE 


NEW 
HOSNAP 
EQUIPPED 
NOZZLE 


@ HOSNAP EQUIPPED NOZZLE—Is complete ready to 


connect to any standard garden hose. 


@ HOSNAP NOZZLE —ls interchangeable with any HOS- 
NAP equipped sprinkler such as our MODEL 400. 


@ HOSNAP COUPLING—Only NOZZLE on the market 
equipped with this quick action coupler. 


@ NOZZLE ADJUSTMENT — Will give any type spray 


lesired, 


@ HOSNAP'S SWIVEL ACTION—Eliminates twisting of hose. 


COPYRIGHT 1946, CRESCENT STEEL CO. PAT. PENDING ON ALL CRESCENT PRODUCTS 
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_ your P ROFITS grow 


Keep your eye on Dandy Boy farm and garden implements. 
Better still, put these garden implements where your cus- 
tomers can see them — and watch your profits grow. Show 
’em and’ sell °em! The garden fanciers among your cus- 
tomers will quickly recognize the advantages of gardening, 
the Dandy Boy way. That means easy sales — and profit- 
able ones — for Dandy Boy dealers," 

Dandy Boy farm and garden implements are nationally ad- 
vertised to bring more prospects to your store — people 
who like to work in the garden and who want the right 
tools for the job. Just show ’em and sell ’em, It’s as simple 
as that. All Dandy Boy dealers get additional 





merchandising helps without charge. If the 
Dandy Boy line has not been offered you by 
your regular jobber, write us for the name 

of the nearest Dandy Boy distributor. 


Send for 
DANDY BOY CATALOG 


If you haven’t written for your copy of 
the 1947 Dandy Boy catalog, don’t 
fail to do so today. There’s extra, 
easy profit in Dandy Boy farm and 
garden implements. 
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themselves which exhibit a ten- 
dency to expand rather than to 
limit their activities. 

As to a long range program, 
the ARF holds that an explicit tax 
policy permits the government to 
enter on a consistent program in 
which the main structure of the 
tax system would remain steady, 
so that revenue sources would not 
shift from one kind to another as 
in the past. “The pay-as-you-go 
and withholding systems permit 
the tax to be applied to practically 
all persons,” the ARF states in 
recommending that the individual 
income tax base should be as 
broad as possible. “Minimum rates 
should apply to those in the lower 
income groups and the higher rate 
to those in the higher income 
group. However, in order to pre- 
serve the stimuli for individual 
effort, the top rates should not be 


confiscatory but such that would 
permit any individual to retain a 
reasonable part of any new effort, 

“Taxes on the income of a busi- 
ness enterprise should be held to 
a minimum. The double taxation 
of corporate income should be 
avoided. Once the main structure 
of the tax system has been estab- 
lished by the Congress on the 
basis of such a logical and co. 
herent policy, the varying needs of 
the government can be met by 
varying the rates and exemptions 
of the individual income tax.” 

The Federation concludes its 
recommendations with the pro- 
posal that old age benefit taxes 
be kept apart from the ordinary 
tax structure since they are im- 
posed upon and used to benefit 
limited groups, thereby preventing 
any fiscal effect upon the economic 
system. 








Suppliers and Dealers Must Work 
As a Team to Promote Their Own 


And Consumers’ Interests 


By WILLIAM C. FOSTER* 





Under Secretary of Commerce 


Outlining some of the services to business, as provided 
by the Department of Commerce, Mr. Foster, stated that 
“When the customer has money in his pocket to buy the 
things he needs and is satisfied with the quality of what 
he gets and with the service provided by his retailer, 
the economy is functioning at its best. The customer is 


the retailer.” 


, 


N private life I am a manufacturer, 
and a supplier. From the retail 
standpoint, perhaps, I come from the 
opposite side of the fence. But it is 
certainly good economic philosophy 
to have co-operation between sup- 
pliers and retailers. They must work 
as a team to promote their mutual 
interests and the interests of the con- 
sumer. 

Retailing is the part of business 
with which the average citizen is 
most familiar. He judges the sound- 
ness of the economy by the things he 
can buy and pay for at his corner 
grocery, at his department store, and 
from his automobile dealer. When 
the customer has money in his pocket 
to buy the things he needs and is 





*From an address before the Ameri- 
can Retail Federation session, Feb. 24, 
1947, in Washington, D. C. 


right in judging the economy by this simple test, because 
most other business activities are geared to supplying 







satisfied with the quality of what he 
gets and with the service provided by 
his retailer, the economy is function- 
ing at its best. The customer is right 
in judging the economy by this sim- 
ple test, because most other business 
activities are geared to supplying the 
retailer. 

Many today believe that distribu- 
tion is becoming the most important 
factor in maintaining high and ex 
panding levels of employment and 4 
high standard of living. You would 
hardly expect a manufacturer 1 
agree entirely with that. However, 
retail selling is unquestionably criti- 
cal in maintaining steady movement 
of goods so that factories find de 
mand for their products maintained. 
But manufacturing, mining, agri 
ture, foreign trade, and new invest 
ment are also important. These 
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gtivities, however, seem at the mo- 
ment to be approaching a reasonable 
post-war balance. 

Qur economy is a chain of inter- 
related forces, When any link in 
the chain becomes weak, the result is 
flt throughout the system. If dis- 
tribution, of which retailing is an 
important part, is to remain strong 
wd contribute its full share toward 
gowth and prosperity, certain prob- 
lems will have to be faced and solved. 

So much has been said about our 
yartime miracle of production, that 
many have overlooked what happen- 
ed during the war to retail business. 
first there has been terrific turnover 
in ownership of retail outlets. Sec- 
md, due to the great excess of de- 
mand over supply, the necessity for 
ral selling virtually disappeared. 

A recent study by our economists 
shows that approximately 300,000 
retail businesses were discontinued 
inthe first two years of war. By the 
end of 1946 this wartime loss had 
ben more than made up. Many 
mall retailers who found it more 
profitable during the war to work in 
factories than to keep their own 
sores open for business have gone 
back to retailing. Many veterans 
have gone into busness. Others have 
opened new retail businesses to take 
advantage of the seller’s market. 


Greater Inexperience 


This extreme fluctuation in the 
wmber of retail businesses means 
nore inexperienced retailers in busi- 
tess today than ever before. They 
wed guidance of all kinds. They 
wed to know how to estimate mar- 
iets, how to develop these markets, 
how to apply the rudiments, at least, 
of accounting and finaacing. They 
‘ould know how to advertise ef- 
tetively and to know that in the 
months ahead they will have to sell 
heir wares—really sell. They must 
know expense ratios. These are only 
ifew of the problems with which all 
ifyou are thoroughly familiar, but 
hey are problems that will have to 
faced and solved by thousands of 
experienced retailers that have 
tne into business since the war. In 
der to keep this segment of the 
‘onomy useful and prosperous, as- 
‘stance should come from many 
wurces — from your Federation. 
banks, Chambers of Commerce. 
tholesalers and suppliers, schools of 
usiness, other associations, and from 
Mate Departments of Commerce, as 


rll as the Federal. 


Of all the kinds of information we 
and publish, of greatest inter- 
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TURN TO THE RIGHT 
BATTERY 


FOR MORE BUSINESS! 
IT’S 


BURGESS 





Geta bigger share of the profits 

in the portable radio market. 
Here’s Why Burgess Is THE 

Portable Battery Line. 


COMPLETE LINE 
. .. Burgess makes a battery 
for every portable radio, and 
provides free, a guide that 
quickly tells the correct re- 
placement. 


QUALITY 

. . . Burgess is 
recognized as 
2 \ the quality 
a | battery. Pre- 
ferred by 2 out 
of 3 electronic 
engineers. Your customers too 
know Burgess quality. 


ATTRACTIVELY PACKAGED 
... new Burgess labels on the 
portable battery line designed 
to catch eyes and make sales. 


WELL-KNOWN 
. » » national advertising in 
leading magazines reaches 
over 40 million battery buyers 
every month. 

Check on your portable bat- 
tery stock now! Be sure your 
Burgess stock is complete with 
all the popular numbers to 
start this big season. Order 
today from your distributor. 


FEATURE BURGESS THIS SPRING! 


BURGESS 


BATTERY COMPANY 


Freeport IMinois 
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est to retailers, perhaps, are reports 
on retail trade compiled by the Bu- 
reau of the Census.. During the war 
this service was drastically curtailed, 
but arrangements are nearly com- 
plete for an enlarged and improved 
retail reporting service. The report- 
ing panel that has been set up in- 
cludes about 175,000 firms in all 
important types of retail, service, and 
related businesses, including chain 
and independent establishments. The 
Monthly Trade Reports now being 
published show each month the per- 
centage of change in the volume of 
trade from the previous month and 
from the same month in the previous 
year. Within two or three months 
we shall be in a position to publish 
estimates of the total dollar volume 
of trade nationally for each kind of 


_retail trade and separate dollar-vol- 


ume estimates for each of the larger 
cities. Soon we expect to be able to 
publish dollar-volume estimates for 
70 cities with a population of 100,000 
or more, for more than 100 other 
cities, and for many counties and 
states. 


Statistics Useful 


Census statistics of this kind are 
of immediate usefulness to mediutn 
and large retail firms. For many 
small retailers, however, they may 
have to be further analyzed. The 
results of this analysis will be fur- 
nished to the business press or print- 
ed in our regular publications. 

We shall continue to produce spe- 
cial studies of retailing problems. 
such as Distribution Cost Analysis, 
and simplified introductions to the 
management problems encountered 
in various branches of retailing. One 
of our problems is finding ways to 
let businessmen know about our ser- 
vices. Another problem is finding 
out which services will be most use- 
ful. A long step forward was taken 
last fall with the formation of the 
Retail Advisory Committee. This 
committee was suggested by retail- 
ers. The Committee is composed of 
78 persons, and forty-three national 
retail trade associations are rep- 
resented. We have also set up the 
National Distribution Council, even 
broader in scope than the Retail Ad- 
visory Committee. The Council was 
organized late last summer. It rep- 
resents a “joint effort on the part of 
business and government to imple- 
ment the kind of sales, advertising 
and other programs that will help 
keep consumption in balance with 
our increased production.” 

I believe you will agree with me 
that the selling habits of retail sales 





through sinc 
people have changed during recem J wpplier and 


years, and not always for the better, ied such diff 
Soon retail selling will have to be Mi ijeve you cé 
come more effective in order to moye @ yithout the h 
the volume of goods necessary t) &§ ¢nment. For 
maintain high levels of production,  wggest that 
Already customers are becoming §§ ing promises 
more selective than a few months ago 
and retailers will have to revive older 
techniques of personalized selling to 
meet competition and encourage 4 
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high volume of consumer purchases, A Sale 
HE hard 
Aids to Small Business benefit as 
Our Office of Small Business has sap 
a special interest in retail businesses ‘sorte hee . 
inasmuch as retailing constitutes the ; 
. . . wedashery, or j 

great bulk of small business in this 
ae we hundreds 
country. The principal work of the Swhich w 


Office of Small Business from now 
on will be the production and dis- = agg a 
tribution of published aids to small . 


business and the study of and sug- The theme 
gested solutions for the needs of Day poster, 
small business in our competitive Vard, famou: 
economy. In addition to our recog Mou" has ast 
nition of the need for effective selling thildren s Fu 
—and this by the way includes dis This poster 
play and advertising techniques and §™ and shay 
sales promotion as well as personal jlay service f 
selling—we are keenly aware of the B™"0TS, tog 
problems of taxation, finance, and card toppers, 











the difficulties that confront the small BMP summ 

businessman in his relationship with nbbon badges 

big business. We hope to come up °Perative c 

with really sound recommendations § 7 _ r 
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for helping to solve these problems. Varick St. Ne 
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Retailers are now going throughs 
period of reconversion that demands 
basic decisions and basic adjust 
ments. Should retailers restore set 
vices that were discontinued during 
the war or keep operating costs to 
a minimum and rely on low prices 
and high volume to maintain a com 
petitive position? Should they now 
make the adjustment from inflated 
prices on consumer goods to a price 
level representing truer values in all 
lines? This adjustment can either 
be orderly, or it can be postponed 
until it becomes critical. Faced with 
prices that may be too high to move 
goods rapidly, an early adjustment 
to make prices fit the market seems 
sound. This will be a difficult prob 
lem. Perhaps I should say the mos 
difficult problem. You retailers, cio 
to the consuming public and know 
ing just what the customer will 
can help by encouraging prompt ad: 
justment. Best experience seems @ 
indicate that an early adjustment ” 
a sluggish market is better than ! 
late one. This is a problem 
many face, and it can be solved only 
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through sincere co-operation between 
spplier and dealer. You have set- 
led such differences in the past. I be- 
lieve you can settle them again— 
yithout the help or mediation of Gov- 
emment. For Government, I can only 
siggest that moderation now in pric- 
ing promises dividends later. 


Father’s Day, June 15, 
A Sales Opportunity 


HE hardware trade stands to 

benefit as greatly from the great 
pomotional effort which is being 
built up for Father’s Day, which will 
beobserved on June 15, as the haber- 
dashery, or jewelry trades, as there 
we hundreds of hardware store prod- 
uts which will please most dads as 
much as the customary tie, hat or cuff 


links gift. 
The theme of this year’s Father's 
Day poster, painted by Edward 


Ward, famous magazine and poster 
atist, has as its theme “Building Our 
Children’s Future.” ; 

This poster in four colors, in many 
ses and shapes for a complete dis- 
jlay service for store windows and 
interiors, together with streamers. 
cad toppers, pennants, wrapping 
paper, gummed stickers and blue 
tbbon badges are all available at a 
woperative cost price. This mate- 
tial can be obtained by writing to 


@the Father’s Day Service Dept., 175 


Varick St., New York 14, N. Y. 

The National Father’s Day Com- 
nittee is dedicating June 1 to 15 as 
ispecial period devoted to emphasiz- 
ing the ideals of building a strong 
America through wholesome child 
mbringing. It is urging the public 
) cooperate with the government's 
ad welfare agencies’ efforts in the 
juvenile field. 


> 
Zr % 


a ROAD - BUILDER OF OUR CHILDREN'S FUTURE 


- : DAY... une: 


The official Father's Day poster. 
































Your Assurance of All that is Best 
In Gasoline Engine Performance 


Through more than 27 years, Briggs & Stratton 
4-cycle air-cooled gasoline engines have dem- i piri 
onstrated they have the stamina to give maxi- s 
mum performance under severest conditions 
of long, hard use. By this record of dependable 
operation, they earned worldwide recognition 
as the “right power” for all types of appli- 
ances, farm machinery and industrial equip- 
ment. Only by specifying Briggs & Stratton 
engines can users, dealers and manufacturers 
benefit by the long experience, technical 
knowledge, and manufacturing facilities of 
an organization which has built over 2% 
million Single Cylinder air-cooled engines. 



































BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U. S. A. 




















FOR INDUSTRIAL, CONSTRUCTION 
RAILROAD AND FARM 
EQUIPMENT 






























Here is a part of the fishing tackle section with outboard motors at the left. 


This Sporting Goods Department Operates 
On 12 Cylinders—Each Cylinder a Month 


A YEAR ’round sports 


department is a feature of Jud- 
son's Hardware, Big Rapids, 
Mich., because its managers and 
salesmen are all sports enthu- 
siasts. Hunting and fishing goods 
are particularly active in this 
store. Frequent newspaper adver- 
tisements and window displays 
for such goods are other aids in 
their sale. Since the store offers 
information to sportsmen on 
game and fishing conditons and 
provides repair service for sports 
enthusiasts, the cycle of service is 
quite complete. Both E. F. Han- 
sen and S. D. Langcor, managers, 
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Sports business at Judson’s Hardware 
organized on a year ‘round basis with 
accents on fishing and hunting goods 


and their associates enjoy talking 
sports with customers, which is 
another important factor in build- 
ing volume. The sale of hunting 
and fishing licenses, by the store, 
is an added traffic builder. 


Outboard Motors Featured 


Outboard motors are displayed 
on a carpenter’s saw horse with 
the guiding handles toward the 
prospect. This brings the motors 
into a prominent position where 


they attract the attention of sports- 
men entering the store. 

Outdoor clothing, — especially 
shirts, socks, etc., are in consider- 
able demand and good stocks are 
carried of these items. Extensive 
displays of fishing equipment, 
especially bait, are featured dur- 
ing the season from early spring 
until late fall. Michigan has 4 
large annual tourist trade, and 
many of them like to fish. Thus, 
many tourists drop into Judson’s 

(Continued on page 247) 
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Treade-mark registered 


“THE CHORE GIRL” 


“POT CLEANER OF THE NATION” 
Safe for HANDS and PANS 


It's easy as A-B-C to persuade a woman that 
“The Chore Girl” makes cleaning pots and 
pans less work. “The Chore Girl” saves time— 
saves work—-saves soap. 

A housewife wants a pot cleaner that — 


does not rust 

does not shred 
does not splinter 
does not get soggy 


She appreciates the lock-stitch, knit-wire con- 
struction from a continuous ribbon of pure 
smooth copper—because it is safe and easy on 
her hands—in other words, the one and only 


“CHORE GIRL” 


The Chore Girl is sold only through the regular 
trade channels of jobber, wholesaler, retailer. Adver- 
tised the year ’round to 60,000,000 women. 

Eor continuous high profits, steady repeat sales, 

: and complete customer satis- 

faction, display and promote 


“THE CHORE GIRL” 





“METAL TEXTILE CORPORATION 


ORANGE, NEW JERSEY 
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COLORS of PLASTIC WOOD to 
match 8 beautiful natural woods. Here is 
the answer to the pent-up demand of car- 
penters, painters, decorators and home 
workshop hobbyists. Carry the complete 
line of tolors along with the NATURAL 
PLASTIC WOOD for fast stock turnover 
and larger profits. 


® OAK 

@®WALNUT 

@®DARK MAHOGANY 
®LIGHT MAHOGANY 
@WHITE 

@ CEDAR 

@ EBONY 
eGUMWOOD 


PLASTIC WOOD in the above colors is 
available for immediate shipment in 25¢ 
tubes, % and 1 Ib. cans. Order your supply 
now and complete your stock with the 


entire PLASTIC WOOD line. 


@ DON'T FORGET TO STOCK 
PLASTIC WOOD SOLVENT, TOO! 


Quarter-pound cans 
come in this special 
counter display carton. 


Stock the Entire Line! 


T.M. Reg. 
U.S. Pat. Off. 


BOYLE-MIDWAY INC. 
22 E. 40th St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, Ill. 
4820 E. 50th St., Los Angeles 11, Cal. 


PLASTIC WOOD 


CELLULOSE FIBRE FILLE 























Hall Hardware Co. Annual Meeting 
Established Many New Records 


SAM E. HUNT 


Chairman 


HE 34th annual stockholders’ 
meeting and spring conven- 
tion of the Hall Hardware 

Co., dealer-owned wholesale firm, 
618 Third St., N., Minneapolis, 
Minn., established many new rec- 
ords. The meeting was held at the 
company’s headquarters Feb. 17 
to 20 inclusive. 

Attendance reached a new high 
of more than 1500 persons, with 


444 of the firm’s nearly 500 mem- 
ber stores being represented. The 
merchandise show was larger than 
ever consisting of the exhibits of 
over 200 manufacturers, occupy- 
ing 29,000 sq. ft. of exhibit 
space. Reports delivered at the 
meeting revealed that the com- 
pany’s 1946 sales volume and net 
profits were the largest of record. 


The Merchandise Show 


No business sessions were held 
on the opening day of the meet- 
ing and the entire time was de- 
voted to the merchandise show 
which attracted much attention 
throughout the convention. Dur- 
ing the remaining three days of 
the meeting brief business ses- 
sions were held each morning and 
afternoon, with the merchandise 
show being the focal point of in- 
terest between the sessions. 
Luncheon was served to all each 
day in the company’s quarters. 


The First Session 


At the first business session 
Tuesday morning, Sam E. Hunt, 


S. P. DUFFY 
President 


Red Lake Falls, Minn., chairman 
of the board, welcomed dealer- 
members, and requested their 
continued co-operation. Mr. Hunt 
introduced S. P. Duffy, president 
and manager of the company, 
who pointed out that higher 
prices are a factor in currently 
higher sales volume and that some 
depreciation in values must be 
anticipated in the not too distant 


Business sessions were well attended as is shown by this audience at the Wednesday morning meeting. 
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BRING TRADE TO YOUR STORE 


by featuring this much needed item in your advertising 


very home needs SOME repairs 


it pays every dealer to advertise 


JURHAM'S ROCK-HARD WATER PUTTY 


big-selling, long-profit repair plastic 





( WERE'S WHAT ) 
FOLKS WEED 


to repair walls, 
floors, plaster, 
woodwork, fur- 
niture. Just mix 
with water and 
use. Absolutely 








fll cracks or 
holes in wood, tile, 
stone or plaster. Eco- 
nomical. Easy to use. 
You can mold, chisel, 
polish or. paint it. 


Ore Pound Con...00° 


will not shrink. 


The PLASTIC Repair Material 
in POWDER Form 


Ad No. 31 


WATER 
PUTTY 


L Nor SHRINK 


The Modern 
PLASTIC 
for lasting 
Home Repairs 


PERMANENTLY 
mends__ cracks 
holes in wood, tile, 
stone or plaster. 
Sticks and stays put 
—Does not chip, 
shrink or fall out. 
Eco- 


yt ical. i 
Re iis, Potin 


paint it. 


ONE POUND cAN.......---. QQS 
Ad No. 21 
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— modern repait-plastic 
gi: in powder-form 
e, permanently 
fills cracks or 
holes in wood, 

tile, plaster 





For sestlies repairs in walls, door 
or furniture, use Durham’s 
Rock-Hard Water Putty. Does 
not shrink, fall out or chip off. 
Economical, just mix with water. 
Easy to use. Hardens quickly. 
Sticks and stays put. 


ONE POUND CAN.. 00‘ 





Ad No. 41 


Durham’s ROCK-HARD 
WATER-PUTTY 


This modern plastic in powder 
form PERMANENTLY 
mends cracks or holes in 
wood, tile, stone or plaster. 
Does not chip, ot or fall 
out. Easy to u 


ONE POUND CAN. 


Ad No. 11 


—_ = " 


WATER 
PUTTY 


FREE 


Do you use newspaper aas or hand- 
bills to increase store-traffic and promote 
sales? 


Naturally! —so naturally you'll want 
mats of these ads on Durham’s Rock- 
Hard Water Putty. Through magazines 
like Popular Mechanics, Popular Science 
and the Home Craftsman, Durham’s 
Rock-Hard Water Putty is advertised to 
millions of men with home work-shops. 


Through magazines like Better Homes 
& Gardens, Durham’s Rock-Hard Water 
Putty is advertised to millions. of home- 
owners who are always interested in the 
best way to make jasting home repairs. 


LONG DEALER-PROFIT 


Durham’s Rock-Hard Water Putty 
leads in the field of modern home-repair 
plastics. It SELLS better, because it 
WORKS better—and it pays the dealer a 
long-profit. 


Tie in with Durham’s advertising to 
draw customers on this long-profit item. 
Send for these free ad-mats. Do it NOW 
—while it’s on your mind. 


P. S. In spite of increased costs, we're 
keeping prices on Durham’s Rock-Hard 
Water Putty right where they are—to 
give our friends in the trade a chance to 
do as good a sales job in 1947, as they 
did in 1946—102% increase! 


Donald Durham Co. 
Box 804-R, Des Moines, lowa 


Please send FREE ad-mats as 
checked below: 
OAd 11 [Ad21 [Ad 31 [Ad 41 


Store Name 
Address 
We buy Durham products from 


(wholesaler) 
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BETTER PIPE TOOLS 


RECEDING 
THREADERS 


and 
CHASERS 


"These improved 
threaders come in “Stand- 
ards,” “Ratchet,” and “Geared” types 
operating on the “receding die” prin- 
ciple. They will cut perfect threads in 
the following sizes: “Standard” and 
“Ratchet”—1”, 144”, 144” and 2” 
and “Geared”—24%4”, 3”, 3%” and 
4”. Chasers are made of special 
analysis tool steel, hardened, drawn, 
tempered, and tested. 


ADJUSTABLE STOCKS 
and DIES 


“ARMSTRONG Bros.” stocks are more 
compact, and are smoothly finished to 
fit comfortably in the hand. Each 
takes all standard make dies of its 
type. They are made in all sizes and 
are sold singly or with dies and 
guides in sets. 


“ARMSTRONG Bros.” Dies, both solid 
and adjustable, are machined from 
special tool steel, with “backed-off” 
ground teeth. They cut easily, cut 
smooth, close-fitting threads, and 
“spin” off pipe ends without jamming 
or sticking. They fit all standard 
make stocks. 


ARMSTRONG BROS. TOOL Co. 
314 N. Francisco Ave., Chicago 12, U.S.A. 


Eastern Whse. and Sales: 199 Lafayette St., 
N. Y. 12, N. Y. Pacific Whse. and 
Sales Office: 1275 Mission St, 

San Francisco 3, California 











The merchandise show attracted a great deal of attention. 


future. He advocated a closer 
watch to prevent inventories from 
becoming top-heavy, and empha- 
sized that keener competition may 
be expected in the buyer’s market 
which is now in the offing. 

Mr. Duffy then called on the 
buyers and heads of various de- 
partments to report on conditions 
relating to price trends, availabil- 
ity, future prospects and other 
matters of primary interest af- 
fecting their lines or depart- 
ments. Such reports were made 
by Messrs. T. M. Jacobson, C. C. 
Riley, F. A. Feyder, B. A. Buck- 
master, Edward Ralph, Carl G. 
Brandtner, E. M. Geiger, and F. 
T. Rockwell. In addition, a few 
remarks were made by execu- 
tives from tach of five manufac- 
turing plants which supply im- 
portant lines of merchandise to 
the company. 

The Tuesday afternoon meeting 
was conducted by O. L. Davis, 
manager of the Better Business 
Department, and covered presenta- 
tion of dealers’ advertising and 
consumer catalogs for 1947, as 
well as a discussion of the “Our 
Own” Acceptance Company, which 
was organized to take care of con- 
tract selling and discount paper. 

Wednesday afternoon’s meeting 
included an address and illustra- 
tive displays on equipment and 
store modernization, followed by 
a dramatized program by the 
paint department, at which time 
Bob DeHaven and the orchestra 


and entertainment of the “Our 
Own” radio program as_ heard 
over Station WCCO, Minneapolis, 
was presented. Several addresses 
were given by executives in the op- 
erating end of the business on 
service, inventories, and similar 
subjects, followed by a talk by 
R. O. Mithun, president, Camp- 
bell-Mithun, Inc., the advertising 
agency for the company. 

The stockholders’ meeting was 
held Thursday morning, at which 
Mr. Duffy gave a resume of the 
operations for the past year, re 
porting all-time record sales in 
the history of the company. At 
this meeting B. J. Mahowald, 
Mahowald’s, Watertown, S. D., 
was elected a director to fill a 
vacancy on the board caused by 
the resignation of H. J. Behnke, 
Canton, S. D., who has retired 
from the hardware business. All 
other directors were re-elected, 
and are: S. E. Hunt, chairman; 
E. P. Babcock, Geo. DeRuyter, S$. 
P. Duffy, O. V. Hanson, D. R. 
Jacobson, Amos Marckel, H. P. 
Nicklas, W. A. Retzlaff, and Wal- 
lace Ulmer. 

At the directors’ meeting held 
Thursday afternoon all of the pres 
ent officers were re-elected. They 
are: S. P. Duffy, president and 
manager; Amos Marckel, vice 
president; E. P. Babcock, vice- 
president; M. A. Casey, secre- 
tary; H. P. Sundeen, treasurer, 
and E. A. Nobbelin, <assistant 


treasurer. 
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AGyp Brought to Book 
» By ELTON J. BUCKLEY 


ost every reader hereof, I 
j guess, has been stuck in the 

way as was the writer of the 
gwing letter: 





ing I can do in the following 
» About three months ago a man 
aie to me and wanted to establish 
dit. He told me what his financial 
ition was and that he had a posi- 
in which paid him an income of su 
much. He could give no reference in 
thetown because he had just moved 





wa bill of over $300. He did not 
my and was evasive every time I ask- 
td him for money, and finally I put 
itin a lawyer's hands. He reported 
that the man was worth practically 
wthing. He did not have the job he 
aimed to have, but only did occa- 
ional work for the firm he said em- 
jloyed him. He was living in a fur- 
tished apartment, and apparently 
lad nothing that we could go after. 
He seems perfectly contented to do 
nothing. My lawyer says it would do 
»good to sue him, for a judgment 


wuld not be collected. I should like | 


do something about it, if possible. 
Please advise me.” 


Two Courses Open 


There is something that can be | 


done about it, in fact there are two 
wurses open. What your customer 
lid was to obtain something (credit. 
whatever he got from you) under 
aise pretenses. Therefore you can 
mest him for that. It would help 
i somebody other than yourself 
tard him make the statements to 
yu that led you to give him credit. 
lowever, this is not indispensable; 
julr own testimony is enough and I 
tall advise you that having some- 


bdy arrested is often a dangerous | 
lhing, for if by chance he is acquit- | 


ld, he can sue you for damages for 
tlicious prosecution. 


Can Bring Suit 


Second, you can bring suit against 
im for deceit, and if your testimony 
Bhelieved, you will get judgment. 
nee this would not be a suit for 
te, the Court might send him to 
Wil. In that way you might get your 


mey, because it is amazing how 


may gentleman of this class, claim- 
™ to be impecunious, can raise 


money to keep out of jail. 
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‘Please advise me whether there | 


in from a place in New York State. | 
[fell for this and he had soon run | 











CORBIN-PHILLIPS 
CENTERED 
SPEEDS 






Wops.e-Worrren ? No SiR / 
He’s using CORBIN-PHILLIPS Screws 


He’s driving a CORBIN-PHILLIPS 
Sheet Metal Screw into the mirror 
bracket — where a slipped driver 
would scratch the finish and rip the 
fabric... But he’s not “wobble- 
worried” because he knows the driver 
can’t slip. It’s centered in the 
CORBIN-PHILLIPS recess, held 
rigidly and securely in a steel grip 
that will set the screw up tight. He 
can work faster with less fatigue — 
and no work for the “fix-up man!” 

CORBIN-PHILLIPS Screws 
offer you another big advantage — 
uniformity/ 


CORBIN SCREW DIVISION 
The American Hardware Corporation 
NEW BRITAIN e CONNECTICUT 


ALLE PS 


DRIVING 
PRODUCTION! 
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Gift Volume Jumped 35 Per Cent fit. din 
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Following Store Modernization ieee Sad 





HEN the Waterloo Hard- One feature of the new setup are 
ware Co., Waterloo, Iowa, _two step-up display arrangements Ample I 
modernized and enlarged its gift at the front of two tables, both 

WATER JACKET TYPE department, less than a year ago, of which carry gifts, pottery, Lamps, figu 
Vistsatet santedl business on the various lines in- glassware and dinnerware. These gies, book ¢ 
110-120, 220-230 volts creased immediately. A 35 per begin about 4 in. above floor git among th 
Complete = 4 “3 <8 Under cent gain in trade was noticed the level and have three graduated Mere. None | 
writers listed cord. first six months, due to better levels. They make possible’ the nowded. and 
ONE PINT TO SIX QUARTS! presentation of merchandise. showing of merchandise at a Me space for 
This store, located in the down- area where space was formerly bout in. Tt is 
town section of Waterloo, a city wasted, and they also attract the? to 25 we 
with a population of 55,000, has _ eyes of incoming traffic to gift and howsing abot 
two front entrances, one of which allied items, according to C. U. @atment or I 
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View of the sidewall display in the gift department. Items are machine, dairy 
shown upon glass shelving which helps enhance their appearance. tems, 
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jtems is characterized by more 
shelving, indirect lighting, 
identification signs which can 
geen across the entire store. 
A wide variety of stock is car- 
in this department, where 
range in price from 25 
to $15 for individual gift 
Dinnerware sets up to $48 
ecarried in stock and the firm 
mioys an excellent volume of 
on them, as well as those at 
r x prices. Both town and farm 
fe are buying dishes of good 


entire department is so 
out to give extensive display 
much of the gift stock and to 
mourage browsing customers. 
Women like to come into this de- 
urtment and spend time just go- 
ig about looking over the vari- 
is items that can be bought for 
litthen, dining room, living 
wom and bedrooms. Most of the 
owsers find one or more items 
thich they buy. 


Ample Display Space 


Lamps, figurines, religious pic- 
wes, book ends and ovenware 
we among the articles obtainable 
here. None of the displays are 
owded, and there is plenty of 
isle space for shoppers to move 
yout in. It is not unusual to see 
» to 25 women at one time 
mowsing about through this de- 
urtment or being waited on by 
le three salesmen in charge of the 
ction. 
Naturally, with so much open 
isplay, the factor of cleanliness 
highly important. The sales- 
m spend considerable time in 
meping the stock clean, and this 
mys off in more sales. 
Aid in selecting the proper 
fits for individuals or for groups 
offered by the gift sales staff. 
ait wrapping is also done for 
who want such a service. 
Waterloo Hardware Co. 
an excellent farm trade. Its 
am department is equal to that 
ay store in the Middle West. 
Miurally this factor brings farm 
n as well as farmers to the 
The farm women often will 
mize the gift section while 
Mt, Husband is buying a milking 


“chine, dairy supplies or other 
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Yes sir, Mr. Bealer! Here’s the winning com- 
bination to sell more DOPLEX* and SUNFED* 
glass substitute! Advertising in Country Gentle- 
man, Poultry Tribune and Agricultural Leaders’ 
Digest tells why Dobeckmun Plastic Glazing is 
“tops” in durability and ultraviolet transmis- 
sion .. . how it has more than 48 uses for farm 
and home . . . why it increases poultry profits. 

And, to help you move DOPLEX quickly, 
we offer you, at low cost, self-selling, permanent 
display racks. Attractive and easy to install . . . 
occupy little space. Customers see DOPLEX 
and buy it! Don’t forget, too, the free four-color 
consumer booklet “Put the Sun to Work”. 

See your wholesaler or write us direct, today! 


THE DOBECKMUN CO., Cleveland 1, Ohio 


First and Largest Manuf er of Laminated Plastic Glazing 
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Sales record-breaking dealers of the Ace Stores enjoying a banquet at the close of their three-day annual 


convention in Chicago. 


Ace Store Sales Break Records; 
Expansion Under Consideration 


* 


T the recent annual convention 
and exhibit of Ace Stores 
held at the Hotel Sherman, 

Chicago, E. G. Lindquist, vice- 
president and secretary of the Ace 
Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, called attention 
to the unprecedented increase in 
sales volume during 1946. He 
specifically pointed to a graph 
illustrating sales by individual 
stores which doubled those of 1945 
and broke all records. Retail sales 
of individual stores, in some 
instances, were reported as 
phenomenal. 


Expansion Considered 


Mr. Lindquist also made known 
that there had been no increase 
in the number of stores in the 
organization, in spite of the fact 
that a large number of bona fide 
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applications are on file. This he 
said was due to a policy adopted 
shortly after the beginning of the 
war which halted affiliation of 
new stores in order to prevent 


RICHARD HESSE 
President 


diversion of merchandise needed 
by those already within the or 7 
ganization. However, he indicated © 
that expansion is being very 
seriously considered and negotia 
tions are under way for the 
acquisition of adequate facilities 5 


to permit affiliation of 150 to 2007 


additional stores. 


Activities Reviewed 


The convention opened formally 
at a dealers’ breakfast immediately 
following which Richard Hesse, 
president, called the convention 
meeting to order. He was follow- 
ed with a presentation by buyers 
in all departments who presented 
a resume of activities in 1946 and 
offered a prospectus on merchan- 
dise which will be obtainable in 
1947, 

Mr. Koller of the Ace Merchan- 
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As Easy to Sell as It Is to Use! 


BRIDGEPORT 


erasol 


IMSECTICIDE “<* 


’ 


ty annual 


KIUIS MORE INSECTS 
TWICE AS EASILY 


as old-fashioned spray methods / 
Reaches even hidden insects! 
OU ALWAYS do better with the leader...and 


Bridgeport Aer-a-sol Insecticide was the first DDT 
Aer-a-sol on the market, and leads today! Gives you all 


dise needed 

hin the or these “wanted qualities” to sell: More effective killing 
he indicated — ...ease of use...economy...safety when used accord- 
being very ing to directions ...a name that’s stood for quality for 
ind negotia- 80 years. 

ry for the Bridgeport Aer-a-sol is now in full production. It’s 


ite facilities 5 CONTAINS _ backed by the hardest-hitting advertising theme in the 
150 to 2005 DDT business. Advertised on your local radio station... in 
your local papers during the insect season. Ask your 


wholesaler for details. 


ewed 


We o 
od formal 3 Popular Sizes and Prices 
immediately 7; 
ard Hesse, \ Large, 16-o0z. 
convention ff raul, Prices listed refillable model, 4 x 3 
was follow- Tade where ap- \ retails at $3.95,* a dag , refillable model, “Junior Size,” 
by buyers Wicable. with refills at $2.* SO retails at $2.95.* oo retails at 95¢.* 
> presented 
n 1946 and 
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BRIDGEPORT BRASS COMPANY 


e Merchan- Bridgeport 2, Connecticut 
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dising Service reported on the 
conversion of stores to “Super 
Ace Stores” by the remodeling 
and installation of self-service 
fixtures, display tables, etc. He 
also discused future moderniza- 
tion plans when equipment would 
be more readily available. Delays 
due to shortages have been costly 
in time and money, he said, in 
spite of which a number of 
dealers who had remodeled their 
stores voiced the opinion that the 
cost was repaid in the stimulated 
sales resulting from being able 
to serve customers quickly and 
efficiently and the ability to put 
merchandise out where it can be 
seen. 


The Exhibits 


Following the meeting, the ex- 
hibits were opened, there being 
more than 200 exhibitors on 
hand. New from the point of 
view of the exhibit, was the first 
display of furniture and related 
lines in connection with the Ace 





E. G. LINDQUIST 
Vice President and 
Secretary 


Furniture Stores. Several large 
furniture stores became affiliated 
with Ace during the convention 
and there are now 30 in that 
classification. 

On the second day, the dealers 
again met for breakfast and were 
shown an interesting film, “Wired 
for Life,” through the courtesy of 
the Monowatt Electric Corp. This 
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BERKSHIRE 


READY MIXED 


| Ain Pat 


INTERIOR ane no EXTERIOR 
SURFACES 
ONE GALLON 


by ! 
TRRSHIRE PAINT come 


| | "allman quality product. } 
PRESERVES PROTECTS 


BERKSHIRE Aluminum Paint is ready-mixed and will never harden or 
discolor in the container. 


BERKSHIRE may be used on all types of surfaces — wood, metal, canvas, 
concrete, cement, etc. 


BERKSHIRE resists heat, cold, and sudden changes in the temperature. 


BERKSHIRE greatly improves the appearance of equipment and protects 
metal parts against rust and deterioration. 


BERKSHIRE may be applied on interior or exterior surfaces with brush 
or spray gun and dries with a hard, lasting, brilliant metallic lustre. 


Ask Your Distributor For Berkshire 
| BERKSHIRE PAINT COMPANY | 
Makers of Famous Dari-Glo 
Box 251, Highland Station 


PAINT ON WET 
DAMP SURFACES 


BERKSHIRE ALUMINUM PAINT 


may be painted directly over wet 
or damp surfaces, will not chip or 
peel, and will seal the surface 
painted. This is only one of the 
many outstanding features of this 










































Springfield, Mass. 
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film depicted the best types of 
farm wiring. 


Advertising Program 


Mr. Hesse also explained details 
of an extensive advertising pro- 
gram which was to be re-instated 
and announced that an advertis- 
ing manager had been engaged. 
In addition to the pre-war “Ace 
Bargain Book,” Mr. Hesse said 
that plans for spring, fall and 
monthly circulars are under way 
and that there would also be dis- 
play posters and a comprehen- 
sive mat service for newspaper 
advertising. 

The last day’s convention meet- 
ing, which was convened im- 
mediately after breakfast, was 
devoted to discussion of general 
subjects pertaining to retail op- 
eration and was participated in by 
a number of dealers. Following 
this meeting, as after all meetings, 
the audience proceeded to view the 
exhibits. 

The final convention function 
was cocktails and a banquet at 
the Hotel Sherman which was at- 
tended by dealers, their families, 
salesmen and friends as well .as 
Ace employees. Dancing and en- 
tertainment topped off an excellent 
dinner. 


Book on Gun Collecting 
Gives Values 


A new revised edition of the “Gun 
Collector’s Handbook of Values,” by 
Charles Edward Chapel, Ist Lt. 
U.S.M.C., retired, describes in detail 
and assigns values for good and fine 
condition to nearly 3,000 antique and 
semi-modern firearms. It has 48 full- 
page plates illustrating nearly 1,000 
arms from leading American collec 
tions. 

The weapons described and il- 
lustrated were selected for their 
popularity with collectors of average 
income. They include an overwhelm- 
ing majority of all makes, types and 
models of pistols and revolvers made 
in the United States. 

Lt. Chapel is the author of “Gun 
Collecting, Gun Care and Repair” 
and numerous other books. 

The 412-page book, published by 
Coward-McCann, Inc., 2 W. 45th St. 
New York City, lists for $6. The 
first edition was published in 1940. 
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The Retail Merchant As a Promoter 





Of Maximum Purchasing Power 
By DR. EDWIN G. NOURSE* 


Chairman, Council of Economic Advisers 


“If business and government do their parts of the job 
very conscientiously and intelligently, we may even 
escape altogether the extreme booms and severe depres- 
sions that we have known in the past,” says Dr. Nourse. 
Declares that distributors must be aggressive to stir 
producers to improvements in manufacturing methods 
or alterations in design which will make possible larger 
consumer satisfaction with less outlay. 


_— is the year in which the 

country passes definitely 
from a sellers’ market to a buy- 
ers’ market. If American busi- 
ness can make this transition with 
orderly and skillful price and 
cost adjustments, then we should 
have some years of well-sus- 
tained prosperity. If business and 
government do their parts of the 
job very conscientiously and in- 
telligently, we may even escape 
altogether the extreme booms 
and severe depressions that we 
have known in the past. We may 
actually demonstrate the power of 
private enterprise and demo- 
cratic government to produce the 
highest type of national well- 
being. 


An Important Position 


In the shift from a_ sellers’ 
market and wartime spending by 
government to a buyers’ marke: 
and the operation of normal sup- 
ply and demand forces, the mer- 
chant returns to a position of 
prime importance. If the objec- 
tives of the Employment Act of 
1946 are to be realized, maxi- 
mum employment at high effi- 
ciency to produce maximum pro- 
duction will give us an unprece- 
dented volume of goods and ser- 
vices to pass through the hands 
of merchants—and ultimately re- 
tail merchants—into the hands of 
the final consumer. Only when 
this is done fully and steadily 
will we attain the third objective 
of the Act, namely maximum pur- 

*From an address before the Ameri- 
can Retail Federation, Feb. 25, 1947, 
in Washington, D. C. 
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chasing power. The Council 
therefore, and the country, are 
deeply concerned in the success 
with which your efforts are 
crowned in the next few years. . 
You have heard, as I have, a 
great many people saying that in 
the years just ahead you have the 
greatest selling job which has 
ever been laid upon you. You can 
see that I believe this to be abso- 
lutely true. But I venture to 





caution you as to the way in 
which the statement is to be in- 
terpreted. Some people seem to 
imply that the way to meet this 
task is to redouble or perhaps 
triple, even quadruple, sales effort 
and expense. This seems to me a 
sort of “ignorance-and-brute- 
strength” attack on the problem. 











Emphasis on Efficiency 






What seems to me to be needed 
is a greater refinement of sales 
effort and emphasis on efficienc: 

-which means economy—in the 
distributive effort. The problem 
of finding or preparing enough 
purchasing power in the marke 
to take off the large flow of goods 
and services that we are capable 
of producing under conditions of 
full utilization of our productive 
resources means that you must 
keep efficiency up and costs down 
so that maximum volume may be 
taken within the limits of income 
that producers bring to the 
market. 

If distributors of finished goods 














































SMART FISHERMEN 











CHOOSE 














SUNSET LINES 





Precision Buil 


t for Perfect Casting in 
Salt Water, Lake or Stream 















PRIMO & MARINA — Cuttyhunk Lines for Salt Water Fishing 
ARROWHEAD—Tapered and Level Fly Lines in Nylon 

The CASTMASTER — Waterproof Nylon Bait Casting Line 
for Fresh or Salt Water Fishing 


‘““EVERY INCH DEPENDABLE ’’ 


Ie took C. O. Morrell an hour and 45 minutes 
to land this Giant Black Sea Bass. It weighed 
500 Ibs. and was 7 feet long. Mr. Morrell caught 
this big one off San Clemente, California on 2 
24-thread SUNSET MarINA Cuttyhunk Line. 
Yes, SUNSET LANDS THE BiG ONES...They're 
buile to “take it’ under the most adverse con- 
ditions... Each line has that “broke-in" feel right 
from the start... They're strong and flexible...no 
splices,no lumps or bumps, madeof only the finest 
materialsby master craftsmen to meet the demands 
of the most exacting fishermen everywhere. 
More of these fine lines are becoming available every day. 
REPRESENTATIVES 
ED. W. SIMON CO., JOHN W. BENTLEY M. D. CHALKLEY 
320 Broadway, 7358 N. Damen Ave. 706 Gettings St. 
New York 7 Chicago 45 Suffolk, Virginia 


SUNSET LINE & TWINE CO. + 564 Sixth St., San Francisco 3 













































































































Look at the 
PLUS VALUE 





BRUSH-TOP 


SPOT REMOVER 


Here's an item that's easy to sell be- 
cause you give plus value. High qual- 
ity SAFEWAY cleaning fluid com- 
bined with the convenient, economi- 
cal Vacu-Top applicator. A com- 
bination that can't be beat. Backed 
with over 173 million consumer ads 
in six national magazines. 25c retail. 
Liberal jobber and dealer discounts. 
Write for sample and 

details. 


SAFEWAY CHEMICAL COMPANY 


5709 WALWORTH AVENUE - CLEVELAND 2, OHIO 








accept the view of themselves as 
purchasing agents for the great 
body of consumers which I sug- 
gested previously, they will under- 
take to exert influence in the di- 
rection of lower prices and 
greater volume. They will seek to 
eliminate or reduce wastes and in- 
efficiencies (either physical or 
commercial) in the process of as- 
sembling, handling, and passing 
on goods to the consumer. Pro- 
fessional representatives of the 
consumer range farther than he 
possibly could in search of the 
most economical sources of sup- 
ply, and they are better equipped 
than he to discriminate differences 
in quality in relation to price and 
the uses to which an article is to 
be put. Distributors must be ag- 
gressive to stir the producer to 
improvements in manufacturing 
methods or alterations in design 
which will make possible larger 
consumer satisfaction with less 
outlay. 


Devotion to Principle 


Now the Employment Act of 
1946 is dedicated to high produc- 
tion and consumption under a 
system of “free competitive enter- 
prise.” Business organizations, 
notably the Chamber of Com- 
merce and the National Associa 
tion of Manufacturers, likewise 
express their devotion to this 
principle of competitive private 
enterprise. It is up to all branches 
of business to put the principle 
fully into practice in 1947 and the 
years that follow. No one knows 
precisely where prices, and costs, 
and volume are going to find 
their equilibrium in the years 
ahead. But we do know that if 
we are to have sustained prosper- 
ity we must keep the throttle open 
for volume production and sales. 


Retailers are often referred tp 
as “middlemen,” and I suspeq 
that you often feel that the ma 
in the middle is not in a vey 
comfortable position. He is be 
tween the consumer, who is cop. 
stantly saying that prices are too 
high or goods are not precisely 
what he wants, and producers 
who crave higher prices. Pro. 
ducers generally like to sell th 
kind of goods that it is convenient 
for them to turn out. 


Position Difficult 


This uncomfortable position of 
the middleman is peculiarly diff. 
cult for you just now when pro. 
ducers have been living for some 
years in a sellers’ market and like- 
wise have been vexed with difh- 
culties of recoversion and when, 
on the other side, consumers are 
finding themselves confronted 
with the situation of smaller net 
incomes at a time when they art 
anxious to replenish war-depleted 
wardrobes, furnish a rapidly ex- 
panding number of housing units, 
and catch up on their stock of 
postponed durables. At the same 
time they are trying to keep up 
the higher levels of food, drink, 
and amusement expenditures e 
tablished during the war. 


Free Competitive Markets 


If you are to do your part in 
coming as close as possible to 
satisfying these wants, you must 
be left free to get goods wherever 
you can get them most advantage 
ously. It is a slogan of Americah 
business spokesmen today that 
we want to get back from all sort 
of government controls and lim 
tations to the wholesome price 
system of a free competitive mar 
ket. This is a perfectly sound 


The hardware store is a magnet which 
will attract an ever-increasing traffic. 
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gmomic position and the only 
me on which we can hope to 
gaintain peacetime prosperity at 
shigh level and avoid government 
control. 


Is the Normal Market 


After all is said and done, the 
jyers’ market is the normal 
market, and unless free enterprise 
dows that it can go on operating 
na buyers’ market, it cannot be 
uid to have demonstrated its abil- 
iy to deliver the prosperity that 
wr productive resources make 
possible. 

You have a great responsibility 
educate producers as to the 
ength and direction of con- 
mer demand and to warn them 
a its limitations. But you have 
no less responsibility to educate 

buying public so that they 
my not expect prices which are 
roomically impossible of being 


continued or to use the weapon of 
the buyers’ strike to disorganize 
markets and impede the smooth 
completion of our reconversion 
effort. 

We are not going to move from 
the artificial prosperity of mass 
buying on the basis of a national 
debt of staggering size to the 
sound prosperity of a peacetime 
private market without making an 
infinite number of small local de- 
cisions and adjustments. Those 
decisions mean taking your losses 
when you have to, but not letting 
it get you down. It is how the 
individual soldiers in the front 
line perform that determines how 
the battle goes. The thousands of 
retailers over the country are in 
the front line of the reconversion 
battle. On their good sense and 
resourcefulness and indomitable 
enterprise will depend much of our 
ability to avoid depression and to 
outride minor fluctuations of busi- 
ness. 





This Sporting Goods Department 
Operates on 12 Cylinders 


(Continued from page 234) 


add to their supply of fishing 
qipment. The store also carries 
h items as wading boots of 
tious sizes which trout fisher- 
m like. 

Many high schools in the area 
their sports equipment from 
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Taken in the autumn, this illustration shows the department with 
cool weather clothing and various types of fall sporting goods. 


Judson’s where they get excellent 
treatment and a variety of avail- 
able stock from which to choose. 
This high school trade also re- 
sults in many student purchases 
on hunting, fishing, tennis and 
golf supplies. 
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The Flexi-Cap Applicator makes SAFE- 
WAY 10% D.D.T. an outstanding value 
at 25c retail. This economical, self- 








applying SAFEWAY package produces 






steady repeat sales because of its 






unusual convenience. Simply press rub- 
ber-domed Flexi-Cap and out puffs 






D.D.T. powder where it's most effective. 
Nationally advertised to 24 million 







readers in six leading magazines. 






25c retail. Liberal jobber and dealer 






discounts. Write for sample and details. 








SAFEWAY CHEMICAL COMPANY 


5709 WALWORTH AVENUE + CLEVELAND 2, OHIO 

























The 


ies is a true story 


of a veteran who wanted to study 
law—and a “pressure cooker.” 
The veteran had a financial 
problem. How could he earn his 
board and lodging and take the 
law course at the same time? He 
planned to attend the law school 
of a famous eastern college. They 
| had a bureau whose function was 
to help students get out-of-hours 
jobs. Through this bureau he met 
| a gentleman of 35 who lived on 
| an estate of 50 acres near town. 
He had a house of six rooms. He 
was a man of pleasant and culti- 
vated manners and he lived alone. 
He said he wanted a student to 
cook, make beds, and clean house 
for just two persons—himself and 
‘ the student. He said he never had 
any company. Here was the pro- 
gram: 











An Easy Job 


As he ate very little breakfast, 
and that at daylight, he would get 
his own breakfast and the student 
could get his at any time he 
pleased. Neither would be home 
for lunch so there would be none. 
Dinner must be at seven sharp. 
They would dine together. The 
host would work out menus several 
days in advance. The student was 
to order whatever food and sup- 
plies were needed and have them 
charged to his employer at the 
village stores. 

On Saturdays after breakfast 
there would be no meals and the 
student could have the entire day ' 
and evening free. He could use a 
small sedan to go and return from 
the law school and on Saturdays 
but must supply his own gas. 

The “host” agreed to do all the 
| outside work but the student must 
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Dean’s Page 


By SAUNDERS NORVELL 


SAUNDERS NORVELL 


run everything inside. Each had 
his own bath. 

Our student took the job but 
there was one final condition— 
Could he use a pressure cooker? 
It happened that while he had been 
in the army he had at times served 
on kitchen duty, had used a pres- 
sure cooker and liked it. For 
these services he had his room, 
board and the use of an automo- 
bile free. His “host” had the 
curious habit of writing him notes 
of instruction. He had been there 
a year and had seen very little of 
his employer. In the evenings he 
studied his law books and his em- 
ployer read or listened to the 
radio. There were no parties and 
no visitors. It was an ideal ar- 
rangement for a law student. He 
had plenty of time in which to 
read and study. By cleaning one 
room every day that part of the 
work took little time or effort. 


He Told the Story 


But, I said, tell me about the 
pressure cooker—I have heard of 
them, seen the ads, but they have 





appeared on the scene since my 
hardware days. 

He was astonished at my ignor- 
ance and expressed his surprise 
that I had never seen a cooker at 
work. He did not see how a 
housekeeper could manage a kit- 
chen without one. The main thing, 
he said, was that food prepared 
in a cooker tasted better, its prep- 
aration saved much time and there 
was also a saving in light and fuel. 
Incidentally, the work was done 
with fewer pots and pans. 

He told me his employer had 
one of the most modern kitchens 
he had ever seen. There was the 
last word in a gas range and all 
kinds of labor-saving gadgets 
run by electricity. Refrigerator, 
vacuum cleaner and _ washing 
machine were all there. He re- 
marked that a modern hardware 
store carrying all the up-to-date 
contrivances for convenience and 
labor saving must be a most in- 
teresting place in which to work. 
He thought that any hardware 
salesman, in order to be efficient 
in selling all these new things, 
should take a course in cooking! 
In progress, the modern kitchen 
has outdistanced the drawing 
room. Only a fisherman can sell 
tackle. Only a shooter can sell 
guns. No doubt, he said, many 
a hardware store was missing 
profitable sales because retail 
hardware salesmen had not caught 
up with the modern kitchen. 


Getting Information 


So after my young veteran 
friend had gone back to his law 
books, his pressure cooker and 
his unusual but kindly employer, 
I went down to post up on pres 


{ sure cookers with my hardware 


retailer on Broadway. 
Sure he had cookers—three 
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inds—here they were. Each kind 
{ some special and individual 
vantage. 

There was one four-quart size 
$12. The other two were 
ced at $13.95. They make fine 
dding presents. They sold main- 
on or before holidays. They 
wre seasonable items but should 
jl all the time. 

In these days of high priced 
wd the pressure cooker saves in 
wd, light, time, and fuel. Here 
demonstrated to me how they 
wked—the whistle, the safety 
ulve, etc. 

This dealer told me had studied 
wokers and made it a point to 
monally serve any customer 
ho was interested in one. 






Many women, he said, are 
afraid of them. He had never 
heard of an accident. The main 
thing was timing. You had to use 
a clock with a cooker. All food 
taking the same time to cook 
could be cooked at the sasne time. 

Sometimes, he said, a woman 
would go to answer the telephone 
and forget her cooker. Then the 
safety valve would blow out— 
call attention—but there would be 
no harm done. 

This New York dealer’s business 
is 90 per cent with women. He 
states they are all interested in 
any labor-saving new kitchen 
gadgets. But, he adds, the items 
must be shown and demonstrated. 





Seek to Unify Federal Specifications 
0 Be Applicable Throughout Government 


Bureau of Federal Supply official emphasizes aim for “elimination of 

the unnecessary variations in the composition of physical qualities of 

hardware, tools and other commodities” used by various government 

agencies. Board would unify 5000 to 6000 of the 10,000 existing govern- 

ment purchase specifications, within next five years. Revisions already 

nade permit use of commercial products instead of special grades for 
government use in some instances. 


By EUGENE J. HARDY 


Associate Washington Representative 
of Hardware Age 











ee HAULING of the existing 
10,000 government purchase 
tifications is well underway. The 
set by the Federal Specifica- 
Board is unification of about 
) to 6000 of these specifications 
» Federal Specifications within 
years. The writing of these 
tifications, binding on all federal 
iments, will eliminate many of 
duplicating and overlapping 
tifications now used by various 
The mandatory character of Fed- 
l Specifications makes them 
ly important to industry. Manu- 
turers and jobbers must be in- 
sted if they intend to supply 
ir product to the government. In 
tition, these specifications are 
ily adopted by state and local 
tmments and certain non-gov- 
tnt bodies. While less than 
) Federal Specifications were in 
wt last year, more than 650,000 
its of these were distributed to 
‘rious governmental units and 
t 250,000 were sold to non- 
‘mmental activities. For example 
tent survey showed that in the 
! of Milwaukee, 38 per cent of 
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the specifications used by purchasing 
officials were Federal specs. 

The Federal Specifications Board 
was created on Aug. 9, 1945, to 
unify specifications ap plicable 
throughout the government. This 
work was accelerated last year 
largely because of the revisions 
necessary due to wartime changes 
and the large number of non-uni- 
form specifications that were in use 
throughout the government. In ad- 
dition to the 1811 Federal Speci- 
fications on the books at the end 
of 1946, the following specifications 
were being used by individual de- 
partments: 5693 Army, 1603 Navy, 
376 joint Army-Navy, and 410 Bur- 
eau of Federal Supply. 

The promulgation of Federal 
Specifications is aimed at “elimina- 
tion of the unnecessary variations in 
the composition or physical qualities 
of hardware, tools and other com- 
modities which are used by the 
various agencies of the government,” 
according to Willis S. MacLeod, 
Deputy Director, Bureau of Federal 
Supply, in charge of standards. Mr. 
MacLeod also serves as executive 
vice-chairman of the board. This 





























F} «.. Stainless Steel Kitchen Knife’ 
| Sets. Genuine Rosewood Han- 
dies in Serviceable Wood Rack. 
Available in 5 & 7 Piece Sets. 
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E .. . Stainless Steel Knife and 
Fork Sets. Heavy Gauge Color- 


ful Plastic Handles in Red or 
Ivory. (6 Knives—6 Forks) 


aut 


lel Ni 






















= 
Wi 
=. 

























































.. « Stainless Steel Steak Knives }™ 
in colorful Plastic Handles in| © 
Red or Ivory. (6 to the set) 
* 
Holiow Ground Blades will cut with | 
the ease of a razor and because of | | 
this modern Grinding Design will re- 
main sharp indefinitely. 
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board, headed by Dr. Edward j, 
Condon, director, National Burey 
of Standards, is composed of rep. 
resentatives of 10 government agen. 
cies, and was established by Clifto 
E. Mack, director of the Bureay 
Federal Supply, formerly the Tre 
ury Procurement Division. 
Board works with the Standar 
Branch of the Bureau of Feder 
Supply in a procedural and poligp 
making capacity. The actual drafp 
ing of Federal specs is perform 
by 77 specialized technical commp 
tees with a combined membershj 
of approximately 1300 technical ¢ 
perts drawn from the governme 
Assisting each committee is a teg 
nologist from the Standards Bra 
of the Bureau of Federal Supply, 
Serviceable but light in weight, the all-aluminum Old MAC Rafter engineer whose specialty lies wit 
Square is complete with scales and tables. the scope of the committee, 
For sales appeal, performance and value, you'll want to stock the Board is also aided by an Industy 
Old MAC Rafter Square. This fast-mover shows you a good Advisory Council, headed by How 
profit at only Coonley of the American Stand 
Association. Its 12 members 
Made by the manufacturers of Mitre resent such industries as steel, eleg 

5 bo hs} Matic, you can order Old MAC Rafter trical products, automotive 

RETAIL Squares from your jobber. If he does chemicals. 

PRICE not carry, write: wn 
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Square corners and flush angles are made 

AD easier with an Old MAC ALUMINUM SQUARE. 

7 Designed to meet the most accurate require- 

ments for work on wood, metal or fabricated 

board, the Old MAC Rafter Square is machine tooled to the finest 
tolerances. 
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Slightly Higher West 
Progress Made 


( oo y 
McGrath St. Paul Co. \ ; j The program got up full ste 


St. Paul 1, Minnesota | in mid-1946 when the Board a 
nounced that the writing of 718 
specifications; the revision of 
specifications; and the amendmes 


j —— of 52 specifications had been 
é &. signed to the various technical com 
« leet ‘ a mittees. By the end of January « 


this year, these totals had increase 


‘ > te ( Sa; e to about 900 new, 450 revisions, an 
4 ty Din. ae 100 amendments. Of this total wo 


had been completed on 42 new speci 


. mm » fications, 38 revisions, and 30 amend 
DUSTRY 4 &@ tr a) Oy ments, as of Jan 28. 
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Are YOU prepared to meet 


the demand for AQ U ELLA in YOUR town? 


ty month THOUSANDS and THOUSANDS of in- 
ities from AQUELLA advertising in these great na- 
mal magazines pour in. They’re from folks who want 
QUELLA, and want it quick! 


jella retails for $3.95 per bag (higher West of the 
ckies and in Canada). Your average sale therefore, 
wld be very substantial and profitable. 


qella, the mineral surface coating used to control 
let seepage in the famous Maginot Line, is a product 
can recommend with absolute confidence. Today it 
bing specified by leading architects, engineers, build- 


Sand waterproofing contractors throughout the Na- 


i, for the control of water seepage in all porous ma- 
try. Jt will not blister, powder, flake or peel. 
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Let us send you complete information so that you can 
stock Aquella and service your customers with what 
they want—when they want it. 


PRIMA PRODUCTS, INC. 
Dept. G, 10 East 40th Street, New York 16, New York 
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Prima Products, Inc. 
Dept. G, 10 East 40th St., New York 16, N. Y. 


Gentlemen: Please send me complete information on 
Aquella and the name of the nearest distributor. 
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by the Board it is turned over to the 
proper technical committee. This 
committee then goes over the exist- 
ing information and makes tests, 
assisted by the Bureau of Standards. 
A draft is prepared and circulated 
through the government depart- 
ments, producers of the commodity, 
technical societies and trade as- 
sociations, and the Industry Advisory 
Council. 

“The most important comment,” 
says Mr. Mack, “is that of the pro- 
ducers. Industry can tell whether 
it can produce an article to meet 
the specification and if not, what 
can be furnished. We have received 
many valuable suggestions calling 
for minor changes which do not 
interfere with the use of the product 
yet permit commercial products to 
be furnished instead of special 
grades. Wherever that is done, the 
cost per unit is reduced materially.” 


After revisions are made on the 
basis of comments received, the 
specification is sent to Mr. Mack, 
who has the final authority for ap- 
proval. Once approved, the speci- 
fication becomes applicable to all 
government purchases. 

The specifications are written so 
that they will be convenient for use 





Specifications Work in Progress by a Selected Group 
of Technical Committees (Jan. 28, 1947) 


Abrasives and polishing materials ....... 


Appliances 


Builders and misc. hardware ...........+. 
Electrical Supplies ...........cccesccceses 
Foundry apparatus and supplies .......... 
Lubricants, liquid fuels ..........-s-00% 
Machine screws, bolts and nuts .......... 
Materials handling squipment ...........- 
EE © eaidaldadee ban os'eesG-000e0tese sees 





Motor vehicles ....cccccccccccccsccees 
Pipe and pipe-fittings ........... 
Plastics, organic .........-. 
Plumbing fixtures .....ccccecee. 
Safes, burglar resisting 


Safes, fire and petty larceny ........-++++ 
Storage batteries and dry cells ...........- 
Tableware and kitchen utensils ........... 
TEE: © Sbedsdodsaceeredecsoseccoccccesnee 
Weighing and measuring devices ......... 
PE SieOmagaas wimese so escdss ees eoEs 
Wire screen and wire cloth ...........+++.- 





New Revisions Amendments 
veeeses 6 (1) 1 2 
Sea F 6 13 6 (1) 
dbesiein 4 7 1 
ecceces 124 5 15 (2) 
seeue ae 0 0 
scubeee 13 (1) 13 1 (1) 
oeleo ums 2 0 
Pererere. 1 0 
ere 14 (2) 7 (5) 
2 0 
7 2 (1) 
2 0 
3 1 (1) 
0 0 
oeeesste 1 0 0 
bawens 0 2 1 
ee 13 (1) 2 2 (1) 
Seeman 25 17 13 (2) 
es ee 3 1 1 (1) 
ery 1 1 ~ 
1 2 0 


NOTE: Figures in parentheses indicate the number of specifications completed 
in the various categories since July $1, 1946. 








by purchasing and requisitioning 
officers, receiving personnel, in- 
spectors in the field or laboratory, 
manufacturers and jobbers, and di- 
rect users of merchandise. Each 
specification follows the same gen- 
eral form and is divided into nine 
sections. Section A contains informa- 
tion about other Federal Specifica- 
tions to which references are made. 
Section B shows the types, classes, 
grades, sizes, and colors of the com- 
modity covered. Sections C, D, and 
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Sturdy... oll steel dependable clothes line poles...with 
either 3 or 4 patented ROP-LOC hooks attached. Durable 
2 inch steel tubing, with an overall length of approx. 7 ft. 
9 in. and extends 6-1/2 feet above the ground when installed 
properly. Shipped in bundles of six poles, knocked down with 
parts and assembly instructions in bag mounted inside tubing. 


Me: camera pants 


Write TODAY, for further particulars on this and other 
patented ROP-LOC products to... 


ROP-LOC PRODUCTS COMPANY 


THOT VEST GDth SIREET ¢ #22 CtEVECae.. ..3,: 010 








E outline the requirements for the 
commodity; Section F deals with 
the methods of sampling, inspection 
and tests;Section G is devoted to 
packaging, packing and marking for 
shipment; Section H gives require- 
ments applicable to individual gov- 
ernment departments, and Section [ 
contains special notes. 

Federal Specifications are not 
static, but are subject to change, 
from time to time, so they are co- 
ordinated with the changes both in 
the requirements of the user and 
producer. 

Copies of the specifications are 
available at the Government Print- 
ing Office most of them costing only 
five cents. A Federal Specifications 
Index, listing all approved specifica- 
tions may also be had. 

Government officials say that 
Federal Specifications benefit the 
federal agencies by reducing cost 
through more competition, better 
deliveries, elimination of sales pres- 
sure on buyers, and a minimum of 
confusion over interpretation of re- 
quirements. 

They claim that the use of these 
specifications also benefits indus- 
try by reducing the cost of pro- 
duction; reducing the types pro- 
duced, eliminating nonstandard 
items, establishing well defined pur- 
chase standards, and simplifying 
problems of supply. 


Work in Progress by Technical 
Committee on Tools 
(Jan. 28, 1947) 


New Specifications 


Brush, wheel, wire; Chisels, cold, 
hand; Cleaners, flexible, with auger 
heads: Corkscrews; Drills, drill- 
bits and bit holders; Drills, twist; 
Files and Rasps, American pattern; 
Files, Swiss pattern-hand; Gages, 
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deals with Rules; Screw Drivers; Shovels, 
inspection (scoops, spades and _ spoons); 
devoted to Shears; Squares, carpenters’, die- 
narking for makers’, and machinists’; Wheel- 
es require- barrows; Wrenches, bolt and non- 
vidual gov- adjustable. 
d Section [ Amendments to Specifications 
*Awls; Braces, ratchet; Calipers, ‘ 
are not jointed (lock, spring and firm) and e 
to change, slide; *Frames, hacksaw; Grinders, $ 
ey are co valve-seat, engine; Hammers, mauls ° 
es both in and sledges; Hoes, garden; Jacks; - 
user and Knives, linoleum, plumbers-chip- y A th R lt 4 
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nent Print- bag, centers, coopers, etc.; H . @ Story! 758% stronger than ordinary 
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1 specifica- KORDITE Cotton $ of all weather service. What's more 
J ee ee Regular Clothesline = § KORDITE shows from 700% to 
t ov. \e 
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ucing cost : ee ee FINAL STRENGTH : clothesline in tests which we will 
on, better (After tests simulating TWO _ . 
sales pres- Builders’ and Miscellaneous wnat a6 eubiner andl : publish next month. No wonder 
inimum of Hardware KORDITE Cotton ° housewives all over America are 
tn of 9 (Jan. 28, 1947) Regular Clothesline $ asking for Steel Core KORDITE, the 
re of these New Specifications 219 Ibs. 29 Ibs. $  easy-to-clean plastic wonder that 
fits indus Peneraters, acetylene, portables Steel Core KORDITE © is far and away the world’s finest 
st of pro- Hardware for Hospital Buildings; Clothesline is actually +4 . 
types pro- Lamps, acetylene, portable; Lant- 758% St e clothesline. 
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carpenters ‘and machinists; Guns, 
lubricating and fittings; Holders, 
tol; Knives, etching; Needles, 
sailmakers’; Plates, surface; Prick- 
ers, sailmakers’; Pullers; gear and 
bearing; Razors; safety; Reamers, 
carbon steel, & H-S steel; Saws; 
portable, electric; Scrapers, ship; 
Shaft, flexible, 30-in.; Taps, dies, 
top wrenches, and die _ stocks; 
Valve-refacers, electric, portable; 
Wedges, steel; Wrenches, for hol- 
low-head screws. 


Revisions of Specifications 


Bars, chisel, crow, pinch and 
wrecking; Cutters, pipe; Drills, 
breast; Drills, electric, portable; 
Drills, hand; Forks, hay, manure, 
mill and spading; Grinders, bench, 
electric; Oilers and Fillers, hand; 
Pliers and Nippers; Plumb-bobs; 
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Builders’ Hardware Quiz 


e Only Complete ia you want to refresh your memory on the subject of builders’ hardware, 

just try to answer the following questions without referring to the answers. 

Text Book on Builders’ hardware is something that will become increasingly important as 

time goes on and the more you know about it the more profitable it will be for 

you. These questions and answers were taken from Adon H. Brownell’s book, 
“Taking the Mystery Out of Builders’ Hardware.” 
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This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
@ new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 
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MAIL THIS yy TODAY 
We Bont Age, 100 E. 42nd St., N. Y. 17, 


coples of “Taking the 
~_ Mrstery "Ou Out Of Buliders’ Hardware” 
@ $1.50 per c In the U. S. (Canada 

and Foreign es—$2.00). 
—— Cardboard-bound copies of "Ta 
the Mystery Out Of Buliders’ Ha 


$! in the U. S. 
(Gonads, ond Foreign Countries--$1.50); 








CHAPTER 46—ADVANCED CourRSsE 
Hospital Hardware 


. In what way do hospital butts differ from regular butts? 

. In the absence of closers what two kinds of hardware are often used to 
control hospital doors and prevent their slamming? 

. What two types of hardware are used to prevent the door from chattering 
against the stop? 

. What is the proper hardware trim for hospital room doors? 

. How have manufacturers overcome the clicking of the latch on hospital 
latch lock sets? 

. What locking arrangement is important on locks for insane asylum that 
is not necessary on hospital doors? 

. In addition to doors what else must be locked in insane asylum buildings? 

. How many types of meeting stiles are there? 

. What six points of precaution should be observed on the detail sheet. 


CHAPTER 47—ADVANCED COURSE 
Church Hardware 


. What is important in deciding upon the design of hardware to be used on 
a church? 

. What additional touch is good for butts on a Gothic church? 

. Name two extra items often used on church entrance doors. 

. Of what characteristic do you think when you mention “English” locks? 

. What three types of small doors must be taken into consideration when 
figuring Catholic churches? 

. What accessory item of hardware can be used on church pews? 

. (A) What is the vestibule of a church called? 
(B) What is the auditorium of a church called? 

. What is usually the most satisfactory type of hinge for gates? 

. What type of catch is popular on gates? 


CHAPTER 48—ADVANCED Course 
Factory Hardware 


. What is the first rule of procedure to observe with respect to factory 
hardware? 

. What three finishes are most commonly used with factory hardware? 

. Give the most important detail to know for supplying factory doors with 
factory hardware. 

. Name three types of hinges used on factory doors. 

. Give the names of three popular types of bolts used on factory doors. 

. Name four types of latches for factory doors. 

. Who generally furnishes the hardware for tin-clad fire doors? 

. Where can you best obtain complete information on fire door hardware? 


. What hardware devices are not nearly as important today as they were 


20 years ago? 
. What range of sizes of warehouse hinges are made. 
(Answers on page 266) 





Published List of Payroll Dates Aids Business 


state government, university and 


In order to help merchants 
other institutions and government 
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plan and promote merchandising 
days, the Chamber of Commerce 
of Baton Rouge, La., has pub- 
lished a list of all the major pay- 
roll dates for industries, commer- 
cial and leading retail concerns, 


agencies in the Baton Rouge area. 
This payroll list enables mer- 
chants to plan ahead for special 
sale events and thus increase the 
traffic through their stores. 
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doors with pressure cooking to its simplest, sure—15 ibs.—varying the cooking 
safest, easiest form! And via a big, time according to directions. The 
beautiful full-color advertisement in pressure weight is wide and low, 
doors. this month’s Good Housekeeping, the won't fall off when the pan is moved. 
rs story of this new Nesco Pressure Pan Closing takes but a twist of the easy- 
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MEET THE DEMAND WITH 





. .. @ household word! 


ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIM CAN OPENER 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 


ZIM FLATIRON REST 





An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 





ZIM MANUFACTURING CO. 


Weadquarters for Labor - Saving Home Appliances 


3047 Corroll Ave.—Chicago 12, Hlinols 





256 





Representatives To World Trade Conference 
Not Yet Selected 


Fight expected over system of preferential 
tariffs used by countries 


By KARL RANNELLS 


Washington Bureau of 
Hardware Age 


LTHOUGH the World Trade 
Conference at Geneva in April 
is scarcely six weeks away, the seven 
government agencies participating— 
the Tariff Commission and Depts. of 
State, Commerce, Agriculture, War, 
Navy and Treasury—profess as yet 
to be undecided as to who will be 
their respective tariff-bargaining rep- 
resentatives, although these will num- 
ber in the hundreds. 

Best unofficial advice is that they 
will be picked largely from the ranks 
of experts, advisers, specialists or 
economists of the agencies, the anon- 
ymous little men who do the actual 
work and are supposed to know what 
it is all about. They will form a 
Tariff Agreements Committee, ac- 
cording to the same sources, which 
will include the inter-agency Com- 
mittee for Reciprocity Information 
and will be further broken down into 
a dozen or so negotiating teams. 

Those selected by the State Dept. 
operate largely on a “by country” 
basis; that is, each State expert is 
familiar with the trade of a specific 
nation; those from the Tariff Com- 
mission have been trained on a 
“commodity” basis; that is, to be 
familiar with a particular item such 
as metals, wool, etc., rather than by 
“industry.” Commerce will offer the 
nearest approach to this type repre- 
sentation. 

Bargaining is expected to be on a 
day-to-day basis between the indi- 
vidual countries, such as the United 
States and England, England and 
Brazil, Russia and the United States, 
and so on. However, the conference 
proposes that whatever agreements 
are negotiated must be applied to all 
nations alike since a major purpose 
of the conference is to kill off the 
preferential system. If this rule is 
actually followed the hottest fight 
that will be made in all probability 
will concern tariff preferences differ- 
ent countries grant among them- 
selves. 

Great Britain is extremely op- 
posed to giving up empire prefer- 
ences and the definite view here is 
that she will not do it. Under the 
terms of the recent $34 billion loan 


the United States made to her Britain 
agreed to modify her preferential 
system. Just what modification will 
be offered has not been outlined. | 
was also agreed that England could 
abandon wartime currency and trade 
discriminations generally. The nature 
of changes in this direction also has 
not been revealed. 

Non-signatory nations which seek 
to come into the world group later 
must accept and put into force what 
ever agreements are reached at 
Geneva. 


American Ideas 


First of all, the conference itself 
is a product of American ideas and 
proposals; also, formation of the pro- 
posed International Trade Organiza. 
tion is part and parcel of the Bretton 
Woods agreements. It is felt that no 
matter how hard it may be to take, 


the United States can scarcely afford, 


to lose face by reneging to any appre 
ciable extent on one of its own pro- 
posals. 

Agreement by the Administration 
to permit tariff commission authority 
to review tariff slashes made by the 
State Dept. under the Reciprocal 
Trade Act ties in with recommenda 
tions made by two Republican Sena- 
tors, Vandenberg of Michigan and 
Milliken of Colorado. The move was 
designed to check widespread Repub- 
lican attacks on the program. 

In support of the plea for a world 
trade organization, it is argued that 
it is far better to enter into reciprocal 
agreements for the purpose of regi 
lating foreign trade than to continue 
on the old basis which permits dis- 
criminatory quotas and_bi-lateral 
deals. This, the Department declares, 
is sure-fire strangulation of business 
with foreign powers. 

Right now, it emphasizes, the 
United States is a major source of 
machinery and industrial equipment. 
But foreign nations can only buy 
American if they have American dol- 
lars or credits. They must either 
their wares in the United States 
get an American loan in order to do 
business with us. 





HARDWARE AGI 








It is pointe 
aperts that re 
gles prices o 
obviously inc: 
his would m 
qedits in the 
tions with wh 
md equipme! 
yoods, which t 
Thus, more J 
enter foreign 1 

This is the 
can producers 
of, Althougl 
have been mc 
proval, others 
program in it 
is true that Al 
to tariff cuts v 
them. Labor | 
that the pay o 
ally ranges 
third that of | 
lowering of 
feared, would 
ly-produced 
yhich would | 
ployment but 
ads for the 
duce purchasi 
adepression. 
opposed tarif 
points. 


Refutiz 


In refutatic 
vanced ‘that v 
log of demanc 
tormally hig 
ties, such as 
machinery fie 
sary to cur 
levels of dot 
concessions m 
lew markets ; 
up this slackis 

The reply a 
the United Si 
escape clause 
draw agreeme 
injuring Ame 

What Cong 
that the Stat 
itself to be out 
recently mad: 
Senate that in 
taken under 1 
ay, advance: 
made, that a 
downward. 

This is met 
there is a wid 
tials, such as 
langanese, w 
industry b 
ported from 
tions must be. 
heir flow to 
itis held. 


MARCH 1: 


de to her Britain 
ier preferential 
nodification will 
en outlined. It 
_ England could 
rency and trade 
ally. The nature 
rection also has 


ions which seek 
rld group later 
into force what- 
re reached at 


Ideas 


onference itself 
rican ideas and 
ation of the pro- 
Trade Organiza- 
1 of the Bretton 
It is felt that no 
nay be to take, 
| scarcely afford 
ng to any appre- 
of its own pro- 


Administration 
ission authority 
es made by the 
the Reciprocal 
h recommenda 
2publican Sena- 
Michigan and 
The move was 
espread Repub 
rogram. 
lea for a world 
is argued that 
- into reciprocal 
urpose of regu 
han to continue 
ch permits dis- 
and_bi-lateral 
‘tment declares, 
ion of business 


mphasizes, the 
1ajor source of 
rial equipment. 

can only buy 
> American dol- 
must either séll 
nited States o 
. in order to do 


WARE AGI 


It is pointed out by State Dept. 
aperts that reduced tariffs would cut 
gles prices on foreign goods here, 
wviously increasing sales volume; 
his would mean more dollars or 
qedits in the hands of foreign na- 
ions with which to buy machinery 
md equipment, textiles and other 
yods, which they need in quantities. 
Thus, more American goods could 
eater foreign markets. 

This is the very thing that Ameri- 
can producers and workers are afraid 
o Although some union leaders 
have been moderate in their disap- 
proval, others have denounced the 
program in its entirety. Largely, it 
istrue that AFL unions are opposed 
to tariff cuts while CIO unions favor 
them. Labor in its opposition argues 
that the pay of foreign workers gen- 
ally ranges from a tenth to one- 
third that of the American laborer; 
lowering of trade barriers, it is 
feared, would bring a flood of cheap- 
lyproduced foreign-made goods 
vhich would not only spread unem- 
ployment but lower the living stand- 
ads for the employed, greatly re- 
duce purchasing power and bring on 
adepression. Management where it 
opposed tariff cuts makes similar 
points, 


Refuting the Theory 


In refutation, the theory is ad- 
vanced ‘that when the present back- 
log of demand has disappeared, the 
tormally high employment indus- 
ties, such as in the automotive and 
machinery fields, would find it nec- 
‘sary to curtail production to the 
levels of domestic demand; tariff 
concessions must be used to develop 
lew markets abroad in order to take 
wp this slacking off, it is argued. 

The reply also has been made that 
the United States will insist on an 
escape clause by which it could with- 
draw agreements if they resulted in 
injuring American industry. 

What Congress actually fears is 
that the State Dept. would permit 
itself to be out-traded. A charge was 
recently made on the floor of the 
Senate that in more than 1200 actions 
laken under the Act, only a few, if 
my, advances in tariffs had been 
made, that all revisions had been 
downward. 

This is met by the assertion that 
there is a wide range of basic mate- 
tials, such as nickel, tungsten and 
Manganese, which are indispensable 
industry but which must be im- 
ported from abroad; tariff conces- 
‘ions must be made in order to assure 
their flow to the American market, 
tis held. 
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CASSEROLE 








Veteran merchandise men will clearly remember what happened 
when they first offered these eye-catching, purse-opening crea- 
tions that handsomely combine genuine, old-fashioned, oven- 
proof, Brown Betty earthenware with sparkling, modern, easy-to- 
clean chrome. They’ll remember that instant gleam of admira- 
tion in housewives’ eyes—that eager, want-to-own-it look. 


Here they are —back again—for repeat performances. 
family-size, Brown Betty earthenware bowl, perfectly nested into 
highly polished chrome base fitted with comfortable, sure-grip 
handles that harmonize with the Brown Betty color. Sparkling, 
pool-ripple, dome-shaped cover with dainty, heat resistant knob. 


' A practical, quick-demand, cooking-serving utensil—available at 
a present-day price that’s almost unbelievable. 


Ask your jobber; if he can’t supply you write direct. 


The 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Pb udtite. 


COATED ABRASIVES... LAPPING 
AMD GRINDING COMPOUND 
GRINDING WHEELS 





QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 














Salespeople Must Be Trained 


To Serve in a Buyers’ Market 


EDITOR’S NOTE: Extracted from an article by Sarah C. 
Saunders, Management Division, Office of Small Busi- 
ness, and appearing in Domestic Commerce for February. 


VEN one dissatisfied cus- 

tomer can do a retail estab- 
lishment untold damage. Today 
many stores have a considerable 
number of customers who feel 
little, if any, good will toward the 
firm. 

What causes a situation such as 
this? Obviously, the answer is 
that customers like to deal in 
stores in which they are well 
treated. In normal times, they re- 
fuse to patronize stores in which 
they are not given proper consid- 
eration. If there are two stores in 
the same community selling mer- 
chandise of similar kinds and on 
the same price and service level, 
the deciding factor in the choice 
of most customers will be the 
character of the store’s personnel. 
The store whose salespeople know 
what customers want and see that 
customers get what they want is 
likely to get the customers. 

Within the past five years the 
whole distribution picture has 
been badly disarranged. The se- 
rious shortage in many kinds of 
consumer goods have led to a 
situation in which customers have 
had to beg for even small favors 
from retailers. Merchants, in 
turn, have’been at the mercy of 
the few employees they were able 
to get and keep in an unprece- 
dented tight labor market. By 
far the greatest number of these 
were untrained, even in the better 
stores. 

What should employee training 
for retail selling include? The 
training necessary for a_ sales- 
person depends on his particular 
job. But, in general, every em- 
ployee should be taught the fol- 
lowing: 

1. The main policies of the store. 
Every store has its own general 
policies. It may emphasize ser- 
vice or be largely self-service; it 
may sell for cash or offer liberal 
credit or installment credit; it 
may make daily deliveries or 





none at all. The new clerk must 
learn early in his training what 
he may do or, equally important, 
what he must not do along these 
lines. Just now it may be well 
for each store to reexamine its 
policies in the light of the in. 
creased competition expected in 
the future and make any needed 
changes. These, of course, should 
immediately be made known to 
regular clerks as well as to new 
ones. 

2. His place in the organization 
and his duties and responsibilities. 

Each employee — whether he 
occupies an executive or a super: 
visory position or acts as a pri- 
vate in the store’s ranks—has a 
place in the organization and 
must understand clearly what is 
expected of him. His duties must 
be laid down so that nothing is 
left to chance on the supposition 
that he will learn on the job. He 
will learn a great deal through ex- 
perience but his basic responsi- 
bilities must be made clear to him 
at the start if he is to become an 
efficient employee. 

3. The characteristics and the 
uses of the goods he is to sell. 

Retail clerks should know the 
goods they are selling. True, it 
takes years to acquire an adequate 
knowledge of certain classes of 
goods. But an introductory course 
of instruction will do much 
toward giving a new employee tht 
basic facts he should have, and 8 
regular schedule of on-the-job 
training will be a continuing 
source of information. Each clerk 
can become a self-learner if he is 
taught to use the information 
available to him on packages and 
labels, in catalogs, and from sales 
men who visit his department. 

4. The making of proper sales 
records. 

The sales records a store keeps 
are essential for inventory pur 
poses, for control of stock, and— 
in the case of a credit business— 
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for obtaining payment for the 
goods sold. No factor in a store’s 
success is more important than 
the keeping of good records. In 
sales training, this is one of the 
things most carefully taught. Dur- 
ing the war it was practically the 
only thing taught to new clerks 
before they were put on the floor. 

5. The art of serving people in 
apleasant way. 

Employees must be taught to 
ell, since selling techniques are 
not something that can be ac 
quired just by standing behind a 
counter. The store will find it less 
dificult to train clerks to sell 
promptly and efficiently if they 
arrange their merchandise system 
atically and attractively with a 
view to easy selection by the cus- 
tomer. 

Clerks must be made to realize 
that prompt, efficient, courteous 
service pleases customers and 
brings them back again and 
again. They must learn that poor 
selling methods, laziness, indiffer- 
ence, and discourtesy lose trade 
and reduce profits. 

An example of the power clerks 
have to drive customers from a 
store is the report of a recent sur- 
vey made to determine the causes 
for discontinued charge accounts. 
Of 300 such discontinuances, 72 
per cent were blamed on sales- 
people. Indifference and attempts 
to substitute other merchandise 
for that wanted by the customer 
were the most frequent faults men- 
tioned. 


Available Training Aids 


A great deal of excellent ma- 
terial for use in sales training is 
now being published. Trade as- 
sociations often distribute such 
information, and trade journals 
frequently contain articles on the 
subject. Individual manufacturers 
sometimes distribute valuable aids 
to be used in training salespeople 
to handle the manufacturer’s 
product. Standard textbooks on 
retailing can be found in many 
public libraries. The U. S. Office 
of Education, under the George- 
Deen Act, provides for classes in 
tetail training taught by skilled 
instructors. Arrangements for 
sich classes can be made 
through the local superintendent 
of schools. 
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_KVENIENCES 
will fix that closet 


Hundreds of thousands of 

homemakers are tired of fighting bulging 
closets. Surveys prove it, and so does 
K-Venience national advertising. Each 
month, 5,863* of them write to us for 
information about K-Veniences. 
K-Veniences are business builders for 
you... K-Venience advertising is 
working for your future profits. 


K-Veniences are ynique . . . the only 
complete line of closet fixtures 
scientifically designed to cure closet 
troubles quickly, permanently and 
inexpensively. Feature K-Veniences 
consistently, for extra traffic, fast 
turnover and good profits. 


Clothing Carriers 


Shoe Racks 


*Based on six months’ average 
Trouser Hangers 


























KITCHEN 
EQUIPMENT 
WINDOW 


MERCHANDISE: 
Steel or wood base 
and wall cabinets, 
cabinet sink, perco- 
lators, double boil- 
ers, covered sauce 
pots, skillets, dutch 
ovens, and tea ket- 
tles—all in stainless 
steel ware. 

BACKGROUND: 
Cabinets make up 
the background for 
this window. Fill in 
between wall and 
base cabinets with 
corrugated board or 
wallboard. Construct 
dummy window over 
KITCHEN the sink and use suit- 
WOOD OR able curtains. 


METAL 
CABINETS 




























































































For Early April—Kitchen Equipment 
Lawn and Garden Goods 


HARDWARE AGE Original Window Display IDEAS 





LAWN AND 
GARDEN 


Bil EVERYTHING FOR 
EASIER And FASTER 


Vegemite sane ae |GARDENING 


flower seeds, garden = é : 
cultivators, rakes, ee RAISE BIGGER ae 
shovels, hoes, gar- : Ty AND BETTER CROPS : eGt TABLES 


den spades and . 
forks. ‘plant eo ; : _— NAS) 
one medal, shee SN 194 4 5 

manure, grass seed, : lacy 

lawn hose, fertilizer a OF LS Ke 
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shears, hedge shears, 4 hed i fn =) Cai Le MSIE 

hose menders, hose ‘ Stoll f 

nozzles, grass shears, D Y el fw (. 

grass hooks, etc. _ oo , é 
BACKGROUND: em 

Center panel of pink 

corrugated board or 

painted wallboard. 

Side panels of light 

green material. Cut- 

out letters in a va- 

riety of spring pastel 

colors. 
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unless this information 


is at your fingertips! 


Can you tell the true condition of your business at all 
times? Can you get correct totals of your cash sales, 
charge sales, money paid on account, and money paid 
out? Can you tell exactly the business done by each 
department? Can you tell the exact number of sales, and 
the volume of sales, made by each salesperson? All 
instantly, and at any moment? 

You can with a modern National Cash Register! The 
correct, modern National Cash Register System will give 
you the complete control over your business which you 
must have for success in these days of shortened business 
hours and higher business costs. Your local National 
representative will gladly study your case and make 
specific recommendations. Or write to The National 
Cash Register Company, 
Dayton 9, Ohio. Offices 
in principal cities. 














See the National Cash Register for Hardware Stores 

This National Cash Register is designed for use in hardware stores. It 
provides totals of sales in five departments and by four salespeople. 
Each salesperson has his own cash drawer. It also shows a total of money 
paid out. In addition, on every transaction the register prints a receipt, 
or on a Sales slip, showing the date, operator’s initial, amount, depart- 
ment or kind of transaction, and the consecutive number of the trans- 
action. At the end of the day, totals printed on the detailed audit-strip 
show how much money must be accounted for. 
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Make Store Improvements Now! 


MPROVEMENTS in the phys- 
I ical layout and in the display 

of merchandise should be un- 
dertaken each year in every 
well run retail hardware store. 
These are necessary if the store is 
to meet competition in sales tech- 
nique, and to present merchandise 
to customers in a manner equal to 
that of other types of business 
which are competing for the cus- 
tomer’s dollar. 


Do It Every Year 


Making improvements each year 
eliminates the necessity of having 
to undertake a major face-lifting 
at some future time. When a 
major change has to be made, it 
means considerable adjustment on 
the part of the customer and the 
store personnel and it has been 
known to slow up business in a 
store until the customers again be- 
gin to feel at home in the new 
surroundings. Customers accustom 
themselves to minor changes more 
readily. There usually are certain 
parts of the store that are changed 
and so the customer feels partly 
at home. 


Now’s the Time 


The present is an ideal time in 
which to make changes in the 
store. Business is not as brisk as 
at other times and the work goes 
along faster, for more persons are 
available to give a hand. The work 
should be planned in advance and 
each individual given a share in 
the responsibility of getting the 
job done as soon as possible. All 
material should be on hand so that 
the work can be completed. 

Every employee in the store will 
have ideas as to the changes that 
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could be made and these should 
be solicited and use made of those 
that can be incorporated in the 


plans. 
Minor Improvements 


Minor improvements in the store 


“consist of rearranging the many 


table displays, platform displays, 
and the revamping of stock space 
and storage spots. There is much 
of this to be done and it is all 
decidedly important. 

This season of year is also a 
good time in which to clean up 
and repaint those parts of the store 
that need such treatment. Ceilings 
accumulate a lot of dirt in a year. 


Plan to have them and the side- 
walls washed or repainted, which- 
ever seems necessary. Electric 
light fixtures need to be thoroughly 
cleaned and checked. Old bulbs 
or tubes in fluorescent fixtures 
should be changed. Window light- 
ing also needs to be checked and 
cleaned. It is also time to repaint 
the backgrounds of the show win- 
dows with a suitable spring back- 
ground now that warmer weather 
is not too far away. 

All in all, there is plenty to keep 
every employee busy during the 
slack season and this time should 
be used to the best possible ad- 
vantage. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 very good; 60 is fair; 40 is poor, 
and 20 is very poor. Correct answers to these questions will be 


found on page 358. 


Work the problem first — then substitute the figures 
of your own business for those in the problem. 


1—Discount on a line of warm and cold air registers is 
changed to 25 per cent from 40 per cent off list. What is the 


percentage of price increase? 


2—A line of bolts is priced at a discount of 61 per cent plus 
7 per cent from list. What single discount is equal to this? 


3—Total merchandise purchased in a business for the year 
is $40,000. Inventory at first of year was $18,000 and at the 
end $22,000. Figure turnover for the year. 


4—Used plate glass is sold at 50 cents per sq. ft. Figure 
the selling price on a piece 40 by 18 in. 


5—Price on heavy square tab asphalt shingles in 10-ton 
quantities is $4.50 per square. In less truck loads the price is 
$5.25 per square. Figure the difference in price between the 
two quantities and the margin on each cost if the shingles were 
sold at $6 per square to be in line with competition. 
(Answers on page 358) 
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Seal fire 


TReamor x Ca td 





NEW -FRozen FOOD 


CONTAIWER- SIMPLE AS 


A-ByC 


coR HOME/ USE 

















SIMPLE AS 
A-B-C 
° 
Remove Lid 
a 
Fill Container 
> 


Replace Lid 





quart size, or six 5 
Ib. size. Easy to 
handle and display. 
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The largest manufacturer of cylindrical paper 
food containers designed this THERMOREX* 
package especially for home freezer or cold stor- 
age locker use. 


This sturdy, leakproof container, with its 
special moisture-proof inner surface can be used 
for cooked foods, with gravies or sauces, for 
syrupy or juicy fruits, for vegetables. 


And it’s simple as A-B-C to use. No cartons to 
set up—no liner to insert-yno funneling—no 
heat sealing. 


Display THERMOREX* in the sanitary dust 
proof bags. Nationally advertised and .identified 
by the Sealright emblem known to millions of 
housewives, it will practically sell itself. Write 
for details. 


Sealright 


THERMOREX* CONTAINER 


(*Means Temperature King) 


SEALRIGHT Co., INC., FULTON, N. Y.—KANSAS CITY, 
KANSAS —SEALRIGHT ‘PACIFIC Ltp., Los ANGELES, CAL. 
CANADIAN SEALRIGHT Co., LTD. 
PETERBOROUGH, ONTARIO, CANADA 


SPECIALISTS IN SANITARY PACKAGES FOR FOOD PRODUCTS 
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GARDENE = 


AND 


Complete Line 
Again Available 


For the first time since 1941, you 
are able to offer your customers 
the full line of Norcross Quality 
Garden Tools. 


55-N Five Prong Cultivator 


Alwa: in demand. 
Stands up under hardest 
use. 4 ft. selected hard- 
wood handle, lacquered 
clear, 







33-N Three Prong 
Cultivator 
Otherwise same as 55-N 


59-N One Prong Cultivator 
Also, No, 19-N with short handle. 





WEEDERS 


40-N V-Polat Weeder, 45” long with hard- 
wood handle, 144” high carbon steel blade. 





25-N V-Poiet Weeder and Asperagu: 
Kaife, 14” long. 


""Out-U-Kum"' Weed Puller. A long time 
popular seller. Pulls ‘em out by the roots. 









Plows 
Cultivates 
Mulches 


Ask Your Independent Jobber 





Bushnell, Illinois 
ee QUALITY GARDEN TOOLS SINCE 1891 


C. S. NORCROSS & SONS 4 
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The seed display catches the eye at all times. Both bulk and 
packaged seeds are shown on a table 10 ft. long by 5 ft. wide. 


Farm Merchandise, Well Displayed 
Brings Farmers to This Store 


IVE the modern farmer the 
kind of merchandise he can 

use on his farm in order to make 
a profit and he will come in and 
buy. This policy has worked out 
extremely well for the Plowman 
& Hall Hardware of Pipestone, 
Minn., located in the heart of a 
very fine grain and dairying area. 
Plowman & Hall finds it profit- 
able to carry a_ representative 
stock of harness and horse goods. 
One center display rack is used 
for the showing of some of the 









eRe BRS 









harness and leather goods items 
which farmers need. The display 
stand is near the center of the 
store where farm traffic circulates. 
The farmer who brushes against 
a harness display and hears it 
jangle is going to be reminded of 
his needs in that direction. 
Horse goods, including collars 
and pads, are neatly stacked in a 
wall display section at the store 
so that farmers can easily see it. 
Farmers like to wander up to 
such displays and look over the 


bes 








Milk pails and cans are featured during the entire year in a 
permanent display that succeeds in attracting local farmers. 
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items during their leisure. The 
frm has such horse goods items 
spread out enough to permit close 
inspection, without the farmer 
having to lift items out of boxes 
or from under counters. 

Milk and utility pails and cans 
of all types are always in demand 
on the modern farm. The com- 
pany maintains one large table 12 
months of the year, on which 
such items are displayed together 
with other dairy supply items 
and spraying equipment. 


One center aisle display rack is 
given over to a showing of harness 
and other leather items. 


This table pays off well in ad- 
ditional volume, for farmers can 
approach it from four directions, 
thus being able to inspect all the 
articles on it. The display stands 
near the center aisle wrapping 
counter which means that it gets 
considerable traffic. 

The store also does an excel- 
lent business in garden seeds, 
both packaged and in bulk. A 
number of various sized bottles 
as well as bins are used for the 
showing of bulk seeds. Some of 
the bottles are large gallon sizes 
and have small necks. When the 
customer wants seeds from them, 
itis an easy matter for the sales- 
Person to take off the cap and 
Pour the required amount onto 
the scale. 

Boxes filled with beans, peas, 
‘om and other seed are shown 
below counter top level. These 
atte large and wide enough so 
that the farmer can stoop down, 
dig into the seeds, if he so de- 
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When something is needled yesterday 


Specity Air Gress delivery 

















Here’s the fastest solution to the problem of supplies and 
parts that are “fresh out” — get them by Air Express. This 
super-speedy service places even the most distant supplier 
only hours from your business. 

Speeds up to five miles a minute now make coast-to-coast 
and overseas deliveries a routine affair for Air Express. 
And now it’s a better value than ever before. The cost of 
shipping by speedy Air Express is low. 


Specity Air Express-its Good Business 


@ Low rates. @ Special pick-up and delivery at no extra cost. 
e Direct by air to and from principal U. S. towns and cities. 
e Air-rail to 23,000 off-airline communities. 

e Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action . . . Write today for Air Express 
Rate Schedules containing helpful shipping aids. Address Air Express, 
230 Park Avenue, New York 17. Or ask for them at any Airline or 
Railway Express Office. Air Express Division, Railway Express 
Agency, representing the Airlines of the United States. 


KRESS 








GETS THERE FIRST 


Rates are low 


To Air Express a 10-lb. package 
1549 miles costs only $4.65! 
Heavier weights are similarly 


inexpensive. Investigate! 











You 
can 
stock 
the 


PARK 
Je . 


SAFELY! 





@ Prices guaranteed against decline 
for 90 days after receipt of order. 
Sprinklers lifetime guaranteed, with 
the patented uniform spray-pattern 
and grit-proof bearing. NATIONALLY 
ADVERTISED to millions. Good mark- 
up. Fast-selling Spring and Summer 
items. 


Sold only through jobbers; if you're not 
stocked write 


PARK 
Je e 


MANUFACTURING CO. 


Plast — Jacksonville, Fia. 
defi A. Hedden—Sales Manager 
Sales Office 


399 Peachtree St., N. E., Atlanta 3, Ga. 
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Horse collars hang upon the wall while pads are stacked in racks. 


sires. And human nature being 
what it is, many people do dig 
around in the seeds. 

The seed table is 5 ft. wide and 
10 ft. long. It can be approached 
from all four sides by the cus- 
tomer. 

This store also maintains an ex- 


cellent service shop in which the 
needs of farmers in the way of ap- 
pliance and dairy equipment re- 
pairs are made. Dairy and cream 
cans are soldered, and the farm 
woman’s washing machines and 
vacuum cleaners or small appli- 
ances are repaired. 





Answers to Builders’ Hardware Quiz 
(Questions on page 254) 


CHAPTER 46—ADVANCED COURSE 
Hospital Hardware 


. Butts are of the tight pin type 
and are rounded without tips. 

. Friction hinges and roller door 
holder. 

. Roller latches and rubber door 
bumpers. / 

. Dead lock, hospital arm pull and 
push plate. 

. With a pneumatic device to slow 
the action of the latch. 

. Doors must be securely locked on 
the inside of the rooms. 

. The windows. 

. Seven. 

. (A) Check for strike conditions, 
(B) Check throw and size of 
butts, (C) Check width for bolts, 
(D) Check depths of space for 
hardware, (E) Check width of 
stool, (F) Get all dimensions for 
shutter operators, or better still 
send detail to the manufacturer. 


CuHapTerR 47—ApDvVANCED CourRsE 
Church Hardware 
1. The same school of design must 
be used as is used for the church 
itself. - 


2. Butts with Gothic tips. 

. Hinge plates and door bosses. 

. Deep, back set locks. 

. Doors to confessionals, baptismal 
founts and holy water recep- 
tacles. 

. Hat holders. 

. (A) The narthex. (B) The nave. 

. Pivut hinges. 

. Secret gate latches. 


CHAPTER 48—ApDvANCED Course 
Factory Hardware 


. The use of heavy, strong and 
simple material. 

. Galvanized, japanned and plain 
steel. 

. To know the weight of the doors. 

. Pintle hinges, warehouse hinges 
and heavy strap hinges. 

. Spring bolts, chain bolts and 
cane bolts. 

. Mill door handles, heavy thumb 
latches, rime handle latches and 
mortise handle latches. 

. The maker of the doors. 

. From the manufacturer’s catalog. 

. Sash-operating devices. 

. From 24 to 48 inches. 
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Measuring Cup with 
Egg Separator 
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Each item in the Shel-Glo Plastic Housewares Line is designed 
end manufactured to a definite market need. It's a growing line, 
too, for market needs cre not static. Many new kitchen items 
are almost ready to swell the Shel-Glo line. Watch for their 
announcement. 


Shel-Glo is profit-priced | Most items ore individually pack. 
aged in attractive two-color cartons with a familiar “family” 
design. Affords you the opportunity to build consumer confi- 
dence with a well-known, easily recognized brand. 


Shel-Glo permits the grouping of houseware plastics into a 
sales-producing display. Store traffic is stopped by the colorful 
plastics against a background of neat, attractive shelf stock of 
cartons. Multiple-item sales result because of the wide variety 
in the Shel-Gio line. 


Build a lasting, long-profit plastic housewares business with 
a line that constantly anticipates consumer needs. 
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String and Yarn 
Ball Holder 





MANUFACTURING CO. 


WESTERVILLE, 


OHIO ew 
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Rorabeck Is New President of Worthington’s— 
Oberdeck, Maecker Are Named Vice-Presidents 


P. H. Deming, chairman of the board; Luekens and 
Schefft reelected. H. W. Murray now director of 
sales and member of the board. 


A. G. Rorabeck was recently 
elected president of The Geo. 
Worthington Co., 802 St. Clair 
Ave., N. W., Cleveland, Ohio, 
wholesale hardware distributor, 
succeeding H. E. Hulburd, who 
has retired. P. H. Deming, chair- 
man of the board was re-elected 
to that office and E. F. Oberdeck 
has succeeded L. H. Weber, who 
has retired, as first vice presi- 
dent. A. C. Maecker has suc- 
ceeded Mr. Rorabeck as second 
vice president, and N. F. Lue- 
kens, scretary and treasurer, and 
P. A. Schefft, assistant treasurer, 
were re-elected to those offices. 
H. W. Murray, former sales man- 
ager, was appointed director of 
sales and was elected a member 
of the board as was R. C. Reul, 
manager of the sport goods de- 
partment. 

President Rorabeck joined the 
Worthington organization in 1909, 
having previously had retail hard- 
ware and sheet metal experience 
in his father’s hardware store. 


Some of the officers and retiring officers of The Geo. Worthington Co.—left to right—A. C. Maecker, 
second vice-president; E. F. Oberdeck, first vice-president; A. G. Rorabeck, president; H. E. Hulburd, 
retiring president, and L. H. Weber, retiring vice-president. 
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After five years in the warehouse 
and offices of the company he 
was given a northern Ohio terri- 


tory in 1914. For 22 years he | 


traveled that territory excepting 
for a year and a half during 
World War I, in the U. S. Navy, 
from which he was honorably dis- 
charged as a Chief Petty Officer. 
He was called back to Cleveland 
as sales manager in 1936, made 
a member of the board of di- 
rectors in 1938 and elected vice 
president and director of sales 
in February, 1939. 

E. F. Oberdeck’s career with 
the company began in 1906 as an 
order clerk, and he startd on 
the road, for Worthington’s, in 
1914 handling a city territory. 
He was called into the house as 
city sales manager in 1937, ap- 
pointed assistant general sales 
manager in 1940 and general 
sales manager in 1941. Mr. Ober- 
deck was elected a member of 
the board of directors in Febru- 
ary, 1943, and appointed manager 





| of operations in the fall of 1943, 
| which position he has held since 
that time. 

Mr. Maecker began his hard- 
ware career with Worthington’s 
| in August, 1913, as a stock room 
| clerk, served with the U. S. Army 
in World War I and from 1920 to 
1923 was buyer and manager of 
the mill supply department of 
the Kaufman Hardware Co., An- 
derson, Ind. He returned to 
Worthington’s in 1923, serving in 
sales and purchasing departments 
until 1942 when he was made 
assistant director of purchases 
under Mr. Weber. He was elect- 
ed to the board of directors in 
1935. 





JOHN GIACOBBE RETIRES 
FROM CHAMPION SPRAYER 


John Giacobbe, a partner and 
sales manager of the Champion 
Sprayer Co., Detroit, Mich., since 
1932, has retired due to ill 
health. Vincent Santarelli is 
now sole owner of the firm. 
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JOHN H. GANZER 


COOLERATOR ELECTS 
J. H. GANZER PRES. 


John 
elected president of the Cool 
tor Co., 50th and Walden § 
Duluth, Minn., manufacturers 6 
refrigerators and home freeze 
succeeding the late William fF. 
Arndt. 

Mr. Ganzer has been with 
Coolerator since 1921 and wa 
named vice-president _ shortl 
after joining the company. ! 
leading manufacturer of ice 
frigerators, Coolerator rece 
entered the electric refrigeration 
field. This month the compan 


and a new ice refrigeralo 
which can be converted later t 
electric. 
MAYES BROS. TOOL CO. 
ELECTS D. J. MAYES 
PRES., GEN. MGR. 


Mayes Bros. Tool Mfg. © 
Port Austin, Mich., _ recent! 
elected Daniel J. Mayes, presi 
dent and general manager, # 
the annual stockholders meeting 
Other officers elected were! 
Charles Berendt, vice-presiset! 
and Mrs. Mary Mayes, secretary 
treasurer. 

Mr. Mayes is the son of the 
late John Mayes, founder and 
vice-president and general ma 
ager. The new head of the firm 
has been connected with it be 
fore serving in the Navy for 
months. 





HARDWARE AGE 







H. Ganzer has been 


will offer a new electric model 
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| Moore-Handley Hardware Co., 
| Bic, Birmingham, Ala., whole- 
glers, recently elected W. W. 
French, Jr., president, to suc- 
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WY. W. French, Jr., Heads 
Moore-Handley Hdwe. 


The elder Mr. French joined 
the company in 1895 and has 
held almost every position avail- 
able from stenographer to sales 
manager, vice-president, general 
manager, and finally president 
in 1936. 

The Moore-Handley _ enter- 
prise was started as a partner- 
ship in 1882 with a capital invest- 
ment of only $1500. Today the 
company covers large areas of 
five states, distributing hard- 
ware, electrical supplies and 
appliances, building materials, 
machinery and mill supplies. 

Mr. French, Jr., became asso- 
ciated with Moore-Handley in 
1923. He worked as a stock clerk 
and drove trucks. Later he be- 
came head of the general hard- 
ware department and in 1941 
was elected vice-president and 
director. He served in the Army 
as a It. colonel. 

Other officers elected were: 
C. G. Blackwell, senior vice- 
president; J. G. Holland, secre- 
tary and treasurer; Otto Schoel, 
assistant treasurer, and Richard 
H. Childers, assistant secretary 
and auditor. 


ROY C. SCHMIDT NOW 
STANLEY TOOLS N. Y. 
DISTRICT MANAGER 


Robert M. Parsons, of Stanley 
Tools, New Britain, Conn., re- 
cently announced the appoint- 
ment of Roy C. Schmidt as dis- 
trict sales manager for Stanley 
Tools in the New York area. Roy 
was hired by Stanley on Easter 
Monday in 1916 as stock clerk 
at the New York Warehouse. In 
1922 he was made store sales- 
man in the New York showroom 
at 100 Lafayette Street. Later he 
started selling hardware to suit- 
case manufacturers, and having 
proved his sales ability, he was 
given a territory in the Bronx 
and Manhattan to sell both Stan- 
ley Tools and Hardware. 

Since 1930 he has confined his 
activity to the Stanley Tool line, 
calling on Manhattan wholesalers 





and industrial supply distribu- 
tors. He has been an active 
member of the Hardware Boost- 
ers since 1923, and holds the 
best attendance record of any 
member. He has served the 
Boosters as president, secretary 
and at present is membership 
chairman, and is also a charter 





ROY C. SCHMIDT 


member and a director of The 
Hardware Trade Association of 


New York. 


FONES BROS. HDWE. CO. 
BUYS LYON PRODUCTS 
SPORTING GOODS DIV. 


Fones Bros. Hardware Co., 
wholesalers, Second and Rock 
Sts., Little Rock, Ark., recently 
purchased the entire wholesale 
sporting goods division of the 
Lyon Products Co., Inc., an af- 
filiate of the Frank Lyon Co., 
Little Rock, Ark. The stock of 
sporting goods has been trans- 
ferred to the Fones warehouse, 
and Lyon Products will not en- 
ter the wholesale sporting goods 
field again. 

Lynn D. Servaty, who managed 
the Lyon sporting goods divi- 
sion, has joined the Fones com- 
pany and will manage the sport- 
ing goods and recreational goods 
department. Mr. Servaty was 
connected with leading sporting 
goods firms in the Southwest be- 
fore serving as head of recre- 
ation for a Seabee battalion in 
the Southwest Pacific area dur- 
ing the war. 



















WILLIAM R. STAUBER 


WM. R. STAUBER JOINS 
E. C. SMITH MFG. CORP. 
AS VICE PRES., SECT. 


William R. Stauber, associated 
for the past 15 years with Ace 
Hardware Stores, has been elect- 
ed vice-president and secretary 
of the E. C. Smith Mfg. Corp., 
445 N. LaSalle St., Chicago, 10, 
Ill., manufacturers of “Chrome- 
smith” bathroom accessories. He 
will assume charge of the com- 
pany’s manufacturing and de- 
velopment division. 

C. D. Judd, president, recently 
announced a program of national 
distribttion for the Chromesmith 
line of china, brass and chrome 
bathroom fixtures and specialties. 





AMER. FORK & HOE 
BUYS TOOL HANDLE FIRM 


The Turner Day & Woolworth 
Handle Co., Louisville, Ky., 
manufacturers of general lines 
of handles for tools, has been 
acquired by the American Fork 
& Hoe Co., Cleveland, Ohio. The 
handle company’s four plants in 
Louisville, Nashville, Bowling 
Green and Memphis, will be held 
intact for producing handles for 
striking tools as the American 
Fork & Hoe Co., Turner Day Di- 
vision. 

The Turner Day division has 
moved its New York City office 
to 105 Duane St., care of John 
H. Graham & Co., Inc., the ex- 
port department for the Ameri- 
can Fork & Hoe Co. 
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HARDWARE BRAND NAMES CONTEST 
WILL SELECT BEST DEALERS’ ADS 


Purpose Is to Sell Buying Public 
On Advantages of Branded Products 


Manufacturers of Plumb, Lufkin, Union, 
Disston, Stanley, Atkins, Yale and Car- 
borundum Lines Are Sponsors But Ad- 
vertisements Featuring Products Bearing 


Other National Brands May Be Entered 


To promote brand name hard- 
ware store merchandise, eight 
prominent manufacturers are 
jointly sponsoring a National 
Hardware Brand Names Adver- 
tising Contest in which every 
hardware dealer in the country is 
eligible to participate. 

The best advertisements ac- 
tually published by retail hard- 
ware stores, featuring national 
name brand hardware goods and 
the advantages, to the consum- 
er, of buying name brands, will 
be awarded 30 prize certificates 
with a gross value of $2625. 

Sponsors of the contest are: 
Union Fork & Hoe Co., Colum- 
bus 8, Ohio; E. C. Atkins & 
Co., Indianapolis 9, Ind.; Fay- 
ette R. Plumb, Inc., Philadel- 
phia 37, Pa.; Stanley Tools, 
New Britain, Conn.; Yale & 
Towne Mfg. Co., Stamford, 
Conn.; Henry Disston & Sons, 
Inc., Philadelphia 35; Carborun- 
dum Co., Niagara Falls, N. Y., 
and the Lufkin Rule Co., Sagi- 
naw, Mich. 


| 
ing of one first, one second, one 
| 
| 
| 


third and seven merit awards, | 


will be given in each of the 
following classifications: 

1. The best newspaper ads 
published in towns under 100,- 
000 population. 

2. The best newspaper ads 
published in town over 100,000 
population. 

3. The best 
(stuffers, mail circulars, 
regardless of size of town. 

Advertisements submitted in 
the contest may feature any 
name brand items that the deal- 
er carries, and are not limited 
to the brands of the sponsoring 
companies. 

Any newspaper ad published 
and any advertising literature 
printed and mailed or otherwise 
distributed during the contest 
period, from March 15 to June 
15, are eligible for judging. 
| Each advertisement will be 
judged on the following basis: 

1. Its selection and presenta- 


printed pieces 
etc.) 








Ten of the 30 prizes, consist- | tion of national brand hardware 
| items (up to 50 points). 


(Not 
limited to sponsors’ brands.) 

2. Its presentation of the ad- 
vantages to the consumer, of 
buying name brands (up to 30 
points). 

3. Attractive appearance and 
skillful wording (up 
points). 

Entries must be mailed not 


later than June 20 to National | any 4 brands. 


Hardware Brand Names Adver- 


to 20 





tising Contest, c/o The Union | 


Fork & Hoe Co., Columbus 8, 
Ohio. 

Entries will be judged by 
three directors of the Brand 
Names Foundation, Inc., New 
York City, which was selected 
as an impartial authority which 
represents all business that ac- 
tively support the historic 
American system of competitive 
brand names. 

The three judges are: Frank 
Braucher, who for the past 7 
years has been president of the 
Periodical Publishers Associ- 


THE CONTEST JUDGES, selected by the Brand Names Foundation, were named for their 
exceptional qualifications gained from their experience in the publishing and advertising field. 
FRANK BRAUCHER (left) is president of the Periodical Publishers of America, represent- 
ing the country’s largest magazine publishing companies. For four years he has been vice 
president and director of Station WOR. GEORGE S. McMILLAN (center) is secretary and 
director of public relations of Bristol-Myers Co., and was for 15 years secretary of the As- 
sociation of National Advertisers, Inc. DONOVAN BEARDSLEY STETLER (right), adver- 
tising director of Standards Brands, Inc., is also director of the Association of National Ad- 
vertisers and the Broadcast Measurement Bureau and a member of the Public Information 
Council of the Grocery Manufacturers of America. 
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| 
| 


ation of America, represent; 
the country’s largest magazj 
publishing companies; George § 
McMillan, secretary and dirs 
tor of public relations of Bris, 
Myers Co., who was for ]§ 
years secretary of the Asoo 
ation of National Advertiser, 
Inc., and Donovan Beards 
Stetler, advertising director of 
Standard Brands, Inc., and a dj 
rector of the Association of NV 
tional Advertisers. 

Three first prizes will ead 
consist of $400 worth of q 
items the winners may wish 


order from their jobbers bearingie 


the national brand names, 
kins, Carborundum, Disst 
Lufkin, Plumb, Stanley, Uni 
and Yale. The prizes will bk 
given in $50 amounts of ead 
brand. 

Three second prizes will eo 
sist of $200 worth of any item 
in the above brands — §% 
worth of each brand. 

Three third prizes will each be 
$100 worth of any items in th 
sponsors’ brands—$25 worth o 


The 21 merit awards will each 
be for $25 worth of any iten 
the winners may wish to orde 
from their jobbers under ay 
one of the brands. 

Dealers ‘interested in this ns 
tional contest should write 1 
National Hardware Bran 


| Names Advertising Contest car¢ 


of The Union Fork & Hoe C 
9 Buttles Ave., Columbus 
Ohio, for copies of the rules 
an entry blank. The v 
sponsors offer advertising 
cuts and other material to 
dealer participation in the ee 
test. 

This co-operative effort is 1 
ing jointly sponsored by eight 
prominent manufacturers, 
promote nationally-branded me 
chandise not necessarily thei 
own, is believed to be the fit 
such effort ever made in aly 
trade. 


The Brand Names Rese 


| Foundation, which selected th 


judges for the contest, has cited 


| this promotion as an example 
| other trades, to show what 

| be done to make the public more 
| brand conscious. 


| G. E. ELECTRONICS DEPT. 





ADVANCES CROSSLAND 
Henry A. Crossland has bet 


appointed manager of sales 


the Specialty Division of 
eral Electric Co.’s Electronics 
partment in Syracuse, N. Y. 
joined G. E., in 1930, as nem 
techical service man. His 4 
position was assistant to i 
manager of the government @ 
sion in charge of the electron 
department’s Washington, D. 
office. 
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EYSE ALUMINUM 


* 


New design 8-cup 
Percolator; burn-proof 
Thermoplax handle; 
quality evident in 
every detail. 
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Flavor-Seal Fryer; ex- 
tra thick; cover has 
steam vent; U-shaped 
groove in rim of pan 
“seals"’ the cover. 








5S Popular Teme 
INDICATIVE OF THE QUALITY 
AND ATTRACTIVENESS OF THE 


PRISCILLA LINE 


* 4-quart Sauce Pot; in- 
set cover and heavy 
side handles; burn- 
proof knob; highly 
polished. 


* 5-quart Tea Kettle; 
modern design and 
excellent quality; 
heavy gauge; cool 
Bakelite grip. 


4 ¥& Round Roaster for 
a re use; heavy 
i side handles and 
burn-proof knob; self 


basting with adjusta- 
ble vent for browning. 


E 
io 


NEVER PICKED OVER 


WY/§ PICKED OUT 


This is the best recommendation any merchandise 
can have . . . to be PICKED OUT instead of being 
“picked over’. It is the true mark of quality and 
public acceptance ... spelling the difference be- 
tween profitable buying and unprofitable shopping. 
It’s the kind of distinction and recognition that makes 
PRISCILLA WARE the preferred line among dealers 
who place a premium on customer satisfaction . . . 


and enjoy the benefits of quick turnover. 


COMPANY, Kewaunee, Wis. 
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AND YOU’LL SELL 


HOLM’S 
FLOR-LEVL-POST 
Compare 


As shown in circles above, Holm’s new Flor- 
Levl-Post has more than six times the sup- 
porting surface of most pin point posts. 
Weight is supported around the entire cir- 
cumference of the sturdy all-steel tube .. . 
not just on small pins. Guaranteed to sup- 
port 25,000 Ibs. Customers can SEE this 
greater safety and durability! It means more 
sales for you. 


Compare appearance 


Full length beauty from jack screw to floor 
plate. No irregular telescoping, or unsightly 
pin holes. Attractive rust-proof lacquer finish. 


Holm’s new Flor-Levl is the only fully ad- 
justable post without pins sold over retail 
counters! Both distributors and dealers com- 


mend Holm’s fair sales policy. Distributed 
through authorized wholesalers only. 


WRITE FOR 
DETAILS 
OF THE 
HOLM’S 

FRANCHISE 


HOLM’S MANUFACTURING CO. 


io} ite) 


106 N. MAIN ST. 
Factory at Kenosha, Wis. 


Warehouse Stocks in Principal Cities 


Daniel 


b Tool ( 
bAve., Los 
ly acquire 
felson Co. fa 
N. Y., for 1 
pliers, adjus 
pipe wrenche 
The Jamestow! 
jy making six 


j adjustable w: 


BARLOW & SEELIG MFG. OPENS SUBSIDIARY PLANT 
at Omro, Wis. This new factory unit will devote its manufac. 
ture to the production of transmissions for Speed Queen's 
new Automatic Laundry which is built in another new 
manufacturing unit at Fond du Lac, Wis. City officials and 
business men’s association members of Omro were hosts at 
an open house in the plant when it began operation. Shown 
left to right are: C. W. Stearns, Mayor of Omro, W. A 
Royce, Speed Queen's secretary-treasurer, Ben Kollath, Omro 
plant superintendent, John Sheerar, president of Omro Busi- 
ness Men’s Association and H. A. Bumby, president of 


Speed Queen. 








HOTPOINT, INC. APPOINTS | in Oakland, Cal., in which pos: 
LEONARD C. TRUESDELL, | tion he will continue to serv, 
V.P. FOR MARKETING has been transferred to Pitt 


burgh as general manager of the 

Leonard C. ‘Truesdell has be- company’s Pittsburgh Equitabié 
come vice-president in charge of Meter Divicten, The tessa 
gy | ew yg - have established headquarters at 
cs Fae iy See Si ds general offices in Pittsburgh. 

Ill. This newly created position 


carries with it responsibility for NERIUS IS SALESCREST 


all commercial phases of opera- 
tions including general sales MERCHANDISE MGR. 
M. W. Nerius has been ap 


management. 


Establish 
jelson plant 


WALTER R. 


KEATING A 
PROMOTE 


Walter R. A 
rector of adver 
motion for T 
Associates, C 
#n appointed g 
jor to joining | 
iated with 





AKRON 8. OHIO 





Mr. Truesdell was formerly 
general sales manager of the 
Radio Division of Bendix Avi- 
ation Corp., Baltimore, Md. Pre- 
vious to that he had been as- 
sociated in marketing capacities 
with the Frigidaire Division of 
General Motors Corp. for 11 
years. 


ROCKWELL MFG. MAKES 
EXEC. APPOINTMENTS 


The Rockwell Mfg. Co., 400 N. 
Lexington Ave., Pittsburgh 8, 
Pa., has made three appointments 
to its executive: staff. C. A. 
Wiken, for eight years chief engi- 
neer of the Delta Mfg. Div. in 
Milwaukee, has been advanced to 
the position of vice-president in 
charge of engineering. J. E. Ash- 
man has been named controller. 
He was associated with United 
States Steel for four years as di- 


rector of procedure for Carnegie- | 


Illinois Steel Corp. 
A. E. McIntyre, manager of the 
Nordstrom Valve Division plant 





pointed merchandise manager for 
the Salescrest Co., 222 West 
Adams St., Chicago 6, Ill., manu 
facturers’ sales organization. Mr. 
Nerius was formerly with Biddle 
Purchasing Co., Montgomery 
Ward, and Sears, Roebuck. 
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p. Danielson Co. Tool Factory 
Is Acquired by Plomb Tool Co. 


b Tool Co. 2209 Santa 
ve. Los Angeles, Cal., | 
ly acquired the J. P. 
on Co. factory in James- 
N. Y., for the manufacture 
pliers, adjustable wrenches 
pipe wrenches. 
‘The Jamestown plant is cur- 
making six pipe wrenches, 
adjustable wrenches and 26 
Established in 1906, the 
jelson plant has a modern 


| factory. The management of the 
plant will continue under John P. 
Danielson, son of the founder 
and president for six years. 

The new plant provides addi- 
tional tool manufacturing facil- 
ities in the East where Plomb’s 
business has expanded greatly in 
the past decade. Plomb’s two 
plants in Los Angeles are also 
supplemented by factories in Chi- 





cago and Portland, Ore. 








WALTER R. AMSTEEN 


KEATING ASSOCIATES 
PROMOTE AMSTEEN 


R. Amsteen, former 
ector of advertising and sales 


Associates, Chicago, Ill., has 





jated with Montgomery 


Ward for 20 years in various 
executive capacities. 

Paul G. Glenkey, formerly 
merchandising consultant on 
home furnishings for the Ab- 
bott Kimball advertising agency, 
succeeds Mr. Amsteen. 


STEEL POST FIRM 
CHANGES NAME 


Industrial & Home Products, 
Inc., Akron, Ohio, has changed 
its name to Holm’s Mfg. Co. of 
Ohio, manufacturers of Holm’s 
Flor-Levl-Post. The change was 
made to identify clearly the con- 
nection with the company’s fac- 
tory, the Holm’s Mfg. Co. of 
Kenosha, Wis. 


ARNOLD WHOLESALE 
GETS RECORD AGENCY 


The Arnold Wholesale Corp., 
5209 Detroit Ave., Cleveland, 
Ohio, has been appointed whole- 
sale distributor of M-G-M. rec- 
ords for 44 counties of Ohio. 
Gordon H. Boole will head the 
M-G-M record department for 
Arnold, assisted by Fred G. 
Wolfert. 











OFFICERS REELECTED at the 44th annual convention of 


he Connecticut Hardware Association held Feb. 11-12, 1947, 
t the Hotel Bond, Hartford, Conn., are, left to right: Ned 


ll, Southport, secretary; William B. Welden, Simsbury, 
vice-president; John LeClaire, Jewett City, president; 
ul Nygard, Branford, treasurer. The association in reso- 
tions passed at the convention went on record as favoring 
per cent discount for prompt payment; opposed pro- 


wed changes in the Fair Labor Standards Act which would 


tend the provisions of the act to retailing or which would 

interpretation of the act to include retailing and were 
Vor of ammending tax laws so as to require cooperatives 
Pay taxes on the same basis as other comparative busi- 
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“aw SHUCKS, ITS EASY — 
CAMILLUS HAS THE EDGE” 


He’s got his heart in his work —just as you 
will when you see the new Camillus pocket 
knife line. Enough different types to pro- 
vide a good assortment, yet short enough 
to provide maximum manufacturing effi- 
ciency, which results in larger output and 
lower cost. Every knife is a 
masterpiece of precision 242 
production — wrapped in 
cellophane and packed 
in work-saving new 
boxes. Then, there’s a 
beautiful counter case 
that will snap the knives to your 
customers’ eyes. All in all, a com- 
plete setup that has sales person- 
ality, price and fine quality to 
boot. Sounds good, doesn’t it? 
Write us for a folder telling the 
complete story and the name of 
your nearest distributor. On 
every point as well as every 
blade CAmiLLus has the edge! 
Camillus Cutlery Company, 
New York 17, N.Y. 


one of the oldest and 
largest manufacturers of 
pocket knives in Amer- 
founded 


CAMILLUS 


pig tt Bee aS EOGE 


70 years 


.. it’s pronounced 
Ka —MiILL—us 




















JAMES F. SHANAHAN, JR. 


SHANAHAN SALES MGR. 
FOR HARRIS, INC. 


James F. Shanahan, Jr., has 
been appointed sales manger of 
Harris, Inc., Columbus, Ohio, 
distributors of builders’ hard- 
ware and building specialties. 
Mr. Shanahan, former Chicago 
representative for Harris, will 
supervise sales policy and direct 
salesmen for the sales of Harris 
products and the Gabriel Steel 
Co., for which Harris is national 





sales representative. Mr. Shana- | 


han served four years in the 
South Pacific area as a lieu- 
tenant with the Marines. 


NICE HEADS N. Y. SALES 
FOR HERCULES POWDER 


Milo Nice has been appointed 
assistant manager of the New 
York office of the Explosives de- 
partment of the Hercules Pow- 
der Co., in charge of domestic 
sales in the New York district. 
He joined the firm as a chemist 
in 1923. 

Fore the past 17 years Mr. 
Nice has specialized in blasting 
problems of the quary trade. In 
1944 he was elected chairman of 
the Manufacturers’ Division of 
the National Crushed Stone As- 
sociation. 


PAL, PERSONNA CUTLERY 
NAMES 10 SALES MGRS. 
FOR TERRITORIES 
The Cutlery Division of Pal 
& Personna Blade Co., Inc., 595 
Madison Ave., New York 22, 
N. Y., has appointed 10 terri- 
torial sales managers to devote 
their time to the sales of the two 
new lines of hollow ground cut- 

lery. 
The managers and their terri- 





tories are: Walter Acker, San | 
Francisco and Northern Cal. and | 
the Northwestern states; Don | 
Bridges, N. D., S. D., Nebr., Kan., | 
Minn., Iowa and Mo.; John Clat- | 
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felter, Mich., Ind., Ky.; Herbert 
B. Fein, New York City; Edward 
Hampel, Texas, Ark., Miss., La. 
and Okla.; Stanley H. Mailman, 
Md., Ohio, W Va., Va., Dela. and 
D. C.; Frank Masterson, Ill. and 
Wis.; William Obrecht, N. Y. 
State and New England; John 
E. Rush, Los Angeles and South- 
ern Cal., Ariz., Colo., N. M., and 
Utah; and Walter C. Thompson, 
Tom, BW. C.. §: C, Ge, Ale: 
and Fla. 


G. F. JENKINS APPOINTED 
ASST. SALES MGR. AT 
NATIONAL SCREW 


The National Screw & Mfg. 
Co., Cleveland, Ohio, has an- 
nounced the advancement of 


GEORGE F. JENKINS 


George F. Jenkins from the posi- 


tion of district sales manager in | 





Chicago, to assistant sales mana- 
ger of the company. He replaces 
C. L. Kerr, who resigned to form 
his own company. 

Mr. Jenkins has been with Na- 
tional Screw for 20 years work- 
ing both in production and the 
sales office. He will handle ad- 
vertising, sales promotion and 
special sales projects. 


S. A. HAW IS PRESIDENT 
OF HAW HARDWARE CoO., 
SUCCEEDING FATHER 


Stanley A. Haw has been 
elected president of the Haw 
Hardware Co., wholesalers, Ot- 
tumwa, Iowa. He succeeds his 
father, E. A. Haw, who has been 
made chairman of the board, and 
treasurer. 

Other officers elected are: J. B. 
Mirgon, vice-president, Wayne 
Johnson, secretary, and Arthur 
B. Haw, Lansing, Mich., a di- 
rector. The Haw company was 
founded in 1864 and serves a 
territory that includes southern 
Towa and northern Missouri. 


E. J. ‘NAUGHTON JOINS 
W. S. MANCHESTER CO. 


Edward J. Naughton, 182 
Clyde Ave., Syracuse, N. Y., has 
become associated with the W. S. 
Manchester Co., 43 Leon St., 
Boston, manufacturers’ agents 
for paint, varnish, shellacs, etc. 
He will represent the company 
in New York State, which terri- 
tory he has traveled for several 
years. Mr. Naughton resigned 
from the Pittsburgh Plate Glass 
Co. to accept his new position. 





J. RAYNER HARPER 


J. RAYNER HARPER 
NEW PRESIDENT OF 
HARPER & McINTIRE 


J. Rayner Harper, 
Rapids, Iowa, was _ recent 
elected to the presidency 
Harper & McIntire Co., whe 
sale and retail hardware fim, 
Ottumwa, Iowa. He succeeds his 
brother, the late Sam H. Harper} 
Mr. Harper had been in charge 
of the Cedar Rapids branch of 
the business for several years, 
Other officers elected recently 
at a directors meeting were: 
Arthur R. Carlson and Russell 
W. Harper, vice-presidents, and 
Frank G. Fiedler, secretary and 
treasurer. John A. Geiger, comp- 
troller, was elected to the. board 
of directors which consists of 
J. R. Harper, Mr. Carlson, R. V. 
Harper and Mr. Fiedler. 








L. S. STARRETT CO., SET A THREE YEAR SAFETY RECORD which was recog: 


nized by the presentation of a special accident prevention flag by Parker Kemp, safety 


engineer of the Liberty Mutual Insurance Co. 


e award was accepted at a specia 


ceremony by Arthur Starrett, president, shown above, on behalf of the employees ° 
the Athol, Mass., plant. The company held its accident rate down to 76 percent below 
average for the tool manufacturing industry. 
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@ It’s not surprising that customers ask for circle © products by 


name. Experience has taught them that they can count on the 


uniformity and high quality of circle © nuts and bolts... that these 
nationally advertised products live up to their reputation for 
dependable size and strength. You can capitalize on this customer 
good will and acceptance by stocking the circle © line... by giving 
your customers the kind of products they want and prefer. Stock 


the circle © line today. 








BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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Brand-new, hot itém ! 
47 / » TRENTON 


P 


Inner- 
Lock 


Made of aluminum, light in weight and rust proof. 
Rounded corners. Cork lining with two Y-inch high 
strips in upper section to provide for carrying snelled 
hooks and winding leaders in long coils. Five cork- 
lined compartments in bottom of lower section. Two 
inner lids—one for each section of the box—snap 
securely into place. Priced to sell fast at $1.50. 


SURFACE 
doodler - 


Has fast, lifelike 
action. Made in 
stainless steel, 
copper and five color 
combinations. ¢ 


SPIN doodler gf 


A flashier spinner—a sure 


winner. The peculiar de- 
sign of the offset blades 
provides flash 


fy Has fast,wobbling 
action; makes 
noisy, gurgling 
sound. Big assort- 
ment of colors 
and finishes. 


from every direc- 
tion. Specially 
weighted single hook 
avoids snags. Single 


and twin blade models— 
wide assortment of colors of bucktails. 


[IVE BAIT CAGE r) 


Keeps live bait lively longer. 
Worn on fisherman's belt. Dis- 
played on colorful counter card, 
sells itself—and fast—at $1.00. 


TRENTON MFG. CO. 


429 GREENUP ST. 
COVINGTON, KY. 





TOP MEN OF THE CALIFORNIA RETAIL HARDWAR 


ASSN.: left to right: Alvon T. 


Jones, past-president and 5 


member of the advisory committee, congratulating new pre 
dent, Henry L. Howse, Antioch; R. E. Dahlberg, Aubu 
second vice-president, and LeRoy Smith, secretary, 417 


ket St., San Francisco, look on. 


First vice-president, 


D. Lyon, Sacramento, was not present at the conventic 
New members elected to the board of directors are Chari 
E. Ruggles, Guerneville, and F. M. Hooper, Delano. 








PAISLEY PRODUCTS 
BUYS LIGNOTITE CO. 


Paisley Products, Inc., Chi- 
cago 16, IIl., adhesive manu- 
facturers, has purchased the Lig- 
notite Co., formerly at 882 Mil- 
waukee Ave., Chicago. All 
manufacturing of the Lignotite 
product line will be done at 
Paisley’s Chicago plant. 

The Lignotite Co. has manu- 
factured casein glues since 1910 
and has lately added the Wood 
Dimension Control Concentrate 
to its line. Paisley’s 14 sales of- 
fices will service the Lignotite 
product line, and expansion of 
the sales organization is con- 
templated. 


CREDIT MANUAL OF 
COMMERCIAL LAWS 


The new 1947 edition of the 
“Credit Manual of Commercial 
Laws” is now available at $7.00 
per copy. This manual provides 
members of the National Asso- 
ciation of Credit Men, 1 Park 
Ave., New York City, and other 
corporate officers with a ready 
digest of laws governing their 
profession. It summaries all 
legal steps of credit transactions 
from the time the order is re- 
ceived until the account is col- 
lected. Gives coverage of laws 
of bankruptcy should the account 
not be collected. Covers the GI 
Bill of Rights” and the “blank- 
check” orders. 


TWO SALESMEN FOR 

HAMILTON MFG. CO. 

Hamilton Mfg. Co., Two Riv- 
ers, Wis., has announced the ap- 
pointment of two new sales rep- 
resentatives for the Hamilton 








Automatic Clothes Dryer. Ralph 


L. Ferguson will cover the Mi 
dlewestern territory and Morg 
J. Busch the Middle A 
and New England _ territors 
with headquarters in Harrisbu 
Pa. 

Mr. Ferguson was forme 
purchasing agent and director 
priorities for Deepfreeze Di 
sion of Motor Products Corp. M 
Busch has been with Hamil 
since 1939, except for time spe 
in the Navy. 

ROONEY HEADS EDWARD 
MERCHANDISING 


William F. Rooney has 
appointed head of merch 
activity for Edwards & Co, 
Norwalk, Conn., manufac 
of bells, annunciators and 
tric signaling devices. For 
present he will devote his 
to the development of maf 
for door chimes. 

He was formerly associ 
with Sylvania Products Con 
charge of that company’s 
ing center in New York City. 


WILLIAM F. ROONEY 


HARDWARE Aé 
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!DWARE AG 


Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New 
York City, 11; in the New York 
State territory. He will cover 
Rochester, Buffalo, Syracuse, 
Albany, N. Y., Springfield, Mass., 
and Erie, Pa. 

A. J. KWITEK RESIGNS; 
WAS V. P. OF HIBBARD, 

SPENCER, BARTLETT 


A. J. Kwitek, a director and 
vice-president in charge of all 
purchases for Hibbard, Spencer, 
Bartlett & Co., 211 E. N. Water 
St., Chicago 11, wholesale firm, 
i resigned from the firm on 
March 1. 

Mr. Kwitek entered the em- 
ploy of the firm in 1929 as buyer 
of builders’ hardware and 
plumbing supplies. He expects to 
devote his time to his own per- 
sonal interests, spending part of 
his time in Chicago and part in 
Green Bay, Wis. 


BEN ANTHONY 


KCO PRODUCTS OPENS 
DENVER SALES AREA 


Ekco Products Co., 1949 N. Ci- 
m Ave., Chicago, 39, IIl., has 
eed a new Denver area sales 
nitory, with Ben Anthony as 
ico representative for the area. 
Mr. Anthony was formerly 
zone manager, of the 
dware division, of the Gates 
bber Co. His territory will 
dude Colorado, New Mexico, 
uh, Wyoming, Eastern Nevada 
ithe El Paso, Tex., area. 


DUO-THERM DISTRIBUTOR 
NAMED FOR OKLAHOMA 


Southwest Radio & Equip- 
ment Co., Oklahoma City, Okla., 
has been appointed a distributor 
for Duo-Therm fuel oil space 
heaters and water heaters made 
by Duo-Therm Division, Motor 
Wheel Corp., Lansing, Mich. 
The distributors will serve all 
Oklahoma except for 10 counties 
in the estate’s eastern section. 





PROTTAS REPRESENTS 
EMERSON IN N. Y. 


Melvin A. Prottas has been ap- 
inted a sales representative for 











NEW ENGLAND Retail Hardware Association convention 
d exhibit, held at the Hotel Statler, Boston, Mass., Feb. 
N-22, 1947, reelected officers—Henry W. Rollins, Water- 


file, Me., president; J. C. Curtis, Berlin, N. H., vice-presi- 


and Russell R. Mueller, Boston, secretary-treasurer. 
nation favored requiring “cooperative corporations to 
taxes on the same basis as other corporations with which 
are in competition’; revision of the Wagner (National 
or Relations Act) Law with legislation which would pro- 
fair collective bargaining; give management equal voice 
thunions in employer-employee relations; prohibit coercive 
; prohibit jurisdictional dispute strikes; prohibit closed 
and make unions subject to the same “judicial processes 
ttapply to management, including suits for damages or 
inction.”” Convention opposed proposed changes in the 
tir Labor Standards Act of 1938 which would extend the 
Wisions of the act “to retailing or which would admit 
pretation of the Act to include retailing.’’ New directors 
Charles B. Coburn, Lowell, Mass., and J. P. Gallagher, 
ucket, R. I. In the photo above are left to right: Messrs. 
ilins, Curtis and Mueller. 


CH 13, 1947 








Brand new VALUES 
FISHING REELS 


Ryall 


All Royalbilt reels have new, dark, baked enamel, non- 
glare finish over anodized base—a protection against salt 
water and corrosion. All parts are toughened by special 
heat treating methods. Engineered to withstand hard 
usage. Precision workmanship throughout. Written guar- 
antee with each reel. 


Lord Weldon Fly Reel 


Light but sturdy. Weighs only 4 oz. 
Thoroughly ventilated for line drying. 
Balanced handles withstand terrific Bull 


Single action. Holds 50 yds. line. A 


$3.50 


brand new value. 


#100 Individually boxed, 65 
to a carton. Retail 


Sal-King All-purpese 

Larger capacity for bait fishing, 
boat trolling etc. Holds 100 yds. 
line. Weight 434 ozs. Single action. 
Adjustable click regulates drag. 
Ventilated. Center shaft steel 
—- lapped and ground for 
free, silent casting. 


ss, ‘stan Set; $450 


Castey Surf 
casting reel 


Holds world's record 
* cast. Perfect star drag ten- 
sion control. High Speed 
clutch prevents broken lines. 
No stripping . . . gears con- 
stantly meshed. Oilite bearings. 
Weight 14 oz. Holds 250 yds. 
line. Gear ratio 2/2 to |}. 


0 nates tried! $44.50 





New 1947 Fly Casting and Bait Rod 


Sensational value ... priced for volume sales. Light, strong 
and sturdy—a 4 ft. tapered rod made of heat treated steel. 
Fine quality hardwood handles. Royalbilt quality line guides and 
rod tip—guldes hand silk wrapped. 


#25 12 doz. to a box. Retail, only $2.50 each 











Royalbilt Rod Mountings 


Precision quality line guides and tips of bright nickel in a variety of sizes 
to meet all requirements. Low prices. 


Write for catalogs — prices — discounts 


ROYAL ENGINEERING CO. 


1333 Folsom S#., San Francisco 3, Calif. 














Stambaugh-Thompson 


Co. Youngstown, O. 


Now Entering 101st Year in Trade 


The Stambaugh-Thompson Co.,| century ago than it is today, as 
wholesale and retail hardware | much of the hardware, many of 


firm of Youngstown, Ohio, is now 


JAMES B. THOMPSON 


embarked on the 10lst year of 
its business career. 

The history of the company is 
completely told in a handsome 
50-page booklet which was issued 
to mark its centennial. The book 
tells of the founding of the hard- 
ware business in 1846 by Stephen 
Burnet, who migrated to Youngs- 
town in 1832 to open a gunsmith, 
tinsmith and fur trading business. 

Acquiring sufficient hardware 
merchandise was even harder a 


the tools and practically all of 
the tool steels were made in 
Europe and had to be gotten 
from importers and manufactur- 
ers located on the east coast. 

John Stambaugh, the founder 

|of the Stambaugh fortune which 
was the source of many benefac- 
tions enjoyed by Youngstown 
citizens today, was an early part- 
}ner of Mr. Burnet. 
James H. Thompson, the first 
| general manager, joined the busi- 
| ness shortly after the Civil War. 
|He was the father of Philip J. 
Thompson, chairman of the board, 
who retired last year as president 
in behalf of his son, James B. 
Thompson. Mr. P. J. Thompson 
was manager of the business for 
40 years. 

James B. Thompson, the pres- 
ent head of the firm prac- 
tically “grew up” in the store, 
having gained an intimate knowl- 
edge of the business by working 
in every phase of the business 
from the time he worked during 
his summer vacations while going 
to school. He was made general 
manager in 1930. 

The business now has its main 
store at 114 W. Federal St., a 
south side store at 2625 Market 
St., and a west side store at 1652 








Mahoning Ave. 


| 
| 





Twenty-nine employees have | 


been with the business for 20 
or more years. The company now 
employs 206. 


BOOSTERS TIGHTEN 
ELIGIBILITY RULES 


At the Feb. 28 meeting of the 
Hardware Boosters at the Mid- 
ston House, Madison Ave., New 
York City, the constitution and 
by-laws were amended to pro- 
vide for changes in the eligi- 
bility clause and to alter pro- 
cedure in membership elections. 
As to eligibility Article 1X, 
Section 1, now reads: “Any out- 
side salesman of good character 
employed within the Metropoli- 
tan area of New York (75 mile | 
radius). Representing a Manu- | 
facturer, Wholesale Distributor | 
or Jobber of Hardware and Rep- | 
resentatives of Hardware Pub- 
lications are eligible for mem- 
bership.” 

Article VII, Section 1, now 
reads, “After approval of the 
Applicant by the oomarageee 4 

| 





Committee, the application shall 
be referred to the Executive 
Committee, which after 30 days’ 
printed notice requesting any 
member to communicate with 
the Executive Committee on the 
advisability of said applicant, 
shall be empowered to act on 
such application. This action 
shall be final.” 

Willard H. Kemp, The Yale 
& Towne Mfg. Co., president of 
the Boosters conducted the 
meeting. 





PAUL G. MILLER 


MILLER REPRESENTS 
BRYANT IN OHIO 

Paul G. Miller has been ap. 
pointed representative for the 
Bryant Heater Co., 17825 St 
Clair Ave., Cleveland, Ohio, 
handling its line of gas-fired 
heating equipment in centnl 
Ohio. His headquarters are in 
the Gas Bldg., Springfield. 

Mr. Miller was district man 
ager of the Ohio Fuel Gas Co's 
Springfield division. 
WITTROCK ADDS THREE 

TO SALES FORCE 

L. Robert Wittrock, 8510 Lin 
wood Ave., Cleveland, 3, Ohio, 
manufacturer’s _representative, 
has appointed three men to his 
sales organization. J. R. Hub. 
bard will cover Northeastem 
Ohio, Richard Wellings wil 
travel Northwestern Ohio, and 
Paul Dunn, Central and Southem 
Ohio. 








THE HEIL CO. HELD A THREE-DAY SALES CLINIC IN THE MILWAUKEE HOME OFFICES attended by com- 
pany sales manager, district managers and sales representatives. Left to right, front row, are: Fred Ehlert, Bob Berry, 
Art Keenan, Herman Wagen, Jack Davies, Joseph F. Heil, president; Tom Boyle, Doug Kuhlman, John Barclay, 
Henry Giles, Len Andersen, and Paul Miller. 

Second row: Jim Nelson, Gene Dauer, Frank Cherny, Vernon Jones, John Herroux, Bill Hatch, Bill Schumacher, Bill 


Nichols, Fred Wrede, Fred Zwanzig, Harlan Stoller, Roy Des Jardins, and Gil 


Imse. 


Third row: Henry Strelow, George Hochstein, Dave MacBlain, Karl Mindemann, Gorden McKenty, Paul Hickey: 
Alec Milne, Frank Kern, Charles Tamm, Bob Rose, Ted Miller, H. F. Pugh and Sam Tuttas. 
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Ea . G ee —the attractive new oil-burn- 


ing space heater will be available,to dealers for the 
1947 heating season. This economical, clean-burning 
space heater provides comfortable, efficient oil heat. 
The EASYHEET space heater, with its mahogany- 
toned finish and its compact construction, makes 
an attractive item to display. Its long, trouble-free 
operation guarantees complete customer satisfaction. 
The manufacturers of the EASYHEET space heater 
have set up an intensive advertising program for 
the 1947 heating season, using magazines, radio, 
newspapers and outdoor advertising. This program, 
backed by the praise of its many satisfied users, 
will create consumer demand for EASYHEET! 


Dealer Inquiries Invited 


Space - em 


SEATTLE 2, WASHINGTON 














for PROFITS 


—— 


SELL AMERICA’S GREAT OUTBOARD MOTOR 


With the new Champion, your customers 
will know the thrill of perfect perfor- 
mance... the joy of ‘instant, powerful 
response to their every boating mood. 


Discriminating sportsmen everywhere _ 
demand pleasure, fun, the best in ovt-, 


boarding. That's why sportsmen all over 
America demand Champion... America’s 
Great Outboard Motor., 


4.2 H. P. Certified O. B. C. af 4300 R. P.M. : 




















SEIDELHUBER WORKS 
PROMOTES CASSIDY 


Frank L. Cassidy has been 
elected vice-president in charge 


of sales for the Seidelhuber Iron 


FRANK L. CASSIDY 


& Bronze Works, Inc. 1421 
Dearborn St., Seattle 44, Wash. 

Mr. Cassidy joined the com- 
pany as sales engineer with 
headquarters in Oregon. In 1945 
he moved to the Seattle plant 
as sales manager. He spent most 
of 1945 travelling and assisting 
Frank Seidelhuber, Jr., mapping 
out sales progratis*cevering the 
Orient, Canada, South America, 
Alaska, Hawaii, Philippine Is- 
lands and Europe. 


PACKAGING CONFERENCE 
IN PHILA., APRIL 8-11 
The American Management As- 

sociation will sponsor a confer- 

ence on packaging, packing and 





with the 17th Annual 
Packaging Exposition, April§ 
at Convention Hall, Philadelps 
Among the subjects te be @ 
cussed at the conference wil] : 
Unit packaging for con ; he 
goods; shipping containers; g 
receiving clerk’s viewpoint; 
aging of heavy articles; j 
try’s responsibility under 
freight classifications; what's 
in packaging machinery, and 
velopments in pre-packed ff 
foods. 
OLD GUARD LUNCH 
ON APRIL 16 AT 
PALM BEACH MEETING 


The Coral Room of the P h 
Beach Biltmore, Palm Bead ideas, 
Fla., will be the scene of tong and Ge 
luncheon of the Southern Gum A. Kildow, 
Wednesday, April 16. This my Kornely, 
ditional gathering will be hgmpemses 1” the 
during the joint convention . —— 
the Southern Wholesale ee soviet 

a ored: revisio 
ware Association and the Ama wperatives. 
can Hardware Manufactu 
Association. 
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Donald E. Bruce, formal general ma 
sales manager of American Pat Lock Co., F 
& Textile €o., Greenfield, 0 recently ret 
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sentatives, 1213 Summit AWM) 20 meeting o 
St. Paul 5, Minn., to cont@iimufacturers’ S 
the jobbing trade with linesZiMtion of his 
hardware and sporting goommmothic and pol 
The organization covers d, at the Y 
trade in Iowa, Nebraska, Ming City. 
sota, Wisconsin, North visited En 
South Dakota and the 7am. Hand, Hi 


shipping to be held concurrently | peninsula of Michigan. ine, Syria 


pean countri 








NORTH COAST RETAIL HARDWARE ASSN. 
Seated, left to right, are association officers: 
Snohomish Hdwe. Co., Snohomish, Wash., vice-pre 


declared Mr. 
to need econc 
United State 
off commu 
Pointed out, 
greatest d 
m, with a 


| 


Neil Cochr 


sident; ™ 


D. West, West Hardware, Portland, Ore., president; F 
De Vore, Ferndale, Wash., retiring president; standing, 
to right: D. D. Stewart, Seattle, secretary-treasurer; 


Enger, C. S. Enger Hardware, 


Tacoma, Wash.; Chester 


bard,. Hubbard Bros., Medford, Ore.; H. E. Mohn, Jonet 
Mohn, Bothell, Wash.; E. A. Green, Hardware & Supply, 
well, Ore.; A. L. Wold, Wold Hardware, Issaquah, Wash.j 
Waage, Crawford & Waage, Seattle, Wash.; George 


Redda Hdwe. & Electric Co., 


Centralia, Wash. Other 


rectors not in the photo are: W. H. Bohnenkamp, bee 
kamp Hdwe. Co., LaGrande, Wash.; Chester Farr, Farr £@ 
Coos Bay, Ore., and W. J. McKenzie, McKenzie Hdwe., Co 


dale. Wash. 
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1947 EXECUTIVES elected by the Wisconsin Retail Hard- 
Association at its annual convention, Feb. 4-7, at Mil- 
ee, are, left to right: H. A. Lewis, Stevens Point, execu- 
secretary; Joseph H. Kitz, Oshkosh, retiring president; 

.T. Johnson, Rice Lake, president; B. F. Strong, Eagle River, 

wpresident. Directors elected were: Messrs. Johnson and 


og and Gerald Zenz, Lancaster; S. V. Kubly, Madison; 


A. Kildow, Whitewater; J. 


Kornely, Milwaukee. 


O. Gilbertson, Whitehall, and 
Resolutions adopted opposed 


ges in the wage-hour law which would adversely affect 
dware dealers; taxation on gross earnings and sales tax; 


tinuation of governmental 


expenditures at present levels; 


sted: revision or replacement of Wagner Act; taxation of 


operatives. 








TELLS IMPRESSIONS 
OF EUROPEAN TRIP 


John J. Meyer, vice president 
general manager, Indepen- 
t Lock Co., Fitchburg, Mass., 
recently returned from an 
msive trip through Europe 
Asia, told members at the 
20 meeting of the Hardware 
wfacturers’ Statistical Asso- 
fin of his impressions of 
whic and political situations 
d, at the Yale Club, New 
k City. 
visited England, France, 
werland, Holland, Egyt, 
tine, Syria and Lebanon. 
pean countries, in particu- 
declared Mr. Meyer, are go- 
to need economic help from 
United States in order to 
off communism. France, 
pointed out, is the country 
greatest danger of com- 
with a sizable portion 


JOHN J. MEYER 
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of the country already having 
communistic leanings. Com- 
munists, though not in the ma- 
jority in France, have sufficient 
power to wreck programs ini- 
tiated by other parties. Although 
communist power in France does 
not seem, at the moment, to be 
making appreciable gains, there 
is grave danger of its further 
increase. Certain industries— 
notably railroads, steel plants 
and power companies have al- 
ready been nationalized. 

England appears in worse eco- 
nomic condition than any other 
European country, insofar as 
the private citizen is  con- 
cerned, with food rationing now 
more severe than during the war. 
Sixty per cent of England’s 
food—during the war—was im- 
ported from the United States 
and other countries, the figure 
now being but 40 per cent. 
England’s manufacture. is now 
devoted ‘entirely to export, with 
the exception of the basic neces- 
sities of life. Switzerland and 
Sweden came out of the war 
with the strongest industrial set- 
up and financially stronger than 
any other countries in the 
world. 


—_— 


C. A. KLEIN, HONOLULU, 
TO SPECIFY HARDWARE 
FOR L.A. SCHOOLS 


C. A. Klein, formerly builders’ 
hardware manager of Lewers & 
Cooke, Ltd., Honolulu, has been 
appointed hardware _ specifica- 
tions writer for the Los Angeles 
Board of Education. 

Mr. Klein was associated with 
the Honolulu firm for 24 years. 








Do you see an asset in 
“Unsatisfied Demand”? 


Some customers want UNIoN Tools the more, the 
harder they are to get. That’s human and it 
turns up a sales-slant. The BEST VALUES are the 
scarcest under limited output, — still checked by 


basic shortages. 
Union Tools and Sporting Goods are among those 


most in demand, and among those hardest to get 
right now. But expanded output is under way, and 


‘before long will be on the way to get customers off 


the waiting list for the new great buys in UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 


AIC.v ft Pal OFF ESTABLISHES (854 


pmOn-G-01. em me), Pmened, |. FE 


NEW YCRR OFFICE ISI CHAMGERS STREET 














SIOUX OIL BURNER 
FORMS DIVISIONS 


The Silent Sioux Oil Burner 
Corp., Orange City, Iowa, has 
changed its sales departmen: so 
that its poultry equipment and 


D. N. GROTENHOUSE 


domestic heating equipment divi- 
sions are segregated. 

Dwight N. Grotenhouse will 
supervise the domestic heating 
equipment line sales, and W. A. 
Edington, formerly head of both, 
will supervise the poultry equip- 
ment division sales. 


INDIAN FIRM WANTS 
U. S. CATALOGS 


The Smith _ Engineering 
Works, manufacturers and deal- 
ers in textile machinery and 
spare parts, Ahmedabad, India, 
is interested in receiving cata- 








logs, lists and printed matter re- 
garding machine tools, screws, 
wires, taps and dies, metal pipe, 
engineering measuring _instru- 
ments, files, chains, builders’ 
hardware, etc. 

C. R. BOTTORFF IS PRES. 

BOURBON BEEF ASSOC. 


Charles R. Bottorff, president 
of Belknap Hardware & Mfg. 


| Co., wholesalers, Louisville, Ky., 


recently became president of the 


| Bourbon Beef Association. 


CHICAGO RETAIL HDWE. 
ASSOCIATION MOVES 


The Chicago Retail Hardware 
Association has moved to its 
new offices at 1195 Merchandise 
Mart. The telephone number 
will remain Superior 0324 and 
0325. 


PEERLESS PUMP HOLDS 
SALES MEETING 


The Peerless Pump Division of 
the Food Machinery Corp., Los 
Angeles, Cal., recently held its 
first post-war general sales con- 
ference. F. E. Fairman, Jr., vice- 
president of the company and 
general manager of the pump 
division, presided. B. A. Tucker, 
division sales manager, conduct- 
ed the week-long program which 
included a tour of the Los An- 
geles factory and foundry. 

Among those in attendance 
were: E. W. Lundy, Los Angeles, 
Pacific district sales manager; E. 
W. Pierce, Canton, Ohio, Central 
district sales manager; W. E. 





Griffin, Dallas, Tex., Southwest- 
ern district sales manager; J. B. 
Madden, Atlanta, Ga., Southeast- 
ern district sales manager; Ivor 
G. Morgan, Canton, Ohio, small 
products sectional sales manager; 
E. E. Bauer, Quincy, IIl., Central 
sectional sales manager; E. H. 
Hansen, Fresno, Cal., district 
manager; and H. L. Drew, 
Phoenix, Ariz., branch manager. 


“SCOTCH” TAPE PATENT 
AGAIN HELD. VALID 


The basic “Scotch” Cellulose 
tape patent of Minnesota Min- 
ing & Mfg. Co., Minneapolis 2, 
Minn., held valid and infringed 
by the U. S. District Court at 
Chicago in 1945, and again in 
1946, was sustained by the U. S. 
Circuit Court of Appeals, at Chi- 
cago, in a recent decision. The 
patent covers the transparent 
and colored pressure-sensitive 
Cellophane tape originated by 
R. G. Drew of Saint Paul and 
promoted and marketed broadly 
by Minnesota Mining under its 
trade name “Scotch” Cellulose 
Tape. 

The Circuit Court of Appeals, 
with full concurrence of the 
three judges, affirmed the judg- 
ments of the District Court 
holding the patent valid and in- 
fringed by each of the four de- 
fendants. The District Court 
also held that the company is 
entitled to a permanent injunc- 
tion and accounting against 
each of the defendants, which 
was also affirmed by the Court 
of Appeals. 








MICHIGAN HARDWARE MEN at the annual convention of the Michigan Retail 
Hardware Association, Feb. 11-14, at Detroit, elected G. Clyde Wilson, Traverse City, 


president, succeeding Karl H. Sturmer, Port 
d vice-president. Harold W. Schumacher, Lansing, is secretary-manager and 
Elected to the executive board were: Henry 


was electe 


William Moore, 


Detroit, is treasurer. 


Huron. 


Frederick J. Gartner, Wyandotte, 


Huizenga, Grandville; Edgar N. Kalthoff, East Detroit; J. Paul Hayden, Cassopolis; Michael 
D. Knopic, Midland; Charles W. Fowler, St. Johns, and E. E. Cookson, Manistique. The 
convention in resolutions favored retention of 2 per cent cash discounts, taxation of 
cooperatives, revision or replacement of Wagner Act, and urged that no change be made 
in the Fair Labor Standards Act which would extend the Act to cover retailing. 

In the photo are, left to right: F. J. Gartner, H. C. Huizenga, J. P. Hayden, C. W. 
Fowler, H..A. Schantz, E. E. Cookson, H. W. Schumacher, G. C. Wilson, Mrs. Schumacher 
and William Moore. Mr. Schantz is presenting the gavel to the new president, G. Clyde 
Wilson. Carl H. Stumer, retiring president, could not be present because of the death of 


his mother in Port Huron. 
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HONOR RENSHAW § 
FOR 25 YEARS 
DEVOE & RAYNOLDs 
The executives, departme 


heads and salesmen of 
Raynolds Co., 44th St. & 


j 


RENSHAW SMITH, JR. 


Ave., New York City 17, rece 
ly honored Renshaw Smith, 
secretary and general trade 
manager by celebrating his 
anniversary with the co 
with a dinner held at the € 
idge Hotel, Atlantic City, 
The commemorative add 
were by J. H. Lovett, 
manager, art division, Ellist 
Phillips, president, and Wi 
H. Mathews, vice-president, 
Mr. Smith first servedeas 
York branch trade salesman. 
1925, when Wadsworth, How 
& Co., Boston, became part 
Devoe, he was appointed 
president and general 5 
of that company, and 
of Devoe’s New England sales 
1939 he became manager of 
Retail Stores Organization 
Devoe, being made general t 
sales manager in 1940. He 
elected secretary in 194. 


COROAIRE ENTERTAI 
175 DISTRIBUTORS 


The Coroaire Heater Co 
Cleveland 15, Ohio, had as 
guests 175 men representing 4 
tributors of the Coroaire Pp 
ucts during the 7th Internation 
Heating & Ventilating Exposit 
at Lakeside Hall, C 
Ohio. The distributors were 
troduced to the projectéd 8 
advertising, sales and meren 


test way ice) 
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Cooker elir 
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dising plans of the corporat a | 


They also visited the factory 
Canton, Ohio. 


Among those present for § 


week were Coroaire district m 
agers: Robert B. Battle, 
York City: Albert Aulls, 
anapolis, Ind.: Reid H. Cox,4 
lanta, Ga.; George Kraft, Ka 
City, Mo., and Fulton Duff, 


Angeles. 
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4 is the TIME-SAVER'S 


OUTSTANDING feature! 


lesmen of Dew 3 PRESSURE GAUGE 4 PRESSURE RELEASE 
. Scientifically calibrated for accuracy. To release ail pressure when cooking 5 EXTRA SAFETY 
° 4th St. & A simple turn of pressure cap sets cycle is completed simply place knob Se Se 
_—_ —_ comes of pumme w Ge cut a oreo 
agtnts %, “9 
or 15 Ibs. e. ing. clogging of main channel. gy | KE , 
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| Traded 
J Packed 6 to a carton, 
: net weight 40 Ibs 





W SMITH, JR. 


enshaw Smith, 

general trade 

elebrating his Z 

ith the 

held at the € 

tlantic City, N 

orative adi test way to sell a pressure cooker is to prove that it's 
H. Lovett, ge stely sate and easy to handle. The TIME-SAVER 
division, Elliot Cooker eliminates sales resistance because only 
ident, and Wil /ER can boast of five, scientific, new safety features 


vice-president, er —the beautifully-designed, new 1947 TIME-SAVER MATCHED SET GI FT PACK ; 
ae Cooker is being nationally promoted with emphasis on ‘ AG E 
ners Your customers will be pre-sold by regular inser —— > f Ww 

Swortn, , , . . = pyr F— 
n, became i ne country's leading women's magazines and many ——— 0 ATERLESS COOKWARE 
as appointed ¥i 
| general m n the popularity of the TIME-SAVER and the other 


NEW, BEAUTIFUL 52 page recipe 
ond instruction booklet with each 
cooker. Also GUARANTY Certificate. 








tions on famous network radio programs. 4 : 
eautifully designed and made of fine 


one. ol SUR dich imiroied below. LS alld extra-thick cast aluminum. Seal-tight 
i » 3 
England “ GIFT « ee Permitwaterlessor regular cook- 
me manager GE 9. Neat-resisting plastic handi Shi 
ization PACKA es. iny, 
3 Organ smart, good value. The prid . ‘ 
made general Pride of any kitchen, 
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#502 2 Quart Sauce #503 3 Quart Sauce : _— 


Pan with Dome Cover Pan with Deme Cover. 


#504 4 t 
. rR} Pan with Jome Cover 
ntilating Expositi : 
Hall, Clevelami 
istributors were Hy ENTIRE SET PLUS 
=> COVERS 


$3495 


Individually packed, 
3 sets to a carton, 


{—. A oa J #505 1034 Inch Chicken 
t B. Battle, i i Fryer with Dome Cover. 1506 6 

Th : ca } Quart Dutch 
Albert Au a a Oven with Dome Cover. 
: Reid H. Cox, a ' 
eorge Kraft, Ka 


Manufactured by 


TRAUBEE PRODUCTS, tnx. 


924 BERGEN ST., BROOKLYN 16, N. Y. 











we e J. M. WARREN & CO. HAS| Mfg. Co., and has moved 

Sell the juicer with these DISCONTINUED SALES | larger offices at 6116 @ 
AT RETAIL Ave., Long Beach 5, Cal, 

mar has altered the trade 


P A. L. Darby, president of J. ‘ : 
* to Airolite 6. 
River St., Troy, N. Y., has an The firm was originally 
peduvertised mony, 1065, a0 «a 
January, 1945, as a sub-co 


tor for airplane parts, 
change-over to lawn mower 9 


Features / ioe duction was started in 
.: 1945 and the first mower 


delivered in January, 1946, 
firm now employs about 
workers. 





BULLARD & TWEEDY TENNESSEE | 
IN NEW OFFICES ail Hardware 


, siggeetion are: J. O. 
Bullard & Tweedy, man ding the 


turers’ agents, have moved f ew perecid 
their former quarters at ster) looks o 
Boylston St., Boston, Mass, § yice-preside: 
new office and display space Mident. Direct 
the United Building, 43 Lege, Elizabetht 
St., Boston 15. The new quymight, Jr. Kn 
ters are more than double », Memphis. 


A. L. DARBY size of those previously occupie 





DAVID LAWRENCE JOIN@#ROCKMORT 
nounced that the company has! BRONX HDWE. & SUPPL CHICAGO C 
discontinued its retail sales and K. Th 

mon K. I 


now operates as a wholesale| David Lawrence recent 
Randard Wee Model hardware and mill supply dis-| joined the sales force of Inc., sales r 


Ee SRE a oe Toe tributor. The change took effect | Bronx Hardware & Supply E 42nd St. 
Jan. 2. The firm was established | mill supply distributors, Y, has opened « 
(eee in 1809. Third Ave., New York 51, N. Michigan Ave. 
neo ieee Mr. Lawrence had been servigye 0 be supervis 


* . : : i MacNiff, Jr. a 
£08 soveenste WEF in an executive capacity as ig ’ 
UNITED AIRCO IS NOW dustrial and management cogpagton. 


CURMAR MFG. CO. sultant to manufacturers’ in aes 
United Airco, manufacturer of | metropolitan area. He has spgg¥M. DENNLEI 
lawn mowers and lawn edgers, | over 20 years in varied industigj10 WEST CO. 
* Easy to use — easy to clean has changed its name to Curmar'’ fields. G-E APPLL 


* Strong, handsgme polished aluminum iam H. Den 
fant to the ; 


* Pure sweet juice — no bitter rind flavor i 
_ — oamenmeser of General 


* Backed by continuous national advertising ance & Merchz 
has been apy 


in the Ladies’ Home Journal, House = A sweed 
and Garden, House Beautiful and the F ' whee. ‘ ific district n 
( . ry A te sales. Haro 


sales-producing Good Housekeeping Seal of i a Was accountant 
' device, fan 

t divisions, : 
tr in his form 


* 26% more juice than press-down juicers 











Approval. 


sesseeese e® 


Standard Table 
Model retail 


price $4.79 PANHANDLE DEALERS at the annual convention, F 


10-11, of their Panhandle Hardware & Implement Assn» 
Amarillo, Tex., elected the following officers: A. S. Meinec 
Lubbock, Tex., president, succeeding Clarence L. Thompse 
Canyon, Tex.; Carl ries sy 80 Tex., vice-presider 
and reelected Mrs. C. L. Thompson, Canyon, secretary. 
er complete price information and mardbandhing alte, tors elected were: E. C. Armstrong, Clovis, N. M.; Sam He 

eae er gert, Perryton, Tex.; L. A. French, Quanah, Tex.: Ja‘ 
Applewhite, Tahoka, Tex., and Grady Thompson, Hobbs, Ne 
Mexico. The convention voted for revision of replacement 
o Wagner ere gone no changes in the dag *. 

tandards Act which would extend its provisions to reta? 

| E. M A SON Co. favored amendment of tax laws to provide for taxation 
cooperatives. ; 
BOSTON 36, MASSACHUSETTS In the photo are, front row, left to right: A. S. Meinec# ’ 
: C. L. Thompson, Mrs. C. L. Thompson, Carl Harrison; bag i 
row, left to right: E. C. Armstrong, Sam Hergert, »- WILLI 
French, Jack Applewhite and Grady Thompson. AM H. ¥ 


De luxe Wall Model 
retail price $3.95 
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TENNESSEE ELECTS: Official family of the Tennessee 


ii Hardware Association elected at its recent annual con- 
ion are: J. O. Kelso, Jr. (left), Brownsville, retiring presi- 
handing the gavel to Wayman Hillis (right), McMinn- 
new president, while secretary-manager Morris Jones 
t) looks on. Joe H. Wright, Sweetwater, was elected 
vice-president and W. G. Best, Memphis, second vice- 
ident. Directors. elected are J. R. Cox, Nashville; E. G. 

Elizabethton; John Hancock, Lexington; Richard 
Knoxville; C. M. Porter, Columbia; Martin 


3, Memphis. 








HROCKMORTON OPENS 
CHICAGO OFFICES 


mon K. Throckmorton & 
Inc., sales representatives, 
E. 42nd St., New York 17, 
Y, has opened an office at 122 
Michigan Ave., Chicago 3, 
to be supervised by George 
MacNiff, Jr. and Joseph G. 


DENNLER MOVES 
0 WEST COAST FOR 
G-E APPLIANCES 


iam H. Dennler, formerly 
lant to the general sales 
yer of General Electric Co.’s 
nce & Merchandise depart- 
has been appointed assist- 
ucific district manager of ap- 
te sales. Harold H. Mount, 
s accountant for the heat- 
device, fan and vacuum 
divisions, succeeds Mr. 

tr in his former position. 


WILLIAM H. DENNLER 
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Mr. Dennler, whose headquart- 
ers are located in San Francisco, 
joined the Bridgeport, Conn., 
company in 1933. 

LAUNDERALL APPOINTS 

REGIONAL SALES MGRS. 


F. L. Jacobs Co., 1043 Spruce | 
St., Detroit 1, Mich., has an- | 


nounced the appointment of five 
regional sales managers for Laun- 
derall. These men will have full 
charge of Launderall sales in 
their territories under J. W. Sti- 
gall, national sales manager of 
the appliance division. 

Arthur A. Fair, formerly with 
Bushnell & Co., Inc., Minneapo- 
lis, Minn., manufacturers of air 
compressors, will travel the east- 
ern region, including New Eng- 
land and as far south as Nor- 
folk, Va. 

The southeast region will be 


covered by James K. Williams, | 


who held executive sales posi- 


tions with Parsons & Co., Detroit | 
distributors, Detroit Edison Co., 
and other manufacturers and dis- | 


tributors. 
Jess Kaiser will handle the 


Middle Western states. For three | 
years previously he was merchan- | 


dise- manager for the Clark Sup- 


ply Co., Milwaukee, Launderall 


distributors. 


Working from St. Louis, Mo., 
is Wilbur C. Buford, who has | 


been handling Launderall sales 
in the South Central zone for a 
short period since his discharge 


from the AAF. C. H. Durston | 


has been placed in charge of 
Launderall sales in 11 western 
states. He had similar positions 


on the West Coast for Nash-Kel- | 


vinator and Easy Washer Corp. 
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Winners! 


Here are three consistent winners from the 
T & S line of famous Blue Line Kitchen Tools. 
And like true thorobreds, they run in first place 
for consumer preference, fast turnover—all of 
which adds up to handsome profits for you. 
SUPERWHIRL is the deluxe die cast beater 
that sells on sight. BLUEWHIRL is the popular 
priced ball bearing beater — preferred and 
proven for many years. WESTCO No. 65 is the 
world's finest household can opener that cus- 
tomers swear by—and not at. All three of 
these T & S winners are individually and attrac- 
tively packaged. 








TS} dependable kitchen tools 


TORRINGTON 








The TURNER « SEYMOUR MFG. CO. 


* TORRINGTON CONNECTICUT 








































CENTRAL SALES MGR. 


Thurlo F. Johnson has been 
appointed sales manager of the 
Central region for the Norge 





THURLO F. JOHNSON 


Division of Borg-Warner Corp., 
670 E. Woodbridge St., Detroit, 
Mich. L. B. Cash, who formerly 
assisted Mr. Johnson as national 
service manager, succeeds him 
in that position. 





L. B. CASH 


Mr. Johnson suceeds J. H. 

Frohlich, who has resigned to 
become sales manager of the 
appliance department for The 
Sampson Co., Norge distributor 
in the Chicago area. 
--Mr. Johnson joined Norge in 
1933. Mr. Frohlich had been 
with Norge since 1931, and was 
sales promotion manager prior 
to his appointment as central 
sales manager in 1945. 





GURBOB, INC. OCCUPIES 
NEW BUILDING 


Gurbob, Inc., distributors of 
hardware, housewares and res- 
taurant supplies, has moved from 
820 Broadway to much larger 
quarters at 812-814 Broadway. 
Two buildings were combined to 


THURLO JOHNSON NORGE 





and additional space will be oc- 
cupied in upper floors as it be- 
comes available. 

A conveyor brings merchandise 
from the basement to the first 
floor shipping department where 
additional stock is on hand, and 
carries it to the front of the 
building for truck pick-up, with- 
out the necessity for any manual 
handling. 

The firm has a total of 30 sales- 
men on the road from New York 
and a Detroit branch, located at 
8606 12th St., Detroit 6, Mich. 
The New York branch serves the 
metropolitan area, all of New 
York state and New Jersey. 

Officers of the company are 
A. D. Bobrow, president: Edwin 
Bobrow, vice-president, and Sam- 
uel Gurstell, secretary and treas- 
urer. Mortimer Scheffler is office 
manager of the New York branch. 





J. A. CUNEO NAMED MGR. 
OF L. A. BRANCH OF 
FAIRBANKS, MORSE 


John A. Cuneo has been ap- 
pointed manager of the Los An- 
geles branch of Fairbanks, 
Morse & Co., Chicago, Ill, suc- 
ceeding Harry W. Brown, who 
has retired. Mr. Cuneo joined 
the company in 1929 as a field 
engineer representing the com- 
pany’s Export Division. In re- 
cent years he has been assistant 
manager of the Export Division 
in New York and for the past 
two years was a member of the 
organizing staff of Fairbanks- 
Morse de Mexico, Mexico City. 








NATL. CARBON CO. 
OPENS VT. PLANT 


National Carbon Co., Inc., 30 
E. 42nd St., New York 17, N. Y., 
has constructed a new plant in 
St. Albans, Vt., for the produc- 
tion of “Eveready” flashlight 
cases. When the plant is on full 
schedule 400 persons will be em- 
ployed. 


ated in Vermont by the cu.upany. 
The plant at Bennington, which 


produced  pplastic waterproof 
items during the war, has been 
converted to making “Krene” 


plastic products. 





COWHERD IN CHARGE OF 
EASTERN SALES OF 
REPUBLIC DRILL 


Ben T. Cowherd has been 
elected vice president of Repub- 
lic Drill & Tool Co., in charge of 
hardware sales in the eastern 
states, according to Clarence 
Avildsen, chairman. Mr. Cow- 
herd’s headquarters will be at 
96 Lafayette St., New York City. 





F. P. ARNOTT IN CANADA 
FOR MOORE PUSH-PIN 


Frank E. P. Arnott has been 
appointed Canadian representa- 
tive for the Moore-Push-Pin Co., 
113 Berkley St., Philadelphia, 
Pa., manufacturers of Moore 
Push-Pins, Pushless Picture 
Hangers and Maptracks. He will 








This plant is the second oper- 





FRANK ARNOTT 


cover all of Canada except for 
Montreal, Toronto, Ottawa and 
Hamilton, which will be covered 
as before by H. C. Hooks, sales 
manager of the company. 






SHIPP S. E. SALES me 
FOR QUEEN STOVE’ 
Irving W. Shipp has been 
pointed Southeastern sales 
ager of the Queen Stove Wor 
































IRVING W. SHIPP 








Inc., Albert Lea, Wis. He 

head the sales of the Superf 
line of oil burning range 

heaters and space heaters 

the Queen line of oil bun 
tank heaters, floor furnac 
brooder stoves and farm servi 
items. He was formerly exe 
tive vice-president of Woods 
& Bozeman, Inc., Memphis, Ter 

































REG CALCUTT RETIR 
FROM U. S. RUBBER 
AFTER 61 YEARS 
_Reg B. Calcutt has reti 
from the United States Rubb 
Co., Rockefeller Center, N 
York City, after 61 years of c0 




















give 17,500 sq. ft. on three floors 
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VIRGINIA RETAIL HARDWARE ASSOCIATION conven- 
tion, Feb. 24-26 at Richmond, elected A. B. Hill, Portsmouth. 
president succeeding R. W. Harris, Newport News. Earl J 
Crowser was elected vice-president and Chester A. Hobart, 
Berryville, new board member. G. T. Omohundro, Jr., Scotts- 
ville, is secretary-treasurer. In photo, left to right, are: 


Messrs. Crowser, Hill, Harris, Omohundro and Hobart. 


Inc., vice-president; William 
Little, formerly assistant 
tary, now secretary and 


tinuous service. He began i Many proc 
career when 11, as an ofice a Gap betwe 
in the company’s Chicago ofi@ and buildi: 
He realized his ambition to yp sales. 
come a salesman 17 years lt@l becutiful k 
in Da aes ne sively for 
until his retirement. 

known in the middle west 48 = “4 
salesman of rubber belting, ha ** * a 
and industrial products. identificatic 


y 


He is succeeded by L. 
Moore and F. B. Harrison, J 
in the company’s branch office 


440 W. Washington St., Chicag 





HENRY IS PRESIDENT ° 
NATIONAL GIFT ASSN. 


A. S. Henry, Little-Jones, 11 
was elected president of the N 
tional Gift & Art Associati 
succeeding Henry Underbe 
president since 1941, who ¢ 
clined nomination. Other new 
ficers elected were: & 
Greeman, Janis-Tarter, Gree 


Sold initially 
of twenty-th: 
Particulars s¢ 












































F. Little, re-elected treasuret. 
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Takes All 


Many progressive dealers prefer to bridge the 
gap between a short sighted one-time sale 
and building for the future with repeat match- 
up sales. The complete MEMCO line of 
beautiful kitchen ware is a perfect deal exclu- 
sively for independent retailers. MEMCO 
ware is so distinctive each piece sells on sight 
. +. black bottoms permanently branded for 
identification. 









mT RILLING TO Sy 


—memca 


Honors For Salability 


Easy to keep clean... durable, food acid and 
alkali stain resistant MEMCO Porcelain Enam- 
eled Ware means an expanding kitchen ware 
business from enthused customers. Patented, 
lock-on glass knob and non-fall-off percolator 
cover, non-boil-over black dome shaped cov- 
ers are but a few of the many distinct MEMCO 
sales advantages. ; 





Sold initially only as a complete line 
of twenty-three items shown here. 
Particulars sent upon request. 


thé MOORE 


ENAMELING & MANUFACTURING COMPANY 


WEST LAFAYETTE, OHIO 








STOCK and SELL 
SPACE - SAVING 


YARD 


Thousands upon thousands of new small homes with limited 


yard space will be com 
To conserve this vali 


yord space, and to sove Mrs. 


America needless work, we offer a sturdy, lightweight, 
time-honored line of Plymouth YARD DRYERS. 





ARMS made of smooth, 
straight, grained lumber, 
with edges rounded 








RAIL CARBON steet | 
TUBES golvanized fin- | 
ish. Welded seams | 











LARGE, FULL-SIZE 
GROUND BOX . with 
steel cover and hinged lid, 
and steel bearings on 
which Dryer revolves 
Treated to resist rot 











No. 33 4" © re 














ARMS and BRACES ore 
firmly bolted together 
Sturdy castings hold 


brac 


es in place 























LARG 


—E HAND SCREW 


securely locks the Dryer 


open 








Wet. of dryer, 2 i 


All Packed 1 in 





Hardware Dealer Heads 
Sporting Goods ‘ASS 


Over 3,000 registered at the 


16th annual convention and show | 


of the National Sporting Goods 
Association, the week of Feb. 1, 


| 


at the Hotel New Yorker, New | 


York City. There were 302 ex- 
hibitors as compared with 168 at 


the 1942 convention, which was | 


the last pre-war show. 


John F. Lawlor, of Lawlor’s, | 


Lincoln, Nebr., was elected presi- 
dent to 
Evans, of Evans Sporting Goods, 
Shreveport, La., 
post for five years. 


succeed Charles M. | 


who held the | 


John H. Hatton, who was one | 


of the organizers in 1930, was 
appointed executive 


secretary | 


again, after five years of war | 


service, 


Mr. Hatton is now in | 


JOHN H. HATTON 


St. Louis looking for suitable | 


offices for the national 
quarters which will be moved 
from Shreveport. 

Mr. Hatton observed that this 
show was a good buying show 
but that buyers were much more 
careful in making their orders. 
He said that they demanded and 


| received assurances that every- 


thing ordered would be shipped 
promptly. Standard brand mer- 
chandise again got the nod from 
the buyers, with “ersatz” war 
goods disappearing from the 
picture. 

Other officers elected were: 
Shelby D. Himes, Bailey & Himes, 
Inc., Champaign, IIl., vice-presi 


head- | 


dent, and John R. Elliott, R. 
Elliott Arms Co., Kansas 
Mo., treasurer. 

Other directors, besides Me: 
Lawlor, Himes, Elliott and I 
ton, are: William S. Hart, Hat 
Athletic Goods, Mayfield, 
and Gene Walby, Athletic Su 
Co., Seattle, Wash., newly el 
and C. L. Higgins, C. & S. Sp 
ling Goods Co., Austin, Te 
|R. J. Morgan, U. S. Sport 
|Goods Co., Van Wert, Ohi 
|T. A. Studer, Dumont Seed 
| Canton, Ohio, and Ed Vand 
| voort, Vandervoort Hdwe, @ 
Lansing, Mich. 











LOWE’S BOSTON OFFICE 
HEADED BY JORDAN 


Lyman K. Jordan has been 
appointed district sales super- 
visor of the Boston office of the 
Lowe Bros. Co., Dayton 2, Ohio, 


manufacturers of paints and 
nishes. From 1929 to 1935 
gained experience in New 
land retail store operations. 
1935 he joined Lowe Bros, 
represented the compaly 
Pennsylvania, New York 
Connecticut. 


ST. LOUIS HARDWA® 
SALESMEN’S ROSTER 


The Hardware Salesmen's 
sociation of St. Louis, 
Chestnut St., has issued 
eighth directory as a meats 
telling dealers which manll 
turing and wholesaling ! 
are represented by its mem 
The firms and the salesme 
names are listed alphabetie 
A salesman’s code number # 
front of his name and that 
number is shown in front o 
firm or firms he represents. ¥ 
700 rosters have been sent 
to hardware, paint, variety, 





LYMAN K. JORDAN 


department stores and Jun 


HARDWARE 4 
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pusing Nail Premium 
Payments End March 31 


(Washington Bureau 
of HARDWARE AGE) 
jum payments on housing 
will be allowed to expire on 
$1, the original termina- 
date, leaving but two of the 
11 bonus plans in effect 
the housing program. 
> are for pig iron and cast 
gil pipe, both of which are 
ed to expire June 30. 
x, Housing Expediter 
R. Creedon says these can 
wil be extended if it is indi- 
that housing would suffer 
their termination. 
shipments increased from 
tons in September to a 
postwar high of 78,500 tons 
December, Mr. Creedon said, 
ing the total for 1946 to 662,- 
tons. The CPA forecast for 
is 800,000 tons or better. 





Although the 1946 production 


of cast iron soil pipe was ap- | 


proximately double that of 1945 
(and almost the 1939 rate), a 
shortage of pig iron caused De- 
cember production to decline 8 
per cent, bringing the year’s out- 
put to 403,000 tons. 

Soil pipe is construction’s most 
serious problem, the housing ex- 
pediter said. Requirements for 
1947 are currently estimated by 
CPA to be about 500,000 tons 
while there is believed to be an 
additional 100,000 tons needed to 
provide for deferred installations 
carried over from 1946. 

Blocking production of the 
minimum 600,000 tons required 
in 1946, which would exceed the 
1941 record shipment of 565,000 
tons, is the continued shortage of 
both pig iron and scrap. 








SOTO ADDS WATER 
HEATER TO LINE 


d I. Kraber, president 
the De Soto Corp., York, Pa., 
mnounced the addition of 
domestic oil-burning water 
# to its line of oil burner 
units. This heater has 
developed and built in co- 
ation with another York en- 
ering and manufacturing 
as De Soto’s plant is work- 
to capacity on oil burners. 


NER BECOMES PRES. 
MINNESOTA ASSN. 


tthe 50th annual convention 
lhe Minnesota Retail Hard- 
Association held recently 
Minneapolis, A. C. Kasner, 
¥, was elected president. 
t officers elected were: Lynn 
Reman, Red Wing, vice-presi- 
and a new member, Douglas 


eee 


A. C. KASNER 
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DOUGLAS CARLSON 


Carlson, Minneapolis, was elected 
to the executive board. Other 
members of the board are G. B. 
Mueller, Bemidj; J. D. Stuhlman, 
St. Paul, and C. H. Johanson, 
Wheaton. Members of the ad- 
visory board are: L. A. Luedtke, 
Fairmont; G. H. Herreid, Deer 
River, and P. W. Anderson, 
Staples, C. J. Christopher, Nicol- 
let at 24th, Minneapolis, is man- 
ager-treasurer of the association. 


YOUNGSTOWN MFG. 
NAMES DETROIT 
DISTRIBUTORS 

Youngstown Mfg. Inc., 66-76 S. 
Prospect St., Youngstown, Ohio, 
manufacturers of Superior metal 
mouldings, has appointed H. J. 
Oldenkamp Co., 3439 Gratiot 
Ave., Detroit, Mich., as distrib- 
utors in that area. 





| 








Acme) SHEAR & SCISSORS TIPS 






































ACME ...... 


finest quality precision 
cutting tools 


Along with producing most of the 
nation’s cast metal scissors and shears, 
Acme now is turning out finest quality 
precision scissors and shears of hot 
drop-forged tool steel. 


No company in the entire U.S.A. 
has a greater fund of “know how” for 
this task. Think of it—for 71 years 
Acme has been specializing in just 
one field! 


When you make scissors and shears 
for that period of time you learn a lot 


—and this fund of experience is yours , 


to draw upon. Look to Acme what- 
ever your needs. Acme Scissors and 
Shears mean bigger and better busi- 


; ness for you! 


ACME suear co. 


Cr 


ACME - 
WINDSOR + 


Keep Your Eye om ACME/ 


BRIDGEPORT 1, CONNECTICUT 
Makers of 
EVERSHARP - 
KLEENCUT - 


PURITAN 
AMERICUT 





































py THE MAKERS oF VIGORO 


2 MORE PROFIT BUILDERS 


your gardening customers will buy, use, 
and buy again! 





End 0 Pest.. .all the pro- 


tection most gardens need from 
chewing insects, sucking insects 
and fungus diseases! 


This new, remarkable insecticide and 
fungicide gives more effective control 
over all 8 major types of garden pests. 
Recommend it for edible fruits and vege- 
tables; also for flowers, trees and shrubs. 
End o Pest comes in a handy dust gun 
that’s refillable with extra cartridges. 
Also in small sifter-top package for 
house plants, and large economy size. 

End o Pest should be displayed with 
Vigoro. You’ll make 2 sales and 2 profits 
from each garden- 
ing customer. 


Made 
by Swift, 
makers of 


VIGORO 





End 0 Weed . » «new, improved 


weed-killer dooms weeds to certain 
death ... roots and all! 











End o Weed is so simple to use. Merely dilute it 
with water and apply with any type spraying 
equipment. It completely destroys over 50 differ- 
ent weeds without harming ordinary grass. Comes 
in all popular sizes. The 8 ounce package treats 
2,000 square feet of lawn area. 


Tell your gardening customers about End o 
Weed when they 
order Vigoro. You'll 
make still another 
sale and profit. 


| Presented '>y Swift, 














| makers of 
VIGORO 5 
SUE MN ae 













| | SWIFT & COMPANY 
Th Plant Food Division, U. S. Yards, Chicago 9, Ill. 


An impressive schedule of big, colorful ads is now ap- 


pearing regularly in House and Garden, House Beautiful, 
The American Home, Better Homes and Gardens and 


many other magazines 




















K. C. HOUSEWARES CLUB, J. Clark, Bert J. Clark 
ELECTS OFFICERS treasurer. 

Also elected to the boar 
directors were: Earl J, 
E. J. Goetze Co.; W. E. Sp 
Stowe Hardware & Supply 
Robert P. Ingram, Rober WM. S. A! 
Ingram & Co.; J. Heard Yj; d 
berley, Jr., Superior Dig; William S. 
uting Co.; R. L. Vance, Geng jeepresident ¢ 
Electric Supply Corp., and Sons, Inc., I 
E. Perdue, Bert J. Clark ( 





The Kansas City Housewares 
Club, at a monthly meeting, Feb. 
7, at the Hotel Phillips, elect- 


O 








REFRIGERATION SHOW 
EVERY TWO YEARS 


The Refrigeration Equip 
Manufacturers Association 
announced that a_ national 
frigeration and air condition 
exposition will be held 
two years beginning Jan, }) 
Inaugurating this policy | 
Fifth All-Industry Expos 
will be held in the Clevels 
Ohio, Public Auditorium, | 
J. NORMAN GOSNEY 26 to 29, 1948, under the 
sponsorship of REMA. 























ed J. Norman Gosney, house- | 
wares buyer of the Katz Drug} PORTABLE PRODUCTS 
Co., president, to succeed Har- OPENS SALES OFFICES 


old P. Posey, merchandise man- Over 200 persons attend 
ager of Emery Bird Thayer Co.,| the recent opening of the Po 
who has been president for two} able Products Corp.’s gene 
years since the club’s inception.| sales offices in the Woolwo 
The club now has 180 members.| Bldg., New York City. Oftci 
Other officers named were:| of the company located in Pi 
K. G. Gillespie, Jenkins Whole-| bugh, Pa., operating a total 
sale Division; first vice pres.;| eight plants in the United Stag 2 scadil 
Bernard F. Sears, sales mgr.,| and Canada, said that they ha “ per wma 
Rival Mfg. Co., second vice! long felt the need for New Yo * a 
pres.; L. S. Gershon, L. S. Ger-| offices to integrate the salev* 
shon & Son, secretary, and Bert| their diversified products. 
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ARKANSAS ASSOCIATION REELECTS: At the 47th a 
nual convention of the Arkansas Retail Hardware & Impl 


ment Assn., Feb. 17-19 at Little Rock, the following office Wayne N. Co 








| dent; Steve Ratcliffe, Fayetteville, vice-president, and 





were reelected: Joe E. Baker, Eudora, (left in photo) pres mre dealer it 
A. WEN Y., died rece 

Porter, Lafayette, (right in photo) secretary. Directors 4 Thess, 

N. W. Peacock, Conway; Hubert Smith, Searcy; H. C. Rus! 

ing, Sheridan; Euclid Green, Paragould; E. W. Copelan4 









Hope; Charles P. Rambo, Blytheville; E. L. Matthews, Pil EDWARD 
Bluff; Sam Moseley, Monticello; Roger W. Dudley, DeWi Edward J. Ga 
Henry Irwin, Heber Springs; D. D. Beaver, Springdale, * a buyer a 
J. S. Shaddock, Camden. le Vonnegut 
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William S. Armstrong, 59, 
president of Henry Disston 
Sons, Inc., Philadelphia, Pa., 
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WILLIAM 8. ARMSTRONG 


ied Feb. 17, at Philadelphia’s 
ferson Hospital, after a 
mth’s illness. 
Mr. Armstrong joined the 
Disston company as a stock clerk 
n 20 years old. He ad- 
ced steadily, becoming book- 
eper, cashier and secretary. In 
927 he was appointed secre- 
4reasurer, and in 1940 be- 
a vice-president. In recent 
urs Mr. Armstrong spent much 
in the development of the 
ston Chain Saw with a Mer- 
Gasoline Engine. He was 
past president of the Na- 
Association of Cost Ac- 
intants and a member of the 
ttional Association of Metal 
/ + BPnufacturers. 


B. M. SHEEHAN 


Bartholomew M. Sheehan, 78 

‘president, Billings Hdwe. 
Billings, Mont., wholesalers, 
Jan. 8. 


WALTER S. HARNED 


Valter S. Harned, 79, operator 
hardware store in Hopkins- 
“ae for many years, died 


At the 47th at 
rdware & Impl WAYNE N. COLE 


following office Wayne N. Cole, former hard- 
in photo) p esa ire dealer in Baldwinsville, 
dent, and A. WY, died recently after a long 
y- Directors 8°4iillng 

rey; H. C. 

=. W. Copelas 
. Matthews, Pis 
Dudley, DeWit 
Springdale, # 


EDWARD J. GALM 
Edward J. Galm, 63, for many 


a buyer and executive for 
¢ Vonnegut Hardware Co., 
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wholesalers, Indianapolis, Ind. 
with which firm he was associ- 
ated for 48 years, died Jan. 30, 
following a brief illness. 


JAMES STEVENS DARCY 


James Stevens Darcy, 42, gen- 
eral manager of Seth Thomas 
Clocks, Thomaston, Conn., died 
suddenly on Feb. 23 in the 
offices of General Time Instru- 
ments Corp., 109 Lafayette St., 
New York City, after being 
stricken with a heart attack. 

Mr. Darcy joined General 
Time, of which Seth Thomas 
Clocks is a division, in 1934, as 
head of the auto clock and indus- 
trial sales department of the 
Westclox division. In 1941 he 
became general manager of Seth 
Thomas. He was also a vice- 
president and director of General 
Time. 


JOHN A. DICKERMAN 


John A. Dickerman, 63, vice- 
president and manufacturing 
manager of the Russell-Harring- 
ton Cutlery Co., Southbridge, 
Mass., died Jan. 7, at his home. 
Mr. Dickerman served as ad- 
vanced gifts chairman of the 
Southbridge Tri-Community chest 
a number of years. 


KENNETH G. FERNALLD 


Kenneth G. Fernalld, 40, sec- 
retary of the Norwich Wire 
Works, Norwich, N. Y., died on 
March 2 after being stricken 
while shoveling snow in front of 
his home. 


JAMES N. ELVE 


James N. Elve, 53, operator of 
the Kenmore Hardware Store, 
Kenmore, N. Y., for 10 years and 
later manager of the Webster 
Bros. Hardware Store, Buffalo, 
N. Y., died recently. 


JAMES J. WILLIAMS 


James J. Williams, 84, who op- 
erated a retail hardware store in 
Hillsboro, Ind., for many years, 
died recently in Indianapolis, 
Ind. 


ISAAC GRAHAM 


Isaac Graham, 86, Noble, Mo., 
hardware dealer, died Feb. 19 at 
his home following a long ill- 
ness. He retired from the hard- 
ware business in 1942, having 
operated his store for 40 years. 





develops 3 hip.; Cuts:4 large’ fawn. for, 5c. fuel cost. 
TROUBLE-FREE dependability assured:by an engine perfected 
expressly and exclusively for this service, every one tested 
under full load for 50 hours. Engine and all other parts 
fully guaranteed. 
LIGHT and more easily maneuverable than any mower yet 
for its power and 21” width of cut. Trims and .edges, gets 
under shrubs, eliminates hand clipping. 
EFFICIENT, neat, thorough; once-over even in tallest, tough- 
est, thickest grass or weeds. Cuts forward or backward. 
Ideal for steep grades and rough ground. 
SUPER-SAFE for lawn as well as for operator. Leveling 
wheels both fore and aft prevent “scalping” of turf. Tem- 
pered rotary blade with safety release; self-cleaning 
patented housing creates suction that draws grass erect and 
expels the mulchified clippings off to one side away from 
operator’s feet. Limitations and control difficulties of self- 
propelled reel-type mowers entirely surmounted. 
MANY OTHER FEATURES that make R.P.M. sell and stay sold. 
AGGRESSIVELY ADVERTISED to your best prospects — home 
owners, parks, cemeteries, golf clubs. Ads in the millions, 
all working for YOU! Get all the details. Write today to: 
R.P.M. Mfg. Co., 401 Independence Ave., Kansas City 6, Mo. 
West Coost Plant: 529 E. 10th. Oakland 6, Colifornia 


Rotoflo Power Mowers 
are Real Profit Makers 














E. CARL SORBY 


J. W. STIGALL 


Western Radio & Appliance Dinner 
Draws 1000; Stigall and Sorby Talk 


The semi-annual Western Radio 
& Appliance Trade dinner attend- 
ed by about 1000 persons, was 
held Feb. 5, in the Western Mer- 
chandise Mart Auditorium, San 
Francisco. The guest speakers 
were J. W. Stigall, Detroit, 
Mich., sales manager of the 
Launderall Appliance Division of 
F. L. Jacobs Co., and E. Carl 
Sorby, Rockford, Il., vice-presi- 
dent of the Geo. D. Roper Corp., 
Rockford, Il. 

Mr. Stigall, in his talk “Today, 
Tomorrow and Appliances” re- 
viewed the effects of the war on 
appliance manufacturers, whole- 
salers and retailers. In discus- 
sing the future of the appliance 
market and more specifically the 
home laundry market, which is 
second only to refrigeration in 
the appliance business, he stated 
that 59 million people are em- 
ployed now and there is an ad- 
ditional need for another million, 
which assures us that the pur- 
chasing power for home laundries 
is available. He said another 
indication of market potentiali- 
ties is the country’s need for 
some 15 million new dwellings, 
half of which are in the market, 
for washing machines. About 
800,000 automatic washing ma- 
chines are in use today, Mr. 
Stigall stated. 

Mr. Sorby referred to the ef- 
fects of the war on sales tech- 
nique and the need to upgrade 
sales personnel in his subject 
“Something New has been Ad- 
ded—and it Ain’t Apple Honey.” 
He asserted that the day is ap- 
proaching when over-counter sell- 
ing will not represent sales vol- 
ume in appliances that it should. 
Outside people will have to be 
employed, campaigns will have to 
be run, and sales organizations 
will have to be trained. He also 





be snapped up, and sales tech- 
nique will have to be polished. 
He concluded with the statement 
that competition will dictate 
largely the price levels, so busi- 
ness should think seriously in 
terms of what it should do to re- 
ceive its proper share of spend- 
able income for goods in either 
local or national markets. 


CARBORUNDUM DINNER 
FOR CLARK, HAMILL 


H. P. Clark, recently elected 
executive vice-president of the 
Carborundum Co., Buffalo, N. Y., 
and G. S. Hamill, new director 
of the company’s personnel rela- 
tions, were guests of honor at a 
recent dinner attended by over 
150 members of the Carborun- 
dum 25-Year Club at Luigi’s 
restaurant. 

Francis D. Bowman is the new 
president of the club. 


X CLUB TO LUNCH 
APRIL 15, PALM BEACH 


The X Club will hold its lunch- 
eon, in connection with the forth- 
coming Palm Beach joint con- 
vention of the American Hard- 
ware Manufacturers’ Association 
and the Southern Wholesale 
Hardware Association, in the 
Coral Room of the Palm Beach 
Biltmore, Palm Beach, Fla., on 
Tuesday, April 15. 


MICHAEL DICHTER GETS 
N. Y. TERRITORY FOR 
PREMIER VACUUMS 


Michael Dichter has been ad- 
vanced to the position of dis- 
trict manager in New York for 
the Premier Vacuum Cleaner 
Division, General Electric Co., 
1734 Ivanhoe Rd., Cleveland, 10, 
Ohio. 

Mr. Dichter was a major ap- 
pliance buyer for 10 years prior 
to serving with the Army. After 
the war, he priced vacuums and 
washing machines while asso- 
ciated with the OPA in the Pric- 
ing Division. 





MICHAEL DICHTER 








Central States Hdwe. Special Train 
Schedale, to Southern Hdwe. Convention 


The Central States Hardware Club will sponsor a Special Train 
to the Southern Hardware Convention, to be held in West Palm 
Beach, Florida. The train will leave from Chicago and the schedule 
over The Pennsylvania Railroad is as follows: 


Ly. 
Ly. 
Ar. 


Chicago (Union) 
Englewood 
Indianapolis 


PRR 11:00 AM CT Fri., Apr. 11 
PRR 11:12 AM CT Fri., Apr. 11 
PRR 2:35 PM CT Fri., Apr. 11 





Ly. 
Ar. 


Cleveland 
Indianapolis 


Big Four 7:00 AM ET Fri., Apr. 
Big Four 11:15 AM CT Fri., Apr. 


11 
1r 





Lv. 
Ar. 


St. Louis 
Indianapolis 


PRR-66 10:00 AM CT Fri., Apr. 
PRR-66 2.25 PM CT Fri., Apr. 


11 
11 





. Indianapolis 


PRR 2:50 PM CT Fri., Apr. 





. Cincinnati 


. Louisville 


L&N 1:45 PM ET Fri., Apr. 
L&N 3:40 PM CT Fri., Apr. 





. Louisville 
. Nashville 
. Birmingham 
. Montgomery 
. Jacksonville 


West Palm Beach 


L&N 5:25 PM CT Fri., Apr. 
L&N 10:00 PM CT Fri., Apr. 
L&N 3:20 AM CT Sat., Apr. 
ACL 6:15 AM CT Sat., Apr. 
FEC 4:45 PM ET Sat., Apr. 
FEC 10:45 PM ET Sat., Apr. 





All reservations must be made direct with L. G. McSteen, 
Passenger Agent, The Pennsylvania Railroad, 16 South LaSalle 


E. B. GALLAHER 


E. B. GALLAHER IS No 
WRITING FOR ARMY 
ORDNANCE JOURNAL 


E. B. Gallaher, treasurer 
the Clover Mfg. Co., No 
Conn., makers of abrasives, 
is well known in the hardwa 
industry for his writings on eo 
nomic problems of the day, i 
now writing a regular featu 
for Army Ordnance, a bi-month 
publication of the Army On 
nance Association. 

Mr. Gallaher’s articles in th 
ordnance publication contain th 
same views on business, govel 
ment and economics that he pr 
sented for about 15 years in th 
Clover Business Service, whid 
grew to be one of the large 
economic service letters in t 
country. Mr. Gallagher’s writing 
have frequently appeared in th 
columns of Harpware ACE. 

Former subscribers to # 
Clover Service may continue 
read Mr. Gallaher by becomin 
members of the Army Ordnand 
Association, Mills Bldg., Was 
ington, D. C., at a cost of 
per year. 

N. E. BUILDING CENTER 

OPENS FIRST UNIT 


The Building Center of Ne 
England, a permanent exhibit # 
signed to serve as the si 
window of the building industn 
was to open its first unit 
March 8, at 367-377 Boylston 
Boston. Otustanding feature 
the first unit is a modern How 
of Tomorrow. 


GUARD.IT MFG. CO. 
IN NEW FACTORY 


The Guard-It Mfg. Co., manu 
facturers of the Safgard line @ 
home milk pasteurizers, elect 
dairy water heaters and elect! 
fence controllers, has moved it 
to its new plant at 1501 ° 
Laflin St., Chicago, 8, Ill. *™ 
duction has been compl 








modernized. 


said, sales displays will have to | Street, Chicago 3, Illinois. 
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! Am Rubbermaid—the Only Complete 
Line of Rubber Housewares. | represent 
a multiple use, multiple color, large 
volume opportunity in the rubber house- 
wares field. 


| Represent a Plus Profit Line. Rubber- 
maid housewares are not a. substitute or 
alternate for other merchandise in your 
store, but are an additional source of in- 
come and.store traffic. 


I Represent the Line that is Built to Resist 
Soap, Grease, Heat, Wear. The designs in 
this line are the result of extensive, on- 
the-spot study, in American homes. The 
materials used in Rubbermaid products 
are engineered to provide the utmost con- 
venience and service. 


I Represent a Nationally Advertised 
Product. The world’s greatest magazines 
carry Rubbermaid advertising. 


Ask your jobber salesman. 


THE WOOSTER RUBBER COMPANY @ 


WOOSTER, OHIO 

































































































Revolutionary design 
furnishes three kinds of 
heat at the cost of one. 


JOR CUSTONERS WHO WHAT 


AU, EMO 





MAT 


TOP LINE 
MODEL 1300 


Gives More Heat Faster— 
-— with ne Wasted Cur- 
rent, 





Cylinder-type heater with Parabolic Chrome Re- 
flector. Heat-proof, baked enamel finish—iridescent 
blue with Chrome trim, Wood handle and feet in 
beautiful blonde maple finish. 











HERE’S HOW IT WORKS 


New type reflector beams as 
well as diffuses heat rays. Fur- 
nishes natural up-draft circula- 
tion. 

Combines REFLECTION, RA- 
DIATION, and CONVECTION. 


—— Radiant Heat 
---— Reflected Heat 
Convection Heat 








CUT-AWAY SIDE View 


“> with natural up- 
draft circulation 


AND HERE ARE SOME “PLUS” SELLING POINTS 


SAFE 


DURABLE 


—will not harm finest floor or rug. 
WILL NOT TIP OVER! Design and low: 
center of gravity eliminate fire hazard. 
——— totally enclosed and tamper- 
proof, 


—Long-life NICKEL CHROME WIRE 
(wound on ceramic coils of high tensile 
strength) and ELECTRIC - WELDED 
STEEL CONSTRUCTION make Model 
1300 good for many years of service, 


COMPLETELY —Wide EASY-GRIP HANDLE. Cool 


PORTABLE even when heater is hot so that heater 
SRECIFICATIONS: 2" be moved any time. 
110-125 Volts 


1320 watts 


or 

11” high? 1534” long 
10” in diameter 
Shipping +s 9 lbs. 


Ind, packe 








TOP LINE 


HOME APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE, NO, NASHVILLE, TENNESSEE. 











R. J. VANDAGRIFF HEADS 
ST. LOUIS HOUSEWARES 


Ray J. Vandagriff, sales man- 
ager of Laclede Gas Light Co., 
was elected president of the St. 
Louis Housewares Club at a 
meeting on Feb. 28. Mr. Vanda- 
griff succeeds Frank X. Meehan, 
now with the U. S. Dept. of 
Commerce. 

Other officers elected were: 
J. M. Boulais, housewares buy- 
er, Stix, Baer & Fuller, first vice- 
president; Vincent A. Zupan, 
housewares buyer for Famous- 
Barr Co., second vice-president; 
E. D. Farrell, The Hoover Co., 
secretary; J. D. Wehrly, Arto- 
phone Corp., treasurer. Directors 
for two-year terms are: J. C. Cox,, 
Jr., Westinghouse Electric Sup- 
ply Co.; Harry W. Becker, 
manufacturers’ agent; C. W. 
Dempsey, Shapleigh Hardware 
Co.; J. G. Teter, Teter, Inc., and 
R. J. Winters, Nash-Kelvinator 
Corp. 

The officers will be installed 
at a dinner-dance at the Coronado 
Hotel, St. Louis, March 29. The 
club has a membership of 354, 
making it one of the largest in 
the country. 


SOUTHERN MACHINERY, 
METALS EXPOSITION, 
APRIL 14-17 
The Second Southern Machin- 


ery & Metals Exposition will be | supplies, air conditioning and 
held at the Municipal Auditor-| frigeration, recreational , equi 


More than 150 manufacturer 
ment and products. 


Forum in conjunction with ; 
exposition when Southern in 
trial experts will discuss p 
lems pertinent to Southem py, 
facturing operations. Head, 
ters of the exposition are at } 
E. Paces Ferry Rd., NE, 
lanta, Ga. 
WHOLESALER NAMED 1 
ATLANTA FREIGHT Bi 


W. A. Parker, president 
Beck & Gregg Hardware 
wholesalers, Atlanta, Ga, 
member of the Southern Wh 
sale Hardware Association's 
visory board, has been elec 
president of the Atlanta Freig 
Bureau. 


SURPLUS PRODUCTS 
TOTAL 433 MILLION 
DOLLARS 
(Washington Bureau 
of HARDWARE AGB) 
Hardware, plumbing and g 
eral products held as suml 
property by WAA on Feb. 1 ¥ 
originally valued at $433,007, 
In thousands of dollars oth 
products in the list included 1 
supplies and heavy hardwa 
general hardware, hand 
housewares, farm equipment # 





ium, in Atlanta, Ga., April 14-17. | ment. 











NEBRASKA HARDWARE DEALERS at the annual © 
vention, Feb. 25-27 at Omaha, of the Nebraska Retail Hare 
ware Association elected E. J. Wilmoth, Jr., Omaha, presidt! 
succeeding Tom Peck, Rushville. Arthur Johnson, Kear 
was reelected vice-president; Irvin Enke, Emerson, s¢0 
vice-president; C. A. McCoy, Lincoln, was reelected s¢ 
tary-treasurer. Max Smock, N: 
director. Directors reelected were H. S. Reitz, Chadron, # 
Ralph Hawkins, Hebron. In the photo, left to right, 
Messrs. Wilmoth, Johnson and Enke. - 

The convention favored amendment of the Wagner A¢ 
opposed amendments to the Wage-Hour which wou 
tend its coverage to retail and service employees 80 
raise minimum wage rates. Also asked was taxation © 
operatives. 
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PAUL J. ROBERTS 


PAUL J. ROBERTS, MGR. 
WINCHESTER SHOOTING 
PROMOTION DEPT. 


Col. Paul J. Roberts, shooting 
champion, has been appointed 
manager of the shooting promo- 
tion department, Winchester Re- 
peating Arms Co., division of 
Olin Industries, Inc., Bridgeport, 
Conn. Col. Roberts succeeds 
Maj. J. W. Hession, recently re- 
tired. 

Formerly with the Western 
Cartridge Co., Col. Roberts was 





assistant executive officer for 
promotion of rifle practice and 
assistant director of civilian 
marksmanship under the Under- 
Secretary of War. A veteran of 
both world wars, Col. Roberts 
will carry on Winchester’s long 
range promotion of shooting and 
will handle shooting club or- 
ganization and instructional ac- 
ticities for the company. 





HIBBARD CHICAGO 
QUARTERS SOLD— 
STAY AS TENANTS 


Announcement was recently 
made by Hibbard, Spencer, 
Bartlett & Co., hardware whole- 
salers, that its present quarters 
at 211 E. North Water St., Chi- 
cago, Ill., have been sold to a 
New York realty syndicate, and 
that it has leased the entire 
building from the new owners 
for a two year period. Although 
no approximate date for the 
company’s occupancy of its new 
plant, being erected in Evans- 
ton, Ill., can be given at present 
the organization expects the 
move to be made some time 
early in 1948. 












NEW OFFICERS OF THE WEST VIRGINIA HARDWARE 
ASSN. photographed during its recent convention in Hunt- 
ington, Feb. 17-18, are: seated, (left) Earl B. Pryor, Hunt- 
ington, elected to two-year term on the executive committee; 
Walter Purdy, Ravenswood, president. Standing, left to right, 
are: O. T. Law, Clarksburg, second vice-president; Sam H. 


Diemer, Clarksburg, executive secretary; 
Charleston, first vice-president. Not present were the follow- 
ing members of the executive committee: Ralph Triplett, St. 
Glen Longacre, Clarksburg, and E. D. Vore, Clarks- 


rys; 
rg, retiring president. 
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H. O. Cruickshank, 









Nows the time fo order your 


LARVEX DEAL! 





PROFITS::44/ 


ACT FAST- Ofer ends April F0th 


Here’s Your BONUS GOODS. You pay for 11. You 
get 12. Direct or through your wholesaler with 
eg as high as 44% on Fair Trade selling price. 

uy plenty of LARVEX mow when you can cash in 
on these slick EXTRA PROFITS. Be all set for the 


big moth season ahead. 


The SAFE Sure Way 
To Mothproof 


Backed by POWERFUL AD- 
VERTISING in leading national 
magazines, newspapers and 
spot radio. Keeps customers 
coming in—keeps you making 
mighty sweet profits. 


LARVEX Sales Jump 
495% In 5 Years 


In spite of all competition 
LARVEX continues to remain 
the world’s largest-selling 
mothproofer because it’s been 
proved the safe, sure way to 
mothproof woolens. Not an 
insecticide. LARVEX actuall 

mothproofs the cloth itself. 
And that’s what a housewife 
must have if she wants 
POSITIVE PROTECTION against 
moth damage. Stock, display 
and pusH this red-hot item— 
a grand customer builder—a 
sweil profit maker. 


BIG WOOLEN 





MILLS USE 
his easy modern SURE way 


PROOF 


“Waw sold for home use! 





Does away with ai 








Mothproofs 





SEND FOR THESE DISPLAYS ! 





COUNTER DISPLAY ty 
with real live moths. Buy 
direct or get with assortment as 
low as $12 through your whole- 
saler. A stopper. A seller. 





LARVEX 








hole Year! 


FREE WINBOW DISPLAY 

Build your whole sprin 
merchandising window pansion | 
this sales-inciting full-colorwin- 
dow display. Free on request! 


LARGEST 
SELLING 
MOTHPROOFER 











DAVIDSON ADVANCED BY 
G. E. LAMP DEPARTMENT 


W. E. Davidson, member of 
General Electric’s Lamp Depart- 
ment for 10 years, has been ap- 


W. E. DAVIDSON 


pointed manager of the newly 
created Ohio Valley sales dis- 
trict of G. E. Lamp Dept., Nela 
Park, Cleveland, Ohio. This dis- 
trict covers southern part of 
Ohio, most of Kentucky and sev- 
eral counties in southern Indi- 
ana, and had been served by the 
Buckeye Sales district, headquar- 
ters for which remain in Cleve- 
land. Mr. Davidson formerly rep- 
resented the latter district. 


TRADE MARK MANUAL 
NOW AVAILABLE 


The New Trade-Mark Manual, 
by Daphne Robert, has been pub- 
lished by the Bureau of National 
Affairs, Inc., 24th and N Sts., 
Washington, D. C. The cloth- 
bound edition, 395 pages, sells for 
$6.50. 

The book sets forth the do’s 
and don’ts which should be recog- 
nized if the full benefits of the 
new Federal trade-mark statute 
are to be realized. The manual 
defines the functions of trade 
names and marks, describes vari- 
ous types of marks employed, 
tells how rights may be acquired 
and lost, outlines domestic and 
international registration pro- 
cedure, analyzes the effects of 
registration, and gives the reme- 
dies for infringement and misuse. 


ANTITRUST DIV. FORMS 
SMALL BUSINESS UNIT 


The Antitrust Division of the 
Department of Justice has formed 
a Smal] “Business Unit to assist 
small business and the promotion 
of the free’competitive system of 
private enterprise. The unit is 
interested particularly in the 
problems of veterans who seek to 
engage in new businesses or to 
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reestablish enterprises they aban- 
doned to enter the service. 

Each request will be treated in 
confidence, and it isn’t necessary 
that a small business man have 
proof of a violation of the anti- 
trust laws. A letter addressed to 
the Antitrust Division, Washing- 
ton, D. C., will suffice. Chalmers 
Hamill heads this new unit. 





| 
BUCKEYE NAMES | 
SCHLUETER N. Y. STATE 


REEPRESENTATIVE 
Charles W. Schlueter has been 


appointed sales representative for 
the Buckeye Aluminum Co., 


CHARLES W. SCHLUETER 


Wooster, Ohio, aluminum ware 
manufacturer, in the upper New 
York state area. Mr. Schlueter, 
who has been connected with 





housewares in that territory for 
six years, will make his head- 
quarters in Rochester, N. Y. 


HARDWARE MAN HEADS 
BALTIMORE CLUB 


Ernest Johannesen, Johanne- 
sen Bros., hardware and paints, 
2050 Orleans St., Baltimore, Md., 
was elected president of the Nor- 
wegian-American Club of Mary- 
land at a recent dinner meeting 
in the Stafford Hotel, Baltimore. 


AMERICAN STANDARDS 
BOARD APPOINTS 
TWO DIRECTORS 


The American Standards Asso- 
ciation recently announced the 
election of J. H. McElhinney, 
vice-president of Wheeling Steel 
Corp., who will represent the 
American Iron & Steel Institute, 
and Auguste G. Pratt, president 
of The Babcock & Wilcox Co., 
who will represent the American 
Society of Mechanical Engineers, 
to that association’s board of di- 
rectors. 


SULLIVAN-WALDRON HAS 
EASTERN SALES OFFICE 


E. V. Conrad and E. J. Col- 
lins, eastern sales managers for 
Sullivan-Waldron Products Co., 
814 Second Ave., Seattle 4, 
Wash., makers of the “Whipster,” 
a kitchen device, recently estab- 
lished the eastern sales office at 
50 Church St., New York City. 
Both men have had wide experi- 
ence in the hardware, housefur- 
nishing and appliance trades. 





JOS. T. RYERSON & SON 
APPOINTS C. D. D’AMICO 
C. D. D’Amico has been ap. 
pointed manager of the Special 
Steels Department at the Los 


Cc. D. D’AMICO 


Angeles plant of Joseph T. Ry- 
erson & Son, Inc., steel distrib- 
utors, Chicago 80, II]. Mr. 
D’Amico is in charge of sales 
of alloy and stainless steels. 


GEORGIA TOWN HONORS 
MILTON COHN 
Milton Cohn, Hagedorn Hdwe, 
Co., West Point, Ga., was one 
of two men named by the West 
Point Junior Chamber of Com 
merce as 
Year” for Chattahoochee Valley, 
and was given a distinguishéd 

service key. 











a A 


PIGMY PRESENTATION .. . 


Spring window displays for Bondex Cement Paint 


are shown in miniature form, installed in a specially-built lilliputian store at The Reardon 
Co.'s Sales Convention in St. Louis. Bill Harper, Reardon salesman in the Pennsylvania 
territory, is pointing out some of the interesting features to James A. Reardon, vice- 


president in charge of sales. 
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RETAIL 


$9.25 


Complete, 
ready to install. 
Slightly higher 
West of Missis- 


sippi River. 
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TEL-O-POST 


THE ORIGINAL TELESCOPIC ADJUSTABLE 


WITH 


BASEMENT POST 


Tel-O-Post has opened an immense 
new profit market for thousands of 
dealers. 7 out of 10 homes need this 
inexpensive, easy-to-install device to 
correct sagging floors. 


It’s TEL-O-POST for Sales Demand 


Over a quarter million home owners 
have already bought Tel-O-Posts. 
Sales are skyrocketing. No other 
post even approaches this record. 


It’s TEL-O-POST for Superiority 


Sound engineering makes Tel-O-Post 
outstanding in safety—easy installa- 
tion—low cost—the proved answer 
to every sagging floor problem. 


It’s TEL-O-POST for Advertising 
Only Tel-O-Post is advertised to 
millions of home owners. Ads in 
national magazines—The Saturday 
Evening Post and Better Homes and 
Gardens—are reaching your custom- 
ers, selling Tel-O-Post advantages 
to create big business and profits 





Cash in NOW. Send your 
order for a supply of fast- 
selling Tel-O-Posts, today. 
Or write for complete 
information. 











TEL-O-POST COMPANY 


140 Ash Street 


Canadian Representotive 


Akron 8, Ohio 


William B Stewart & Co, 159 Bay Street, Toronte Ontarie 











GUY W. DUNNINGTON, 
manager of the hardware divi- 
sion of E. C. Atkins & Co., 
Indianapolis, Ind., is 70 years 
of age and has been identified 
with the hardware business tor 
52 years. He has been with 
the same company for the ecn- 
tire period. Mr. Dunnington 
joined the Atkins organization 
in 1894 as an office clerk. In 
1900 he became a salesman 
and represented the firm in the 
Pacific northwest territory dur- 
ing which time he travelled by 
train, stage, boat, horseback 
and on foot. Later he was 
transferred to the central 
northwest with headquarters 
in Minnesota. In 1906 he was transferred to the south 
with headquarters in Memphis, Tenn. During that period 
he covered parts of Arkansas, Louisiana, Texas, Okla- 
homa and Indian Territory before the latter two became 
states. In 1914 he returned to the home office in Indianap- 
olis as assistant to the sales manager. He has been 
manager of the hardware division since 1930. Mr. Dur 
nington served on two committees with the War Produc: 
tion Board. He says his chief hobby is that of an all 
’round tinkerer. 


GUY W. DUNNINGTON 
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JOHN N. KOHL, with 
Boetticher & Kellogg Co., 
Evansville, Ind., wholesale 
hardware distributors, has 56 
years of hardware service. 
Forty-five of those years have 
been as a traveling representa- 
tive for the same company and 
in the same territory, southern 
Indiana. And as a traveling 
salesman, in that span of 
years, he has engineered his 
way about on horseback, by 
buggy, sleigh, trains, buses, 
and finally automobile. How- 
ever, the first three years of 
Mr. Kohl’s business career 
JOHN N. KOHL were with the retail hardware 
store of R. H. Kellogg, brother 
of the late Charles Kellogg whose name is part of the 
company title of Boetticher & Kellogg. And he proudly 
states that he has worked at practically every kind of a 
job ever performed in a hardware store except bookkeep- 
ing. He was born Aug. 21, 1875. 








Oo O 
NEAL ROSS, also of Boet- eae 
ticher & Kellogg Co., Evans- 2 e. ae 


ville, Ind., has been a hard- 
ware man for 52 years with 
that company. Born July 3, 
1874, Mr. Ross at the age of 
20, became a “porter” for the 
wholesale hardware firm. But 
promotion was rapid and fre- 
quent—taking him through 
the various departments until 
he found his berth as head of 
the company’s shipping depart- 
ment, the activities of which he 
has guided for the past 20 
years. Baseball is his only 
hobby and his favorite team 














and favorite pastime is being NEAL ROSS 
on hand to root for the Evans- 
ville Bees. 


CHARLES M. KLAUSS 
has been a hardware man for 
51 years and been married for 
53 years, thus deserving two 
honorable mentions. He 
learned the hardware business, 
from the bottom up, with the 
wholesale hardware firm of 
Boetticher & Kellogg Co., 
Evansville, Ind., and worked 
in various capacities such as 
receiving clerk, checking clerk. 
Now he is in charge of the sec- 
ond floomstock room. Mr. 
Klauss is an all ’round sports- 
man with his gaming abilities 
centered about fishing and 
CHARLES M. KLAUSS hunting. He was born March 
























19, 1873. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 
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Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 





Stewart Wire Window 
Gvards fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Stoop Railings are 
used extensivelyby / — 7 
builders of small 

homes. Made in 
various designs. %, 














Stewart Plain and Ornamental tron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 
designs, or built to meet specifications. 





WART IRON WORKS CO., INC. 
1437 Stewart Block Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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ADVANCES 


One line pivot type overhead garage hardware. Silver. Copper. Lead. 
Pig iron. 


DECLINES 


One line aluminum RFD mail boxes. One line roof, sidewall ventilators. 
One line wrenches. One radio set. 








Aluminum RFD mail boxes type overhead garage hardware, has an- 
—From wholesalers’ offices comes the nounced a price advance effective March 
news of a decrease of 11 per cent in the 1, ranging from 8 to 12 per cent. 
price of aluminum RFD mail boxes, by * ¢ 8 
a prominent manufacturer. Ventilators—Milcor Steel Co., 
~ = Milwaukee, Wis., has announced reduc- 
Overhead garage hardware— tions, effective March 1, up to 20 per 
Also the news that one maker of pivot cent (from pre-war prices) on its com- 
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LaSalle Map of Business Conditions 


LA SALLE EXTENSION UNIVERSITY 
A Correspondence Institution 

















plete line of sidewall louver ventilators 
and roof louver ventilators. The com- 
pany has announced that it is able “to 
reduce prices at this time on this par- 
ticular line only by greatly increasing 
the efficiency of our production meth- 
ods” and also by reducing its own profit 
considerably. 
= * aa 

Wrenches—Reduction of retail 
prices of its BMC pressure lock 
wrenches has been announced by BMC 
Mfg. Corp., Binghamton, N. Y., as well 
as increased discounts to both retail 
dealers and wholesalers. Prices are 
now: No. 7, $2.29; No. 9, $2.59; and re- 
cently introduced heavy-duty type No. 
11, $4.89. 

. * s 

Table radio—Emerson Radio & 

Phonograph Corp., New York City, has 
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MORTON'S SANITAINER MEANS 
MORE SALES AND PROFIT FOR YOU! 








that MORTON INDUSTRIES Sanitainer payee 


me 
‘* Guaranteed by > 
Good Housekeeping 
rons 








heart. It was planned, 


eS designed and 





merchandiser’s 


engineered for functional beauty . . . and Streamlined Sales Appeal ! ! 


Accomplished in gleaming aluminum. Sanitainer is sturdy... 


practically tip-proof Ei. ..and won't rust. Its 


aluminum insert pail has a capacity of almost twice as much as the 





ordinary step-on can. A slight pressure raises the odor- 
sealed, rubber-rimmed lid . . . and holds it open until another 
SANITAINER . . . 
slight pressure allows the cover to close silently. THE MODERN, 
' ALL ALUMINUM, 
Recessed pedal eliminates tripping and snagging of hese. The satin STEP-ON 


finish blends well anywhere . . . and there’s no paint to chip. DISPOSAL UNIT 


A NECESSITY FOR PROMPT DELIVERY ORDER TODAY! 


FOR KITCHENS 


SIZE: 18” high by 1142” x 10/2”. Wt. 5 Ibs. 















|NURSERIES HOSPITALS 





























“4am SPEEDI-DISPLAYER"” for SIGHT SALES 


This colorful, large-size Display-Card incor- 
porating a Speediwash; the modern, handy- 
sized (15’x9%2”) aluminum washboard . . . 
has proven itself in popularity and sales. 
“Speedi-Displayer" actually makes a phe- 
nomenal amount of Spur-of-the-Moment sales 

for the satin-finished Speediwash which so INDUSTRIES 
easily slips into a shopping bag. Absolutely 666 Lake Shore Drive - ae 
free with initial order of Speediwash. 
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announced a 25 per cent reduction on 
one of its most popular models, a super- 
powered seven tube model, list having 
been reduced from $49.95 to $39.95. 


Residential locks—‘“There is 
no anticipated increase in the price of 
the Schlage general line of residential 
locks,” said a recent statement issued 
by Marron Kendrick, vice-president in 
charge of sales of Schlage Lock Co., 
San Francisco, Calif. Although it has 
become necessary to increase prices on 
low volume and luxury items to offset 
higher costs, the Schlage Lock Co. will 
continue to hold the price line of gen- 
eral residential locks as long as pos- 
sible, he said. 

. > & 

Silver prices rise — Silver 
prices advanced two cents on Feb. 28, 
to 80% cents an ounce, a five-day jump 
of 9% cents above the 70% cents which 
had prevailed since Jan. 20. Silver 
prices in the New York market dropped 
20 cents from Dec. 5 to Jan. 20 on what 
brokers called a “buyers’ strike.” The 
latest rise is the greatest advance since 
Aug. 1, when a Congressional act raised 
the Treasury price from 71.11 cents to 
90% cents an ounce. The recent return 
of domestic industrial users to the regu- 
lar market, plus continued foreign buy- 
ing, to satisfy demands for silver in 
India, where the price is above $1.00 an 
ounce, supported the latest upward 
movement. 

s & ae 

Copper price raised — As of 
March 1, the Reconstruction Finance 
Corporation raised its copper selling 
price to 214% cents per lb. Agency 
officials said some 55,000 tons of the 
metal would be available for allocations 
over the next two or three months at 
this price. 

a * * 

Lead at record high—On Feb. 
25, the price of lead hit 14 cents per 
pound in New York (13.80 in St. 
Louis). This was a new all-time high, 
and the fifth price jump since the end 
of OPA controls. American Smelting 
and Refining Co. and St. Joseph Lead 
Co., announced in New York that prices 
for common desilverized lead, which 
had been 13 cents since Jan. 7, would 
now be 14 cents per pound. During the 
war years lead was held at 6% cents 
per pound, and was advanced to 8% by 
OPA before controls were lifted Nov. 8. 
Three days later it jumped to 10% 
cents, a week later to 11.80 cents, and 
on Dec. 16 to 12.55 cents per pound. 
Lead’s lowest price on record was 2.65 
cents per pound in 1932. The highest 

World War I price was 12.25 cents in 
1917. Continued critical shortage of 
world lead supplies, in the face of in- 
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creased demand for use in storage bat- 
teries, plant and construction materials 
was given by trade sources as the cause 
of the recent mounting price increases, 
together with higher costs of mining, 
smelting and transporting. The recent 
step-up of tin content, authorized for 
general-purpose solder, from 35 to 40 
per cent, has been widely welcomed by 
metals users, particularly in the con- 
struction field. 
7m € *. 

Home prices—Many cost fac- 
tors over which builders have little or 
no control are gradually forcing them 
to price houses out of the existing mar- 
ket, Robert P. Gerholz, past president, 
National Association of Home Builders, 
told delegates at the Association’s re- 
cent annual convention. “Sales are no 
longer automatic,” he warned. “A turn 
from the sales market to a buyer’s mar- 
ket may come sooner than we realize.” 
He reminded delegates that the con- 
struction industry is now practically on 
its own, having been freed from most 
controls, so that “we can no longer fix 
most of the blame on the government 
for failure to produce.” Volume pro- 
duction throughout the industry is the 
one answer to the too-high retail price 
tag, he said, so Mr. Gerholz called upon 
labor to “throw off restrictive and make- 
work practices.” Building material pro- 
ducers also must “unscramble combina- 
tions and trade operations that increase 
price.” The exhibit of the U. S. Bureau 
of Labor Statistics at the convention 
illustrated the situation with cold 
figures, showing that while the whole- 
sale prices of all commodities have 
risen in the last 20 years, building ma- 


terials rose faster than the general in 
dex. Index figures for 1946, using 1926 
to equal 100, showed the wholesale price 
of all commodities had risen to 121.1 
per cent, while all building materials 
were up to 132.6, lumber rose to 178.4 
and brick and tile to 122.9 per cent. 
According to the Bureau, average union 
wage rates in the building trades in 175 
cities amounted to $1.412 an hour as of 


June 1, 1940; and $1.705 as of last- 


Nov. 1. 
a2 * a” 

Radio production — January 
production of both FM and AM radio 
receivers and television sets rose sharply 
over all monthly records in 1946 as the 
radio industry’s total output continued 
to maintain the high production rate 
reached in the last quarter of 1946, ac- 
cording to the Radio Manufacturers As- 
sociation. Total set production by as- 
sociation member set manufacturers was 
1,564,171 as compared with 1,454,687 in 
December. 

” * * 

Serious copper shortage — A 
serious copper shortage is threatened 
unless the 4 cent a pound import excise 
tax on foreign copper is repealed, many 
very large users declare, while they ap- 
peal to Congress to lift the tariff. Large 
consumers of copper say that the pres- 
ent spread between the price of domes- 
tic copper and foreign copper is pro- 
hibitive pricewise because of the tariff. 
Foreign copper has been handled 
through the Office of Metals Reserve, 
which was destined to cease operations 
at the end of February. Unsold domes- 
tic stocks and duty-free stocks owned 
by the government are estimated to be 











THE TREND OF PERSONAL DEBT 


(BILLIONS OF DOLLARS) 





42 





















































34 


o 
5 











42 
40 ba! 40 
i A\ ’ 
a : 
34 


siaunne 
aaa 
“eee os 


1937 
= FOR ae INSTITUTE OF LIFE INSURANCE 














= 45 “6 
(EST.) 














HARDWARE AGE 


















| 






GALLO! 
Retails $ 
* Profit 


MARCH 1: 


. 
general in- 


using 1926 
lesale price 
n to 121.1 
; materials J ; sg ; 
se to 178.4 eee x: . Nes i ne :, sigh ‘ , ger 
} per cent. : 3. k : Se i i roe 
rage union . ‘ ek oy ; 

des in 175 e The Chemical Rust Destroyer 
hour as of =e . e 2 ' 

as of last- : , 


SAVES ‘TIME AND LABOR. | 
cae REMOVES RUST EASILY and QUICKLY 
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se ar |) Sale) ond MAKES MONEY FOR YOU!!!) 
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f 1946, ac- ye 4: i ] RUST-I-CIDE, the original rust remover, removes rust 
users Ac ‘Pale 1.80 a ie quickly and easily with complete safety. It is nontoxic, 
j - Sed | og noninflammable, nonpoisonous. RUST-I-CIDE has been 
ion by as- mee ci sold for over twenty years. It has a thousand and one uses 
turers was around the farm and home and it is inexpensive. RUST-I- 
454,687 in CIDE also helps to sell touch-up enamel, paint, wax and 


other items. It belongs on every hardware and paint counter. 


*For Remouing Rust from 
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WE PAY THE FREIGHT 


. % , 60 Bottles RUST-I-CIDE 
8 Oz. BOTTLE wi 
Retails $ .60 Cost Retails 
* Profit 24 ‘ : $ 9.60 
24— 8-or. bottles 7 14.40 
12— 16-oz. bottles ° 12.00° 
$36.00 





JUST FILL IN THE COUPON 
WELL DISPLAYED 
IT SELLS ITSELF 
AND THE RUSTICIDE PRODUCTS COMPANY 
OTHER ITEMS 3129 Perkins Ave., Cleveland 14, Ohio 
r Ox. OnILE TOO!!! Please send us the $21.60 RUST-I-CIDE offer. 
Retails $ .40 
* Profit .16 





RUSTICIDE PRODUCTS COMPANY 


3129 Perkins Ave. . Cleveland 14, Ohio 
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LIGHT DUTY “C" CLAMPS 




















Opening | Depth Weight 

Inches | Inches Thread Per Dozen 
2 1% ex14 | 4% Ibs. —Y Mtl 
3 1% Thex 14 5% Ibs. ALA?: 
4 2 Texl4-}+ 7 ‘bbs. 
5 2" %x11 | 9% Ibs. bay 
4 2% Sxl |11 Ibs. QR 











These Champion Clamps have wedge- shaped bodies of special alu- 
minum alloy for rugged strength at all points of greatest stress. 
Popular sizes. Sliding cross handles and heavy button tips. Screws 
precision cut. Used on assembly operations, in pattern, wood- 
working, welding, and machine shops. Write for prices. ex, 


™ WESTERN " 


L and MANUFACTURING CO., Inc. 
SPRINGFIELD, OHIO 











How - $39.68 PROFIT 






TAY, WRENCHES 8 L 
™ sit sats ‘ad j wanecets 








GR 


Alt these features! 


@® 5 Complete Departments 
in a foot of space 






@ Includes five-shelf wooden 
cabinet 1154" high x 1212" 
wide 


@ All assortments easily and 
quickly refilled 


@ Compact — easily acces- 
sible — no waste, ho both- 
er, no lost time 





\ em 


IN ONE FOOT 
OF SHELF SPACE! 


THE SHARON "A" GROUP 
OFFERS YOU... 
No. LW 1318 LOCKWASHERS 
12 sizes from Ye" to 1", electro galvanized. 
No. WN 240,WING NUTS 
6 sizes electro galvanized steel, 6/32 to 
W/y-13. 2 sizes solid brass, 10/24 and '/%4-20. 
No. S$ 330 SOCKET HEAD SET 
SCREWS & WRENCHES 
8 sixes of screws from 10/24 x Vi, to yx 
'/>, 4 sizes of wrenches to fit. 
No. SW 187 SOCKET SET & CAP 
SCREW WRENCHES | 
8 sizes from #6 to '/2 Set Screws and from 
#2 to % Cap Screws. 

No. CP 1743 STEEL COTTER PINS 
16 sizes, electro galvanized, from 1/16 x 
Ya to Ya x 2. 

lf you already have some of 

‘these assortments, order the 

' balance and the cabinet. — 


Order direct or trom your jobber. 


Shanon Giltnud Shh ) Sas. 
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less than two months’ supply at the cur- 
rent rate of industrial consumption in 
this country, so, unless the tariff repeal 
is effected quickly, copper users are 
“confronted with extensive curtailment 
of industrial production with accom- 
panying unemployment.” Officials of one 
big company reported they were stretch- 
ing their present stocks of copper to 
whatever product will mean the most 
employment. For example, the company 
said “it will make no bare copper wire 
while the shortage is acute. 


Lumber controls ending — 
The Office of Temporary Controls an- 
nounce that most government controls 
over- production of lumber, soft wood 
plywood, hardwood flooring and mill 
work will be lifted March 31. The 
regulations required producers to man- 
ufacture higher than the usual percent- 


**ages of «housing type materials. The 


civilian production branch of OTC, said, 
however, that because of the millwork 
shortages it will continue to require 
channelling of certain sizes of western 
pine and Douglas »fir shop lumber to 
millwork or cut-stock manufacturers. 

oe * * 


Copper shortage to continue 
—Trade sources comment that copper 
consumers will find it harder than ever 
in the next few months to get supplies. 
Government stockpile allocations may 
run out in March, and competition of 
foreign consumers for foreign-produced 
copper will hamper American pur- 
chasers in their search for the metal, 
regardless of any action Congress takes 
as to retaining or suspending the pres- 
ent 4 cent per pound tariff. Domestic 
production, although at a high level, 
cannot fill the unprecedented demand 
for copper, and it seems impossible to 
predict when the shortage may be re- 
lieved. With all production, both do- 
mestic and foreign, near the peak, the 
determining factor would be the slack- 
ening of demand, when the world 
catches up on its backlog of orders for 
durable goods and its widespread elec- 
tric expansion programs. January ship- 
ments to American consumers set & 
peacetime record of 143,692 tons, of 
which 59,396 tons were foreign copper 
allocated by the government. Domestic 
production is expected to hold within 
the 80,000 to 90,000 tons per month 
range, but some trade sources estimate 
that American consumers will do well 
if they can get 10,000 to 15,000 tons 
more per month in the world market, 
now that the U. S. government has with- 
drawn as a purchaser. 


* * & 


Record steel output—January 
steel production set a peacetime record 
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totaling 7,234,187 net tons of ingots and 
steel for castings, and represented an 
average operating rate of 93.3 per cent 
during the month. That tonnage was 
almost twice as much steel as turned 
out in January, 1946, when industry- 
wide strikes hampered production. It 
represents the highest monthly produc- 
tion since the war month of May, 1945, 
according to the American Iron and 
Steel Institute. If the January rate 
could be maintained during all of 
1947, the year’s outturn would be in 
excess of 85,000,000 tons, or 28 per cent 
above the net produced in 1946. CPA 
says that the demand for steel to main- 
tain a general maximum output of steel- 
using end-products will probably exceed 
expected supply this year by some 4.1 
million tons, even with steel output at 
practical capacity throughout the year. 
This is on the assumption that business 
activity will continue at a high level 
throughout 1947. 


’- * * 


A bold Frigidaire campaign 
—Frigidaire Division of General Motors 
Corporation is at present launching the 
most vigorous selling campaign in its 
history. In a series of dealer confer- 
ences being held throughout the coun- 
try, salesmen are learning the company’s 
plans for producing and selling 60 per 
cent more refrigerators and electric 
ranges this year than in the record pre- 
war 1941. By confining production to 


a few standard models of refrigerators . 


and ranges, rather than “scattering 
shots all over the home appliance field,” 
the division was able to double its 1938 
and 1939 production rates last year and 
come within 20 per cent of its 1941 
record. This year, schedules call for 
output exceeding the 1941 rate by April, 
and gradual speedup thereafter, until 
the final quarter of the year may sur- 
pass the comparable 1941 quarter by 
350 per cent. 
ee 


Our synthetic rubber “baby” 
—The future of America’s 700 million 
dollar synthetic rubber industry is un- 
der consideration in both houses of 
Congress, while the rubber trade 
watches intensified efforts by the British 
and Dutch to recover our American 
market for natural rubber shipped from 
their dominions. Of immediate concern 
is the imminent expiration—March 31— 
of government rubber controls, which 
nurtured our synthetic rubber industry 
in the war, and have protected it against 
economic catastrophe since shipments of 
natural rubber were resumed. These 
controls do two things: Give the gov- 
emment authority to buy natural rub- 
ber, and regulate by allocations the use 
of natural and synthetic rubber in rub- 
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Built for satisfaction 
Priced for sales 


ARRA-JAMES Power Tools 


There is a Darra-James power tool 
to produce accurate work in all 
essential woodworking shop opera- 
tions. Each D-J tool turns in a 
brilliant performance in every shop 
task for which it was designed, does 
it fast, and does it economically! 

In the little things, such as versatil- 
ity, long rust-proof life, outstanding 





MODEL NO. 10—Drum and Disc 
Sander. Cam action lever adjusts 
table for various depth of cut. 
Shaft extended for accessory con- 
nections, New Departure ball bear- 
ings. Outclasses belt type sanders 
for quick, accurate sanding. Can 
be used as a thickness planer. No 
die castings! 


DARRA-JAMES POWER TOOLS ARE 
ADVERTISED IN: 








construction features, ease of opera- 
tion and built-in skill . . . in these 
little things are the BIG reasons 
why Darra-James give you a fast- 
moving line of quality power tools. 
And . . . at pleasantly moderate 
prices. See your local classified tele- 
phone directory for your nearest D-] 
jobber. 


MODEL NO. 45-C—7” Bench Type 
Tilting Table Saw. Depth of cut 2- 
3/16”. Table tilts to 45°. Reversible 
fence for use on either side of blade. 
For convenience and safety, all ad- 
justments are from front of machine. 
Weight 27 Ibs. New Departure ball 
bearings. 
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exercise, take 15 
minutes before 
breakfast. (DON'T. 
waste time and 
strength during the 
day threading pipe 
by hand!) 


Save your time and muscles for 
other jobs! Let the Oster No. 422 
Power Vise Stand take over your 
pipe threading jobs! You can use 
your own hand die-stocks, cutters, 
and reamers on this portable, 
power drive. The time you SAVE 
quickly pays for the machine. 
The self-centering chuck at the 
rear of the machine eliminates 
the old-style, out-board pipe 
support. The front chuck is quick- 
acting and positive gripping. 
Standard range is /g" to 2" pipe. 
Range with universal drive shaft 
is 21," to 6" pipe. 

Thousands of owners are using 
the Oster No. 422 machine to 
make more money with less effort 
on all pipe jobs! Write for 
illustrated catalog. 


THE OSTER MFG. COMPANY 
2028 E. 61st St., Cleveland 3, Ohio, U.S.A. 
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ber products. The government owns and 
operates the synthetic plants, so that 
it requires no special authority to con- 
trol synthetic rubber sales. The indus- 
try and the Truman administration are 
agreed that government controls over 
rubber allocation should be continued. 
Opinion differs widely, however, on con- 
tinuing the government as the buying 
agent for the American rubber indus- 
try. It is said that the British and Dutch 
are attempting to force the issue by 
withholding sales of natural rubber to 
the United States government. Once the 
United States opens its doors to unre- 
stricted trading in natural rubber— 
even though it may retain restrictions 
on its use—the future of the synthetic 
industry is threatened, many rubber men 
contend. All are agreed the United 
States should never again put its future 
in jeopardy by becoming dependent on 
outside resources for its rubber supply. 
ee ¢ 6 


Pig Iron—Further increases in 
basic metals this week featuring non- 
ferrous metals, iron and steel scrap 
and pig iron, definitely point up an 
inflationary period outshadowed only 
by temporary periods during and 
shortly after World War I, according 
to The Iron Age, March 6 issue. Pig 
iron prices this week were raised as 
much as $2.50, $3.00 and $4.00 a ton 
depending on the grade and the pro- 
ducer. Some makers advanced the 
price $3.00 a ton on all grades, others 
raised quotations $2.50 a ton on some 
types and $3.00 on others, while at 
least one pig iron producer advanced 
his prices $4.00 a ton. Some makers 
have not taken any action as yet but 
it is certain that they too will advance 
their quotations. Steel ingot output 
for the week was up one half a point 
to 94.5 per cent from the previous 
week’s figure of/94 per cent. 

. 7 > 

Vacuum cleaner sales — Fac- 
tory sales of standard-size household 
vacuum cleaners in January totaled 
258,892 units. This was 109 per cent 
greater than the Jan., 1946, sales of 
123,918, and was the fourth highest 
month in the industry’s history, accord- 
ing to figures announced by the Vac- 
uum Cleaner Manufacturers’ Associa- 
tion. January sales were exceeded, but 
only slightly, in the last three months 
of 1946, the highest record then being 
265,364 units, in December. 


Washers and ironers — The 
American Washer & Ironer Manufac- 
turers’ Association reports that factory 
sales of household washers totaled 2,- 
023,981 units in 1946, and seta new 
record for the industry. This compared 
with 1,959,887 units in 1941, the pre- 








vious high mark. Ironer sales for the 
year totaled 124,616 units compared 
with 215,994 in 1941, Association fig- 
ures disclosed. 

. + * 

Sports arms and ammunition 
Winchester Repeating Arms Co., a divi- 
sion of Olin Industries, Inc., has report- 
ed recently that it expects shipments of 
sporting arms will be shipped on alloca- 
tion for many months to come, although 
production schedules call for record 
output. Both Western Cartridge Co. and 
Winchester are resuming the manufac- 
ture of .22-caliber short cartridges, also 
skeet and trap shot-shell loads, but in 
limited quantities. 


Silverware and jewelry—An 
increased supply and lower prices have 
prevented sales of silverware, jewelry, 
and similar luxury items from falling 
below last year’s level, say many city 
merchants. Sales of sterling silverware, 
just beginning to return in quantity, 
have risen 75 to 100 per cent in both 
dollar and sales volume. Prices of 
precious jewels have declined about 5 
per cent in the last few months, al- 
though jewelers reported them still in 
scarce supply. Sales volume have not 
changed appreciably from a year ago. 
Lower grades of jewelry and silverware, 
however, are said to be down as much 
as 20 per cent, because consumers are 
demanding the finer qualities. When 
fine jewelry and silverware were not to 
be had during the war, many merchants 
loaded their stores with what low grade 
items were available. Now that the best 
qualities are beginning to return, few 
customers want the inferior merchan- 
dise, and its sellers have to cut prices 
to get it out of their way. Retail prices 
on the best silverware are reported 
about 5 per cent less than six months 
ago, but about the same as a year ago. 


¢*h6thU68m 


Paint materials—In a survey 
of the outlook for future supplies of 
many important raw materials used by 
the paint, varnish and lacquer industry, 
Pres. Ernest T. Trigg, National Paint, 
Varnish & Lacquer Association, Inc., 
Washington, D. C., sees continued 
shortages. These shortages, explains 
Mr. Trigg, will be due largely (but not 
completely) to the abnormal demand 
for finished products of the industry, 
rather than that the materials them- 
selves will be below normal or past 
performance. 
; * o . 

Furniture “doing all right” 
—Orders booked by furniture manufac- 
turers in ‘January were 59 per cent 
higher than in the 1946 month, as re- 
ported by the industry’s statisticians, 
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Mone Strength 


another reason Upson-Walton 






Tackle Blocks are better 





















In the past, manila rope blocks have never even come close 
to equaling the strength of the rope used with them. Upson- 
Walton engineers have now developed a block which comes 
closer to equaling that strength than was ever possible before 
with any standard block. 
















It can safely withstand much heavier loads. 







One reason for the greatly increased strength of Upson- 
Walton blocks is the newly designed hoist hook which is now 
standard equipment on all U-W blocks, both steel and wood. 
These hooks are not like the old blacksmith type round hooks 
which were simply bent to shape; they, are drop forged to size 
and shape with substantially heavier section where it counts 

























the most. 
We will gladly send you, upon request, comparative specifica- 
tions including the new safe working loads for U-W manila rope 


blocks. 
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NOT THISHOOK— — ScZ THIS HOOK 
ON ALL UPSON-WALTON TACKLEBLOCKS 









Established 1871 


THE UPSON-WALTON COMPANY 


UManupacturers of Wire Rope, Wire Rope Fittings, Tackle Slocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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DOG LEASHES 


srssseaseeee- With top sales appeal in strong 
flexible Braided Plastic, a scientific 
improvement over leather. 

Braided Plastic Leashes are lightweight 
and easily carried in pocket or purse 
with strong metal snaps and pliable 
plastic handles to make them the 
outstanding buy of the year. 
Available in three smart styles 
retailing from 35¢ to $1.00 to meet 
every leash requirement. 

Packaged by the dozen on Lee-Bert 
“self-sell” display cards. 

Order from your wholesaler or write 
today for descriptive literature 

and local distributor's name. 


LtE-BERT Ine. 


MICHIGAN 


SAGINAW 












Seidman & Seidman. Order backlogs 
were 33 per cent higher, and cancella- 
tions, “notwithstanding much talk to 
the contrary,” averaged only 6 per cent 
of the amount of new orders booked. 


*- ¢ *# 


Puncture-proof inner tubes 
—The B. F. Goodrich Co. has an- 
nounced the return to the market of its 
puncture-sealing safety inner tubes, 
after an absence of five years, and at 
the same prices prevailing when the 
product was discontinued in 1941. 
Joseph A. Hoban, tire merchandise man- 
ager, reported that tonnage production 
of both tires and tubes by Goodrich, is 
running at the highest peacetime level 
in its 76 years’ history. Also, Mr. Ho- 
ban said, all signs point to an increase 
in production during 1947 and 1948 
over last year’s all-time high for the 
industry of approximately 66,000,000 


units, 
* ” “ 


Earnings up for factory 
workers—Record average hourly earn- 
ings of $1.16 were reported from manu- 
facturing industries in January, helping 
to maintain average weekly earnings at 
around $47, despite a one-half hour de- 
cline in the work week to 40.5 hours, 
according to the U. S. Department of 
Labor. Since December, 1945, average 
weekly earnings of production workers 
in manufacturing increased $5.65 or 13 
per cent, while hourly earnings gained 
an average of 15 per cent. Ninety-five 
per cent of industries surveyed, have re- 
ported hourly earnings up more’than 10 


per cent. 
- = s 


Prices and living costs — At 
the end of February, the Associated 
Press commodity index of 35 wholesale 
“staples” resumed its advance into 
record high ground, reaching 175.92 per 
cent of the 1926 “par.” A month ago 
the index stood at 165.45 and a year 
ago at 113.67. Conspicuous in the 
latest rise were dairy products, with 
lambs, corn and wheat closely behind. 
Moderate losers were cotton and flour. 
A 10-month steady rise in the cost of 
living came to a halt in January, the 
Bureau of Labor Statistics reportéd re- 
cently. Its figures suggested, however, 
that a new advance might be in store. 
The mid-January cost of living index 
was reported by the Bureau of 153.1 per 
cent of the 1935-39 average, compared 
with 153.3 in mid-December and with 
129.9 in Jan., 1946, when most prices 
were still under OPA contnrol. While 
the mid-January statistics were the 
latest available on the cost of living, the 
Bureau also confirms that its index of 
wholesale prices, covering about 900 
food and non-food items, reached a 
record level in the latest February week. 


Sales gains moderating—De. 
partment store sales throughout the 
country rose 2 per cent in the week 
ended Feb. 22, and 8 per cent in the 
latest four weeks, compared with year- 
ago periods, the Federal Reserve Board 
reports. j 

& + ae 

Washing machines — Factory 
sales of household washers in January 
were second highest of any month in the 
industry’s history, totalling 240,233, 
compared to 247,816 in Oct., 1946. Sales 
were 26 per cent above the preceding 
month’s, 190,770, and topped those of 
the comparison month in 1946, when 
they were 116,131, by 107 per cent, ac- 
cording to announcement by the 
American Washer and Ironer Manufac- 
turers’ Association. Ironer sales in Jan- 
uary were 15,509, as against 15,469 in 
the preceding month and 3,235 in Jan., 
1946. 

& ~ + 

Vacuum cleaners—Holding to 
a 3,000,000-a-year rate established in the 
final quarter of 1946, factory sales of 
standard-size household vacuum clean- 
ers in January totalled 258,892. This 
was 109 per cent greater than the Jan., 
1946, sales of 123,918, and was. the 
fourth highest month in the industry's 
history, according to figures announced 
here today by C. G. Frantz, secretary- 
treasurer, Vacuum Cleaner Manufactur- 

ers’ Association. January sales were 
topped slightly in the last three months 
of 1946, the highest being 265,364 in 
December. 
= * * 

Oil burners — Factory ‘ship- 
ments of oil burners totaled 579 thou- 
sand units during the year 1946 com- 
pared with 182 thousand units shipped 
during 1945, according to a report re 
leased by the Bureau of the Census. 
Shipments, production, and new orders 
during 1946 were more than three times 
the corresponding amounts reported for 
1945 for these items. Stocks at the end 
of 1946 amounted to only 7,039 burn- 
ers, only a few days shipments at the 
December rate of shipments. There 
were unfilled orders at the end of 1946 
for over 1 million units, almost twice 
the number shipped in 1946, and over 8 
year’s production at the December rate. 
The statistics for 1946 in this report 
were compiled from reports submitted 
by 150 oil burner manufacturers on 
Census Form M51A, and include al] re- 
visions to this date. 


Domestic water systems, 
pumps, and windmills—Factory ship- 
ments of domestic water systems in 1946 
totald 626 thousand units, valued st 
$40.8 million, according to a report re 
leased by the Bureau of the Census. The 
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pumber shipped in 1946 was 60 per cent 
above the figure for 1945, and the value 
of shipments was 73 per cent higher 
than in 1945. There was an increase of 
$1 per cent in the number of jet water 
systems and 43 per cent in the number 
of non-jet water systems shipped in 











1946 as compared with 1945. The 
number and value of domestic water 
gstems shipped during 1946 was ap- 
proximately twice as high as during 
any prewar year. 

* *¢ @ 

Oil burners gain—Oil burner 
shipments, production and new orders 
last year exceeded 1945 by 300 per cent, 
the Bureau of Census reports. Demand 
still far exceeds supply, however, with 
orders totaling more than 1,000,000 
units and stocks standing at only 7,039 
wits, on Dec. 31. Last year’s factory 
shipments were 579,000 units against 
182,000 in 1945, and the small stock on 
hand represented only a few day’s ship- 
ments at December rates. December 
shipments were 94 per cent residential 
type and six per cent industrial and 
commercial. The total was the greatest 
for any 1946 month. 


National production totals— 
By the fourth quarter of 1946 the total 
output of the nation’s economy, mea- 
sured in dollars, had returned to the 
wartime peak reached in the first half 
of 1945, the Department of Commerce 
said recently. However, a considerable 
part of the recent dollar increase in 
production was due to price increases, 
and the “real” level of the national 
economy for the entire year 1946 was 
approximately one-seventh below the 
highest war years. Actual production 
during 1946, was however, about one- 
fifth larger than in 1941, reflecting both 
a higher level of employment and a 
more productive utilization of the na- 
tion’s resources. In 1946 the gross na- 
tional product—representing the total 
output of final goods and services at 
market prices and including govern- 
ment services—was $194 billion com- 
pared with $199.2 billion in 1945. The 
dollar value of production increased 
after touching the reconversion low 
point in the first quarter of 1946. 

eee 

Purchasing power of dollar 
down—Climbing within two-tenths of 
one index point of the all-time high 
(of June, 1920), the consumers’ price 
index for Dec., 1946, reached 122.9 
(base date of series, 1923 as 100), ac- 
cording to figures just released by the 
National Industrial Conference Board. 
The highest point recorded in the series 
(123.1) was reached in June, 1920. The 
Conference Board’s quarterly “Con- 
sumers’ Price Index” or “Index of 
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7 HEDGE TRIMMER 
Trims Hedges, Shrubs, Bushes 


. . hand 
operated ... portable... easy to use... 
weighs only 3¥2 lbs. . . . individually packed 
for easy handling. Your trade will readily 
see the advantage of this trimmer which 
is continuous in action and eliminates the 
chip and chop method usually associated 
with hedge trimming. 
Stock now available for immediate 
shipment. 
Retail price $9.75. 
Ask your jobber or write direct. 

Several territories open for live wire selling agents 


CHANDLER MACHINE COMPANY 


AYER, MASS. 


Trims four to five times faster . 




















Its budget price and 
many convenience features 
have made the “EASY” Out- 
door Folding Grill a volume 
seller in leading retail stores 
throughout the country. 
FOLDS AWAY—May be conven- 
iently slipped back into its 
original.shipping carton for 
storage or travel. Takes up { 
very little space in warehouse .% 
or shipping room. ‘ 
News mats on request. Attrac- 
tive illustrated recipe booklet 
attached to each grill. 
SPECIFICATIONS: Heavy gauge 
steel—Pompeian green finish— 
a ae eo ied Liberal Dealer Discount 


folded flat, 1 to carton. ORDER NOW FOR EARLY SHIPMENT 


SALMANSON & CO., Inc. - 1107 Broadway, New York 10, N.Y. 


CHICAGO + BOSTON * BALTIMORE > LOS ANGELES > NEW YORK 





retail Price: L495 


(Denver & West: $15.95) 
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Quoted Retail Prices for Consumers’ 
Goods and Services Purchased by Mod- 
erate-Income Families” rose 7.1 per cent 
during the fourth quarter of 1946. The 
Dec., 1946, figure represents a rise of 
14.8 per cent over that of a year ago. 
* e . 

Building contracts—Construc- 
tion contracts were awarded in January 
for 34,393 dwelling units in the 37 
states east of the Rocky Mountains com- 
pared to 13,225 units included in con- 
tracts awarded during Jan., 1946, and 
28,917 in December of last year, it was 
reported recently by F. W. Dodge Corp., 
a fact-finding organization for the con- 
struction industry. 

* a - 

If wings are unclipped—The 
American Iron & Steel Institute says 
that steel production in 1947 may ex- 
ceed 1941 output by as much as 16 per 
cent, if the steel industry can operate 
at top rates without interference from 
strikes. Even if today’s capacity were 
no larger than that of 1941, the elimina- 
tion of direct war needs would make 
available almost 11 per cent more steel 
for peaceful domestic uses than in 1941. 
The Jan., 1947, ingot steel capacity of 
the nation was 7 per cent larger than 
the average capacity for 1941, according 
to the Institute; and this in itself means 





5 per cent more finished steel than in 
1941. The Institute does not accept the 
idea of 1941 as a “peacetime, peak con- 
sumption” year. At that time, the coun- 
try’s defense program was already well 
under way. Construction of war plants 
and barracks, a rise in shipbuilding and 
aircraft production, the beginnings of 
American munitions production, and 
larger shipments to our future Allies 
were already in progress. 


oa ~ * 


Pig iron controls end—John 
R. Steelman, assistant to the President, 
has announced that government alloca- 
tion of pig iron will be discontinued 
after March 31, for all items except cast 
iron soil pipe. This decision was 
reached after several meetings with pig 
iron producers and industries dependent 
upon pig iron. It became apparent that 
a voluntary agreement could not be 
worked out between industry and gov- 
ernment which would assure production 
of enough cast iron soil pipe to meet the 
goal of 1,000,000 homes in 1947 under 
the veterans emergency housing pro- 
gram. The total quantity of merchant 
pig iron required for cast iron soil pipe 
is less than 10 per cent of the available 
supply. Government allocation for the 
entire housing program for the last 
several quarters has required about 36 









































HAND POWER TOOLS FOR CUTTING, BOLTS, 
RODS, WIRE, CABLE, CHAIN, FLAT STOCK, ETC. 


H. K. PORTER, INC. . 
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...» in the future than ever before 


Reputation established 
of performance of a name identified 
product, 
buyer is going to have in a market 
flooded with new products, experiments 
and exploitation. ' 


We are proud of the name 


mean mote.., 


through years 


is the only protection the 


74 FOLEY STREET 
@ SOMERVILLE, MASS. 








per cent of the supply. Civilian Produc- 
tion Administration now will make in. 
tensive efforts to assist those who receive 
allocations of pig iron, to obtain maxi- 
mum production through increased use 
of scrap, and thus piece out the pig 
iron supply. Grey iron casting firms in 
the south are said to be displeased with 
the allocations, saying that they do not 
get anough pig for their purposes, while 
the soil pipe people in their area are 
using a 90 per cent pig charge instead 
of the usual 50-50 of scrap and pig. 


s + *& 


Devoe & Raynolds sales — 
Sales in December and January, first 


two months of the company’s fiscal year, 
totaled $6,400,000, an increase of 48 per 
cent over the like period a year ago 
the company recently announced. 


Fairbanks, Morse sales—Ac- 
cording to its annual report for 1946, 
Fairbanks, Morse & Co. shipped prod- 
ucts valued at $56,551,298.76. This was 
the first in many years in which the 
company’s output was not devoted 
principally to war purposes, and consti- 
tuted the largest volume of commercial 
shipments in the company’s history. 

eee 


Aluminum output recovering 
—The Office of Temporary Controls pre- 
dicts that 1947 aluminum production 
will total 1,100,000,000 Ibs., but still 
will be about 5,000,000 lbs. short of re- 
quirements. OTC listed what it called 
three “bottlenecks” now holding alumi- 
num production below the all time high 
of 1,800,000,000 Ibs. produced in 1943: 
Inability of the industry to obtain suf- 
ficient supplies of soda ash needed in 
processing; difficulties in obtaining 
enough electric power, and a production 
slowdown resulting from differences in 
fabricating for varied civilian rather 
than military use. OTC also comments 
that the demand for aluminum will be 
kept “far above” the prewar level, be- 
cause of greater tonnage use of the 
metal for prefabricated houses, and for 
many new household and industrial pur- 
poses. Among the newer aluminum 
products, displayed at the recent con- 
vention of the National Association of 
Home Builders, were applications in 
housing and in various types of radiant 
heating systems. Aluminum clapboard 
siding, interlocking sheet aluminum 
roofing, aluminum window panels and 
storm windows, and aluminum auto- 
matic-opening garage doors were among 
the products shown. 

ees 

OTC looks at 1947—The Office 

of Temporary Controls reports that pas- 


senger automobile and truck production 
this year will top 5,000,000 units. The 
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gutput of consumer durable goods will 
probably éxceed that of 1940-1941, the 
highest in history. A report on the 1947 
production picture by Director Philip 
B. Fleming said, “The value of gross 
national production should reach a total 
of $202,000,000,000” this year. This 
would exceed 1946 by $10,000,000,000. 
The OTC report said wage rates would 
rise a little this Spring; prices of agri- 
cultural products would decline; there 
will be an increase in building activity, 
and the present high level of expendi- 
ture for plant expansion will continue 
another six months. Mr. Fleming said 
there would be a 50 per cent dollar in- 
crease in public and private new con- 
struction, totaling about $15,000,000,- 
000. Shortages of steel and component 
parts are expected to restrict production 
increases of consumer durable goods, in 
physical terms, to 25 to 30 per cent 
above 1946. Such an increase, com- 
bined with price rises of 10 to 15 per 
cent, would mean expenditures 40 to 
50 per cent in excess of last year’s level. 
It may be expected that inventory ac- 
cumulation will continue throughout 
1947. Some easing in the pulp, paper 
and paperboard situations may be ex- 
pected, but not before the latter half of 
the year. Although representatives of 
the steelmaking and freight car build- 
ing industries, at the instance of CPA, 
have joined in a program to turn out 
7,000 cars a month, American railroads 
will continue to face a shortage of 
freight cars throughout 1947. The gen- 
eral prospect for textiles and apparel is- 
for continued improvement in produc- 
tion. 

* * s 


Not enough boxcars — Pyra- 
miding effects of the worst shortage of 
boxcars in 20 years has caused cuts in 
manufacturing output and employment, 
and has even brought rationing of space 
by many daily newspapers. Finished 
goods, for which shipping space could 
not be found, was reposted jamming 
warehouses and threatening industrial 
shutdowns. In fact, new -curtailments 
of manufacturing operations in the 
United States appeared to be more due 
to a piling up of unshipped goods, than 
of any new setback in the boxcar sup- 
ply. The car service division of the 
Association of American Railroads, 
charged with supervising the distribu- 
tion of freight cars by the roads, said 
for the week ended Feb. 15 the average 
daily shortage of boxcars in the United 
States was 20,093, holding close to the 
levels of preceding weeks. 













Living cost dips again—The 
cost-of-living index declined slightly be- 
tween mid-December and mid-January, 
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the Bureau of Labor Statistics reports. 
The index for Jan. 15 was estimated at 
153 per cent of the 1935-1939 average, 
18 per cent above the level of a year 
before and 24% per cent higher than in 
June, 1920—the peak after the first 
World War. Retail food prices dropped 
for the second straight month. Contrib- 
uting heavily was a 10 per cent decline 
in egg prices, and one of 5 per cent on 
dairy products. 

* . » 


Farm prices and purchases— 
Based on a recent government analysis, 
the 1947 yield of agricultural products, 
reasonably favorable weather conditions 
permitting, will be nearly as large as 
last year. However, a reduced demand is 
expected, particularly in the second 
half of the year, that may bring about 
a recession in farm prices, with per- 
haps a decline of 15 to 20 per cent in 
the level of farm income by the end 
of 1947, or the early part of 1948. “Net 
income of farmers is likely to decline 
more sharply than their cash receipts, 
due to higher labor, fertilizer and other 
costs of farm operation,” the report 
states. “This will affect adversely farm- 
ers’ ability to buy consumer goods. On 
the other hand, farmers will probably 


absorb, for some time to come, a sub- 
stantial volume of agricultural ma- 
chinery, trucks and other durable goods 
because of the pressure to replace over- 
age equipment, and will continue to 
install new labor-saving devices in a 
year when agricultural wage rates are 
three times the pre-war level.” 
. . s 


Store sales—The Federal Re- 
serve Board has reported that depart- 
ment store sales throughout the country 
rose 18 per cent in the week ended 
Feb. 15, and gained 12 per cent in the 
latest four weeks, compared with year- 
ago periods. 1946 sales of F. W. Wool- 
worth Co. rose to a record high, and 
net profits climbed to a 15-year peak, 
the company disclosed in its annual 
report. Totaling $552,369,440, sales were 
more than $75,000,000 higher than re- 
corded in 1945. 


Price indexes rise again—As 
of Feb. 21, the Associated Press weight- 
ed wholesale price index of 35 com- 
modities advanced to 172.78 per cent 
of the 1926 “par.” This was another 
historic high. A month ago, 164.71 per 
cent was registered, and a year ago, 
113.15 per cent. 
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e It’s compact, lightweight (86 Ibs.) .. . 







matic drum lift which tapers the cut at the wall... 


single belt drive . 


easy-cleaning vacuum system...more 


type floor sander on the market. 


Send for FREE Booklet today! 
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5023-43 Elston Avenue, Chicago 30, Ill. 
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Forecast Compromise on Steel Wages 


—With Some Social Benefits as Well— 
Ingot Production at 94.5 Per Cent 


FTER several weeks of discus- 
sions involving noneconomic 
factors leading toward a new wage 
contract, the U. S. Steel Corp. and 
the United Steel Workers of America 
this week began an initial approach 
to the wage question and other eco- 
nomic factors to be included in the 
final contract, according to The Iron 
Age, a Chilton publication, affiliated 
with HarpwareE AGE, in its Feb. 27 
issue. While both sides have at least 
two months to go before the end of 
the current contract extension, it is 
expected that a satisfactory agree- 
ment on wages and some social bene- 
fits will be reached before that time 
—possibly by the early part of April. 
Both the steel industry and the 
union ‘are already facing a different 
set of circumstances than was the 
case when negotiations opened more 
than a month ago. The industry has 
suffered a substantial increase in the 
price of scrap, one of the major raw 
materials in the present high rate of 
steel production, while the union on 
the other hand is currently facing a 
cost of living which is now approach- 





ing the peak established last fall. 
While these two major factors will 


have considerable bearing on the 


progress of the wage negotiations 
there is little doubt that a moderate 
increase in wages will be granted and 
that the time between now and the 
agreement will be spent by each side 
in presenting its case and deciding 
how far each will go toward an 
effective compromise. While the 
portal-to-portal suits are still con- 
sidered serious by industry and labor 
leaders, each group expects that the 
Supreme Court and Congress will 
straighten out this Frankenstein, said 
The Iron Age. 

Competition for scrap this week 
became so frenzied that quotations 
in secondary areas were approaching 
those in major scrap consuming dis- 
tricts. This situation was bound to 
occur as a defense measure on the 
part of consumers in those areas in 
an effort to retain as much scrap for 
their own use as possible. Substan- 
tial increases in the price of heavy 
melting steel have occurred in Birm- 
ingham, Detroit, Philadelphia, Bos- 





Ask your regular jobber for 
DEALERS 3 ‘Ambieid cody. If he cannot 













Ambroid is really “On the Ball!” Now added millions are learn- 
ing about Ambroid quality in Popular Mechanics, Popular Home 
Craft, Home Craftsman, Popular Science, Outdoorsman, Grit. 


With these national magazines pushing Ambroid, a new giant 
force — Consumer Advertising — is working to speed your turn- | 
over, increase your profits. 


For 37 years, the favorite cement, both for making and mend- 
ing ’most anything. Ready-to-use .. . waterproof... dries quickly. 


Be sure to use attractive new 
Display Box. Dealers say it really 
does boost sales — earns its space 
many times over. 




















supply you, write us on your letterhead, 
mentioning his name, and get sample Free. 


AMBROID CO. 


305 FRANKLIN ST., 
BOSTON !0, MASS 
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ton and New York as consumers in 
those areas attempt to eliminate 
“raiding” by scrap users from other 
areas. 

Steel ingot output this week was 
maintained at 94.5 per cent. of ca 
pacity unchanged from last week’s 
peak level. This week there were 
no general signs of a slackening in 
the volume of new steel orders. In 
most cases order volume so far this 
month was ahead of the same period 
a month ago and bookings placed 
since the first of the year were run- 
ning more than 50 per cent ahead of 
the same period a year ago. 


Banks Coach Builders’ 
Hardware Sales 


HE advertising department of the 

American Bankers Association. 
12 E. 36th St., New York City, has 
just completed the 15th bulletin in 
its Home Planners Series, whichisnow 
available to member banks for dis- 
tribution to their customers. The new 
bulletin, entitled, “Hardware for the 
Home,” was prepared by small-home 
experts of the University of Illinois 
to aid prospective home builders in 
selecting their hardware before be- 
ginning construction. 

“Careful attention given to the 
selection of hardware before start- 
ing construction on a home can mean 
important economies later on. There 
are conditions of weather, location, 
security, and home design that re- 
quire consideration before selecting 
the hardware for a home,” John B. 
Mack, Jr., deputy manager of the 
American Bankers Association in 
charge of its advertising department, 
points out. 

The advertising department of the 
American Bankers Association in its 
previous bulletins covered such sub- 
jects as designing the home, the home 
site, heating systems, etc. These bul- 
letins are imprinted with the bank’s 
message on its own letterhead and 
are distributel locally to prospective 
home builders. The first 12 bulletins 
of the Home Planners Series were 
prepared by the Small Homes Coun- 
cil of the Universiy of Illinois. Mate- 
rial for the second 12 of the series 
is being written by representatives of 
home materials manufacturers, archi- 
tests, and outstanding engineers, in 
addition to bulletins from the Uni- 
versity of Illinois. It is intended 

that the complete series of bulletins 
will provide any prospective home 
builder with essential information on 
the subject of planning construction 
of a home. 
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BEAVER sRano~ 
STEEL WOOL 





The service of James H. Rhodes & Company 
does not stop with the manufacture of steel 
wool. A large staff of skilled merchandising 
men constantly work to promote sales for 
Beaver dealers. All the helps you need are 
ready for you — big colorful counter cards, 
point-of-sale displays, bright packages and 
effective advertising to assure a fast turnover 


and bigger profits. 
EASY ON YOUR HANDS 


©1945 


Rhodes representatives welcome opportunities to dis- 
cuss Beaver quality advantages. 


STOCK THESE POPULAR SIZES 


Available in all grades — Superfine to Very Coarse 


INDUSTRIAL PADS 


The quick-selling package containing 16 individual 
pads. 


ONE POUND ROLLS 


Steel Wool in layers or continuous ribbon form for 
convenient use. 


EAGER BEAVER 


Popular all-purpose 5 and 10 cent rolls wrapped in 
colorful bands. Impulse purchase — traffic items. 


SILVERY STRANDS 


WRITE FOR COMPLETE INFORMATION 
PLEASE MENTION YOUR JOBBERS NAME 
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28> JAMES H. RHODES & COMPANY 


| \\ 157 W. HUBBARD STREET | 48-02 TWENTY-NINTH STREET 
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24. pe. STAINLESS STEEL 


* 2 FLATWARE SEI 





Your customers will recognize 
this set as a $10.00 value 


=> 






i¥ 


Lasting stainless steel with soft 
satin finish. Beautiful “Anita” 


pattern. Superior workmanship. 


Service for 6—knives, forks, tea- 


‘AN 
‘ 1 
spoons and dessert spoons. Also 30-pe. set with 6 
extra teaspoons. Packed with value, this outstand- 
ing flatware buy offers exceptional sales oppor- 
tunities! Attractive chests available. 
IMMEDIATE DELIVERIES 
FOR IMMEDIATE PROFITS 


a 


BELCO SILVER CO., Inc. 


| 212 5th AVE., NEW YORK 10 ¢ 59 E. MADISON ST., CHICAGO 2 


747 SO. HILL ST.. LOS ANGELES 14 


313 
















combination with rich 

gleaming chromium 

ire Cgy-0O-Malt 
kitchen color scheme. TRADE MARK 


| SUCCESSOR TO THE CAN OPENER 





| Ags MANUFACTURING CO. 


KANSAS CITY, MO. 
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the automatic ron 
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9 BIG FEATURES 


“Second to None” guarantee 
with each iron @ 5-way auto- 
matic control @weighs 4% 
pounds—not too heavy, not 
too light, but just right ¢ even 


Guarantee 
PIOMAR eLECTRIC IRON 


ot the foctory ond wor 





heating over entire ironing RETAIL 
surface @tip-up heel plate PRICE 
@modern streamlined design $9.95 
@molded handle stays cool Including tax 


















® built-in7-foot cord @ evenly ° 

distributed heat ranges up DEALER PRICES 

to 1000 watts. 1 to 5— $6.58 
6 to 143 — $6.33 


—eEE 


144 or more— $5.97 








PIONEER PRODUCTS, INC. 


MAIN OFFICE: 5224 FAIRLAWN AVE., BALTIMORE 15, MD. 


DIRECT 





















“Our Opportunities 
Are Almost 


Mr. Walker emphasizes that money 
is not wealth and that “we must first 
produce, before we can purchase,” 
Business “operates only for the con- 
and “we can all busy our 
selves in producing wealth, and in 
rendering services. This is prosperity.” 


By DE LOSS WALKER* 





DE LOSS WALKER 


Au experts, and many others, 

recognize that a great “cor- 
rective” is on the way. Action and 
reaction are still equal—but in 
opposite directions. All signs 
point to the results which must in- 
evitably follow our recent actions. 


We are poorer because of the 
war. Killing and maiming our 
youth, producing for destruction, 
using up our natural resources 
for war, dumping dangerous 
chemicals in the ocean, and stor- 
ing idle ships, planes and guns to 
become obsolete and rust, cannot 
possibly make us any richer. To 
get the job done in a hurry, and 
assure speedy victory, we paid big 
wages and salaries. This was paid 
in money, and not in wealth. 
Hence we are poorer. 

Money is not wealth. The paper 
dollars, and our E Bonds are a 
token of services rendered and 
credit in our hands— but not 
wealth. Wealth is that thing which 
can satisfy wants and needs, but 
this can be done only through 
our five senses. Our money has 
value only when it can buy some- 
thing, or secure a service. We 





*Excerpts from an address, Feb. 21, 
at the New England Retail Hardware 
Association, at Boston, Mass. 
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and Possibilities 
Unlimited” 


must first produce, before we can 
purchase. 

The problem is before us. Short- 
ages must be made up, a great 
debt must be paid. How we de- 
cide and do this job determines 
whether we become victims of a 
depression or beat the depres- 
sion. 

We want to continue and in- 
crease our high standard of liv- 
ing. We face, in the very near 
future, tremendous world competi- 
tion—and the lower wage scales 
of foreign lands. 


Adjustment a Challenge 

Adjustment and change are the 
challenge to every American. We 
want progress. Our opportunities 
and possibilities, are almost un- 
limited. 

Economics is a science. The 
rules are not made by business 
management, bankers or gov- 
ernment officials. Smart men have 
learned that science, and written 
it down in books. Correctly stated, 
economics recognizes eternal veri- 
ties. As in all science, there is no 
“short-cut.” 


Capitalism is not a curse, nor 


does it place chains on its workers. 
It does not benefit only a favorite 
few. It is a system of permitting 
persons sufficiently wise to save 
their money to invest it with busi- 
ness in order to buy tools and 
equipment for other workers. The 
wide use of such tools has given 
us more bathtubs, radios, autos, 
Picture shows, etc., etc., than any 
people in the world. Developing 
science, investing in more and bet- 
ter tools, eliminating waste, learn- 
ing new uses of our resources and 
greater team play have added to 
our store of wealth. Today, 
throughout the entire nation, there 
is an average of about $7,000 in- 
vested for each worker employed 
in industry. This allows our work- 
ers to be the most productive of 
any in the world and hence to have 
more wealth, comforts and lux- 
uries, 

Business possesses no secrets 
nor mysteries. It creates wealth, 
and renders services. If success- 
ful, it obeys stern economic laws— 
laws which anyone can follow. 
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LET G.E. PUT 


INTO YOUR 
FUSE SALES 






















Here’s a fuse “wrap-up” chat 
makes your customers buy — 
not one or two — but five fuses 
at a time. Just tack up the handy 
dispenser carton for display, 
and watch them buy! They like 
the idea of keeping extra fuses 
on hand. And they like the way 
this carton can be tacked up 
right at the fuse box, eliminates 
groping in the dark when a fuse 
has blown. Fuses come out 
easily, one at a time, through 
dispenser opening in carton, 
ready for use. 


YOUR CUSTOMERS WANT THE G-E NAME ON THE FUSES THEY BUY 
Your customers know they cah trust General Electric Pyrex* fuses to protect 
their circuits. They know, too, that G-E fuses don’t blow unnecessarily, G-E 
fuses sell, because “they stay on the job, till it’s time to blow.” That’s why 


buyers ask for them by name. 


Ask your G-E Merchandise Distributor for General Electric plug fuses in 


the handy dispenser cartons. For information on our complete line of fuses, 
write Section D-56-338, Appliance and Merchandise Department, General 


Electric Company, Bridgeport 2, Connect:cut. 


*Trade-mark Reg. U. S. Pat. Off. 


GENERAL @ ELECTRIC 
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Business does not operate for 
either the investor, inventor, man. 
agement or labor. It operates only 
for the consumer. 

The consumer is all powerful, 
and finally makes all decisions in 
business. The consumer can break 
any business, or company, and has 
done so time again; without his 
support no business effort can long 
survive. 

The consumer’s great ally is 
called “competitor.” Never was 
there a business but what some- 
where there was another effort to 
do the same thing—just a little 
better. If our free enterprise 
capitalistic system is maintained, 
protected by our government, the 
competitor and the consumer can 
keep in line at all times any busi- 
ness endeavor, company, corpora- 
tion or syndicate. 


Our 143,000,000 consumers 
(Americans) hold the deciding 
voice on whether we will have 


prosperity or depression. 
Production holds the answer to 
our wants, to our needs and to 
our future opportunities. 
To increase our standards of liv- 


9 
HAMMONDS — fhe 
\ “Safe” —It is widely recognized that, product 
for product, (1) no line has greater functional 
value, and (2) no line has a greater safety fac- 


tor for the user! That reputation will never be 
sacrificed to “fads”! 





ANT GAS~—kills ants 


to push! 





413 Hammond Bldg. 





ing, to get more good things for 
more people, to make up our short- 
ages and pay our huge national 
debt, to meet world-wide competi- 
tion and to get us future security. 
we must first get production. 


Production the Solution 


Production, more production. 
better production, and production 
at lower cost is the only solution 
to the problems that all Americans 
face today. 

When a company, industry, or 
nation produces more, better, and 
at less cost, two things im- 
mediately happen: more money 
is earned, and second, the product 
(or service) will be sold at a 
lower price. Then, two more things 
automatically happen: with higher 
earnings more money is paid to 
employees, and secondly, the 
money paid buys more for thing: 
are being sold at lower prices. 
This is the way we raise the 
standard of living. This is the 
only way it can be done. 

Freedom is the basis of our 
enterprise system. This must all 


Safe Line 


SLUG SHOT-famous (dust or spray) control of chewing and 
"  gucking insects and fungous di A nati 


GRAPE AND ROSE DUST - prevents mildew and black-spot 
KIX —all-purpose rose, flower and vegetable spray 
COPPER SOLUTION - for fungous diseases 

DOG SKAT-animal repellent 

WEED KILLER — kills all weeds, grasses, etc. 
NO-CROW — crow and bird repellent 


1 favorite. 





STABILIZED (ROTENONE) ‘'7§"’ DUST—controls all insects on 
vegetables—for gardens, etc. 

EGG PRESERVATIVE — for preserving eggs 

HORICUM - lime sulphur solution for dormant spray 

DIKILZ-D.D.T. spray for certain insects, diseases 

HANTU — New Antu rat killer. 

SAFE — Preferred by generations of gardeners, truckers, and farm- 

ers, Hammond's obviously is the SAFE line for you to handle — 


KEEP STOCKED - This is the oldest best-known line. Thousands 
of users in every part of country. Dealer Aids and Electro Sheet 
upon request. Large Profits and Steady Repeat Sales. A Safe Line 
to handle. Send for latest Catalog and Price List. Also Point-of- 
Sale Helps desired. Write today. 


HAMMOND PAINT & CHEMICAL CO. 


Beacon, New York 





be voluntary: the right to invent, 
to save and invest, to manage a 
business, to work as an employee, 
to finance, advertise, ship, whole- 
sale and retail. The consumer 
must be free to buy what, when 
and where he pleases; entirely 
free. Competition must be entirely 
free. 

Force breaks down the system, 
then less wealth is produced and 
we are all poorer. Force interferes 
with freedom. Force is un-Ameri- 
can. Force lowers our standard 
of living, whether it be force of 
legislation, force of strikes, force 
of intimidation or fear, force by 
idleness or for any reeason. 

Increased production will come 
from greater investments. It re- 
quires increased research. It de- 
mands greater scientific knowledge 
and skill. It awaits more and better 
tools. It will be accompanied by 
greater promotion, and widening 
markets. It requires more experi- 
ments. 

Let’s take up the slack. We can 
now guarantee protection to those 
who would save and invest, who 
would suffer to invent, who would 
risk to experiment, and managers 
who direct it. We can by public 
opinion, and by law, guarantee 
their opportunity for earning 
profits—if possible, and allow 
them to retain what they earn. We 
can all busy ourselves in produc- 
ing wealth, and in rendering ser- 
vices. This is prosperity. 


Not a Matter of Money 


Prosperity, or a higher living 
standard, does not depend on high 
wages. It is not a matter of money. 
It depends on production and 
services. It depends on producing 
more, better, and at less cost. It 
depends on efficiency, confidence, 
and team play. It demands a 
balanced exchange of goods and 
services. 

Future prosperity depends on 
Americans understanding _ these 
things. Man cannot do better than 
he knows; millions don’t do very 
well—for they just don’t know. 
The cure is not another law being 
passed or more propaganda, or 
bitterness, or another strike, oF 
another war. The cure is to let all 
workers learn how they can ge 
ahead in this wonderful land, how 
they can progress by learning to 
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produce and serve, save and in- 
vent, buy wisely, and capitalize on 
their opportunities. 

One million dollars, in good 
American currency given today to 
evry American would im- 
mediately stop all business in this 
country, for doubtless millions 
would stop working. We'd soon 
begin to freeze and starve. Money 
would have no buying power be- 
cause no wealth would be created. 

Americans have proved they are 
smart. But it takes knowledge, 
skill, training and discipline to be 
successful. 


effort once we catch the point. 
Millions do not know these 


We are sufficiently | 
ambitious that we will make the | 





simple and fundamental svete} 


Yet, they are the workers and the | 
buyers; they alone can bring 
prosperity or depression. 


The Greatest Opportunity 


Managing business, leading men, 
molding public opinion, brings 
reward to those who do the manag- 
ing, leading and molding. It is the 
greatest opportunity offered today 
to those who understand this 
simple fact. 

Depression and chaos have fol- 
lowed every war. We have just 
finished the greatest war in history. 

A “corrective” is coming, but it | 
need not be a great destructive de- 


pression. 
Intelligent men can foresee and | 
forestall. Ignorance, fear and | 


hysteria need not rule us_ this | 
time. 

Servicing and reducing our huge 
national debt are possible, easily 
possible, if we continue our scien- 
tific search, increase production 
and keep sweating away at the job. 

A new day, new sources of 
power are in the offing. By learn- 
ing and evoking them our efforts 
can be made far more productive. 
This needs only a belief in our 
ability, a bit of patience and back- 
ing up the fellow who is making 
possible our great advance. 

Merely by learning to reduce 
our tremendous waste (in ma- | 
terials, time, illness, accident. 
crime, etc.) we can all become 
richer without additional effort. 

Start today talking sense, teach- 
ing sense. 

Think. Let’s beat the depression a 
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THESE HOUSE NUMBERS 


AKELITILE Stuce 
Me BIE PROFIS! 


Aw Art 


Stainless Steel or Bronze 


HOUSE NUMBERS 


Here’s a beautiful, ever-lasting 
number that sells like hot cakes! 
Comes in either extra heavy 
bronze that’s highly polished and 
heavily lacquered, or in extra 

















Actual size of number 334". Available 
in 2%" and 1%” sizes. Letters also 
available in all three sizes. Makes beau- 










heavy stainless steel. FREE dis-  tiful signs. 

play case with introductory order RETAIL VALUE $20.33 
of complete assortment of 12 

numbers each. YOUR PRICE 






SHIPPED PREPAID .. Q' NET 
SUS 2 Sees eee eee 

















REFLECTING HOUSE NUMBERS 


These brilliant numbers sell on sight. Posi- 
tively won‘t rust or tarnish. Hand hammer- 
ed effect finish makes them illuminate from 
flashlight, auto and street lights. FREE 
display case with introductory order of com- 
plete assortment of 12 numbers each. 


RETAIL VALUE $23. + 

















Actual size of number 334” 
Also available in 2%” size. 


Alphabet can be furnished. Makes pan gen ME 7. 
attractive signs both night and day scr" 


MOUNTING BOARD 


These unique, attractive 
mounting boards furnished 
in solid walnut or other high 
quality wood. 
















Prices furnished upon request. 


FREE 


DISPLAY CASE \ 
with 

Introductory 
Order 












Macklanburg-Duncan Co., 


OKLAHOMA CITY,1 OKLA 














Please ship prepaid a complete as- 
sortment of the following house num- 
bers with FREE display case: 

[) Nu-ART Bronze Numbers ($10.16 net) 
(1) Nu-ART Stainless Steel Numbers ($10.16 net) 
() Nu-LUME Reflecting Numbers ($11.61 net) 
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; Name 
IMPORTANT! The sole of § 
these products is restricted Address 
to legitimete retail herd- " 
ware, building motericl end Riel ucccick Scans dchneadiiigncasdaameediin demdeeencapetinieaten ; 
lumber declers. eh ee ed 
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Ironing Board Cover 
Holders 


Ironing Board Cover Holders are two 
metal hooks attached to either end of a 
spring, cadmium plated. They are said 





to hold a cover tightly, preventing all 
wrinkles. Made to fit all standard iron- 
ing boards, they are simple to attach 
and remove. Set of five holders gradu- 
ated in size, is suggested to retail for 
75 cents. Wenson Machine & Tool Co., 
3949 E. 154th St., Cleveland 5, Ohio. 





‘Rust-I-Cide’ Assortment 

The Rusticide Products Co., 3125 
Perkins, Cleveland, Ohio, offers a com- 
plete assortment of 60 bottles of “Rust- 
I-Cide” for shipment prepaid direct to 
hardware dealers. Offer contains 24-4 
oz. bottles, 24-8 oz. bottles, and 12-16 
oz. bottles. It is said that a marked in- 


crease in sales is noted when “Rust-I- 
Cide” is displayed in the paint depart- 


318 


ment. The product has been sold 
through hardware channels for 20 years. 
It is to retail for $36.00, and the dealer 
price is $21.60. 


Quick-dry Gold Paint 


20th Century Paint & Varnish Co., 
456 Driggs Ave., Brooklyn 11, N. Y., 
offers a quick-drying gold paint in 
ready-mixed form. Said to protect the 
surface. It can be brushed, dipped or 
sprayed. Packaged in usual popular 
sizes for retail selling and in bulk for 
industrial use. 





‘Hi-Baller’ Scooter 


The “Hi-Baller” Scooter frame is 
finished in red baked enamel, and has 
cream wheels, Tubular steel frame. The 
nickel plated hand bars have rubber 
grips. Scooter has a snap kick stand, 
8% in. disc wheels, and % in. rubber 
tires. Packed 6 in a carton. Shipping 





weight is 70 lbs. Commercial Metal 
Products Co., 2025 Fenkell Ave., De- 
troit 3, Mich. Two weeks delivery. 


Canvas Work Glove 


A rubber-coated canvas work glove 
recommended for gardeners, janitors, 
truck drivers, etc., is being made by dip- 
ping the canvas in liquid rubber to the 
wrist and then vulcanizing. Are said to 
outwear canvas gloves. United States 
Rubber Co., Providence, R. I. 

































Rieger Royal Sprinkler 


A sprinkler has been added to the 
line of the Rieger Mfg. Co., Miamis- 
burg, Ohio, which has a special cham- 
ber for Rieger Concentrated Plant Food 





tablets, which is a feature of all 1947 
Rieger sprinklers. Water passing 
through the sprinkler dissolves tablets 
carrying the plant food to the lawn. 
Adjustable nozzles are claimed to spray 
a uniform sheet of water over an area 
up to 100 ft. radius. Ball-bearing rotar 
hub is said to insure rotation of sprink- 
ler arms at any water pressure. 





4-Quart Pressure Pan 


National Enameling & Stamping Co., 
270 N. 12th St., Milwaukee, 1, Wis., is 
producing a 4-qt. Pressure Pan con- 
structed of heavy aluminum alloy. The 
steam vent and weight are made from 
stainless steel. Pressure weight main- 
tains a constant 15 lbs. pressure and 
safety plug functions if pressure ex- 
ceeds 35 lbs. Handles are made of 
black plastic which are moved to open 


fr 











or close. Double-lipped sealing gasket 
is of synthetic rubber and is said to 
need no stretching or reversing. 
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ved to open and Bath Set. Locking Rose inside, 
passed by emergency key outside. 
Solid brass trim. 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Seles Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
ling gasket CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 
: : ware 

is said to 
MAKERS OF BUILDERS, CABINET, SCREEN DOOR 


- AND SHELF HARDWARE 


NAA — 
SAW SMEAR 
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‘IN FISHING LINES 


a 

#Qutstanding in the news filled 1947 
Catalog, now being mailed to Rain-Beau ¢ 
s dealers, are the following new fishing lines 


6 ‘ 
é 

‘HEDGE 7 TAPER; 
SOILED SILK FLY LINES» 
¢ This is the line which received so much § 
‘editorial attention in leading sporting ¢ 
smagazines — the line which enabled / 
# Marvin K. Hedge to make world’s record , 
{casts — now perfected for easier, farther ¢ 
scasting by the average angler. Five’ 
¢ forward and two rear tapersgive scientific , 
‘distribution of weight — make this line 
sas superior to double taper and torpedo / 
# lines as they are to level lines. In a choice , 
fof four popular sizes, reasonably Priced. ¢ 


, , 
‘SPECIAL Bache H. Brown: 
sBRAIDED NYLON SPINNING LINES, 
# Perfected by America’s leading spinning / 
: authority, this exceptional line is stronger ¢ 
s for its finer diameters than any heretofore ¢ 
sknown. With it, ultralight lures can be 
4 cast amazing distances. Distributed by» 
,Airex Equipment Company in 4, 6% 
sand 8 Ib. tests, 100 yds. per spool, 2/ 
{ spools connected in box. , 


’ 
‘NYBEAU BRAIDED NYLON; 
sBAIT CASTING LINES’ 
Finer, stronger, better casting than ever 
s before, these black waterproof lines are ‘ 
# tops in their field. As in other Rain-Beau } 
* nylon lines, stretch is reduced to a degree » 
s comparable with finest silk, and deterior-* 
sation and strength loss is eliminated. } 
‘All usual sizes on 50 yd. spools, 2% 
sconnected in box. 


; 
sNYTWIST Cuttyhunk Type Nylon‘ 
‘SALT WATER INE Ss 
*Surf casters and charter boat captains 4 
geverywhere agree that this improved 
ssalt water line is superior to anything { 
: previously developed. Due to its greatly s 
,teduced stretch and smaller degree of # 
scontraction, it will not damage reel 
¢ spools. It will not untwist under ordinary 5 
gcondition, gives amazingly long service, # 
s does not absorb water or grow weak with § 
sage. Natural color or green, in all usual ¢ 
s tests and lengths. 


‘PLUS... 


# Superbly finished Nyline and Super Oil! 
4 Beau — and level fly lines; lows 
spriced Fly Beau level fly lines, and a* 
scomplete range of nationally advertised § 
4 fishing lines for every price and purpose. ¢ 


_~ 


Sees eaaa 


U] 
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Plenty of surprises 
in our 1947 Catalog 


Send for your copy now! 


; Rain: Beau 











RAIN-BEAU PRODUCTS CO., CANTON, MASS. 


Division of International Braid Co, 
Providence, R. I. 
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WHATS NEW 


New Philco Tool Line 
In Display Case 


This tool display case presents the 
new line of Philco tools which includes 
screwdrivers, handle wrenches, pliers 
and alignment tools. Tools in the dis- 
play have been selected on the basis 


of a market survey as those in the 
greatest demand. Philco Corp., Phila- 
delphia, 34, Pa. 


Spring Display Kit 
In 4-Colors for Dealers 


A Spring Display Kit, consisting of a 
streamer, 48 in. long, 10 in. wide; two 
side panels, 48 in. long and 13 in. wide, 
and 9 double pennants for use inside 
the store, have been prepared for dealer 
use by Lithocrafters, 109 Erie St., Cam- 
den, N. J., printers of posters and dis- 
plays. The material is lithographed in 
four colors. The double pennants may 
be hung so as to show both sides or 


they may be cut apart and used as 18 © 
singles. The pennants legends read; 
“The Store of Good Values,” “Ask for 
Our Seed Catalog,’ “Quality Paints, 
Large Selection,” “Household Needs for 
Cleaning or Fixing,” “Good Garden 
Tools Make the Job Easier,” etc. The 
kit is sent post paid for $2.00. 


Shower Head Display 


A unit display board in yellow, black 
and orange featuring the new “Presto” 
self-cleaning shower head is available 


for dealers in a package containing 12 
heads. Board has die-cut slots in which 
four individually packaged heads are 
displayed at once. Repcal Brass Mfg. 
Co., Los Angeles, Cal. 


Mandrel Display Unit 


Chicago Die Casting Mfg. Co., 2508 
W. Monroe St., Chicago 12, IIL, offers 
a saw and grinding mandrel display, 
No. 70, which features six of the “Chi- 
cago” mandrels, Finished in red, white 
and blue, it has storage space in reat. 
Display is 23 in. long, 16 in. wide, 
and 26 in. high. The complete display, 
offered with the six mandrels with # 
total list price of $24.55. Shipping 
weight 24 lbs. 
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Yyrence— 
PRESENTS ONE OF AMERICA’S FINEST ELECTRIC RANGES 





yew BEAUTY...NEW DESIGN... NEW FEATURES... 
n NEW POSTWAR ACHIEVEMENT py FLORENCE 


NEW “JEWEL CASE” STYLING ... COMPLETELY AUTOMATIC, WITH COMBINATION ELECTRIC CLOCK AND OVEN 


IME CONTROL... EYE LEVEL SWITCHES EASILY SEEN AND REACHED ...5 SEPARATE HEATING STAGES... 
AMOUS FLORENCE OVER-SIZE OVEN ...SMOKELESS, WAIST-HIGH BROILER WITH LOW AND HIGH BROIL 
ONTROLS ... EXTRA-LARGE WARMING SPACE ...2 LARGE STORAGE DRAWERS ...APPROVED BY UNDER- 
RITERS’ LABORATORIES AS A COMPLETELY FLUSH-TO-WALL RANGE (FORM “O” TEST) 


Feature by feature, this new electric range 





With this announcement Florence fulfills 
another part of its promise to dealers: A 
broad line of ranges for all types of fuel 
and all classifications of markets. 

The new Florence €lectric Range is 
everything you expect when one of Amer- 
ica's oldest specialists in range making 
applies its longer experience and greater 
skill to using still another type of fuel. 


is engineered to give your customers the 
utmost satisfaction in clean, fast, econom- 
ical cooking, with traditional Florence 
dependability. 

In its exquisite styling and quality ma- 
terials, it expresses Florence fine crafts- 
manship at a level where superiority, not 
price, is the main consideration. 


FLORENCE STOVE COMPANY. . . General Sales Offices and Plant: Gardner,Mass. Western Offices and Plant: Kankakee, II, Southern Plant: Lewisburg, 
Tenn. Other Sales Offices: One Park Avenue, N.Y.; 1459 Merchandise Mort, Chicago; 53 Alabama St., S.W., Atlanta; 30] No. Market St., Dallas. 
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EVERY PROUD 
HOME OWNER IS 
AN IMMEDIATE 


PROSPECT FOR A 


REFLECTO SIGN 





bracket 
style E 


style C\8S 


—Because it reflects the slightest ray 
of light, every home owner needs a 
Reflecto Sign for night and day iden- 
tification. 

There is more than 40% profit for 
you in this year round item. Order 
complete displays below. 


This Display Cabinet with 
119 234” Letters, 18 Assorted 
Ponels, 12 stakes, style C 
and 14 Periods......Net $67.50 





WHATS NEW |... 


‘Stream-Liner Reel 


Chicago Fishing Equipment Co., 5803 
W. Chicago Ave., Chicago, 51, IIl., of- 
fers the “Stream-Liner” reel for bait 
casting fishermen. It is built-in line 


which is claimed to give it perfect 
balance. Ring cork rod grip made to 
fit the palm. Reel has a universal rod 
chuck adaptable to ferrules of varying 
sizes. Weighs 8 oz., and is claimed to 
have a free running spool. “Stream- 
Liner” can be used with light or heavy 
rod tips, steel or bamboo, long or short. 
Carrying bag is full lined and water- 
proof. Suggested to retail for $38.50. 


Vichek Utility Boxes 


Vichek clear or white plastic utility 
boxes are hinge covered, with or with- 
out partitions, and are suggested for 
use as fishing tackle boxes for flies, 
spoons and lures, for household uses, 
for holding screws, nuts, etc. Also may 
be used to merchandise small items. 
The boxes are available in three sizes; 
81% by 4% by 1% in., with 18, 12 or 1 
compartments; 7 by 3% by 1 3/16 in., 


y 


with 9, 5 or 1 compartments; and 4% 
by 2% by 1 in., with 6, 4 or 1 compart. 
ments. Boxes weigh from 3 to 8 o% 
each. Plastics Division The Vlchek 
Tool Co., 3001 E. 87th St., Cleveland 
4, Ohio. 


‘Bite-Lite’ Bobber 


The “Bite Lite” is made of red or 
green plastic. Fishing line is threaded 
through a fin and then through the 
operating lever. When the fish bites, 
the lever operates a flashlight bulb, 
Claimed to be good for day as well as 
night fishing. Individually packed, com- 


plete with battery and bulb, it is sug- 
gested to retail for $1.50 each. One 
doz. to carton. Glo Lite Bobbers, Inc., 
2111 Woodward Ave., Detroit 1, Mich. 


‘Phantom-Brake’ Reel 


“Pop’s Phantom-Brake” Reel is made 
largely of red Tenite plastic. The reel’s 
single handle turned clockwise winds 


This Display Cabinet 

with 50 234” Numer- 

als, 10 Assorted Pan- 
es, style 

C....Net $30 


the spool and a light movement, also 
clockwise, provides brake control. The 
handle, used with click set, acts as & 
spool lock for spinning and trolling. 
Mechanism of the reel is sealed inside. 
Pacific Outdoor Products, Inc., Seattle, 
Wash. 





Fish Lures Catalog 


Makinen Tackle Co., Kaleva, Mich., is 
presenting its complete line of fish- 
ing lures in a four-color catalog. 








For a fast selling, profit line— 


REFLECTO LETTERS CO. 
411 East 101st St. New York City 
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FNAPITALIZE on the well-known Niagara Farm 
and Garden Brand Trade Mark and reputation. 
Packed in convenient self-merchandising containers 
and for the first time offered to Hardware, Seed and 
Drug Distributors and Dealers. 


You are now given the opportunity to cash in on mer- 
chandise which has for years been the outstanding 
line of Farm and Garden Insecticides and Fungicides 
among professional growers of Fruits, Vegetables, 
Flowers and Ornamentals. 


Complete instructions for use are printed on each pack- 
age. It is a complete line of Farm and Garden Insecti- 
cides and Fungicides UNDER ONE BRAND and is 
a diversified line of materials designed for specific 
uses and varying climatic conditions. 


Hardware, Seed and other distributors and dealers, are 
invited to get on the Niagara Farm and Garden Brand 
Band Wagon for increased Sales and Profits this sea- 
son. They will be backed by a national advertising 
campaign in the leading Farm and Garden magazines. 


Write for complete 
information, price 


Magara 


lists, and descriptive 


— catalog sheets. 


ROTENONE 
BEARINC 
DUST 


NIHEN YOU BUy 


fk Magara 


OY BY PROTEC esl 
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WE’VE LEARNED A LOT 
IN OVER 70 YEARS 


In over 70 years of making wire products we’ve learned 
the know-how of making wire screening, wire netting and 
hardware cloth. 


Even though they differ in looks and purpose—all are iden- 
tical in one respect. Every Wickwire Cortland Brand product 
has behind it a check and double check on the quality of the 
wire. Broad experience in galvanizing and coating, controlled 
quality and inspection—all are assured by up-to-date manu- 
facturing methods. 


The result of all this care, from raw materials to finished 
product, is something you can sell with every assurance it 
will give your customers all the service they expect. 


WICKWIRE BROTHERS, INC. 
CORTLAND, N. Y. 











BRANDS 


WIRE «© SCREEN WIRE CLOTH * POULTRY NETTING ®* NAILS 








WHAT'S NEW 


Arnold Fly Reel 
Has. Tension Control 


The Arnold Fly Reel has external 
adjustment which regulates the ten. 
sion to 1%, 3. or 6 Ibs. When fish 








pulls harder than these amounts the 
clutch slips. Drive, drag and brake is 
controlled by a forward rotation of the 
reel handle. Available is a demonstra- 
tor to show how it works. Bivens Mfg. 
Co., 2431 Dallas St., Los Angeles, Cal. 





Makinen ‘Wonderlure’ 


The “Wonderlure” for bass, pike, 
trout, and muskies combines the dart 
and dive of its silver mouthpiece, flash 
of its spinners and the shimmy acticr 
from the spreader tandem treble hooks. 
It is available in 8 patterns: Red Head, 
Frog, Gold Fish, Perch, Red Spot, 
Blackie, Field Mouse and Yellow Red 
Spot. Made of Tenite, it weighs % oz, 
is 2% in. long, and is suggested to re- 
tail for $1.25. Makinen Tackle Co, 
Kaleva, Mich. 


‘Erie’ Fishing Reel 


The Babcock “Erie” No-Backlash 
Reel is made of brass and stainless 
steel, and chrome plated. Plastic is 
used on the knobs and backlash pre 
venter. Reel seat will fit all rod butts, 
and the spool’s capacity is 100 yds. of 
line. This reel is said to be free of 
backlash, friction drag, and thumbing. 
Babcock Mfg. Co.. Oak Harbor, Ohio. 
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Control 


Reel has external ie "i y - 
regulates the ten. — oj 
cae  _ as ELECTRIC FENCE CONTROLLERS 


Puiscrac-Ling is built for farmers who appreciate fine 
farm tools — they have made it the leading brand of 
electric fence controllers. Year after year more dealers 
appreciate this — and feature Electro-Line. They find it 
brings them increasing sales and steady profits. 

Leading jobbers offer you five models including bat- 
tery, hi-line and combination controllers and the new 
Accessory Kit. 

HandleElectro-Line—the complete line for electric fencing. 


AsK YOUR JOBBER 


ie ane a ELECTRO-LINE PRODUCTS 
CORPORATION 


rd rotation of the 
120 N. Broadway, Milwaukee, Wisconsin 














= is a demonstra- 


orks. Bivens Mfg. 


a 
Los Angeles, Cal. ! "Hy ] \ 


There is an Electro-Line Model for Your Customer! 


\ 
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ADE of black plate (a product of 
the tin mills, but not tin plated) 
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painted and baked to give a durable, 
lacquer-like finish. A SERVICEABLE 
product, designed to meet your urgent 
requirements in the present short- 
materials market. Now being delivered 
in large volume to America’s foremost 
Hardware and Building Supply jobbers. 


When seamless galvanized and lead 
coated materials can again be produced 
in volume, you'll be able to get them 
from GARY-PIONEER, via your usual 


jobbing sources. 


JOBBERS: Write for complete infor- 
mation as to products, prices and 
approximate delivery schedules. 
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MEET A SPEEDY, GREEDY 
SALES GETTER... 


Pelican 
Steel Rake 





Look at all these sales features: 


No lini: + ded 





Ends all bending and st: 


Lee 


Greedily picks up, gathers and deposits grass, 
leaves and trash by fingertip control. It’s almost 
child's play. 


Light as a broom ... sweeps like a broom. Made of 
high-grade steel. Two big jaws with eleven 


fixed teeth; ten swinging teeth. 
Rakes in sales almost all year ‘round. 


Backed by big advertising program in leading 
home magazines. 


Retails for only $2.25 {Slightly higher on West 
Coast and Canada.) 


DEPT. AH, YORK, PENNSYLVANIA 


FOR TIDY PROFITS 
Display Pelicans Prominently 
FOR TIDY LAWNS 


Schaffer ‘Troll-King’ 


The “Troll-King” is a trolling stand 
that clamps to the side of the boat, 
and can be adjusted to hold the fishing 


WHATS NEW 


poles in any desired position. Made of 








steel, the trolling stand is finished in 
weatherproof enamel. Shipments avail- 
able three weeks after order is placed. 
The Schaffer Co., 479 S. Main St., Mem- 
phis 3, Tenn. 


Bait Casting ‘Frog’ 


Cool Ripple Lures, Inc., 403 E. 69th 
St., Chicago, Ill., has a “Frog” casting 
bait which is said to act, look and feel 
like a live frog. The Cool Ripple Cast- 
ing Frog weighs % oz. and is claimed 
to remain weedless and have lots of ac- 
tion at all retrieving speeds. It is made 
from woven rayon, with a waterproof 
skin. 





Bait Retriever 


The Lawrenz Bait Retriever is made 
to retrieve plugs and hooks caught on 
snags. Slips onto the line quickly, falls 





into the water, and its impaction frees 
the line. Suggested to retail for $1.50. 
Lawrenz Products, Inc., Chicago, II. 





Clothes Storage Bag 


The Imperial “Clip-Tite” Clothes 
Storage Bag is made of heavy cedar- 
color paper, and is claimed to be moth, 
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light and dust proof. The inside han- 











ger-loop and outside hook are metal as 
are the MagiClips which hold the bag 
closed. It has the Nolite “Seeing-Eye,” 
a clear window protected by an over- 
flap. Storage bag is suggested to retail 
for 29 cents. 
Cincinnati 2, Ohio. 





Liquid Plastic 


Castolite Co., Box 211, Kenilworth, 
Tll., has developed a_ liquid plastic 
known as “Castolite.” Maker states 
liquid “Castolite” can be hardened at 
low temperatures and ordinary house- 
hold items like cups and spoons may 
be used for casting small novelty items. 
Hardening can take place on kitchen 
stove. It may be dyed or colored. Sug- 
gested for use by schools,- vocational 
classes, hobbyists, artists, etc. Avail- 
able is introductory kit and illustrated 
bulletin. 





Folding Heating Pad 


“Ray’s” Concentrated Heating Pad is 
shaped in the form of a kidney, which, 
according to the maker, allows it to fit 





the curvature of the body with com- 
fort. Pad can be used open, or the 
sides folded together. When folded, the 
pad fits into a “snap-on” cover, and 
the overall size is 8% by 8% by 2 in. 
Has an 8 ft. cord. One side of pad 
develops high heat, the other side me- 
dium heat, and each side is so marked. 
110 to 120 volts, AC or DC. Pad cover 
and travel cover are both rubberized. 
Walker Co., Inc., Middleboro, Mass. 





‘Arro-Spin’ Drill 


The Arro Expansion Bolt Co. 
Marion, Ohio, is making the “Arro-Spin” 
Drill with a Carboloy tip for drilling 
masonry with electric, rotary, or port- 
able drills. Drills range from 3/16 in. 
to 1% in. in size. 


HARDWARE AGE 
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MODERN FARMING’ 






* Modern farmers are demanding modern 
farming methods; and they are quick to 
realize the advantages of ELECTRIC 
FENCING. 


With this display board and kit it is now 
simple to show the farmer equipment 
that makes it easy for him to put up an 
electric fence. 


START THOSE SALES NOW! 












Get in on the ground 
floor with this introduc- 
tory kit. It includes a 
well-balanced supply of 
Electric Fence Acces- 


sories PLUS 
Gour SILENT SALESMAN 
KIT NO. 1 
Order from your Wholesaler 





TODAY 






Puts Merchandise 
AND Sales ‘‘Up Front’’Catches 
the Customer’s Eye—Shows Him What to Buy. 
Electric fence accessories display will increase your 
controller sales. 


ACCESSORIES MFG. CO., INC. 








NATIONAL SALES OFFICE 
4554 BROADWAY, CHICAGO 40, ILL. 
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] Delivers more 

| water per 

| horsepower. 

| ff 2Adaptable to deep 
or shallow wells. 

| 3 Only one moving 

| part. 


| Capacitator type 
motor, with overload 
| ff protection. Motor and 
| impeller mounted on 
| one shaft. Easily in- 
stallable over or 
| away from wells with 
| 2” to 5” casings. 
| 





Binnie EFFICIENT— 
Climax Electric Water Sys- 
tems are winning favor 
everywhere, With their im- 





NEW JET PUMP 


makes possible MORE WATER 
SYSTEM SALES! 





ANo belts, no cou- "i Bi 


plings, no springs. 
5 Less maintenance. 


6 Unusually quiet, 
practically noiseless. | 


ow 


CLIMAX ELECTRIC JET PUMP 
(190 to 1650 Gallons Per Hour) 


250 Gallons Per Hour Shallow 
Well Pump. 360 Gallons Per 
Hour size also available. 


No-tank Model. Pumps up to 250 Gallons 
Per Hour. Delivers water direct from well 
to house. Completel i 





y aut 





proved pumps and ejectors 


| they lift more water from 

| same size motors—abun- / 

| dantly supply water for J 
stock, poultry, bathroom 

| and barnyard—at low cost! 


| There’s a Climax System 


| 


| for every water level... 
| for every farm need. 





A few important 
dealerships are still 
open. For complete 
information and lit- 
erature, write 
today. 
































CLIMAX INDUSTRIES, INC. 
CLIMAX ENGINEERING DIVISION 
Clinton, lowa 
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‘Shure-Grip’ Cleats 


“Wes-Mor Shure-Grip” Cleats are 
made for soles and heels. Made from 
spring steel. Individually boxed, they 
are suggested to retail for $1.00. Dis- 
play box of 18 assorted sizes lists for 
$18.00. Sizes include men’s regular and 
oversize and women’s sport shoe size. 
Many uses suggested. Made by Mor- 
rone Mfg. Co., Westerly, R. I. General 
Products, 40 Engle St., Englewood, 
N. J., are national sales agents. 





Meyercord Decals 
And Trimz Borders 


The Meyercord Co., 5323 W. Lake 
St., Chicago 44, are offering Meyercord 
Decals, of which it is the manufacturer, 
and “Trimz” Ready-Pasted Borders of 
which it is the sole distributor, as the 
solution to the problem of home decor- 
ation at this time when the cost of 


wastebaskets, canisters and accessory 
pieces with decals. The color theme 
can be carried out with the “Trimz” 
borders around doors, windows, mantels 
and on plain or painted walls. Old 
transfers can be removed quickly by 
soaking several hours under a wet 
cloth or tissue paper. Information on 
the removable method and on display 
material is offered by the company. 


J & S Grease Shield 


The J & S Grease Shield fits standard 
10 in. skillets, and is made from alum- 
inum with heat-resisting handle. Sug- 





gested to retail for $2.25. J & S Co., 
1415 W. Jefferson Blvd., Los Angeles, 
Cal. 





_WHATS NEW. 


paint, wallpaper and labor are high. 
Whole rooms can be brightened, ac- 
cording to Meyercord Co., by “beauty 
spotting” walls, furniture, cabinets, 


Marlow Selt-Priming 
Centrifugal Pump 


The “Water-Wizard” Model No. 12 
of the Marlow Self-priming Centrifugal 
Pump line, being compact and light- 
weight is suited to drainage and water 
transfer work in building operations. 
It is rated at 3,000 gallons per hr., and 
powered by a 4-cycle gas engine. Pump 
has a 1% in. suction and discharge. 
Priming is said to be fast, and auto- 
matic even when pump is placed 25 ft. 
above the liquid. Model 12 is’ available 
in iron, weighing 88 lbs., or aluminum, 
weighing 70 lbs. Marlow Pumps, 
Ridgewood, N. J. 





















Made pA highest quality alloy steel with attractive zinc 
e and corrosion resisting. Guar- 
anteed against defects in material and workmanship. 


plate finish .. . durabl 
Write for catalog sheet and prices. 


No. 10, 10 inches long. No. 7, 7 inches long. 





Adjustable Pipe For Additional Lever- 
Wrench That Wil 


i Not age On Screwdriver 


Slip. 


Available for 
Immediate 
Delivery! vice . . . 


Ideal Holding Tool To 


PLIER WRENCH | 





LYNLOC is a brute for strength, a giant for rugged ser- 


as easy to handle as a pair of pliers but with 


@ grip as powerful and permanent as a vise. 
tight . . . will not slip. This new LYNLOC adjustable 


wrench is a mighty tool that does the job easier, faster 
and better than ever before. It has 100] uses and fits 
the needs of every mechanic. Car owners, plumbers and 
machinists, farmers and home owners, wood workers 
and electricians, welders and steam-fitters . . . 
has need for several LYNLOC Wrenches. 


everyone 


@ Used as a pipe or end wrench. The no-slip jaws 


mean no chewing or marring of hard metal. Locks 
in position instantly. Leaves hands free 


@ Used as a clamp. Easily adjusted for various jobs. 


Holds anything . 
metal sheets for welding, etc. 


@ Used as a vise. Holds even tiny pieces for drilling, 
threading, buffing, bolting, riveting, filing, etc. Its 


templates, patterns for scribing, 


strong alloy steel jaws will not slip and remain 


Drill Small Pieces 


locked with hands removed. 


Hardware Mfrs. Representatives W anted 


LYNN PRODUCTS CO., Inc. 323 E. ONTARIO ST. « CHICAGO 11, ILL. 
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Lustro-Ware will not stain, chip, or check and 
is practically non-breakable. Of course, they 
are easy to keep sparkling clean, doubly so 
since each fixture may be easily removed. 
They are installed with tight fitting, concealed 
, attachment plates. Home owners and build- 
3 ers alike need only to see Lustro-Ware bath- 
p a room fixtures to be convinced they are the 
fodel No. 12 F — : Robe Hook units for adding permanent beauty and utility 
. ’ to bathrooms. Send for complete information 
and prices without delay. 
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Towel Bars 18-24-30-36 


nd discharge. 
st, and auto- 
placed 25 ft. eae 


2 is available 
or aluminum, 
low Pumps, 


CH | 


A complete line of Standard Lustro-Ware and Deluxe 


PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 


bvilt-in fixtures also available & ‘ 
4 
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3 SPECIAL 
PUNCHES! 


Yes, ABESTO gives you three 


powertul selling punches: 


| SUPERIOR QUALITY 


for repeat business 


2 JOBBER and FACTORY 
COOPERATION in _ pro- 


moting sales 


3 BIGGER MARGIN OF 
PROFIT 






Dealers! 


ABESTO MFG. CORP. 
Michigan Citv§ Indiane 
Dest. 23 


Please send me free specification sheets and 
descriptive literature on profitable, fast-sell- 
ing Abesto. Also information on dealer aida 


Name 


| 








| 


TESS eweeeeeeeeseeseseseeeeeeeeeaeet 


Company 


. 
~” 
~ 
% 
a 
oe 
ia 





H 
S City__State____ 
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WHATS NEW 





Amerock Display 
Price Card 


A price card to fit the color selector 
pocket of the Amerock Cabinet Hard- 
ware Demonstrator is available upon re- 


quest. It gives full information for all 
items on the display: namely, catalog 
number, price, description of material 
and finish. American Cabinet Hard- 
ware Corp., Rockford, Il. 


‘Magik Mist’ Display 


Counter display which shows Genie, 
the Knapp-Monarch magic servant in- 
viting the consumer’s attention to three 
Knapp-Monarch “Magik Mist” Insecti- 








Products folders explain- 
ing applications are in a holding device. 
Knapp-Monarch Co., 3501 Bent Ave., 
St. Louis, Mo. 


cide Bombs. 


Price Change 


The pressure cooker divider described 
in these columns in the Jan. 30 issue is 
not to retail for $1.49 as stated but will 
sell for 89 cents. The divider is made 
by Traubee Products Inc., 924 Bergen 





St., Brooklyn 16, N. Y. 














These fast selling 
low cost items 
will make 


PROFIT FOR YOU! 


Timely, sure-fire sales items now 
available! Quality products that sell 
on sight—merchandised to give you 
a plus margin of profit! For domes- 
tic, industrial and laboratory use... 
everyone's a potential consumer! 


Model No. W-1 





@ HOT PLATE 

Sturdy, one piece metal construction with 
genuine Nichrome element. 600W- 
115V AC-DC. Nickel plated finish. To 
ey a $1.75 


Model No. C-1 


@ COVERED ELEMENT PLATE 

Compact, safe, sturdy. Element is en- 
tirely enclosed in metal. With attractive 
nickel plated finish 600W-115V AC- 
eee $1.95 





5) 
ad ; 


Model No. WC-101 
@ CHROME COFFEE BREWER 


For all glass coffee brewers. One piece 
fool-proof, heavy metal construction. No 
handles or legs to break or burn off. 
Heating unit easily removed to facilitate 
cleaning. 6(00W-115V AC-DC. In 
gleaming Chromium plate. To retail 
ies cabot eee et econtewa ee $2.15 


All packed 24 to the carton. 
Available for 220Y on special order. 





R. C. VICTOR MANUFACTURING CO 


23. S. JEFFERSON ST 


CHICAG 
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PRODUCTS 


Prom AXLE GREASE 
CREAM SEPARATOR OIL 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 








all over the country have been enjoying for forty years— 
Profits from the Nourse Line of farm. lubricants. 


ig=n 
Auer 
CREA me! 
IstreetroRoy 
Aeiagll T 
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AXLE GREASE 





GRAPHITE 

AXLE GREASE 
A forty year favorite with 
the farm trade—an axle 
grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
tation long after the 
gtease has worn dry. It’s 
that extra margin of 
tafety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 





WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids. 
grit, moisture and foreign 
matter. Will not Gum 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is backed by the 
“Nourse Ironclad Guarantee.” Write for your 
“ree copy of the complete Nourse catalog. 


“Business 12 Good” 
NOURSE fete | 


oe oe ee ee ee an | 
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REARDON’S 


WATER PUT 















THE REARDON Folks 
DIDNT KNOW 
HOW G00D THis WAS 















by Jon hetold 


Of course they suspected that their Rear- 
don’s Water Putty was pretty good stuff. 


But they didn’t know what a whale of a demand 
we, the people, would make for it if we were told 
all about it. 

“Gentlemen,” I said, “you have a great thing 
here and don’t know the half of it. You’ve been so 
busy promoting Bondex that you’ve overlooked the 
marvelous potential market for your Water Putty. 
My gosh! Good gracious!”’ 

I knew that thousands of people swear by this 
Water Putty — that furniture factories use it in large 
quantities for repairing — but I also knew the stuff 
was having to sell itself. 

‘For Pete’s sake, tell the world about it!’ I yelped. 

The Reardons rubbed their eyes and decided then 
and there to give this baby a big play in 


THE SATURDAY EVENING POST 
BETTER HOMES AND GARDENS 
AMERICAN HOME 

GOOD HOUSEKEEPING 

POPULAR MECHANICS MAGAZINE 
POPULAR SCIENCE MONTHLY 


























It’s great stuff! I love to use it. It’s a powder that 
you mix with water so there’s no waste or caking in 
the can. It does not shrink or loosen. What you plug 
stays plugged ’til the cows come home. Good for 
plugging holes and cracks, reseating screws, repair- 
ing furniture. Works on wood, metal, plaster, tile. 
Reardons are going to push. You pull. And you'll 
have great sales of this handy, dandy product. 












| ‘Mirro-Matic’ Pan 
Has Plastic Handles 
The Aluminum Goods Mfg. Co., | 
| Manitowoc, Wis., is now making its 


| “Mirro-Matic” Pressure Pan with cool, 
| easy grip, plastic handles that extend | . 











| pletely cover the metal sockets min- 





MADE 
US.~a 


WRITE PRICES PLAINLY 


WITH A 


Laisde!/ 
METAL MARKER 


Pa ets0ce 9 


ARKER 


SORE erage 








Tell your customers the 
price of each article by 
marking it plainly on 
the article itself with 
a BLAISDELL Metal 
Marker. 


It writes strong, clear 
figures on the smoothest, 
slickest surfaces—china, 
glass, metal—yet wipes 
off clean with a damp 
cloth. 


Made in either Thin Black (792-T) 
or Thick Black (795-T) 


ty, 
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as S9L2 15.9) 


792 


ee 


ring -wr 


Order from your dealer, or— 


' up to the sides of the pan and com- | 


imizing the possibility of hands touch- 
ing hot metal. Pan also has an inde- 
structible pressure control which au- 
tomatically limits the pressure to 5, 10, 


or 15 Ibs. 


Transformer Arc Welder, made for 
use on single-phase power lines of limit- 
ed capacity, is offered by Westinghouse 
Electric Corp., Box 868 Pittsburgh 30, 
Pa., in three output ratings: 130, 160, 
and 180 amperes. The welder is com- 








Mail this coupon for FREE SAMPLE 


SVats0e7 PENCIL COMPANY 
141 Berkley St., Philadelphia 44, Pa., Dept. H-5 


Send me sample of No. S 





NAmME__ 





STREET. 





CITY. ZONE, STATE__ 


plete with line breaker, power cable 

| with plug and receptacle, insulated 

| electrode holder, electrode lead with 
holder and adjustment plug, work. lead 
with ground clamp and adjustment 
plug, electrodes, helmet complete with 

| lens and cover glass, a wire brush and 
instruction manual. Models provide 65 
volts for small electrodes on lower half 
of the range. and 50 volts for larger 
electrodes on upper half of the range. 

| Class B insulation, best grade available, 

| is used throughgut. Deion circuit break- 
ers control flow of current to the welder, 
and give overload and short-circuit pro- 
tection, says maker. 


Rubber Stair Treads 


Cord construction and _ corrugated 
surface for safety are the features of 
“Akro-Tread” Molded Rubber Stair 
Treads. Fabric fibers are incorporated 
to give extra strength. Treads are 3/16 
in. thick and available in lengths of 
18, 24, and 36 in., from stock. Bux- 
baum Co., 1200 Seventh St.. S. W., Can- 
ton 1, Ohio. 











1750 R.P.M. 
Ne Packing Used 


Make room on your shelves for the Simer 
Paddle Pump—the power unit that takes 
the place of the old pitcher spout pump. 
Although not recommended as a water 
system, the Simer will do almost any 
other job around the farm—draining 
basements, pumping from cistern or into 
stock tank, fighting fires, ga gm J lubri- 
cating oil. Pump has a lift of 20 ft., is 
self-priming and resists wear in sandy 
water. 34” and 1” sizes, 1750 R. P. M. Re- 
tails as low as $20.00 including base and 
coupling, but without motor or engine. 
(Pump Sead only $16.35.) See your job- 
ber, or write for literature. 


JEROME SIMER COMPANY 


422 Stinson Boulevard « Minneapolis 13, Minr- 


“Double Sque- 
gee" rotary seals 
moulded into each 
end of the rock 
rubber paddle, 
make shaft pack- 
ing or stuffing box 
unnecessary. They 
also keep grease 
out of the water. 


f Mes’ 
(Ruth | 
\ ime / 


, eee 
PADDLE PUMP 
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EACH ISA 
MASTER PRODUCT 


Our washers are flat, clean-cut 
and hand-sorted —no scrap, 
no slugs, no mis-cuts. In the 
twenty-five years we have been 
serving the hardware trade, we 
have learned how to fill your 
needs, whatever they may be. 


U.S. 5. Washers © 5. A. E. Washers 
Riveting Burrs * Square Washers 
Expansion Plugs * Machinery Bushings 
Aircraft Washers @ Discs 
light Steel Washers * Copper Washers 
Brass Washers * Aluminum Washers 
Stainless Steel Washers ¢ Etc. 


and over 10,000 sets of tools 
for special washers. 


«ce MASTER PRODUCTS -o. 
} 3,500,000... 





6400 PARK AVENUE 
CLEVELAND 5, OHIO 


Ge UNIVERSAL Sprayer | : ing 2, 


Produced Since V-J Day 


We have increased our volume and stepped up our efficiency of production 
to a point unprecedented in the history of sprayer manufacturing. We have 
consistently made Universal Sprayers easier and more effective to use, 
sturdier and longer-lasting. 


UNIVERSAL is today recognized as one of the top quality lines — 


and tops as a profit-maker. 


RIGHT NOW... 
sales are still confined to 
present Universal distribu- 
tors. But keep your eye on 
Universal—it's by long odds 
the best line for you to 
handle. 


ne = 


“PRODUCTS CO. 
MICHIGAN 


UNIVERSAL METAL 
SARANAC 


Part of one production line 
at New Universal Factory 


MARCH 13, 1947 333 














WESTERN 


IT WON’T RAVEL 
IN ANY KIND OF FISHING 


chemically welds SUPERTWIST 

nylon strands to each other. 
NO COATING 

TO PEEL, FLAKE OR CRACK! 


,-BEND FOR FREE SAMPLES 





CLENDALE 4, CALIFORNIA 














Exclusive CHEMLWELD process 


| WESTERN LACE & LINE CO. DEPT. HA | 
l 














Light Duty V-Belts 
And Sheave Assortments 


The B. F. Goodrich Co., Akron, 
Ohio offers an assortment of its light 
duty V-belts, and several assortments 
of the light duty machined steel 
sheaves used with them. The belt as- 
sortment consists of 44 belts in 39 
sizes with two in each of the five most 
widely used sizes. They range from 28 
to 62 in. in outside circumference, with 
top widths of 13/32, 17/32, and 11/16 
in. With the belt assortment are 46 A- 
section, single groove sheaves, in as- 
sorted bores, with pitch diameters from 
1.48 to 3.35 in. Two other assortments 
of sheaves are offered, with pitch 
diameters from 1.95 to 3.20 in. Mer- 
chandising aids furnished include a 
metal belt display rack for floor or 
wall, V-belt guide book, and a V-belt 
measuring stick, 


‘Warm-O-Hot’ 
Heating Pad 


The “Warm-O-Hot” Electric Heating 
Pad is always warmer on one side than 
the other. If the user applies the pad 
on its “warm” side in low, medium or 
high position and desires more heat, it 
is only necessary to turn the pad on its 
“hot” side. “Warm” side is covered 
with a coated fabric. Has illuminated 
selector switch and multiple thermo- 
static safety control. Lobl Mfg. Co., 
Middleboro, Mass. 








Deluxe Alumin 
House Numbers 


Sharp Legible 


Enduring 
Quick Selling Good Profi 


Stamped and embossed in pure 
aluminum, with black baked enam- 
el plaque and satin-silver numerals 
that catch and reflect the slightest 
light. An artistic House Number 
with a high sales appeal. 3-inch 


Special Display Assortment 
Available in assortments with 
attractive counter display case 
—at no extra cost. Ask your 
Jobber for a Premax DeLuxe 
House Number Assortment with 
Display Case. 


Division Chisholm-Ryder Co., Ine 
4701 Highland Ave. Niagara Falls, N. Y. 
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| THE BULB THAT’S 


MoE <> 


Y Ul AM 7 
— by the millions now engaged 


" varus oe 


Wie PROFITABLE... 
ae WARS I 7 


i Wr | I yay 
Gi 


Cam 
an DN 
P People all over— 
, in every town —are 


looking right and left 

for items just like these. 

They’ll produce ,plenty of 

quick sales in your store too, 

so stock them early and get in on the ground 
floor of the home improvement boom. 


Gives a soft, evenly- 
diffused light. 





Reduces glare to a 
minimum, allowing 
greater use of bare 
or partly shaded 
bulbs! 





1) Decorative coat hooks for 


Good Profit 


ssed in pure 
baked enam- 
ver numerals 
the slightest 
use Number 
peal. 3-inch 


” 


both beauty and usefulness. Red, 
ivory, blue and black. Fasten 
easily to any door or surface. 
Packed one dozen to the box. 
A 15¢ retailer (complete with 
screws.) 


<A 


3 Distinctive, water-clear 
transparent door plates. Floral 
design or plain. Handsome 
beveled edge. Size 3” x 12’. 
Packed individually or two to 


a set. Suggested retail price bh 
(with screws) 65c to 70c. 


© | Sond, streamlined 
drawer and utility 
pulls in choice of ivory, red and 
black. Two dozen to the box 
or bulk. Sells, complete with 
screws, at 15c each. 








Here’s a sensationally new 
development in electric 
light bulbs that means more 
profit for you! Everybody 
has been waiting for the 








Beautifies the sur- 
roundings in which it 
is used. Decorative 
appeal means sales 
oppeall 


Affords pleasant, 
decorative light from 
wall brackets! 


Gives more restful 
light where the use 
of exposed lamps is 
necessary! 


bulb that can be used anywhere regardless of shite it can be 
shaded or not. Your customers don’t have to worry about glare, 
harsh, ugly light when they buy SUPERLITE! They’ll buy 
bulbs that actually tend to beautify surroundings. 
SUPERLITES have so many advantages that they sell fast 
with a minimum of “sales talk” — and most important they sell 
at a higher price...at a greater profit for you! For details, 


RIC 





4) Cable clamps in one- 
quarter and three-eighths sizes. 
Ideal for home and other con- 
struction. Available in any 
bulk amount. 


Immediate Delivery from Stock! 
Write for samples and prices. 


ortments with 
ee bern If we haven’t what you want in stock, we can address below, Salem, Mass. 
ene Dehaze mold it for you in sufficient quantities. 


sortment with 





cpc 


[Coitinei, 


PLASTICS CORPORATION 
CHICAGO 10, ILL. 


SYLY, 
KLE 





8 WEST ERIE STREET 
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MASTER 
Brite-Blade 


Easy to buy.. 
Easy to Sell! 


Here’s a rule that gives all 
around satisfaction! 


BRITE-BLADE is named for its 
exceptionally easy to read snow- 
white blade, clearly etched in 
black graduations on both edges 
of one side. This perfected Master 
blade finish is designed for heavy 
duty and won’t chip, peel or crack. 


You'll find the usual sturdy 
Master construction, the versatile 
inside-outside measurement feature, 
and the functionally attractive ap- 
pearance of BRITE-BLADE, big 
aids to easy sales and satisfied cus- 
tomers! 


Write today for full infor- 
mation on the complete line 
of wood and steel tape 
Master rules. 


MASTER RULE MFG. CO., INC. 
201 Main Street, White Plains, N. Y. 


BRANCH: P. ©. BOX 1587, OAKLAND, CAL. | 











WHATS NEW 


‘Cleancrafter’ 


The “Cleancrafter” consists of an 
angled handle with a metal housing to 
hold interchangeable and replaceable 
heads—a broom, dry mop and wet 





mop. Housing angle keeps the broom 
head in perpendicular position to the 
floor. Broom heads dyed red, blue and 
green. Wet and dry mops have looped- 
ends, and are bound in rust resistant 
metal. Each unit is Fair Trade listed 
at $1.49, or $5.95 for the complete set. 
Cleancraft Corp., 173 W. Madison St., 
Chicago, 2, III. 


‘Genie’ Can Opener 


The “Genie” Can Opener is made of 
chromium plated steel. It opens cans 
of every size by shearing the lid direct- 
ly under the bead, with a roller. The 
opener does not require oiling or sharp- 
ening, says maker. It may be installed 
on a cupboard shelf or the wall, and 
when not used, folded back. “Genie” is 
packaged in a four-color set-up box. 
Robert H. Clark Co., 9330 Santa Mon- 
ica Blvd., Beverly Hills, Cal. 


i. lie 


TO SELL WITH PRIDE 


There's an American Industrial Marker 
for every material and every surface 
used in industry today. You can sell 
them with pride, as these superior Indus- 
trial Marking Crayons are the product 
of 112 years of crayon manufacturing 
“know how". 

Remember . . . American Markers are 
made by crayon experts to do a spec- 
ialized job. 


Send for the FREE American Industrial 
Crayon Guide, showing the various uses 
of these superior Old Faithful markers. 


Dept. HA-I5 


HARDWARE AGE 





“Rk 
SELF-SEL 


ECKART HARDWARE CO., 735 Elm Street, Winnetka, Illinois 


sold 6 doz. packages of Duo -Pustin in one month 


Successful—because it offers the best answer to housekeeping’s messiest job. Duo-Dustin is 
the soft, disposable, lint-free paper that positively picks up dust, polishes furniture and lets 
hands stay clean. No competitive item gives the housewife all that. No competitive item is 
getting the powerful promotional backing enjoyed by Duo-Dustin. Comes to you by the dozen 


boxes, or by the 4-dozen case. Mass-displayed, it’s showing terrific turnover. Gives you gen- 


rey 
cake 


erous profit .. . and it’s fair traded. See your distributor. 


ro 
cae ee ere 


THE MUNISING PAPER COMPANY 


135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
MAKERS OF SILVER-SHEETS 
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|| THOUSANDS ENDORSE 7c 
|| ratenteo PIPE JOINT c ale in stick form 





oa Arnctonds dh 


for Pipe Installation and —//™ stlways “Reddy ‘ gor Justant 


Maintenance 
POSITIVE SEAL 


H PRIDE e Oil ¢ Gasoline 

: e Butane e Steam 
ustrial Marker 
every euvem ¢ Propane = « Acid 
You can sell 
superior Indus- ‘ f ‘2S ON e Freon e Gas 
ie Rae: Contains No Injurious Ingredients. SSS eo e Air e Brine 

LRA e Water ¢ Refrigerants 
) Markers are @ MESS }} Ya 
to do a spec- = BRUSH Copr 1947 “Sw 
7 ~ WASTE Write for FREE Sample and Literature 


“Reddy 
can Industrial 
2 vaton ail SELF-SELLER + FAST TURNOVER «+ EXCELLENT PROFITS + NATIONALLY ADVERTISED 


ful markers. 


Dept. HAs LAK CHEMICAL COMPANY 632:N. western Ave. 
CHICAGO 12, ILLINOIS 


Originators of Pipe Joint Compound in Stick Form 
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With casters still in short supply 
will fry 


You may wait, but we 
To keep our jobbers stocked with these 


So you your customer can please 


Here are six of Bassick’s “super- 
sellers”. Note the numbers in your 
“‘want-book” and order from your 
jobber. 


No. No 
9696-0C 7258X42-0C 


Your best bet for continued customer 
satisfaction these days is to order and 
concentrate on a few of the most 
popular casters in the Bassick line. 
With these six items you can handle 
the great majority of your customers’ 
needs. It’s a move that will pay off 
in sales both now and in the future. 
THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Can- 
adian Division: Stewart-Warner- 
Alemite Corporation of Canada, 
Ltd., Belleville, Ontario. 


Bassick 
MAKING MORE KINDS OF CASTERS 
. » »« MAKING CASTERS DO MORE 
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Enamel Percolator 
Has Locked-on Knob 


Moore Enameling & Mfg. Co., West 
Lafayette, Ohio offers a two coat white 
red trim porcelain enameled percolator 
which has its glass knob tapered at the 
base and locked on a hingeless cover 


by a spring aluminum ring. This fea- 
ture keeps the glass knob from falling 
off, eliminating broken cups and spills. 


Window, Floor Squeegees 


Precision Metal Specialties, 626-30 
N. 34th St., Philadelphia, 4, Pa., offers 
24, 30 and 36 in. straight floor squee- 
gees, curved blade all steel and rub- 
ber floor squeegee is available in 18, 
24, 30 and 36 in. sizes. Lower priced 
window cleaner models called “Atlas” 
and “Universal” are made with pure 
gum rubber. Immediate delivery. 


G.E. Automatic 
Rotary Ironer 


Model AR-20, largest G.E. Automatic 
Rotary Ironer has a 30-in. roll with 195 
sq. in. of ironing surface. The roll oper- 
ates at two speeds, high for large flat 
pieces and low for more complicated 
work. Roll is heavily padded and cov- 
ered with a removable white muslin 
cover. Shoe is chrome-plated on the 
ironing surface, has twin thermostatic 
controls and is mounted to distribute 
pressure evenly on the revolving roll. 
Ironer is rated at 1575 watts, operates 
on 115 volt AC and is permanently lu- 
bricated. Dimensions are: Closed, 37 in. 
long, 19 in. deep and 35 in. high; open, 
59 in. long, 27 in. deep and 41 in. high. 
General Electric Co., 1285 Boston Ave. 
Bridgeport 2, Conn. 








PULAR ¢ 


"REDUCES FRICTION ano WEDR 
S --- IT’S WATERPROOF 


PREVENTS RUST anv CORROSION | 


STAYS PUT, LASTS LONGER 


There is a real need for LUBRIPLATE 
in every home, office and factory. 
It is nationally known for its su- 
perior lubrication and protection. 
Best for fishing reels, guns, tools, 
electric appliances, and other 
equipment with movable parts. 


piece . « 

“water-shed 
ented telesc 
smooth cot 
Lag screws 2 


LUBRIPLATE in small, handy, noz- 
zle tipped tubes is attractively 
packaged and presents “real 
point of sale’ appeal .. . it is 
nationally advertised and is de- 
manded by your trade... rapid 
turnover . . . stock if now. 


TR 


Trolley Tr: 
used with I 
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ley Hanger 
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Write tod 


Write For Our Interesting Proposition 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Since 1870 
NEWARK 5, N. J. * TOLEDO 3, OHIO 


NTZ Mi 


MARCH 1 
HARDWARE AGE 


iD WEAR 
OOF 


RROSION 
LONGER 


UBRIPLATE 
id factory. 
for its su- 
orotection. 
uns, tools, 
ind other 
e parts. 


indy, noz- 
ttractively 
nts “real 
coe tK 
nd is de- 
.. rapid 
ow. 


position 


SION 
ING CO. 


© 3, OHIO 


\.RE AGE 





OF OUR “STARS” 


PULAR GARAGE AND BARN DOOR HARDWARE 
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ae 
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“GLIDE”’ 
TRACK 


Track and cover in one 
piece . . . the original 
“water-shed” type. A pat- 
ented telescope joint gives 
smooth continuous tread. 
Lag screws at 1 ft. intervals, 
hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with “Glide” No. 1 and 
No. 2 Hangers. 


TROLLEY (a. 110) 
TRACK 


Trolley Track No. 110 is 
wed with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- , 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 


“GLIDE” 
HANGER 


Applied to inside of door 
-.. out of the weather... 
takes any thickness of door. 
You can’t derail “Glide” 
Hangers. Have _ great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 lbs. 


TROLLEY 
HANGER 


For doors weighing up to 
350 pounds and from 134” 
to 242” thick, Trolley Door 
Hanger No. 61 is tops. Set 
No. 62 includes pair of No. 
61 Trolley Hangers, three 
track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and [lateral 
adjustments, flexible joint 
allowing door to swing out. 





Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


NTZ MANUFACTURING CO., STERLING, ILLINOIS | 
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Farm families want running water more than any 
other home improvement. This is your oppor- 
tunity! Remember too—you will make lasting 
friends by selling them dependable, durable, 
skillfully engineered McDonald Systems. You 
can go all out in recommending McDonald for 
there are more years of experience behind 
McDonald pumps than any other in the field. 


DEEP WELL 

Series 400 and 600. 
Modernly engineered, 
compact, accessible 
units of proven depend- 
ability. 


SHALLOW WELL 

Series 420! Always re- 
liable. Big bearings. 
Leaders for years. Also 
new hydro-jet systems. 


A. Y. MSDONALD MFG. CO. + Dubuque, lowa 


PUMPS @ PLUMBERS BRASS @ OjL EQUIPMENT 

















We at Jacobsen are doing our level 


best to distribute our present sub- 
stantial production equitably. We 
are continuing to produce hand 
and power mowers to the limit of 
our capacity, in an effort to catch 
up with our back-log of orders as 


quickly as possible. 


Important today when all merchan- 
dise is in great demand but even 
more important tomorrow when 
buyers can pick and choose, is the 
fact that Jacobsen standards of 
quality and value do not vary. Back 


of all Jacobsen mowers is a quarter 


century of experience as a pioneer | 


in the development of quality 
grass-cutting equipment. 
Jacobsen mowers are good mowers. 


A good thing to remember, 


* 


acolsen 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
SUBSIDIARIES 
WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA IOWA 











WHATS NEW 


Adjustable Sprinkler 


“Sqr-Mist” Adjustable Lawn Sprink- 
ler No. 30, is designed to sprinkle in 
square patterns, 30 by 30 ft. and can 
be adjusted to half square sprinkling for 








| 
| 
| 
| 
| 





It 


narrow lawn areas, 15 by 30 ft. 
sprinkles with a spray of about 1 in. 
of rainfall every 90 minutes. Has no 
moving or whirling parts. The sprinkler 
has a reservoir in its base which is 
said to eliminate water turbulence and 
assures a uniform spray. The model is 
finished in wrinkle-baked enamel. Is 
suggested to retail for $3.50. Vaver 
Corp., 2437 S. Kolin Ave., Chicago, 23, 
Til. 


Tappan Brochure 
On L.P. Gas 


Entitled, “Key to Kitchen Freedom 
with Tappan L.P.-Gas Ranges” a book- 
let points out the features and ad- 
vantages of L.P.-gas. It states that in 
10 ‘years over 2,000,000 homes have 
used L.P.-gas. Tappan Stove Co., 250 
Wayne St., Mansfield, Ohio. 


‘Silex’ Steam Iron 
Package Carton 


The Silex Co., Hartford, 2, Conn., 
has designed a folding package carton 
for its “Duolectric” Steam Iron. Made 
of 100 point paper board, coated on 
one side, it has an overall pattern of 
outline diamond shapes printed in blue 
against white, with dark blue and black 






trim. It is sturdily made with the idea 
that purchaser will retain it to house 











iron when not in use. 





Jacobsen home water systems 
are built to the same quality 
standards that have estab 
lished Jacobsen leadership in 
the grass-cutting industry. 


Designed by experienced 
pump engineers, these mod- 
ern pumps provide trouble. 
free, Iong-lasting service at 
low cost. Choice of models in 
deep and shallow well jet and 
reciprocating types offers a 
wide range to meet every 
pumping condition. 

When you sell a Jacobsen 
water system, it’s a satisfying 
transaction for both you and 


your customer. 


IMMEDIATE DELIVERIES 
WRITE YOUR JOBBER 


* 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
SUBSIDIARIES 


WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA, IOWA 
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sanders to your cus- 
plete service by also 
an Spinner Edger. 


ns 


When you rent floor 
tomers, give them.com 


nishing an Americ — 
aie scraping the edges can be mighty 


tedious and the American Spinner co 
tes all this by sanding right vp oe 
quarter-round. Your werent cc “ . 
r this labor $ . 
ae a * add dollars extra 
Bh the American Spinner as 
‘ ysual. Imagine, tripled profi : 
re r over your original investmen : 
ake for latest descriptive literature an 


— obligation. 













= air treads quickly 
THE ANTEC eee fished with Spinner. 
URFACING hee 
see COMPANY '< 
522 So. St. Clair Street, 


TOLEDO 3, OHIO 
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immediate 


delivery! 


in Any Quantity 


Lasting R-700 


ROOF, BARN 
& INDUSTRIAL 
PAINTS 


Definitely durable, high quality exterior paints made of 
weather-resistant oils and top grade pigments to give 
maximum protection at reasonable cost. Contains no 
resin, gloss oils or other inferior materials. 


APPLICATION: By brush or spray. Brushes easily Will not sog or run. Covers 
in one coat over most surfaces. 


DRYING: Like other top-quality oil paints, R-700 dries overnight to a high gloss 
finish. Produces an elastic, weather-prdof film. 


PLEXIBILITY: Will not harden, crack or peel. Withstands all weather conditions 
ond temperature changes. Retains its flexibility throughout the life of the paint 
film. 


COVERAGE: Lasting R-700 Paints cover approximately 250 to 300 feet per 
golion per coat over average painted metal or wood surfaces. 


DURABILITY: Actuol field tests ond accelerated Weatherometer tests have 
proven conclusively that Lasting R-700 Paints ore equal or superior to much 
higher priced paints. These paints assure dependable protection as well as 
good oppecrance. 


EXCELLENT FOR: Tinner's Red Paint, Metal Roofs, Industrial Structures, Wore- 
houses, Tonks, Ventilators, Barns and Farm Buildings, Fences, Garages, Fabri- 
cated Steel, etc. 


COLORS: Red, Block, Green, Slate Gray. Please specify colors desired. 


DEALERS & DISTRIBUTORS 


There's an excellent opportunity for you in this fine quality, quick delivery paint 
product. Write today. 


JOBBERS, CHAIN STORES 


Lasting R-700 can be furnished with your 


PRIVATE LABEL 





| FRANKLINTOWN ROAD 


Manufacturers of Guolity Point Products 


BALTIMORE 23 
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LASTING PRODUCTS COMPANY 


MARYLAND 
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‘Shinemaster’ 
Device holds shoe rigid and fully ex- 
Every Owner of posed for brushing and buffing. A self- 
adjusting spring takes any size shoe, 
a Ya r d eco either right or left. Clamps are padded 


IS A PROSPECT FOR 








with neo-prene rubber and hold the 
shoe without marring. “Shinemaster” 
Pguusuuss! | slides easily into wall plate when not All \ 
in use. Suggested to sell for $2.89. : a 
David Shine Stick Co., 3173-lst Na-| Tight spots 


tional Bank, St. Paul, 1, Minn. Around corners 
PROFIT I ita Vii ra f\, 





For 








— . 
Quirk’s Rat Killer JOIC performs and sells. It is the only 
A new economy size package of | turret-head hand drill on the market. 
Quirk’s Quick-Death Rat Killer con-| Expertly designed and constructed, 
tains 100 pellets, packed 12 cans per | JOIC appeals to craftsmen and hobby- 
carton. Lists at $1 per package or $12 | ists, Chuck capacity % inch drilis. 


Ask your jobber or write: 


JO MANUFACTURING COMPANY 
8442 OTIS STREET *« SOUTH GATE 





The back yard and croquet set are 
all that’s needed to play America’s 
Family Game! No wonder croquet 
gains in popularity every year. It gets 
Mom, Dad, Sis and Brother together 
for fun and relaxation. It’s responsi- 
ble partly for converting back yards 
to new “Outdoor Living Rooms”! 

Deal yourself in 

on this huge mar- 

ket and the trend ; x 

of the family to per carton. Has 10 pc fortified red quill 

the yard. It means formula and is claimed to be non- A 

not only more poisonous and relatively harmless to 

sales of croquet, humans and pets. Ohio Products Co., 

but lawn furni- North Madison, Ohio. 

ture, decorations, 

accessories. Check 

now with your ‘Chrom-Ever’ Fan No finer tribute could be our reward for an 


jobber for help p 4 
on deliveries. Available for April shipment is the | €2/estendeavorto build a worthy produc. 


“Chrom-Ever” Fan of aluminum con- | The wide endorsement National Builders 
SALES REPRESENTATIVES struction except for the motor. Eight | Hardware has received from architects, 


Eastern — Juli ; A ™ 4 A . ‘ 
Soutbern——Louis Williams, Nashville on” contractors and builders everywhere is @ 
Midwest— South Bend Toy Mfg.,So. Bend, Ind. — safe buying guide for those who appreti- 


So. Calif. & S. W. — Glenn B. White & Assoc., Pe - 4 ‘ 
1151 S. Broadway, Los Angeles 14, Calif. ? ate the importance of selecting hardware 
that delivers long, dependable service. 























No. - ee Fog pavncies, 718 Mission, y > ’ 
an Francisco j : Ly " . P m . 
Denver & Pac. N. W.— Leo Scherrer, 2840 W. a / “ry \ | Designed right and built right to withstand 

93rd St., Seattle 7, Wash. ii | Sao, | hard use in every climate, this hardware 


SOUTH BEND TOY MFG. Co. \ } | is well worthy of recog: 
SOUTH BEND 23, INDIANA ay. 1. fo. nition. Specify National! 
"SY The complete line em- 

braces practically every 


SOUTH, BEND i > . CO. ao for builders 





AMERICA’S FAMILY GAME in. blade is driven by a 110 volt AC 
motor. Asquith Associates, Chrom-Ever 


Croquet Sets + Baby Carriages ¢ Children’s Furniture mee 
Doll Carriages + for over 70 continuous years. Division, 131 State St., Boston, 9, Mass. 
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For months we've been showing 
you "another Oxwall product" 
and another and another. But 
when it comes to screw drivers, 
we're forced to change our 
style. Our screw driver line is 
so extensive, we can't possibly 
show each in detail. If you're 
interested, it will pay you to 
write for our catalog—or when 
in New York drop in to our 
showroom. 


RCH 13, 1947 


CHE-V-RON READY 
FOR IMMEDIATE DELIVERY 
IN LIMITED QUANTITIES! 


CHE-V-RON gives ‘em a deeper cut (app. 2''/,” with 8” saw 
blade, %” bore). 
CHE-V-RON gives ‘em a sturdier (60 Ib. net), longer lasting saw, 
no die castings in working parts! ‘ 
CHE-V-RON gives ‘em sawing versotility...does every work- 
shop sawing job easily, sofely, accurately. 
YOu’LL WANT TO DispLAY CHE-V-RON Now... 


ORDER DIRECT. Minimum order of ten (10) CHE-V-RON 
Saw Tables Required. 
Send credit references. Ask for new CHE-V-RON bulletin, 
extra equipment price list and dealers discount list. 

* One Rip Cut, one Cross Cut, 


one Combination Saw Blade 
Shipped with Each Saw as econ 


Extra Equi t. Retail verre 7 
Price of Sow Blodes $4.13 GUANZAKLO 


each. 


PEERLESS PRECISION PRODUCTS 











BUY vow || WHATS NEW | MEDITERRANEAN) //; 
us ‘Lite-ning’ Arc Torch SPONGES es 


ALL ITEMS IN STOCK— Cesco Products nc., 30 N. LaSalle St., for 


ORDER FROM YOUR JOBBER Chicago 2, Ill., offers the “Lite-ning” di 
FOLDING AUTOMOBILE Arc Torch for use with AC and DC Immediate 
welders. Arc flame produced by the 


BABY SEAT torch produces a soft intense heat with 
Ne. 104. As 


teel f ret f 
steel frame with strap hang- —¢ i a , Similar to ROCK IS 


ers to fasten on auto seat 


Jean back. © High ° quality ( | and CUBA SHEEPSWOOL 


assem Packed if 
in bulk, : He Bae toe ? : Some types are equivalent in shape and 
ee a to the mg Rock Island Sheeps. 
» bee. wool. Other types look like and are the 
BABY SWING fas " pe " | equivalent of Cuba Sheepswool. 


No. 98. They will be in big de- 
| ALL Grades and 

Eo : s ANY Quantity at 

arene caiecerncann Very Attractive 

no pressure blow or oxides according to e e e Prices © @ @ 

maker. It makes possible the welding Also headquarters for all kinds of 


of aluminum and many ferrous and : 
non-ferrous metals, as well as brazing, Florida and Cuba Sponges 


soldering, preheating and hard surfac- sb v 
PLAID ; z: ing, says the maker. Thumb control 
BIKE ba permits the operator to maintain in- 2. WAY CLEANING HARMONY ' 
SEAT ff = stant adjustment of the arc. Two “<< —_ 

COVERS _ -_ models are available, one for % in. car- DUETS again available. 


Prices on application. 
Made from high-grade fibres, cloth walls 
with drawstring, cotton padded. Made for blished 1869—-Demand by Brand 


comfortable riding. Esta 
AMERICAN SPON 0, I 
SPRADLING'S Ine. || Lionel Improves — AMERICAN SPONGE & CHAMOIS CO. |r 
Smoking Locomotive 24 on Street on 


ST. LOUIS, MO. 

Lionel Corp., 15 E. 26th St., New 
York City, has improved the smoking 
locomotive which it brought out last 


Women Want It! Sell Em year, by placing a light under the 


smokestack to shine on the smoke. The 


light melts a pellet which gives off 
much smoke. 


DELUXE AUTOMATIC : . 
SELF -WRINGING + Hand Tool Grinders 
“PDQ” series of Hand Tool Grinders 


is available in the 5 and 6 in. size. 
Gear case also is made in two sizes. 
Maker states the steel crank and tool 
So easy to use! No rest are unbreakable. They have an 
back-breaking bend- oversized handle grip. Finished in baked 
ing! A twist of the wrist «| enamel, Grinders are packed in individ- 
and + «one cose ae *| ual corrugated cartons. The one-piece | IT MAKES A WORLD 
mopiwrmasnitos: YZ (AVON | trey ion gear cae has etre long, wo. 42 
It's quality protected a bearings. The 5 in. grinder lists for | OF DIFFERENCE Sandv 
AD «Acer ae $3.50, and the 6 in. one for $5. Ready | Waffl 
unconditional guaran- Bs : for March delivery. General Hardware 
tee! For more informa- ku Bo me | Co., 3618 W. Pierce St., Milwaukee 4, | 
tion contact ‘Capitol’. “a 9 Wis. 























bons, and one for % in. carbons. 























interck 

when you specify “Brooks” pandir 

Hooks and Wire Forms. Not —_— 

only do you get a top quality eed 
product but also the accumu- 
lated benefit of our engineer- 
Inquiries Pe 2 . ing skill in solving your de- 
Invited i . wy, sign problems. Let us help 
: you profit by our experience. 

e NATIONA 


Extra Large | y 1220 
WesT 


Mophea M. S. Brooks & Sons, Chester, Conn. MAI 
THE CAPITOL PRODUCTS CO. Since 1848 WHITE 


MANUFACTURERS he i, Ss PRe 
913-917 BOOTH ST., BALTIMORE 23, MD. Van | BROGKS HOOK MANTS IN DE’ 


HARDWARE AGE @MARCH 1 
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WARE AGE 


A gal shouldn't 
tell her age... 
but I’m proud 
to be 55! 


Quite a “line” our 
Miss White Cross has 


—it’s been working wonders for over 
half a century now! Today, more than 
ever, it’s a line that’s market-wise be- 
cause White Cross is here with all the 
features alert customers insist on— 
up-to-the-minute styling, modern effi- 
ciency, and lasting quality. 

Directly before every purchase—and 
long after— White Cross products meet 
the challenge of the most discriminat- 
ing customers. For style and beauty, 
White Cross offers Matched Design— 
a host of ensemble appliances for the 
modern kitchen and table. Each appli- 
ance is completely functional, too— 
skilled workmanship sees to that. The 
result is satisfied customers—an ever- 
widening reputation for top-notch per- 
formance—and a popularity that gives 
wholesalers their best assurance of fast 
turn-overs with, steady profits! 


it 
eeooded desig?- - 
i 
NLY THROUGH LEAD 


p oO 
= pisTRIBUTORS 


NATIONAL STAMPING AND ELECTRIC WORKS 
1220 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
MAKERS OF SUBSIDIARY OF 


WHITE CROSS | EUREKA WILLIAMS 
NANTS Ball . sania alt Gabi WL, 
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DEMONSTRATOR 


cree DISPLAY KIT 
—? Nine: 


THE ORIGINAL AIR DEODORANT 


This “silent’’ Demonstrator 
makes Sales for You 


Powerful National Advertising tells your customers about 
Sweet-Aire, the fast-acting air deodorant for home and office. 
Your Free DEMONSTRATOR DISPLAY KIT will demon- 
strate it, right in your own store! 


THE KIT CONTAINS: 


7, Two Demonstrator Bottles— 
each Sweet-Aire fragrance 
(Cedar Pine and Orienta!), 
and one Atomizer. Sweet-Aire 
“sells itself’ when customers 
can pick up a bottle and 
spray it. 


9 Counter Display Cards make 
"your Sweet-Aire display <olor- 
ful . . . informative. 


3 Dealer Envelope Inserts. Place 4 Newspaper Ad Mats. We pay 
* on counter or send with state- *half the cost of newspaper 
ments. Your name imprinted. ads you run. 


Your first order entitles you to this 
FREE DEMONSTRATOR Display Kit 


When you place your FIRST order, get a ‘‘Dealer’s Request 
Card” from Jobber Salesman. Fill in and send to us. We 
ship Demonstrator-Display Kit direct. Jf you have ordered 
Sweet-Aire, and did not fill in Request Card, ask your 
Jobber Salesman for one, or use the coupon below. 


Cash in on This NATIONAL ADVERTISING 
62,182,373 readers will see Sweet-Aire National advertising. 


SWEET-AIRE RETAIL PRICES 


Fair-traded where permitted. 


4-02. bottle 60¢ 16-oz. bottle $1.75 
8-oz. bottle $1.00 Atomizer 85¢ 


Atomizer carton packed and sold separately. Fits 4- and 8-oz. bottles. 
*Reg. U. S. Pat. Off. 


MILLER PROTECTO PRODUCTS CO., KALAMAZOO 41, MICH. 


Fess sesesse cess eeeeeeeeeeeeeeeeeeseeeseee4 
g Miller Protecto Products Company, Kal 41, Michig 
Please send me Free Demonstrator-Display Kit. | ordered Sweet-Aire 


on (date) 


from (Jobber's name) 





Your name 
Street Address 
City __ itll ate, | State 
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‘Hi’ Industrial 
Cleaner and Blower 


The “Hi” Model 77 Blower and 
Cleaner has a one-H.P. sealed ball 
bearing Universal motor. It has a 
baked enamel finish, and a complete 


THIS HANDY ARMSTRONG ALL POSITION 





@ FARM 
@® GARDEN 
@ ORCHARD 


Gets chores done quickly | 

and easily. Used for | 
spraying DDT to destroy bacteria, insects, 
bugs; applying whitewash, spraying lawns, | 
barns, livestock; extinguishing fires, etc. | 
Ideal for garden use, yet has enough force to 
reach the tallest fruit tree from the ground. | 


EFFICIENT—ECONOMICAL. Nothing to | 
get out of order—always ready for action. 
Made of brass throughout, with a 5-gal. 
knapsack of galvanized iron. 





range of suction attachments are 
available. The 2-speed switch can he 
set to suit the job. Model 77 blows, 
vacuums and sprays. It will clean mo- 
tors, all machinery, oil burners, auto- 
mobiles, food processing equipment, re- 
frigerators, etc. Cleaner has a heavy 
duty 3-conductor cord. Holub Indus- 
tries, Inc.. Sycamore, Tl. 





a 
LINE CHECK VALVES 


can be placed in any position. 
Flexible monel metal poppet can't 
leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask for 
bulletin No. 302 on complete line. 


Onder from your Jobber 


WHITE MACHINE WORKS 
FORT WAYNE 1, INDIANA 


See at your Store or write for Literature 


ARMSTRONG PRODUCTS CORP. 
Dept. HA Huntington 12, W. Va. 








One of a series of national advertisements beginning in 
March In Better Homes & Gardens, Successful Farm- 
Ing, Progressive Farmer, Farm & Ranch. 


FIRST SHIPMENTS GOING FORWARD NOW 
Order from your Jobber 











‘S and W’ Mouldings 


S. & W. Moulding Co., 980-90 Par- 
sons Ave., Columbus, 6, Ohio is mak- 
ing aluminum, stainless steel, and plas- 
tic decorative and protective mouldings. 
Included in its line is: insert nosing, 
ribbed face nosing, straight face nosing, 
underslung nosing for sink tops, bars, 
etc., tap-on nosing for cabinets, stair 
nosing, door edgings, cap trims, covers, 
etc. Firm also making “Miraplas” plas- 
tic Wall Tile. Catalog available. 





ARMSTRONG 


SPRAYER 











NOW! SELL FAST CUTTING 
ROTARY MASONRY DRILLS 


* Cut Holes 4 Times Faster 
* Stay Sharp Up to 50 Times 
Longer 
* Drill Any Type of Masonry 
:: © Fit Any Rotary Drill, Drill 
Press or Hand Brace 


‘Zip-Off’ Paint Remover 


“Zip-Off” Paint Remover is claimed 
to be non-inflammable. It is said to be 
effective in refinishing furniture, boats, 
automobile trim, etc. Said to require no 
neutralizing after use. It contains a 


@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—#t's here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11197 E. 8 Mile Rd., 
Detroit 32, Mich. 





15 POPULAR SIZES 
ASK ABOUT SPECIAL 
G-DRILL SET, 3/6", 14", 
She’ %", 14" 

AND %’, IN 

FREE CANVAS KIT 











Solid round shank tipped with 
Carboloy Cemented Carbide — 
hardest metal made by man. 


CARBOLOY MASONRY DRILLS 


CEMENTED CARBIDE 


346 





plastic retarder which affords viscosity 
to keep remover on upright and over- 
head surfaces. User folder available. 
Anderson Specialty Mfg. Co., 5618 
Harper Ave., Chicago, 37, Ill. 








Size-marked at the factory, all Simplex 
pump leathers are pre-stamped to help you. 


They save the time of measuring each 
pump leather for siz2. Simplex size mark- 
ings are pressed into the leather, can’t be 
rubbed off through handling or use. 

In pump leathers make yours “’Simplex.” 

Ask your jobber or write us 
for price list. 


MAN U PACT RPRING 


AU 8. awe, &.« 


HARDWARE AGE 
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LOCKS ON, 
NEVER SLIP 
HOLDS AN 





RETAILS FOR LESS 


AMALING “POCKET - SIZE” WATER 
HEATER... SELLING LIKE HOT CAKES 


A BIG PROFIT-MAKER, SAY DEALERS 


Here is one of the fastest selling new appliances 
to come on the market in years. Selling like hot 
cakes everywhere, Scheel's Hardware of North 
Dakota sold 1248 V'co FAST-WAYS Electric Water 
Heaters in 6 months; Juhi's of Michigan, 1038 in 
10 months; Greene Hardware of North Carolina, 
756 in 8 months. Other dealers are doing equally 
as well. 


WORKS ON A NEW PRINCIPLE OF 


DIRECT HEAT ie 


Merely place a V'co FAST-WAY Electric Water le 

Heater in a tub, pan, pail, or kettle containing 

water. Plug in the nearest socket, presto—in a 

few minutes hot water! A sufficient quantity for - 

bathing, washing, scrubbing, etc. Far faster than 

the average gas burner, yet retails for less than 
E ce $2.00. No hot water to carry. No running up and B ©] t L S Ww A T E R 
Z down stairs to build or light fires. No top heavy 

—<$< > & “ = fuel bills. Handy! Portable! Inexpensive. Orig- F A Ss T E R T H A N G & Ss 








inally $3.75. Now retails for less that $2.00. No r 
ALVES ee " wonder over 3,000 new dealers have stocked There is a tremendous market, over 30,000,000 
‘ Vico FAST-WAYS in the past 12 months. prospects, for V'co FAST-WAYS. Newspaper 
'y position. a ( and national advertising sells them to these 
oppet can't y ae OVER 101 USES prospects like sixty. Many dealers sell 2 or 3 
+ water or Le : Lp), Hot water is needed a dozen times a day by dozen a week, some 6 dozen or more. Vico 
win, Mok in : ‘ LA every man, woman and child in every home, FAST-WAYS will make money for you too so 
" = store, office or factory in the U. S. Housewives, why not try a dozen or so. Write for details 
mplete line. j JAG : : doctors, dentists, nurses, morticians, workmen, and prices today! 

y) butchers, grocers, restaurants, taverns, beauty 

J ober = Yait= —S= parlors, barber shops, trailerites buy them like 
Am - hot cakes. They sell big in spring, summer and DEALERS _— JOBBERS WRITE 








Nee fall when stoves and furnaces are off. Farmers ' 
WORKS tomm buy them in winter for heating water for stock v'co ELECTRIC APPLIANCE co. 
NDIANA and poultry, washing separators, pails and cans. DEPT. 372-C, 150 N. WABASH CHICAGO 1, ILL. 














in Front! 


For quick sales and SATISFIED custom- Qn Double-Lever Action 
ers, sell the one and only VISE-GRIP Wage: gives One Han 
wrench. \ TON-GRIP 
BEST KNOWN because nationally adver- ‘s 
tised for over 10 years. Millions in use. 
BEST LIKED. Has never been duplicated 
—long proved to be the world’s most pow- 
erful and versatile hand tool. Does more 
/ things—easier, quicker—than any other 
te tool. Has greater range of jaw adjust- 


ry, all Simplex ment than any other type of toggle 


ed to help you. wrench. 

“poy BEST MADE—fine alloy steel, scientifi- 
ther, can’t be cally tempered. Nickel plated. 

| OF use. : Sold through Tool Jobbers and Dealers 
ne Simplex.’ Invented, Developed and Made World Famous by 


vrite us 


PETERSEN MFG. CO., Dept. 40, DeWitt, Nebr. 
goumans TOGGLE PRESS , LOCKS OW _ IN TOOL AND DIE WORK. 2 gS | Z E Ss ' 


a stays LocxEp BEST THERE 15 FOR 
: w HOLDING TEMPLATES, 
7", $1.65 


. \ Orr BLANKS, ETC, 
. S 
HEAVY FORMING, Z 10", $1.95 
TAKES THE PLACE 





NEVER SLIPS, TWISTING, BENDING, A 
HOLDS ANY SHAPE CRIMPING. ETC. — OF A SECOND MAN 
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WHATS NEW 


Gem ‘Guiding Eye’ Razor 


Gem “Guiding Eye” Razor, Flying 
Wing model, assortment No. 1560 con- 
sists of 12 Gem sets plus a plastic fix- 
ture, which is supplied free. Cost to re- 





sold out 


lr BD RE With 


Horn Barb- 
vrround go 
‘ospect for 
4 handle 
barb wire. 





Every User Recommends It— 


Every man who uses a Townsend Wir 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance: These time and labor 
saving features have made the 


nt, durable, y' 
Sate eOlere. provide year ° 
Every farmer 
safe way 
No rips, less — 
scratches when 
you use the Horn 
Barb-Reeler for the 
back-breaking j 
of stringing fence. 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight. 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 


oot 

ndy and SAFE—The Here. = 

oo er is easily installed. oy oes 

Tinto the ground — foo atone 

a Sivet bap eerty Dealers, ee 
i n design from an © 

tis item it isa profitable item. 


tailer is $15.60 per dozen. With the 
“Guiding Eye” flat against the face, 
the blade meets the beard exactly at 
the base at the proper shaving angle, 
says maker. Razor is gold-plated and 
packed in a streamlined plastic case 
with a transparent cover. Suggested to 
HORN MARUEA retail for $1.95. American Safety 

1owa Razor Corp., 315 Jay St., Brooklyn 1, 


sort pooGcet. 
N, 7. 


























Ice Cream Freezer 


The “Husky” four-qt. Ice Cream 
Freezer features a wood tub, finished 
inside and out in blue. It has a double- 
seam cream can of tin plate. Freezer 
hes e-st aluminum can lid and alumi- 
num dasher with hard maple scrapers. 


Canva ° Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 

Awnings 

ees a 

aaa Gra Loi en 

: — " Fitemoor Tarpaulins 

. fare Laer why eee 


Canoes 
Automobile 
Tops 
Stack Covers, 
owner, nurseryman, land- 4 Fly Nets, Horse 
yng A Fh -y- r Covers, Work 

Jackets, Overalls, Rope, Porch and 


ELECTRIC 








@ ideal for the home 





1042” cut and well-bal- 
anced design to fit the 





THE 
ONLY 
TRIMMER 
WITH DOUBLE 
ACTION #- 








hand without tiring the 
operator. its exelusive 
double action provides 
unequaled performance, 


Nothing to obstruct 
shrubbery from entering 
the eutting blades, nor 
limit the size of stalk 
that may be admitted to 


them. Equipped with 

14” reach-ezy insulated 

handle and powered by 

Universal motor for use 
on AC or DC current. Weight approximately 5 Ibs. Same 
model can be supplied with 7/2” biades for continuous 
heavy duty trimming . . . reasonably priced. Complete 
catalog upon request. 








Has side handles. Packed in individual 
cartons, freezer is suggested to retail 
for $8.00. J. E. Porter Corp., Ottawa, 
Ill. 


Display Guide Booklet 


Sherman Paper Products Corp., New- 
ton Upper Falls, 64, Mass., offers with- 
out charge a display guide booklet for 
Spring and Summer with many time- 
saving ideas for display backgrounds 
and accessories. 








Yard Furniture, Venetian Blinds. 


STOPS MILDEW, WARPING AND 
CHECKING 


Helps keep canvas from shrinking 
Makes them Soft and Pliable 


DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 
Dries in 2 to 3 hours 
Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 


Manufactured by 


NEATSLENE CO., OMAHA 8, NEBR. 


ROY W. SHEPARD, "SHEP" 
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NEW DISPLAY CARTONS! 


FOR MORE BRIDDELL CUTLERY 








KLEINS. 


. for men 
| 


Iwho know good tools 


e Klein Pliers are built for men ail 
recognize the relationship of quality 
toois to good work. 


‘ Klein Pliers have the proper balance 
and spring in the handles to prevent 
tired hands. The sharp knives stay 

keen after years of service, and the 
fitted hinge keeps jaws perfectly 
aligned, assuring a positive grip. 
You will want to stock the com- 
plete line of Klein Pliers for your dis- | 
criminating customers. If your jobber} 
cannot supply you immediately, keep 
Kleins on your want list—your order | 
will be filled as soon as possible. 





Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 


A copy of the Klein Pocket 
Tool Guide, showing the 
Klein line and containing 
useful tool information, will 


be sent on request. | 
Since 1857 Yaa 


om LEIN 


3200 BELMONT AVENUE, CHICAGO 18 


& Sons 


ILLINOIS 





MARCH 13, 1947 


Briddell Ice Giese Briddell Ice Picks 

Watch customers stopped by these colorful new car- 
tons, which almost say out loud, “Pick one up, take 
one home!” On every carton, suggested uses clinch 


the urge to buy. Im every carton, the quality that’s 
standard with Briddell. More sales ahead! Order 


from your jobber. 
Lys. 





a P 


Chast Briddell 


Opisfioldl Warylond 


FINE “a, Mary CUTLERY 



































MAGNETIC KNIFE RACK 


NATIONALLY ADVERTISED, GUARANTEED. 
BEING ORDERED AND REORDERED 
IN INCREASING QUANTITIES BY 
HARDWARE DEALERS EVERYWHERE 


Here’s the only magnetic knife rack—the 
only rack that securely holds all steel 
kitchen or hobby room tools. 
Guaranteed to hold its magnetism; heavily 
plated and white enameled; can’t get out of 
order. Packed 2 dozen in colorful display 
container; individually boxed; length 9 
inches; list price $2.95 each. 
Handsome wood display dispenser FREE on 
Special Deal. 

National Sales Representatives 

JOHN H. GRAHAM & CO. 
105 Duane St., New York 8, New York 
Manufactured Only By 

R. E. PHELON CO. 

Dept. B, 199 Union St., Springfield, Mass. 








MAGNAGRIP 




















DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good will / 
ee 


No. 701—100 watt DRAKE Solder 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 





sell quickly and profitably. 


With industry rapidly 
reconverting to peace. 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 





ASK YOUR JOBBER 





DRAKE ELECTRIC WORKS, INC. 


CHICAGO 13, ILL. 





3656 LINCOLN AVE,., 











Stewart Scissors Jack 


Stewart Mfg. Co., 3205-7 E. Wash- 
ington St., Indianapolis, 1, Ind. is mak- 
ing a Scissors Jack with a 56 in. 
handle. Finished in blue, the jack is of 


Cee enn ne nn cae 


all-steel construction, with no castings. 
Its capacity is given as 2 tons, and it 
has a large stabilized base. The side 
bars are %4 by 1 in. and 3/16 by 1 in. 
Has an 11 in. lift, and when closed 
compacts to 4% in. The % in. main 
screw is threaded to assure easy oper- 
ation. 


Speed Saw Filer 


The “Speed” Saw Filer enables the 
home craftsman to file his own hand 
saws. Tool clamps on the saw to guide 
the user in precision saw filing. Two 
adjustments set the proper pitch and 





angle for any type hand saw. Sug- 
gested to retail for $2.95. Speed Corp., 
2025 N. E. Sandy Blvd., Portland 12, 
Ore. Immediate delivery. 


Waffle Baker 


The “Steadi-Glo” Waffle Baker is 
constucted of 20-gage steel, heavily 
plated with chrome over copper and 
nickel. It has bakelite handles and feet. 
It has nichrome elements in both the 
cover and base, and the pre-treated 
grids of solid cast aluminum are said to 
bake waffles uniformly. New type hinge 
is said to insure waffles of even thick- 
ness. Overall size is 114% by 9 by 3% 
in., and the grid size 56 sq. in. Oper- 
ates on AC or DC current, 500 watts, 
and 110-120 volts. Appliance Industries 
of America, 1830 N. Winchester Ave., 
Chicago 22, Ill. 





























HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 






s 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re. 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 fb. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 


SSSSBRSSSRssuses 
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SEE YOUR JOBBER 


fF HANSON SCALE Co. 
a 525 N. Ada Street, 
Chicago 22, Hl. 



















WASTE 
BASKETS 





OVAL METAL WASTE BASKET 

IVORY FINISH — DEPTH 1212”, 

LENGTH 10%'’— WIDTH 642”. 
SLIGHT DEFECT IN PAINT FINISH 
OTHERWISE FIRST CLASS CONDI- 
TION. PACKED ONE DOZEN TO 
CED 65 dh syne teste DZ. $3.60 


WRITE FOR 


“LURIE FLYER” 


Larie Hardware Co. Inc. 
552 W. Lake St. 









Chicago 6, Ill. 
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CUT-AWAY 
VIEW SHOWS 


INTERNAL 


MECHANISM 


a 
. 


shaft; 


under pressure. 
4. Arm pivots on 3/8” case-hardened bearing-stud 
shoulder. 
5. Solid brass arm button is locked in channel. 
6. Heavy-gauge channel guide (brass or steel) has 
3 point anchorage on window. 
Getty manufactures operators for all 
types of casements for both wood and 
metai. Also a complete line of high- 


quality accessory hardware for 
casement windows. 
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| CAMPBELL 


No. 4715 


(Casement Operator tor WOOD CASEMENTS 





A practical, efficient, medium- 
priced operator for screened 
and non-screened casements. 




















Arm is 5/32” cold rolled steel, cadmium plated, 
with teeth accurately machine ground (hobbed) 
at exact operating angle. 

2. Full Y2“ diameter case-hardened steel 
Shaft is integral with worm. 


3. Solid brass bushing acts as a bearing for worm 


De 


Consult your loca! Contract Builder's 2 
Hardware Dealer, your loca! Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


H. S. GETTY & CO., INC. 


3352 N. 10th ST., PHILADELPHIA 40, PA. 


25 Years Service to the Hardware Industry 





HI-LINK 
Farm Tractor 


Neither mud nor soft, slippery ground can hold back the 





















tractor equipped with Campbell Hi-Link Farm Tractor Chains. 
Extra large, self-cleaning links and X-type cross chain con- 
struction assure continuous traction under the worst ground 
conditions. Hardened cross chains’ and electric welded side 
chains mean extra long wear. 

This is only one item in the complete Campbell line of chain 
for industrial, marine, farm, automotive use, which makes it 
possible for you to supply all your customers’ chain needs. 
International Chain & Mfg. Company, York, Pennsylvania. 


GOCE ~ 
CAMP LL 


CAMPBELL 


HAi-Link 


FARM TRACTOR CHAINS 















TWO CUMMING TOOLS 


th OT Ay Se i ed 


WITH A 
eo 


HOLDING FIXTURE WITH ADAPTER PLATE 
and PORTABLE KIT VISE 


Holding Fixture With 
Kit Vise. Hos Pipe 
Jows W'. 635 Lbs. 


Sold os Unit or 
Seporotely 


© Machined Ball and 
Socket , 


© Work at any Angle 
Helding Fixture 


with Adapter Plote 
Weight 35 Pounds 


These handy, sturdy tools do tough unhandy 
jobs with ease. Position work at any angle. 
Ideal for holding, tearing down, assembling 
and inspecting parts of all kinds. A natural 
for repairmen, welders, pattern makers, model 
builders and others. Low retail price of $7.60 
for complete unit (slightly higher West of 
Rockies) gives tools universal appeal. Real 
profits in supplying this market. 
Distributors 
Western: F. W. JONAS CO., Los Angeles 
ge SANFORD BROS., Chattanooga 
Central: HA = BERGER & Co., 


St. 1 
E. N. Central: GLENN ORCUTT CO., Chicago 


Other territories available 
Write for descriptive circular TQDAY 


CUMMING TOOLS, Inc. 
501-03 East 18th St, a City 8, Mo. 





DELIVERY . 


ON THIS PROFITABLE 
FAST SELLING 


ORDER FROM THIS AD 
FOR YOUR SPRING TRADE 


Sturdy ... easy to use... this 
5-shovel adjustable cultivator 
sells itself in any community 
where home gardening is done. 
Shovels adjust to six different 
heights and varying widths of 
rows. They are also reversible. 
Order now .. . direct from this 
ad... for immediate delivery. 


W-46 Adjustable Cultivator $54.00 Per 
Doz. F.0.B. Chicago 








inva EQUIPMENT CO.. 


WASHINGTON BLVD... CHICAGO, te 


anes 





WHATS NEW 


Automatic Iron 


Even-Heat Co., National Bank Bldg., 
Detroit 26, Mich., offers a 100 watt, 
3 lb. automatic electric iron, which op- 
erates on 110-120 volts, AC current 





only. The iron has a sharp point and 
low angle sole plate level for fine work. 
The handle is curved permitting the 
user to grip it at any point with com- 
fort. The curved handle permits the 
iron to stand in the rest position with- 
out a raised heel. Two small ball points 
at the end of the sole plate form two 
other standing rest points. Handle pro- 
vides for right or left hand attachment 
of the cord. The control dial covers 
five standard fabrics with three heat 
speeds. 


All-State Rub-On Solder 


“All-State” Aluminum’ Solder Rod 
No. 39 is recommended for filling and 
soldering where tightness is essential 
but strength is unimportant. Also for 
filling in surface defects where high 
temperature must be avoided. When 
used on aluminum castings this rub-on 
solder is said to have good matching 
color and fair corrosion resistance. All- 
State Welding Alloys Co., Inc., White 
Plains, N. Y. 


‘Hosnap’ Nozzle 


The “Hosnap” equipped nozzle is 
said to be ready to connect with any 
standard garden hose. It is interchange- 
able with any Hosnap equipped sprin- 
kler. Nozzle adjustment will permit any 
type spray. Its swivel action is said to 
eliminate twisting of the hose. Crescent 
Steel Co., 155 W. Congress St., Detroit, 
Mich. 


DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-lron « Steel 


Drop-Forged ¢ Heat Treajed ¢ 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, % or 14" chain 
Duroin-Boomer F-2—2 swivels, %, 14 or 5%" chaiy 


Malleable Iron * Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4” chain : 
DELTA No. 1—1 swivel, i, or %* chain 
DIXIE No. 1—2 swivels, % or 4" chain 
LONE STAR 1—2 swivels, Y%, % or % “chap 
LONE STAR 2—2 swivels, Ye, 44 or 5° chain 


STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, %" rope 
No. 33—3 Pulleys, roller bearings, 24° rope 
Pulleys, plain bearings, 44" rope 
Pulleys, roller bearings, %" rope 
Pulleys, roller bearings, 44” rope 


ALL-STEEL ROLLER BEARING HOISTS 











Cap. | Ship. Wt. 


Lbs. Ths. Construction 





2000 6 lbs. | Drop Forged Hook 








1000 | 2% lbs. | Malleable Hook 














Shipped with or without rope. 
Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Lauis 5, Mo. 
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GARDENING 
SS FLOORWORK 


MAXIMUM COMFORT 
LONG DURABILITY 


CENTRAL RUBBER PRODUCTS Co. Inc. 





SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57, N.¥ 











Colored Display 
HARDWARE PROD. CO., NEW YORK 7, N. Y- 


Sandpaper Holder 


@ One Piece 

@ All Metal 

@ Quick Loading 

@ Fool-Proof Locking 
@ 100% Flat Surface 
@ Low Priced, High 
Quality Tool For All 
Sandpaper Uses. 


1 Doz. in Attractive 
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FIED PRODUCTS 
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” chain 

6 or %* chain 

s or }4" chain 

%, 4 or % “chain 
Ye 44 or %” chain 
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E STRETCHERS 
INSTRUCTION 


2s, 4%" rope 
zs, 4” rope 
gs, 44” rope 
2s, 4%" rope 
igs, 43” rope 
RING HOISTS 


Construction 
Jrop Forged Hook 
falleable Hook 

ut rope, 


. Lauis 5, Mo. 
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GARDENING 
FLOORWORK 
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ICTS Co. Inc. 
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RK 57,1. 


Flat Surface 
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r Uses. 

Attractive 
| Display 

ORK 7, N.Y. 
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STANDARD MODEL 
RETAIL PRICE $1.90 


DELUXE MODEL 
RETAIL PRICE $3.95 


(Less Standard Dealer 
Discounts 


Order from your Jobber 
or write us direct 


Jobber Inquiries Invited 





from your jobber. 


PEKIN SPECIALTY COMPANY 


PEKIN, ILLINOIS 
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STOVE PIPE WIRE 
IN UTILITY ROLL Zinc-coated to pre- 


vent rust. 18, 19, or 20 gauge galvanized steel. 
50-foot utility rolls. Specify PESCO — order 


UE aHONESAIIN 


NATIONALLY 
ADVERTISED IN 
American Home 

Good Housekeeping 
Better Homes & Gardens 


"ee 





E epee here in hardware stores, 

***exclusive cutlery 
shops and housewares departments 
wherever they have been on sale .~ . 
Wulff Knife Sharpeners have proved 
their superiority in making fast profit- 
able sales. They are built for durability, 
operate simply and easily. Even a child 
can get professional sharpening results 
. . . Display them and the customer 
sells himself! 


@ Corundum Grinding Hone .. . Self-Oil- 
ing Bearing . . . Ground Steel Crankshaft 
. . . Plus Correctly Angled Slots Assure 
Professional Results on Any Knife. 


/ — WULFF MANUFACTURING CO., ONTARIOVILLE, ILL. 


PACKED IN 
COLORFUL NEW 


DEALERS ARE CASHING IN ON THIS UNIVERSAL DEMAND! 


The universal desire for good food, and the savings in time and mon- 
ey in the zero-temperature preservation of foods, mean a steady, lasting 
market for Harder-Freez Home Lockers. Tyler national advertising in 


50-foot rolls now packed 
inacolorful, self-service 
carton for counter 


display. such magazines as Post, Collier's, Field and Stream, Outdoor Life, 


Country Gentleman, Farm Journal, Better Homes & 
Gardens, and others, further stimulates this demand. 


Tyler Harder-Freez offers many outstanding advan- 
tages. Large capacity —up to 18 cubic feet. Chest and 
Upright Models. Appealing design. Low price. Ex- 
perienced manufacturer. Dealerships available. 


Tie up with Tyler—for profits in the fast-moving zero- 
temperature food refrigeration field. Write today! Upright Model 
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NAME 
HARDER-FREEZ HOME LOCKER 


A 
— 


Tyler Fixture Corp., Dept. «t 
Mies, Michigan et HA 
Rush data 

Home Locker line and dealership 
agreement. 


Tyler Harder-Freez 
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The Best are 
BETTER BRAND 


mouse and rat 


TRAPS 













@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 


















DIETZ 
LANTERNS 


WON’T GO OUT 


DIETZ LANTERNS will 
burn to the last drop. 
Capacity 30 to 70 hours 
according to size. 


oan ao) | <a ww 4 4 eo) 7-4 
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OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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Door Lock-Latch Unit 


Parlyn Unit Type Door Lock and 
Latch is made in one unit and has fin- 
ger-tip push-pull control, which opens 
or closes door from either side. Stream- 






a 


line in design, units are available in 
chrome, bronze or dull brass finish, and 
eight colors. Over 40 different color 
combinations can be obtained. Three 
models are made: No. 200 series, door 
lock set with inside trip-type lock for 
bathroom or bedroom; No. 300 door 
latch set, for interior doors without in- 
side lock; and No. 400 series door 
latch set for use with cylinder locks for 
outside doors. No. 200 and 300 series 
expand from 1% to 1% in. and No. 400 
from 1% to 2 in. Parlyn Ltd., 707 S. 
Broadway, Los Angeles 14, Cal. 





Rubberlike Runner 


Bird & Son, Inc., East Walpole, 
Mass., is introducing a narrow ribbed 
rubberlike runner that has a non-tacky 
surface, and can be installed without 
cementing. Maker says it will not curl 
at the edges and is skidproof wet or 
dry. Available jn rolls 36 in. by 75 ft., 
now and soon in rolls 27 in. by 100 ft. 





‘Flush-Lift’ For 
Leaky Toilets 


“Flush-Lift” is a flushing mechanism 
that is claimed to stop leaky toilets. It 
fits all lever type tanks. Flush-Lift pack- 
age units are made for installation with 
new fixtures or for replacement of old 
lift mechanism. Handy package kit con- 
tains: Cam bar with self-adjusting cam 








AT S MEW 


and knurled nut, cam cup with rubber 
bumper, lift rod, swivel connection, and 
ball. Installed in a few minutes. Made 
of aluminum. G. & H. Mfg. Co., 2015- 
19 N. Leithgow St., Philadelphia 22, 
Pa. 


ABC-O-Matic Washer 


Altorfer Bros. Co., 900 W. Washing- 
ton St., Peoria, Ill., is making the 
ABC-O-Matic Washer with the paten- 
ted principle of “Centric Agitation.” It 
handles 12 to 14 lbs., and will com- 
plete 72 lbs. of washing in 30 to #0 
minutes. The “Centric” agitator is hori- 





zontal, causing a surging motion, in- 
ward and outward from the center in 
all directions, at the rate of 156 times 
per minute. 


‘Gravity’ Window Holder 


The “Gravity” Window Holder may 
be used as a substitute for sash cord 
and sash weight, says the maker. It 
will hold window in any position, and 
prevent it from being opened from 
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the outside. The holder and screws are 
mounted on a card with complete 
instructions. The holder is said to 
eliminate rattles and drafts. Shipping 
weight is 2 lbs. per doz. Suggested to 
sell for about 39 cents. Almor Indus- 
tries, 2108 Payne Ave., Cleveland, 14, 
Ohio. 
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What is the quality of 
your relationship with the 
customer after you sell or 
install a water system? Obviously, the perform- 
ance of that system either stirs him to recommend 





you and to make further purchases . . . or it 
doesn’t. Insure the good will so necessary in a 
business like yours by always selecting Life-Long 430 431 
sncthin, ta DAYTON Water Systems. ve sastmiaianaainciieaail 
e center in THE DAYTON PUMP & MFG. CO. 8 
‘1 Go rare. Sane aoa ay wr 3-jaw a to fit Y2”-24 Spindle. 
Other threading to specification. 
#380—'2” Chuck with No. 2 Morse Taper Arbor. 
Holder #381%" Chuck with Arbor to fit 2” or 36” Spindle. 
folder may #382—'%" Chuck with Collars and Arbor to fit 2”. 
- sash cord or 3g” Spindle. 
maker. It #383—Arbor to fit ¥2” or 96” Spindle, with Collars. 
sition, and #384—12” Chuck with 2” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 


ened from 
: #408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for Connecting two 42” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. ' 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


rows a -|BROWN-MCLAREN MFG. Co. 
— REMEMBER: HAMBURG, MICHIGAN 


3 said to 

Shipping 

gested to e e 7 

= ine [wood Will is Good Business ||“ * “Sicocaaun 


eland, 14, 
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310 E. 149th St. 








QUALITY 


THAT BUILDS UP YOUR BUSINESS! 


We are now in a position to help you to 
increase your sales with the following 


items: 
BRASS FITTINGS ASBESTOS WICKING 
OIL BURNERS WATER HEATERS 


COOK STOVES 
COPPER TUBING IN ALL SIZES 


AMERICAN MFG. CO., 
P. ©. BOX 2172 


COPPER WATER COILS 


INC. 
HARTFORD, CONN. 








CLIP-RITE 
COOK'S 


EWwur 


NAIL CLIPPER 
Reset ZOE 


SUPER VALUE 


THE H. C. COOK CO 
27 Beever St.. Ansonia, Coos 





FOLDING 


CHAIRS 


Upholstered and 
Plain, Many styles 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142-A BROADWAY 
NEW YORK 1, WN. Y. 








D-O DECAL 


BLACK & GOLD 
Display Loose Leaf 


Stock Binder PRES! 











No. 2 Deal Costs $20.22—Sells $33.70 


Sent postpaid to responsible dealers om approval 
OBBERS 


© SOLD THRU J 


D-O DECAL CO. 


462 EB. Fordham Road, Bronx 58, N. Y. 


Less—With Attractive 
Weatherpruf Basily Put On 


LETTERS-NUMBERS-SIGNS 

















ALUMINUM ICE CUBE TRAYS 
: Immediate 
Delivery 
Popular 
Sizes 


Mention your 
NOTE NOTCH : 
FOR INSTANT RELEASE jobber 


EDISON COOLING CORPORATION 
New York 51, N. Y. 


Write for prices 














Reg. U. 8. Pat. Off. 
are 
convenient—orderly— 
durable 


Sample mailed on request 


Scottsville, N. Y. 


“RED BIRD” PRICE CARDS 


Made in five handy sizes 


Our transparent protectors render 
the cards legible at all times. 


WEAVER-BEACH CO. 





Hand Sander 


The “Dandy Sandy” Hand Sander 
holds standard size sheets of sandpaper 
folded twice lengthwise. It is designed 
for both home craftsmen and _ profes- 












sional shop use. Made from wood with 
a high finish, it has finger-fitting 
grooves. Suggested to retail for 59 
cents. The Dahl-Williams Co., Downers 
Grove, Ill. 


Fraim Lock Catalog 


E. T. Fraim Lock Co., Lancaster, 
Pa., has issued a new catalog, printed 
in red, green, black and yellow which 
illustrates the company’s line of locks, 
padlocks, night latches, etc., in color 
and gives the size, specifications, pack- 
aging and weight of each. 







Booklet Reviews 
History of Pump Firm 


The F. E. Myers & Bro. Co., Ash- 
land, Ohio, has prepared a 56-page 
booklet entitled, “Covering the Wa- 
terfronts.” Each page is half illustra- 
tion and half copy. It outlines the his- 
tory of the company starting more 
than 75 years ago when it was no 
more than a small farm implement 
store operated by Francis E. Myers. It 
continues with the design of the first 
Myers’ pump by Phillip A. Myers and 
the formation of a partnership by the 
two brothers to manufacture and mar- 
ket this pump. , 

In 1885 the first factory was built 
and other improvements were made 
and time saving devices were added 
to the pump line. The booklet shows 
and describes the processes and tech- 
niques used in manufacturing the 
double-action pumps. 

The booklet tells of the firm’s adver- 
tising program, dealer aids available, 
and outlines the dealer educational 
program. 





Lurie Hardware Flyer 


A 32-page catalog just issued by 
the Lurie Hardware Co., Inc., 552 W. 
Lake St., Chicago 6, IIl., lists items 
in the company’s lines now available 
from stock under the following head- 
ings: Tools, electrical supplies, cutlery, 
household supplies, bathroom fixtures, 
fishing tackle, toy and wheel goods, 
brushes, garden tools, builders’ hard- 
ware, etc. 








THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 


sereens, garden furniture, frames, etc. 
ORDER NOW FROM YOOR JOBBER 
SUPERIOR F 


ASTENER CORPORATION 
Chicage (18), Mi, 





2949 Elston Ave. 








Templeton, Kenly & Co, 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


ELEPHANT 



















































RAND 


STEEL WOOL 


Long, uniform, resilient 
strands for keener bite 
and longer life. Big 16 
unit pkg. Order direct 
or from your jobber. 

Ohie 


SPAR-TER 


.... ANOTHER MAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.Y 









































































































LEATHER 
AND 




















SADDLE SOAP 




















Maker for You 


For use on all leather except 


suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Packed In 6-02., 12-02. & 5-lb. Cans 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 
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ME FOR 


INTS | ena 
n attractive space-saving 
OmPANY Revolving Stand for dis- 
ORK 57, N.¥ play. With your initial 
order for the GILBERN line 
of brushes, you receive 
free the revolving display 
stand. It takes very little 
space and does a real sell- 
ing job for you. 

























This is a TYPICAL Dobbins 
1947 CONSUMER ADVERTISEMENT 


Appearing is» 
BETTER HOMES and GARDENS 
Every GILBERN brush is sturdily constructed and serves HOUSE and GARDEN 


practically every household use. All brushes priced for fast, 


profit-making sales. COUNTRY GENTLEMAN 


Assortment consists of one display stand and one dozen 
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i’sa 
COMPLETE SHUT-OFF 


Sales Prove They Sell Fast! 


Ball Faucet Sealers are NEW — and 
packed with outstanding, sales pro- 
voking features. These economical 
“no drip” sealers please customers be- 
cause they stop leaks completely and 
quickly — last longer — and eliminate 
wear on faucet seats. No chattering 
or “singing”. Specify sizes when order- 
| ing for 4”, %”, and 42” faucets. 

Immediate Delivery « Order NOW From 


JOHN L. CHANEY INSTRUMENT CO. 
LAKE GENEVA, WISCONSIN 











BIG DISCOUNTS 
St ew 
ORDER NOW 


FOR NEXT SEASON!! 
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NATIONALLY ADVERTISED 


GUEHROKYE 
TANKE 
HEATE 


"STANDARD THE COUNTRY ¢ 

















DISCOUNTS America's 
Feb. 5% wisest LINE 
TANK 
Mar. 4% HEATERS! 
Apr. 3% FAVORITES 
with Stockmen 
May 2% Everywhere! 


) 
Jun. 1% 


IMMEDIATE 
DELIVERY 


SUEBRICC re. co. 


200 Main St., GEORGE, IOWA 


Golf Club Bag Stand 


“Caddy Stand” attaches to any golf 
bag says Stampings Inc., 6347 N. Clark 
St., Chicago 26, Il]. Made from light- 








weight aluminum and weighs about as 
much as a club. Slight pressure of 
foot pedal drives spear into the turf 
and golf bag is held in upright posi- 
tion. Releases and returns to closed 
position when lifted by shoulder strap. 
Suggested to retail for $3.00. 





Gits Window Display 


Gits Molding Corp., 4612 W. Huron 
St., Chicago, Ill., manufacturers of more 
than 20 plastic household items, has 
planned a _ merchandising program 
which includes a complete window dis- 
play with six colored units suitable 
for all types and sizes of store win- 
dows. It can be altered to include any 
combination of the six basic groups. 
As point-of-sale aids are included in 
the window, each item can be returned 
to the counters for sale. Focal point 
of the display is the unbreakable plas- 
tic flashlight, that has a 4-ft. multi- 
colored display backed by the 24 by 
36 in. broadside. 





Fishing Forecaster 


The Cortland Line Co., Inc., Cort- 
land, N. Y., has combined a pocket- 
size catalog of its fishing lines with 
a “Fishing Forecaster.” It has a 
wheel which when turned brings the 
correct month into a window-like open- 
ing and indicates the days fishermen 
are apt to catch the most, some or 
least fish. Printed in three colors, the 
catalog gives full information about 
sizes and prices of Cortland Nylon and 
Ivanhoe silk fly lines, also Cortland 
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Nylon and Cardiff Giant silk bait cast- 


WHATS NEW 





ing lines, and the Mastercuty Cutty- 
hunk Linen line for deep sea fishing. 
Copies available free upon request. 





Corning Training Manual 


Corning Glass Works, Corning, N. Y., 
Consumer Products Division, has made 
available upon request a sales train- 
ing manual. Entitled, “You, Pyrex 
Ware and Mrs. America,” it is car- 
tooned throughout. Designed for use 
at store training meetings, it takes but 
30 minutes to read. The 32-page book- 
let gives the “know-how’s” that aid 
store personnel increase Pyrex Ware 
sales. 


Yoder Lawn Sprinkler 


Yoder Mfg. Co., 2401 E. 103 St., Los 
Angeles 2, Cal., has added “The Twin” 
lawn sprinkler which it claims will 
double the output of water in a given 
time over its older model, the “Little 


The YODER “TWIN GIANT” 
LAWN 
SPRINKLER 


THE YODER 
“LITTLE 
GIANT” 


Giant.” It sprays 30 ft., uniformly with 
no dry spots, according to the maker. 
Both models operate on the centrifugal 
principle. Made of all metal and have 
no moving parts. Will work on any 
water pressure. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 262) 


1—Answer. New price represents a 
25 per cent increase over the old cost. 

2—Answer. Combination discount of 
61 per cent plus 7 per cent is equal to 
a single discount of 58.3 per cent off 
list. 

3—Answer. Two turnovers during the 
year. Average inventory of $20,000 di- 
vided into total purchase of $40,000 
equals turnover. 

4—Answer. $2.50 for the glass which 
contains 5 sq. ft. 

5—Answer. Difference in price is 16.6 
per cent. Margin on truck load cost of 
$4.50 is 25 per cent; on less truck load 
cost of $5.25 margin is 12.5 per cent. 
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A TOYHOLDER FOR 
ATTACHING TO HIGH 
CHAIRS, PLAY PENS 
AND CRIBS. 
















ON THE HIGH CHAIR & 






TOYS ALWAYS WITH- 
IN REACH OF TINY 
HANDS. 













Baby’s pleasure 







within reach. 








SAVES VALUABLE 
TIME FOR BUSY 
MOTHERS. 





ON THE CRIB OR 
PLAY PEN 








A BRAND NEW--NON-SEASONAL 
ges Ay nating PROFIT-GEARED SALES ITEM 


OF THE WAY. 






cvery mother will want 





/ 
STEEL CONSTRUC- . 
TION. FELT LINES two or three: 


ee eEacH TOY TY wrapped iN JEWELER 









FASTENING TOYS 











ER. DURABL KiESUE AND PACKAGE! N BEAUTIFUL 
NICKEL “ges quire 
FINISH. 










WRITE OR WIRE FOR PRICE 
AND DISCOUNTS 


rie x NEN 


NWA 
OTHER LINES CARRIED: L. E. Stemmier f hes wey Vi a: 
Archery © Ryder Nursery Chairs © REPRESE TATIVE 
Supercratt Juvenile Furniture . 





FOLDS *‘NEATLY OUT 
OF THE WAY"’ 









YOUNGSTOWN 3 IH 10 


Pe ie : me MANUFACTURERS UTILICRAFT INC. = MINNEAPOLIS 
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Saflets 


BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks permo- 
nently in alignment, (2) 
lap over and protect belt 
ends, prevent fraying and 
add to belt life. 


or put on with a hammer 
if you have an inexpen- 
sive Safety TU-WAY 
Hammer or Vise Lacer. 


SAFETY VISE LACER 


Operating by any ordinary bench vise, 
applies all standard make halt hooks. 
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SAFETY BELT-LACER CO. 


5390 N. Menard Ave. 


Chicago 30, U.S.A. 








You Sell 
BIGGER 
Equipment 


WITH COX LIGHT POWER- 
TRANSMISSION ACCESSORIES 





Here is a low priced line of fast selling 
light power-transmission equipment that 
Is building new sales to home craftsmen, 
inventors, farmers, millwrights, service 
shops and others. Profitable in them- 
selves, these bearing blocks, sleeve bear- 
ings, shafting, couplings, collars, and re- 
ducers, when prominently displayed, in- 
crease sales of B geri V-belts, motors, 
power tools, and related items. 


Write for Illustrated Bulletin A31 
for complete data and price list. 


COX wmetat propucts co. 


3249 No. 26 St. * Milwaukee 6, Wis. 


<7 
XZ. 
‘7 | 
Safety Belt Lacing can be Ss | 
applied by any standard 
lacing machine vise lacer 
VW 




















Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Associa- 
tion annual convention and exhibit, May 
21-23, 1947, at the Municipal Audi- 
torium, Birmingham, Ala. Hotel head- 
quarters, Tutwiler Hotel. Mrs. J. H. 
Crowe, 509 No. 19th St., Birmingham 3, 
Ala., is secretary-treasurer. 

American Hardware Manufac- 
turers Association, 92nd semi-annual 
convention meeting jointly with the 
56th annual convention of the Southern 
Wholesale Hardware Association, April 
14-17, 1947, at the Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association. 

American Toy Fair, March 10-22, 
1947, in New York City with permanent 
exhibits at 200 Fifth Ave., 1107 Broad- 
way and other year-round display rooms. 
Temporary exhibits at the Hotel Mc- 
Alpin. Horatio D. Clark is secretary of 
the sponsor association, the Toy Manu- 
facturers of the U.S.A., Inc., 200 Fifth 
Ave., New York. 

Florida Retail Hardware Assn. con- 
vention in May 12-13, 1947, at Angebilt 
Hotel, Orlando, Fla. William W. Howell, 
P. O. Box 183, Waycross, Ga., secretary. 

Georgia Retail Hardware Assn. con- 
vention in May 7-8, 1947, at Ansley Ho- 
tel, Atlanta, Ga. William W. Howell, 
P. O. Box 183, Waycross, Ga., secretary. 

Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored 
by William H. Pfau and his organiza- 
tion. Permanent headquarters of show, 
240-44 Convention Hall, 4484 Cass Ave., 
Detroit 1, Mich. 

Louisiana /Retail Hardware Assn., 
annual convention, May 21-22, Youree 
Hotel, Shreveport. David O. Mansfield, 
226 S. State St., Jackson, Miss., secre- 
tary. 

Mississippi Retail Hardware & Im- 
plement Assn., annual convention, June 
9-10, 1947, Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, secretary. 

National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Housewares Show, April 
27-May 2, 1947, at Convention Hall, 
Philadelphia, Pa. Exhibit sponsored by 
the National Housewares Manufac- 
turers Association, 1402 Merchandise 
Mart, Chicago. A. W. Buddenberg, ex- 
ecutive secretary. The association is a 
new group formed by the merger of 
The Housewares Manufacturers Asso- 
ciation of Chicago and the New York 
Housewares Manufacturers Association. 

National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind. 
managing director. 

North Dakota Retail Hardware As- 
sociation convention and exhibit, March 
25-27, 1947, at the Municipal World 
War Memorial Bldg., Bismarck. Miss 
Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., secretary. 

South Dakota Retail Hardware As- 
sociation convention and exhibit, March 
18-20, 1947, at the Coliseum, Sioux 
Falls. Earl Erlandson, Cottonwood, 
S. D., secretary. 

Southern Wholesale Hardware 
Association, 56th annual convention 
meeting jointly with the 92nd semi- 
annual convention of the American 
Hardware Manufacturers Association, 
April 14-17, 1947, at the Palm Beach 
Biltmore Hotel, Palm Beach, Fla. T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the Manufacturers’ association. 

Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, manag- 
ing director. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, At- 
lantic City, N. J., will be headquarters 
for American Supply & Machinery 
Manufacturers’ Association, Inc. The 
National Supply & Machinery Distrib- 
utors’ Association and the Southem 
Supply & Machinery Distributors’ As- 
sociation. R. Kennedy Hanson, 1108 
Clark Bldg., Pittsburgh 22, Pa., is gen- 
eral manager of the American. associa- 
tion; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer of the National association, E. L. 
Pugh, Volunteer Bldg., Atlanta 3, Ga., 
is secretary-treasurer of the Southern 
association. 
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Write Dept. HA for further details on 
REID-WAY's one-moving-part principle. 


Lest 


FLOOR SANDER 
IN THE FIELD! 


1 a 





Because REID-WAY is the only 
sander with no belts, gears, pul- 


leys— nothing to cut its motor 


power. The motor itself is the 


sanding drum—and the weight 


directly over the drum plus drum 


speed (1800 r.p.m.) achieves a 


record 3,534 feet per minute sur- 


face speed! 


No other sander 


works so fast—none does a 


cleaner job. , 


REID-WAY, INC. 


MARCH 13, 1947 


2917 First Avenue, SE 
CEDAR RAPIDS, IOWA 
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DURO-JET EJECTOR 
PUMPS AND SYSTEMS 


The price of DURO’S Ejector Pumps 
and Systems has been lowered! 
Shipments, too, are improved. You 
can get immediate delivery on many 
models. The new DURO catalog and 

latest prices are in the mails. If you 
don't get one write today for a copy 
— it can be a profit bui.der for you! 


*® DURO-JET 
for single or 
double pipe 
installations — 
on shallow or 
deep well set- 
ting. 





Shallow and Deep Well Pumps and Systems 
* Ejector Pumps and Systems * Water Soft- 
eners * lron and Sediment Removal Filters 
* Industrial Water Softeners. 

Catalog and descriptive literature mailed 
upon request. 









LOWER PRICES... 
PROMPT SHIPMENT 





DAYTON 


OHIO 
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At Last! tHe HANDY HOUSEHOLD Too. | | 


Stelray SELF CENTERING PUNCH | 


Starts holes for NAILS 

or SCREWS ... at 

angles ... tight spots 
+ corners. 












WEG 






—— 9 
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Get a supply 
on display ... 


TODAY ! 


A 
Many ways to use — hinges, fix- 
tures, shelves, brackets, racks. 
Expertly designed and construct- 


ed. Appeals to hobbyists and | | 
craftsmen. 


pe Ask your Jobber — or write. 
One dozen to Easel board 

The “PUNCH BOARD” that really pays off. 

S T * [ ® A METAL PRODUCTS INC. 


SHELTON, CONN. 




















Perfect for many uses— 
ice cubes, hot foods, corn- 
on-the-cob, sterilized 
baby bottles, etc. Serrated, 
close-fitting jaws give 
positive grip on smallest 
objects. Rugged, all-steel, 
heavy nickel plate. 











VAUGHAN NOVELTY 
MFG. CO. 
CHICAGO 24, ILLINOIS 


World's Largest Manufacturers of Can Openers and Bottle Openers 









































Sold by more 
DEALERS 


Atlas Wicks are sold by more Hardware sng a: ‘ 
Dealers than any other make. Atlas Wicks 
have performed so well consumers know 
they are more dependable and jobbers 
and hardware stores know they are more 
profitable. 
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ASBESTOS COMPANY 


NORTH WALES, PA. 
MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 

























Assortment of 24 Screw 
Drivers. Tool steel blades. 
Retail 10¢ to 40¢. 


| DEALERS: Write tor complete catalog 
; and name of nearest jobber 
; —--@ 
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Eau TOOL “COMPANY, INC. i _— C 
‘GARRISON ae aie 2 STREETS, BRONX\59, Me) 4 Te 29 W. 1 
girs ——* MARCH 
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Be sure to stock a com- 
plete line of BANA 
Products—one c-" Amer- 
ica’s best selling, fast- 
est growing families. 


all BANA products 


BANA COMPANY #116 New Montgomery St., San Francisco 





For Extra Prorirs 


New Hand Cleaner 
QUICKEE in handy tubes 


Here’s a tie-in sale with every can of paint 
you sell to women! QUICKEE is kind to their 
hands! REMOVES paint— grime— grease —tar 
—printer’s and duplicating inks. In 17 seconds 
flat— WITHOUT WATER. Belongs in work- 
shop, car and kitchen. Fast-moving, new profit- 
maker for you! Fair Trade Minimum 29¢ 


35¢ SIZE GIVES 49% PROFIT 
ORDER NOW! 


N.Y. AND NO. ATLANTIC DEALERS:| 
Powerful consumer adver- 
tising already begun! Fea- 
tures new QUICKEE in 
tubes—sells your customers. 
It pays to display and push 


QUICKEE 


WATERLESS 
HAND CLEANER 


TUDOR CHEMICAL SPECIALTIES, INC. 
229 W. 179th St., New York 53,N. Y. 








wT AKD 


CLEANER 
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‘Parker’ 


with 
Tomorrow’s 
‘Pruning Shear 
Bes 





IN TWO SIZES 

JP1, 63/4” overall, weight 
4 ounces. 

| SP2, 81/2” overall, weight 

| 9 ounces. 





Once again Parker ingenuity and 

quality will bring big dividends to 

you. This time it’s the Parker Pruning 

Shear, so light that, as one dealer 

said, you could hang the junior «size 

on your watch chain. Parker presents a 

revolutionary design, with no exposed spring to become 
lost, to rust or to pinch the hand, but with a balanced 
innerspring completely concealed and lubricant packed 
for full protection. Notice, too, the jaws which give anvil 
cutting action, and are shaped for close in-pruning, the 
thumb catch lock that operates with a flip of a thumb, 
and the comfortable handles. Count on this shear in both 


Fy te! Parker |-4 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 


sizes to hold the spotlight for sales. 
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PHOENIX HAMMER 
is a masterpiece! 





@ Quality of materials and quality of workmanship 
make the Phoenix Hammer a masterpiece . . . the 
type of tool that real craftsmen demand. Because we 
insist on perfection in the manufacture of these ham- 
mers, deliveries are sometimes slow. We think you'll 
agree that Phoenix Hammers are worth waiting for. 


PHOENIX MANUFACTURING COMPANY 
JOLIET, ILLINOIS A CATASAUQUA, PA. 


























No. 49432 An Entirely New Set of 
Demitasses. Very Beautiful. 
Unusually Good Seller 


No. 4943Z No. 4943Z 












No. 4943Z No. 4944Z No. 4943Z 


Fine Porcelain, six different handpainted designs, in delicate, 
refined colors $15.00 per doz. sets (cups and saucers). In 6 
doz. lots $13.50 per doz. sets (cups and saucers). Packed | 
doz. sets in carton containing two of each of the 6 designs. 
No. 4944Z SUGAR AND CREAMER TO MATCH 


$19.50 per doz. sets, in 3 doz. lots $18.00 per doz. sets. Packed 
1/6 doz. sets in carton. 












Agents wanted all over to sell these sets to storekeepers, all 
the samples you have to carry is one cup and saucer and the 
illustration the other designs. Liberal commission on orders 
and re-orders. 











We carry a large assortment of fast selling and unique 
GIFT GOODS. Set Z of illustrated price lists will be sent 
to any hardware dealer on request. 








333 & 335 Z 
IMPORTING South Market St. 


| 8) KAUL AGENCY, Inc Chicago 6, Ill. 











THE NEW SISLEY NOZZLE 



















IS OUTSTANDING 


IN SALES APPEAL (look at it) 

IN DESIGN (examine its features) 

IN CONSTRUCTION (look inside) 

IN PERFORMANCE [try it on your hose) 
IN RUGGEDNESS (test it) 


IN VALUE (at $1.00 list it is the outstanding noz- 
zle value for 1947) 

Its new exclusive seal will not leak at any normal 
water pressure and it actually improves with use. It 
sprays farther or finer with fine adjustment range. 
It's made of tough non-ferrous corrosion resisting 
alloy. Bright nickel plated for enduring beauty. 


LIST—$1.00 
ASK YOUR JOBBER OR WRITE FOR SAMPLE 


SISLEY PRODUCTS, INC. 


2282 ALBION ST. TOLEDO 6, OHIO 

















SAVE CLERK'S TIME! 


Let the "Kler-Vue" Silent Salesman Sell 
Your Cutlery. 








*"Kler-Vue"' Silent Salesman with Glass Front, No. S-6—Patented 








Let the customers select their own style of knives—they of sq 
know what they need. “Kler-Vue" Store Display Case will 
hold 26 styles of cutlery up to 12 inch blade lengths. Fitted Oster — 
with removable bases, it sits on table counter or show window. hair- cuttin 
Has detachable bottom for cleaning glass front. Size: 36” for more t 
long, 14” high, 2!4” deep. Made under "Kler-Vue" Patents. famous for 
Finish—Natural only. Can be cleaned with damp cloth. design anc 

Packed two in corrugated shipping carton, weight 30 really mear 
Ibs. per pair. Net price per set of two—$16.00, f.0.b. New img your ¢ 
York. Terms: regular. — cong 

Write For Catalog Page ’ 
KLER-VUE KNIFE RACK (0., INC. 
1776 Broadway New York 19, N. Y. 
_— H-27 
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The right POCKET KNIFE 


for every purpose « 


for every customer 












Cat. Overa!l Number Price 
Ne. Type Length Blodes Hendle Lining — Bolsters Shackle per doz. 
J110 Vest 2h" 2 Aluminum Aluminum None Nene 10.00 
Pocket 
106 Cottle =," 3 Bone Gress Double None 18.00 
Comp. 
07 Sock 1%" 2 Shin Wicket Double None 15.00 
Bone Silver 
108 Pen 2 Peart Nickel None Yes 16.00 
Comp. Silver 
Wi Pen v 1 Peart Rickel None None 11.00 
Comp. Silver 
103 Scout %" 4 (lem Bross Double Yes 16.00 
. Comp. 
104 Scout %" 4 Bone Bross Double Yes 16.20 
Comp. 
J83 Electricion 34," 2 Wood Bress One Yes 10.50 
HS Sock 1," 2 Shia Steet One Mone 10.00 
Bone 
113 Automatic 2%," 1 Plastic Steet Wone None 10.50 
Pull Ball 
109 Pushbutton 4” 1 Plastic = Steet None None 33.00 
Dagger . 
S11 Pushbutton 4 1 Steet Steel One Yes 7.0 
Jock Stog 
N12 Pushbutton 5” = 1 Steel Steet One Yes 30.00 
Jack Stog 
5109 Swing Ss” 1 Steet Steel None None 6.00 
Fold 
4 Vest r 2 Wickel Wickel None None 18.00 
Pocket Sitver Sitver 
1 Scout my” «64 CSS. Bross None Yes 14.00 
1 Cottle 83%," 3 SS. Brass None None 16.00 





























Throughout the country Edlund’s Junior Can Opener 
is in greater consumer demand than any other pop- 
ular priced opener. Reason? Many. Precision built, 
high efficiency, long life . . . 5-year guarantee... 
and, consistently nationally advertised. For quicker 
turnover and more profits stock the Edlund line. 
Ask your dealer. 








MODERN KITCHEN TOOLS 


EDLUND COMPANY, BURLINGTON, VT. 
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Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years — is 
famous for high standards of 
design and construction that 
really mean something i in keep- 
ing your customers “sold.” 
Hand hair clippers for home 
and farm use are easy to op- 
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gster quality 


— your assurance 
of satisfied customers... 














erate and keep their keen cut- 
ting edges throughout long 
life. Increasing importance of 
personal appearance creates a 
substantial demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 
your jobber. 
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Nationally Advertised 
3 POPULAR SIZES 


to retail at 


4 inch 5 inch 6 inch 
blade blade blade 
75¢ 85c 95¢ 


Sample 6” screwdriver sent 
postpaid ... $1.00 





Fast turnover with this attractive 
counter display cord. Free with 
initial order of 2 dozen assorted 
screwdrivers at regular discounts. 


6158 Santa Monica Blvd. 
Los Angeles 38 
Eastern Office: 296 Broadway, N. Y. 
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MANY USES=MANY SALES 
Aduertised in 3,000 Publications 


For... 
Seteusing - 4 Sprayin 
Poultry ha k: Flowers 
. . _ . G s ” . 
Drench and ~ Protecting 
Fruit 


Dip for => 
Sheep Vv ee 


thy Curbin 
D ig 


Sprayin s 
Gar coe 4 (Repellent) 


[THE DOUBLE ‘DUTY INSECTICIDE] 


Identified By The Black Leaf 








Black Leaf 40 sells every month in the year—it never | 


goes "dead." Turnover is steady—profit is steady. 


Widely and Consistently Advertised 


Over 3000 publications with a total circulation of over | 
40 million carry Black Leaf 40 advertising. The manu- | 
facturers of Black Leaf 40 are right in there | 
“‘pitching"—and you, Mr. Retailer, are on the | 
“receiving” end. Why not cash in on this big | 


time promotion by laying in an ample supply of 
Black Leaf 40? 


Easy to Sell because it's Easy to Usel 


TOBACCO BY-PRODUCTS & CHEMICAL CORP., 
= Incorporated Louisville 2, Kentucky 
474 


THEY LOOK FOR THE LEAF ON THE PACKAGE 





vee Lawn Seed 


NATIONALLY 
ADVERTISED 


é * 
Profits this Spring 
Whitney Lawn Seed brings back old customers, brings in 
new. Outstanding for quality—super-refined, high germi- 
nation, grows better lawns. Outstanding for merchandising, 
too. The colorful Whitney packages and large easel card fur- 
nished, make effective displays in windows and inside stores. 


All Whitney advertising —in Better Homes & Gardens, 
s Home Garden and Big City Newspapers — refers p=. 
° lawn makers to Whitney Dealers for the FREE Se j 
g Valuable folder on Lawn Care. 
. Act Now—to get extra profits — this spring. 

& 
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NEW AND IMPROVED 1947 


HEDGE-KLIP 


PORTABLE ELECTRIC HEDGE TRIMMER 


Two-way cutting blades move back and forth cut- 
ting powerfully, clearly...in one sharp movement. 





NATIONALLY 
FAMOUS— 
CHROME 


for clean, easy cutting—durability—long edge FINISH 
life. "V" Blade slices against a soft metal anvil 

—an original Seymour Smith principle. With easy hand 
pressure, it snips tough branches with ease; yet it also cuts 
small twigs, even twine! No. 119, 8" size, easily cuts up to 
i,'' branches. No. 118, ladies’ 6" size, for branches up to 
V"". Sold only through jobbers. 


SEYMOUR SMITH & SON, INC. 
900A Main St., Oakville, Conn. 
Specialists in Garden Shears for % of a Century 


Sales Representative 
JOHN H. GRAHAM & CO., INC., 105 Duane St., New York 8, N. Y. 











@ Longer Cutting Length 
Hardened tool steel blades, with 
14¥,” cutting length; over 20% 
larger than previous model or 
other standard brands. 


@ Larger, Improved Teeth 
Notched, bread-knife type teeth 
are 7/,”" high and cre spaced 1” 
apart for faster, better cutting 
of more twigs. 

@ Balanced Weight 

Two full-grip handles give a per- 
fect balance for utmost operat- 
ing comfort. 


oe oS... 


@ Quiet Motor 

Continuous duty, very quiet run- 
ning dynamically balanced Uni- 
versal electric motor, 110v, 
AC-DC 


@ No Die-Castings 

Entirely precision machined; no 
die-castings which are usually 
subject to fatigue and conse- 
quent cracks. 

®@ Notched Teeth 

The notching of the teeth pre- 
vents slipping of twigs that must 
be cut. 


$4,950: Zone 2, West of Miss. 


(Less Discounts) 


Complete with 15 ft. approved Cord, Switch and Plug. 
Nationally Advertised! Free Advertising Mats, Folders, Displays! 


ACCMATOOL CO, m- sew rorn 5.x 
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Our world- 
wide dealers 
today are 
























making con- 
ARMS tinuous profits and 
Co. satisfied customers 


—H&R quality 
firearms can do 
the same for you. 
Quick selling be- 
cause sportsmen want 
H&R precision firearms 
—repeat selling because 
of guaranteed H &R qual- 
ity. Order your H&R 
stock today! 






“LEATHERNECK”’ 
Model 165 
















Quality Arms 
Since 1871 — 


HARRINGTON & RICHARDSON ARMS CO. 


335 PARK AVENUE, WORCESTER 2, MASS, 




























HOPPE S 


LUBRICATING 
OIL 


HIGH VISCOSITY 
VERY PENETRAT i 











Save Time and Energy 
Sell HOPPE Products 


When it comes to gun cleaning—or the prevention 
of rust in guns—no line of products is more highly 
regarded, known, used, or more consistently and 


Widely Advertised 


Every enterprising Jobber handles these products 
and every experienced shooter knows by actual 
use that Hoppe’s No. 9 Solvent, Hoppe’s Gun 
Cleaning Patches, Hoppe’s Lubricating Oil, 
Hoppe’s Gun Grease and Hoppe’s Gun Cleaning 
Packs are “the tops.” Order some from your 
Jobber as soon as convenient and learn the facts 
first hand. 


FRANK A. HOPPE, Inc. 


2314A NORTH 8TH ST., PHILADELPHIA 33, PA. 






























WANT TO INCREASE 
YOUR SPORTING GOODS 
SALES? 


SPECTACULAR 


BENSON 


ROD «s REEL 
COMBINATION 











Here's a solid, flexible metal rod, light 





















earner KAUFMAN MEC.CO. 
prices! MANITOWOC,WIS. 


MARCH 13, 1947 








in weight with the desirable characteris- 
tics of bamboo without the undesirable 
characteristics of a heavy rod. Automatic 
thumbing action eliminates backlash and 
necessity of thumbing reel or line. The 
automatically level-winding and free-run- 
ning reel plays out just the correct length 
of line for cast desired and weight of 


; bait used, without the usual over-run. 
Self-drying and positive line control at all times. 
Simple construction . . . adaptable for casting left 
handed. Supplied in colors approved by all fisher- 
men. Combination can be readily dis-assembled. 
A sturdy carrying case is supplied for protection. 
Order now for immediate 
delivery. 




















































Popular with your shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
TELESCOPE SIGHTS 
CUTTS COMP — 





Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 


Nationally advertised. 


Write us for Catalogs and Folders 


THE LYMAN GUN SIGHT CORP. 


Established 1878 
MIDDLEFIELD, CONN. 
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Hundreds of different 
keys—yet we can supply 
an extra key for your cus- 
tomers for only 10c! Just 
send us the lock serial 
number. Sterling pad- 
locks are easy to open 
and close—and they won’t 
jam or stick. Simply con- 
structed of four perma- 
nently joined parts, with- 
out springs or rivets. Sug- 
gested retail: 2%4” size— 
85c; 134” size—60c. Ask 


your jobber, or write us. , Cold rolled steel shackle 
e e Adequately rust-proofed 
/ e An ideal exposed lock 





yy ROTARY SHACKLE LOCK 


STERLING LOCK COMPANY 
1301 S. Third St., Minneapolis 4, Minn. 


QUARTER-CENTURY OF DEPENDABLE SERVICE 
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@ Step Stool 
@ Junior Chair rent tenoING | 
@ Handy Stool 

®@ Stool with Foot Rest 


A Product of Keen Equipment Co., Inc., Vineland, N. J. 


HIS modern step stool fills every wo- 
man’s kitchen need. Take advantage of 
this consumer demand created by NAT- 
IONAL ADVERTISING ... your guarantee 
of rising sales. Write for our Mat Service. 
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Menstvetered by 


KEEN F aiiieasas Company 


VINELAND, N. J. 
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IT'S NEW— Master & Junior Squeegee Display Deals. Show- 


ing 16”, 12”, 6” multiple blade wiper and 6” single blade wiper. Fast Sellers: 
FREE—with Each Deal, One Easel Display Card of Heavy or 
Board—in Six Cheerful Colors—A Powerful Sales Aid. Se agg te 


miniature Ca 


LUXOR MASTER DISPLAY—9 dozen assorted sizes, 
including 1 display card & 4 wipers. Shipping weight, 35 Ibs. 


LUXOR JUNIOR DISPLAY—<6 dozen assorted sizes, 
including 1 display card & 4 wipers. Shipping weight, 26 Ibs. 


G & H MANUFACTURING CO. 


2017 N. LEITHGOW ST., PHILADELPHIA 22, PENNA. .—_ 
HARDWARE AGE 


Order fro 























TOOL STEEL BLADE SHEARS 


Easy replacement of blades worn by continuous 





use and resharpening. A domestic and industrial 
‘fast seller. Tempered tool steel offers a long life 


edge, yet you pay for it only in the blade. 7% 
long, completely chrome plated. 


WRITE NOW FOR DETAILS! / ‘teuter 


Vite 





NU-AGE PRODUCTS CO. 
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MAKINEN Beautiful 

4 Color Catalog NOW | 
“‘Stream-tested”’ —___ READY. 
Fish Killers v 


es ¢ < 
Lures—Sp P 








The world's finest line of 
lures are now ready for the 
trade. This beautiful 4 
Color Catalog contains the 
most complete line of 
"Stream-tested" lures for 
fishermen. One source of 
supply for the most active, 
fast selling baits for lake, 
stream, salt water fishing. 
Be sure to get YOUR 
COPY FREE. 


Nationally Advertised 


Fast Sellers—Quick Turnover—Popular Action Lures in big Demand, backed by 
forceful advertising in FIELD & STREAM, SPORTS AFIELD, HOLIDAY, 
OUTDOORS, OUTDOOR LIFE, OUTDOORSMAN and other popular magazines. 
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DEALERS— 
Order Now To Meet 


The Demand For COMPAX 


The COLUMBIA-built PARATROOPER BIKE 








Zax \ 





THE STANDARD BICYCLE WHICH 
FOLDS TO PACK EASILY IN 
CLOSET, CAR, PLANE, BOAT OR TRAIN 








Exclusive National Distributors 


FOLDING CYCLES, INC. 


29 West 46th Street 
New York 19, N. Y. 


























| Canvas Kid trade mark is an 



















You and your cus- 
tomers may be sure that 
any product bearing the 


outstanding value. It means 
...the highest standard 
of quality and work- 
. manship. 








Precision Built for Craftsmen 


Open hearth steel cutters tempered and ground. Fine grey iron bodies, 
rugged construction, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen recognize. 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 


Standardize on the FULL LINE 














NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 

Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 
Sen, es resin and rapid as acid. Not affected by 
aed heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
someee with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 


670 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. S$. a. 





« CORDS ... CORD SETS 


specified by top manufacturers of 


LAMPS 
RADIOS 





IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 


RANGES WASHERS 
HEATERS MIXERS 


A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 














CORNISH WIRE C0., ne 


15 Park Row « New York City, 7 








4 Fast Selling Consumer Products Of Real Merit 


CONSUMERS 
CRACK FILLER 
or Wood Putty. An improved 
plastic material (dry) that 


it" jobs quickly and easily. 
Just mix it in water and press 


the dough into place. pt., pint, quart, | and 5 gal. containers. 
DAISY BRUSH CLEANER 


In 5 o2. pkgs. Also | 





Ib. cans and 100 ib 
drums. 


TIGER GRIP LINOLEUM CEMENT 


Ideal for laying linoleum on wood floors, 
or pasting linoleum on sink tops or drain 
does those ‘fix it’ and "make boards. Spread thin coat on surface— 


For cracks, holes, etc. Mixes 
white in cold water. Knits to 
old plaster immediately. No 
sizing necessary. In |, 2/2 & 
5 Ib. cartons; 2, 5, 10 & 15 ib. 


use a scrap of linoleum for spreader. '/2 paper bags: 50 Ib. bags— 


100 and 300 Ib. bbls. 


-- Cleans and softens old paint brushes perfectly. Keeps new brushes 


>| PAINT BRUSH 


like new. 10¢ size—24 pkgs. in unit, 25¢ economy size. 2 doz. in 
case. Wholesalers—send for our folder showing Products of Merit. 


CONSUMERS GLUE COMPANY 
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CONSUMERS PATCHING PLASTER 
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PAC 

OUR WE 
BE 


SINCE 1906 
ST. LOUIS 18, MISSOURI 
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EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically repalr- 
ing rips and tears In canvas and other fabrics— 
clothing, upholstery, etc. Unequolled for th d 
and one uses. Cement both ports—let dry—press 
together. Seams remain strong and waterproof when 
washed, bolled or ironed. Avaliable in 2 oz., 4 o1., 
8 oz., quart and gallon sizes. 





DURAL CO., INC. “wisconsin” 











HENRY’S 


FINEST QUALITY 
Balanced Six of our sure-fire 


LOPPING soon _sellers._ in demand 


SQUEEGEE everywhere — and 


SHEARS nay available to you MEDICINE 


x*« «x 7 : 
Now! CHESTS 











Best drop 
forged steel - 
blade and om % Send for 











hook, hard- oon 
ened and tem- _ WINDOW Complete 
CLEANER 


pered. Selected . i. Se Information 
hard wood han- a No. 2026 
dles, wax finish. Y 26 inch 

Workmanship and ~™ 4 . pata ke 
materials guaranteed. Ye 4S ’ — 








We have specialized in 
Pruning Shears for 
over 85 years. 


a4 ae 5 
THE J. T. HENRY 3 ei GARDEN TOOL SET 
MANUFACTURING CO. “ae oo 


HAMDEN, CONN. oeeee 
METAL SPECIALITIES COMPANY 
626 N. 34th St. . Phila. 4, Pa. 


CLOTHESLINE PULLEY 




















erit tHE NAME SILVER LAKE stampep oN EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 

BETTER SASH CORD 


G PLASTER 


LOWER PRICED GRADES 
EDDYSTONE 
i 
NUCORD 


SILVER LAKE CO. } chstesnoochee, Georsi BENGAL 
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DIRECT CLAMP TO HOSE 
NOW AVAILABLE 


A SNAP-PY SELLER—the Snap-Tite rust- 
proof swivel ball bearing coupler is the easi- 
est and best connection for hose at the 
faucet, nozzle or sprinkler. Snaps on or off 
so simple a child can do it. Leak proof 
swivel feature adds life to hose for kinking 
is impossible. Available in two styles: 
PERMANENT CLAMP TYPE with patented 
long and short claws as illustrated. 

SCREW TYPE for standard hose connec- 

tions. Immediate delivery. Order now 

and prepare for the Spring business. 


es ns 
gpornnt’ connect! pozztes 
a 


, rr: 
4 
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1710 French St., Erie, Pa. 
Pat. & Pat. Pend. U. S. & Foreign Countries 











PROFITABLE 


Territories Open! 


rs 


There’s a whale of a Market 


for WEEDANOL 
Wherever Grass Is Grown! 


WEEDANOL, the pioneer 2, 4-D lawn weed killer. Sticks 
‘til it kills . . . kills the weeds but not the grass... 
treats more area for less money. 

Your market is as big as all outdoors! Many of the coun- 
try'’s finest golf courses standardize on WEEDANOL; and 
countless home owners used it successfully for the past 
two seasons. Much more will be bought this year. Why 
not cash in on your share? . 


Strong Merchandising Aids! 


Powerful WEEDANOL national and local advertising, con- 
sumer folders, display materials, mats and electros are 
squarely behind your selling. Stock WEEDANOL and 
profit! 


Write Today For All The Facts! 


ASSOCIATED CHEMISTS, INC. 


NORTH COLLINS, NEW YORK 
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Hayes GARDEN PRODUC 


Two different 16" models. 
Many outstanding features. 


Customers instantly appreciate their light 
weight, easy action and practical design. 
Tough aluminum alloy castings protected 
by long wearing hardened steel bushings. 
Smooth cutting, five blade, ball bearing reel. 


When you sell a Hayes spray gun, you’re 
just starting to ring the cash register. Not 
only do you make an easy sale and a 
legitimate profit with a Hayes but also you 
build up your sales of insecticides. Sales 
invariably go up, because Hayes spray 
guns are so much easier to operate that 
gardeners use them more frequently. Stock 
the Hayes line for profits plus in 1947. 





Crucible tool steel knives. Shock resisting 
rubber tires. These lawn mowers are as 
strong and durable as specialized experience, 
quality materials and precision workmanship 


can make them. 
order now 


and assure yourself Immediate 
Delivery. Write, wire or phone 
for complete trade information. 


. | \Z Canufacturing Cnpay 


Springfield, Ohio 





1 qt. capacity easy-operating sproy 
gun for spot spraying, DDT appl. \ 
cation. Only $2.95 

Hayes Jr. — the all-purpose sproy 
gun. $6.95 

Hayes-Ette — for specialty spray- 
ing, 2-4-D application. $3.45 
Hayes Sprinkl-Air — the rain- 
making nozzle. 69¢ 

Hayes 10-to-1 Proportioner— 
fertilizes while watering. $1.95 


LAWN MOWERS 
SINCE 1880 


HAYES SPRAY GUN CO. 
East Pasadena 8, Calif. 
Notionally Distributed by 


JOHN H. GRAHAM & CO., INC. 105 buane st., New York 8% 


Innisfallen Ave. 
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SLE Iz BALL BEARING 
en! | NAN SAW MANDRELS 


These “QUALITY” saw mandrels are designed and con- 








structed of the finest materials available and can be used 
arket in the factory, in the garage, on the farm, as well as in the 
_ <— home work shop. 
OL ey These “BALL 
7 a 9 | BEARING” 
ve : f -t | saw mandrels 
rown. . 5 4 | are good for 
_ ma 3 high speed, heavy 
killer. Sticks a ATER | loads, shock loads and power transmission. Made of 
e grass... SS WN | One piece grey iron cast housing double sealed BALL 
siiiataill e : | BEARINGS designed to exclude dirt and retain the 
peg and ie a Here’s one of the finest postwar | tubricont. Comes in sizes 4", %", %4” eaw bore. 
; sear Why electrical appliances. It’s a high- — “SPECIAL” HEAVY DUTY POWER GRINDERS 
Seniebeeme profit, reasonably priced item that 
WaememeE §6practically every one of your cus- | , = - mre icici 
lids! — yaa i sieglbisnc: tomers will want. Many uses — a) mechines are cad practi 
ibtinn enol i Sell pets, etc farms, homes, camps, etc. a0 f +, snd” eroding, wok "we 
; i| + ae eavy “Orire” rings give 
Sento oad eee §€=HOT WATER BY THE PAILFUL IGM eey | Oth. auict, trouble-free op 


LABORATORIES 


tae Easily operated — a pail of water | iy \\e and tool rests. Sizes range 


. ie in weight from 5 Ibs. to 25 

Facte! hung on switch arm sets unit in ibs. 
~ 7 P i . “a: “I 
acts. a operation... when pail is removed, 


POPULAR SELLING . . 
cece switch shuts off automatically. 


meme ct tren rene sesteronvctere | Martestic Tool Mfg. Co. 


THE NATIONAL IDEAL COMPANY 
DEPT. HA 31, TOLEDO 4, OHIO 120 N. JEFFERSON STREET led tiey \clom. mm] 6 Gum’ mw | 


Write for descriptive literature of our entire line 














PRO-TEX 
SCREEN ENAMEL 
with D. Det. raiin esa 


ANew Field-New Profits = _.?! 


5 Serene ent 


You never sold 
a pump like this! 


Builders, farmers, masons and plumbers use Marlow 
“Water Wizards”. 


The exclusive Marlow “diffuser method” enables these 
centrifugal pumps to prime, reprime and pump fast, sure, 
automatically, even on high suction lifts. No auxiliary 
devices; no air binding; no wasted motion. Simple, 
free-flow design is efficient, trouble-free. Cleans itself. 
Will handle clear, gritty, heavy or light fluids. Made 
extra strong. Fully guaranteed. 


114- to 10-inch sizes; 50 to 4000 GPM. Dealer data sent 


This double-duty enamel means better value for your 
custemers—faster sales for you! A tremendous success 
when introduced only a year ago, PRO-TEX Screen 
Enamel with D.D.T. is now available in adequate quan- 
tities to supply everyone. This new wonder of modern 
chemistry has sweeping sales appeal. _Here’s your 
opportunity to make extra Spring and Summer profits. 





PRO-TEX Screen Enamel with D.D.T. is a quick drying 
high quality black enamel that not only makes all 
types of screening last longer, but also repels insect 
pests. Contains 5% D.D.T. solution. May also be used 
on wood or metal surfaces. A single application is 
completely effective through an entire season. 


PRESERVES SCREENS ., REPELS INSECTS .. 
































promptly. INTERSTATE CHEMICAL PRODUCTS CO., 1101 $. Koimar, Chicago 
»perating sproy re : dis . , eS ' , © Rm cioie NOW FOR SPRING PROMOTION--USE THIS COUPON | 
ng, DDT appii- : : 1. 288: | INTERSTATE CHEMICAL PRODUCTS CO. H 
‘ . Kolmar Ave., icago , ° 
purpose spray ' Please ship at once as follows: 
‘Quantity Description Unit Price* : 
pecialty spray- : Quarts—PRO-TEX @ S9c 
n. $3. ‘ i ee Gallons—PRO-TEX| @ $2.01 
ir — the rain- ° f ‘#8 . ; Terms: 2% 10 Days, Net 60 
‘ | F.0.B. Chicago TOTAL 
| (Frit. Allowance on 100 lbs. or more ) 


- re 
oportioner , fom ‘ | Wt.: Case of 12 Qts. 25 lbs.; Case of 4 Gals. 32 lbs. 
ring. $1.95 eyrers of / * Suggested retail prices: Qts. 98c; Gals. $3.35 
| NAME 

quality , | 1_STREET 
St., New York 8,4 a ' CITY ZONE STATE 
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SALES 


Almost every home and apartment has two 
or three “unsafe” back or side windows. You can build a 
substantial WIN-DO-GARD business by reminding every 
customer of the need for protection. With a WIN-DO- 
GARD on display it is a simple matter to show how ef- 
fectively it keeps prowlers outside . . . protects loved ones 
and valuables inside. Ideal for children’s rooms to keep 
out intruders and to prevent falls from inside. WIN-DO- 
GARD does not interfere with raising the lower sash, nor 
with screens or storm sash. Windows need never be 
locked. Any home owner can install. Screws and set- 
screw wrench furnished with each guard. Two adjustable 
sizes for large and small windows. Write for literature. 


belie LOUISVILLE, KY. 
WIN-DO-GARD 


TRADE MARK 


National advertising in 6 
consumer magazines is tell- 
ing over 8 million readers 
about the safety of WIN- 
DO-GARD. .. telling them 
to see and buy... in stores 
like yours. 




















WEEDMASTER 


The most practical lawn mowing attachment 
since the grass catcher. Cuts the tops of those 
annoying tall weeds and plantain so that the 
mower does a complete and uniform job in 
one pass. Eliminates the back breaking work 
with sickle or clippers. 


Made in 16 and 18 inch sizes. Clamps ad- 
justable to fit all makes of mower. 


Available immediately. Write for descriptive 
literature. 


Jobber inquiries invited. 





KNAPP FOUNDRY Co., Inc. 





**Over-the-Counter’’ 


740 CABEL ST. | 






r linoleum 
SEAM and EDGE BINDING 


Casual customers make your register ring if you rivet their roving eyes 





with S & W counter display cartons for linoleum binding. These shopper- 
stoppers are quickly emptied of their twenty-four 2% "-sq. boxes of binding, 

Each small box comes complete — 12 feet of silvery, pliant zinc, pre- 
shaped and pre-punched with the necessary nail holes . . . plus all the 
necessary nails. 


Write today for complete information and prices on this profit maker. 





LDING CO. 


COLUMBUS 6, OHIO 


S& W MO 


980-90 PARSONS AVE. DEPT. H 
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GUILFORD, CONN. 
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STOCK... SELL THE LEADER... 


Milwaukee BUILDERS HARDWARE 





* Selected by Performance Tests 
for the Nation's Finest Buildings. 


Attractive styles and designs, greater 
strength and durability, smoother operation, easier 
installation — are features of MILWAUKEE 
hardware that builders and owners know and 
appreciate. Features that recommend them to 


you as sales leaders. 
OUR 53RD YEAR OF QUALITY PRODUCTION 





NU-JAMB 


STANDARDIZE on MILWAUKEE 
BUILDERS HARDWARE . . . the 
quality line of spring butt hinges, 
pivot hinges, screen door hinges, 
lavatory hardware, 
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MILWAUKEE 
STAMPING CO. 


842-B South 72nd Street 


Milwaukee 14, Wisco 


ASK 0 





HARDWARE AGE 









MARCH 1 


eeeeeeeeses 


. 
eee” 
.* 
* 
. 
-* 


heir roving eyes 
. These shopper- 
20xes of binding, 
pliant zinc, pre- 


. plus all the 


his profit maker, 


of o F 


US 6, OHIO 





m MILWAUKEE 
WARE... the 
ring butt hinges, 
en door hinges, 





TARE AGE 








LOUVERS 
SELL AT LEAST 2 ON EVERY JOB! 


Special Type For .. . 
New Construction 





Easy To Install— 

Nice Job—No Exposed Nails 
(1) Remove Louver 

(2) Nail Frame to Sheathing 
(3) Replace Louver 


All Arr-O-Line Louvers are de- 
signed and engineered right. Un- 
obstructed air travel provides 
maximum of ventilation. Mate- 
rials are rustproof, acid resisting 
and corrosion proof. Neutral gray 


finish. 
Our STANDARD LOUVERS 








Good for the life of any average 
building. Can be installed from 
the inside. 

Louver boards are free from frame to al- 
low for expansion. F ace frame is Masonite, 
no seams, spotwelds, rivets or screws. 


Well screened, dipped and _ sprayed. 


Made in 11 sizes. 

WHEN YOU INSULATE 
YOU MUST VENTILATE 
WRITE FOR DETAILS 
Arr-@O-Line 
Manufacturers 






3062 Fourth Ave. So. > 

















(Say Mo}-lin) 


Molded Plastic Fast Seller 






UTILITY CUP 


. in bright colors to 
harmonize with bath- 
room or kitchen. A 
Modglin quality item. 


























Colorful 314 Inch 


SALT and PEPPER 


Modern! Practical! They ge. 
sell on sight. For cus+ 
tomer satisfaction . . ' 
for profits, insist on 
Modglin. 


J WMeodglin Co. inc 


MOLDED PLASTIC PRODUCTS 
“Kuown the World Quer” 
3235 San Fernando Road « Los Angeles 41 















+ California 

















IN OUR 
4™H HALF-CENTURY 


PEXTO 


oe SINCE 78 


Before many of the others 








had even begun, this really old 


reliable factory was supplying 


imokeok B 


which enabled your kind of 
business to enjoy a PROFIT! 


AND WE’RE STILL GOING STRONG 
“Theres +¢ Reason 


ASK OUR WHOLESALE DISTRIBUTORS 


MARCH 13, 





1947 






















* Price always the same 


% National Advertising creates 
consumer demand to increase 
your sales 


* Protection— No price cutting 
to decrease profits 


* Quality always uniform 





No chain store, group buyer or mail-order house can 
sell ROGERS Famous Liquid Fish Glue — Our policy 
of selling exclusively through the hardware jobber 
and dealer protects your profits. 


Ask your jobber for ROGERS 














MASS. 


GLOUCESTER, 

















Two-Tone 


Deluxe 





Amber and Black 
SCREWDRIVER ASSORTMENT 


Makes Profits for Dealers 
Sales Start as Soon as Shown 


Heavy Duty Handles— 
Unbreakable—Shockproof 
Highly Polished, Ground 
Blades of correctly hard- & 
ened and tempered Tool 
Steel. Securely Anchored f, 
in Handles. : 








Attractive Four-Color 


| COUNTER 

| DISPLAY CARD 
with Easel 

; § Stock No. X-641 


Consists of: 
2 Each No. X-5166 
X-41 








X-44 with Clips 
Packed 1 Dozen to Box 
with 1 Display Card 


Weight 2'% Lhs. per 
assortment. 


f Sold by Leading Jobber: 
AMALITE, INC. 
1884 Ritkin Ave. 
Brooklyn 12, N. Y. 

















Se rO NS SURFER aA 


















It’s good business to keep a carton of Weldwood 
Glue within customers’ easy reach. For this glue is 
a mighty profitable item... preferred by hobbyists, 
handymen and skilled cabinet makers. 


Keene ngabeeeinsiae inant 


Weldwood Glue offers tremendous strength, fast 
setting, and easy mixing . . . selling points) which 
keep customers coming back again and agaih. 


Packed in convenient-sized cans that retail for 10¢, 
25¢, 50¢, $1.00 and up. If your jobber cannot give 
you prices and complete information, write to 
United States Plywood Corporation, Industrial 
Adhesives Division, Dept. 307, 55 West 44th St., 
New York 18, N. Y. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 


ee ee ree 





rey co a 2 tha aa 
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Thousands Will Want 


These Hedge Clippers 





Light weight — perfect balance 


Specially tempered blades ‘‘anchored” 
in hard ash handles 


Slip proof joint with lock washer 
keeps blades at desired tension 


Order at once from your distributor 
WM. SCHOLLHORN COMPANY 


‘Quality Tools Since 1870” 
1003 Chapel Street, New Haven 9, Conn. 


BERNARD 


| TRADE MARK REGISTERED 











New Handees Dual Wheel 


Bag and 
Box Truck 











Immediate 
Delivery 
from Stock 


onGET os fi 


Handees new dual wheel idea 
makes this truck easy rolling, 
easy to “break-over" the load 
and gives you less side-wrench. 
Four unusually resilient and 
durable 5" rubber wheels. Ht. 
45"; nose 14 x 9. Tapered 
frame. Wheel guards. Curved 
cross pieces. Tube steel frame. 
Over 15,000 Handees trucks 
sold by mail. Return express 
collect if not satisfied. Order 
from 








JOBBERS who can sell 
this truck in quantity 
are invited to write fer 
our proposition. 


HANDEES CO. 


Dept. HA-3 Bloomington, Ill. 

















— 
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NOW'S THE TIME TO SELL 
FIREPLACE 


ACCESSORI 


IMMEDIATE 
DELIVERIES 





ES 
ELECTRIC 





Write Today for Catalog and Prices 


1528 WILLIAMSBRIDGE RD., 


Westchester Brickote Products Co., Inc. 


NEW YORK 61, N. Y 





| Selling Poultry Waterer and 












Premier Porcelain-Enam- 
eled Pans with coppered 
grills—used for water, medi- 
cine, milk or mash. Best- 


Feeder! Available in two 
sizes, 13% and 17% inch di- 
ameter. 


Trumbull T-100 Electric 
Water Warmer. An im- 
mersion-type heater that is 
safe to use — automatically @ 
maintains about 50° tempera- 
ture in open pans and vessels. 


Premier FV-3 All Brass 
Float Valve. Automatic- 
ally provides a continuous 
flow of water at all times — 





1-Gal. Size 
PREMIER 






Extra wide mouth opening for easy 
cleaning . . . 842 inch diameter gal- 


vanized pan. These B-132 Premier 
chick fountains are dur- 


Ph ble, e to handle. 
Positively Guaranteed! Order today. ” $5.29 
Full dealer discounts allowed on all these items. Dozen 


ORDER 





DIRECT FROM 





Dept. HA31, TOLEDO 4, OHIO 
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joints. 


prompt delivery. 


Damascus Steel Products Corp., Rockford, Ill. 


One of the largest producers of Nippers in the country 













CUTTING NIPPERS... 


Hoof Parers and Hoof Nippers 


Made of first quality steel, accurately finished with 
a close fitting rivet which eliminates loose fitting 
Handles hardened for stiffness and long 
service. Sizes: 8, 10, 12 and 14 inch. Reasonably 


SOLD BY LEADING JOBBERS 


DASCO 


| The NATIONAL IDEAL COMPANY 






























JARE AGE 





MARCH 13, 1947 
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Nylon Mesh 





agp 
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BERTLEY 


COLLAPSIBLE MINNOW TRAP 


$975 


RETAIL 


Light (6 oz.) 


Corrosion-resistant 
Easy to carry 


Aluminum Innerspring 


E t 
Brass Zipper asy to use 


oe ta” 





PRACTICAL e DURABLE e SALEABLE 


Easy to keep on hand for immediate use — any time — 
any place. Fits in tackle box or pocket. Avoids the incon- 
veniences of live bait fishing. Rounds out your fishing tackle 
line. IT WILL SELL ITSELF. 






2 counter cards for point- DEALERS A complete consumer 
of-sale display and news- 40% - 2% advertising campaign 
paper mats sent with each Ten Days is creating demand. 
shipment. 30 Days Net 





ORDER DIRECT NOW! — Be ready for the ‘47 Season 
YOU’LL WANT OUR NYLON MINNOW DIPPER TOO — 49c RETAIL 








POMPTON LAKES BERTLEY SALES NEW JERSEY 
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eMILK STOOLS 
@WATER BOWLS 
e@STALLS 
@STANCHIONS 
@FEED TRUCKS 


in stock—ready for 
immediate delivery 


GIRTON MFG. CO. 


Millville, Pa. 








KNIFE SHARPENER 


Cleanly molded ivory plastic 
with genuine Alundum abra- 
sives, angled for perfect sharp- 
ening. Quickly, Easily 
demonstrated. 


Manufactured By 


upert GF 


PRODUCTS, INC. 
Commerce Bldg. Erie, Pa. 








| Que 
c 
Has the Big 4. . 


EVE - GIFT - Price. 
VOLUME Sales Appeals 


ae 





WASHER 
TROUBLES 


PERFECTION floating WASHER 


Washer profits go up with Per- 


_ fection floating Washers. Engineered 
to eliminate friction and prolong 
BoosTs washer life. Perfect water seal is 


WASHER 
PROFITS 


assured. The floating washer stops 
faucet drip...ends water waste. 
Available in 4%", %” and 2” 
sizes. Order through wholesale 
hardware jobbers. 





| — 





CMLL LALLA 


for Tedious Jobs 
in tight places | 
The K-D 10K Pliers Kit 
The right tools for small work in 


hard-to-get-at-places. Tempered 
steel, cadmium plated pliers 


: packed in fabric roll. Four types: 
BH No. 6 Standard Nose, slip joint; 


No. 7 Parrot Nose, slip joint; No. 


3 8 Needle Nose; No. 9 Flat Nose. 


LAWN 
SPRINKLI 








Write for a description 
of the complete line. 


Each 4!/2” long. Ideal for auto 
mechanics, electricians, factory 
6] ~men, model makers, home owners. 


THEYRE KD TOOLS 


ilton, Ont. 


as’ 





K-D Mfg. Co., L ter, Pa., H 




















JO 


RO’ 


Sensati 


The ACTION Display-Way to Boost Sales! 


TURNS THREE 
TIMES A MINUTE 


REPEAT SALES 


When you stock Tasgon, you stock repeat 
business. Your customers come back for more 
because Tasgon is the quickest and most pene- 
trating rust solvent on the market. Through 
its unique principle “of collodial penetration, 
Tasgon works its way into the tightest joints 
and almost instantly loosens frozen nuts, 
bolts, couplings or connections of any sort. . . 
dissolves rust, gummed oil, tar, paint... 
cleans and lubricates contact surfaces. 


WRITE TODAY for free sample 
and complete information. Samuel 
Cabot, Inc., 1707 Oliver Bldg., 
Boston 9, Mass. 


to:Sho 


EL ECTRIC 
SS Just Twi: 


* No Me 
Drip; 


© Comes complete with 18°’ table 
@ Carries up to 200 Ibs. 
© Sturdy, all stee! construction 
© For 110 Volts A. C. 50/60 Cycles 
ROTO-SHO revolving disp in your window will attract 
muny times more customers into the store “still” 
isplay ... And ROTO-SHO frequently pays for itself over- 
night by doing a man-sized selling job. Wholesalers from 


coast to coast stock it for immediate delivery. Why not write 
us TODAY for literature. 


GENERAL DIE AND STAMPING CO., 264-Y Mott St., New York 12 


® Saves 1 
© Flexible 
Anyt 
Live Wire 
compl 


fen os os oe os os 


-—— oe ee a 


























- Reliable —Clean Cuttin ——— 
L ong- Liv ed SHOWCASE canes seuss 





The Choice of Professional 
Hairdressers for over 
three generations. 


FINEST QUALITY ROLLER*T: 
MANUFACTURED ) 


Priced Extremely Low! 
Pocked in wood cases of 240 feet complete sets, which! 

includes the following, all codmium ploted 

20 lengths 12 ft. Shoe 

20 2, 12 ft. Top Guide Treck HROU 
20 = 12 ft Lower Trock highes 
27__* _42 ft. Roller Carriers with Solid Brass Rollers inspectiq 
standar 

















BROWN & SHARPE 


s. PARKER HARDWARE MFG. CORP 
HAIR CLIPPERS : 


7 LUDLOW STREET ° NEW YORK, 2 
Phone CAnal 6-168 Est rer 
863! GRAT 


HARDWARE AGE 





Quality First with Majestic 


FUELLESS Rr! 
INCINERATOR [marAnty 
FOR HOME USE 


Building 
This low-cost, portable Products 
No. 30 burns wet or dry 
refuse or garbage, 
using waste itself as 
fuel Clean, conve- Home 
nient, safe, and odor- Incinerators 
less. Holds 3 bu. Con- 
nects to 8-in. flue. Also 
built-in and gas-fired 
models. 


e Big 4... 
GIFT - PRICE. 
E Sales Appeal} 


Circulator 
Fireplaces 


Coal Chutes 


Fireplace 
Accessories 


1103 Erie St. 


The Majestic Company Huntington, Ind. 


’ 
E-Con 0 Llechic 
= - , 
BROODERS 
Low priced, build good will, 
yield excellent profits. 
Send Trial Order for Several Doz. 
“E-CON-O” Sr. 
Un ronony 99% 


Operates on light bulb. Many features of high-priced 

(not furnished) brooders. Circular heating ele- 

Fiber canopy 32x32 in. Gal- ment, thermostatic control, fi- 

vanized metal legs, socket ber canopy 46x46 in. Galvanized 
and cord. metal legs, cord and plug. 


“E-CON-O” Jr. 
150 CHICKS $300 


LIST FOR ONLY 


Save time and labor; jar ex- 
tends beyond base keeping 
water clean; safe for medicine 
No. 1541 (Gallon) 12 in 2 pkgs., 
wt. 64 Ibs. 
No. 569 (Quart Jar) base only, 
36 per carton, wt. 35 Ibs. 





ORDER FROM THIS AD - - REGULAR DISCOUNTS 








ANDERSON BOX COMPANY _ !NDIANAPOLIS 6. 
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IT REVOLVES 
Metal’ Base with 
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Y Spike ¢ Sprinkles 
Y 30 ft 
Y - radius e 
3 description j 
mplete line. j 


| Hooks-up in series 
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Heerless INDUSTRIES 


5141 MILITARY DETROIT 10, MICHIGAN 


J 
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The Only CAULKING GUN 
with a Lifetime Semrentoc 


Seok! “fe 


For Cartridge or Bulk 
Compounds 


Precision made with all working 
parts accurately machined. *Extra 
heavy gauge barrels. *Uses all caulk- 
ing materials — even handles light 
oils. ‘Available in three sizes— 
6%”, 10” and 15”. List prices— 

$6.60, $7.50, $8.50. Write for discounts. 

All BEAVER guns are eet for life. oy gun damaged or worn 

out in service will be rep the manufacturer for only 

fifty cents. 

WESTERN RESERVE MFG. CO., 3715 E. 93rd St., Cleveland 5, Obie 

















ost Sales! 


> THREE 
. MINUTE 


JOBBERS! 


ROTO-TRAY 


Sensational All-Plastic Ice 
Cube Tray. 


Just Twist lt—Ice Pops Out. 


* No Melting—No Messy 
Dripping or Waste. 
® Saves 1/3 Ice—Odorless. 


¢ Flexible—Easy to Remove 
Anytime. 


w will attract 
an any “‘still” 
w itself over- 
lesalers from 
Vhy not write 


REPUBLIC 


MOLDING CORP. 
Live Wire Jobbers—Write for 4647 W. Lexington Aven 
complete information. Chicago 44, Illinois 


Fe 8999448554468 854845 


, New York 12 








Sell youn Shane 
of these 
Profit-Making 
Swartwout 
House Ventilators 


eHere are two high quality, profitable 
fast-moving items needed for every 
house. All steel, welded; excellent ap- 
pearance; profitably priced. All neces- 
sary sizes. See your jobber or write 
Swartwout today. 


The Swartwout Company 
18563 Euclid Avenue, Cleveland 12, Ohio 








LS 


$$ 
DOORS 


»™ 


eer 


OLLER *F 
TURED 


ely Low! 
cet complete sets, which! ————— 
om plated: Nos. 24, 28 and 30 


HROUGH Factory-Built-In-A to 
highest degree of perfection, combined on careful 
inspection, Sand's Levels have set the world's 
standard for 51 years. 


‘SANDS LEVEL STOOL Co $23 


863! GRATIOT AVE,, DETROIT 13, MICHIGAN TR 











ARE AGE 
MARCH 13, 1947 











You can hang your reputation on 


MOORE 


PUSH-LESS HANGERS 
PUSH-PINS 


They’re dependable! Needed in every home 
for hanging light and heavy mirrors, pictures 
and wall decorations. 


Use MOORE Marking Tacks 
on your own display boards 
ORDER FROM YOUR JOBBER 


ee ae a bth  Sntatys a Since 1900 / 
As) »y Stre Phila. 44, Pa 

















Developed Purposely for Rink Skaters . . . Priced 
Right to Promote Public Demand. 


WRITE FOR COMPLETE INFORMATION 


PRODUCTS CORP. now. piv. us-247 Kokomo, Ind, 















They will sell themselves... durable... i j NOW AVAILABLE — 
rust-proof . . . individual numbers, each Q j thy TEN SIZES 


3" high, in glassine bag. Display box " 
contains one gross house numbers, |2 num- if 6 TO RETAIL AT 
bers in individual boxes, and includes > “ POPULAR PRICES 
double numbers for best sellers. Size of 7 4... j 
~~ =— is ~ wide by 12!" long - Made entirely of steel and used 
y 3'4"' deep, outside dimensions. The lid /, ’ 
, folds back to make the dis- ley ~~ ‘ by practically all drill manufac- 
‘ play as illustrated, to which turers, for packaging their prod- 


one number may be screwed : j ucts. Sturdy, indexed, time and 


in place. Numbers can be 4 saving — 
ordered any time to fill this ee ure your cus to 


hr display. greater sales. 














ACME PRODUCTS (0,408, VAN BUREN ST. Huot Manufacturing Co. 


GREEN BAY.WIS. ROSSMOR BLDG. ST. PAUL, MINN. 



















































SWING:A-WAY |; 
. U.S. Pat. Off 
cau ores lm JQWHMCE 
cS ? y | 5 Heavy - Dut; 
EST. 1857 
piece alum 
SADDLE LEATHER LINE ee Cia 
@ Holsters, shell cases, cartridge length 28”. 
belts, and other Lawrence saddle a 
SEND leather sporting goods are profit Individually 
FOR CATALOG producers. Made in the West since Weight 12 
OF THE * : P t) 
1857. Nationally advertised in lead- 
LAWRENCE Py ° : 
LEATHER LINE ing outdoor magazines. Dealerships oz. 
available. Write for information. 
THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
eee a 

















Wy LUO LUg || FourY fLoue sirrer 
be cae 2 CUP SIZE 


AVAILABLE NOW TO It’s aluminum—light as a feather. 
Quickly sift with one hand, 


MINUTE MOP TAY 4 AS stir with other. Sifts into 


electric mixer. Sifts into 
Single, Ingericus Levice! poccmcnn. Ag 
Quickly Attached by Anyone! Allows Rougher Usage! om Pian! 


Safety-Tight for More Efficient Cleaning. Ieature the New Guaranioed by * 

Minute Mop HANDLE-TIGHT CLAMP. A real sales getter, ‘Good Housekeepi 

CLAMP a profit-builder that fits any MINUTE MOP you have in BLENDING FORK ping 

ALONE stock. Locks the DuPont Cellulose Sponge Mop-head securely Slanted pronged fork quickly cuts short- 3 wit 
etail to handle. Gives mop an amazing efficiency. No need to return ening 

by! fF and List your stock of mops for this improvement. Simply order abe "aa the ee 


Price HANDLE-TIGHT CLAMPS today from your jobber—for 
IMMEDIATE DELIVERY. scone rear cream sauces, Stainless steel, 11 inches long. 


APIECE Packed | doz. Clamps to a box; 6 Boxes in a Shipping Carton Price 38¢ 
Available only through 


ers—ask yours. 


MII TE MOP (0. 13 E.23 rd. St. FOLEY MFG, CO. Minneapolis 13, Minn. 
CHICAGO 16 TEL. Makers of the Foley Food Mill, Chopper 


























CAULKING GUNS — AND CARTRIDGES 
to fit any job—Nozzles 1/16" up 














You can now obtain the —— —- the new "Cleer-flo" one-piece tapered nozzle—no 
“VITAL” line of *Guns and *Cartrid “ strain, no slipping, no excess weight. Vital-Pak 
only line offering rotary style single Sait inanddlen. Cartridges keep guns clean, eliminate messy 
We can supply these guns for any job, nozzles filling. At better hardware and paint stores, Pat. Nos. 2,115, i? 
from 1/16" up. "Vital" Caulking Guns feature Guns $4.50 to $15.00. Registered U. 8. 








The VITAL PRODUCTS MFG. CO., 7500 Quincy Ave.., Cleveland 4, oO. 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 

















































okemo, Ind, 
— ee 
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1 
FINISH: Green Enamel. JO B B ER & f— 
. Peel ‘ube. ‘ieewr tTmes j 
Me ? x De le . s . 
om sisef"7 tat forties | Plastic Kitchen Knife Holders 
ameter. | 
a New - = me ane. In Eye-Appealing Pastels — Red, Yel- § 
eoaunt: een deh tine, low, Green — Beautiful Permanent- 
ath. ee —_— =i Polish Finish . . . Holds 5 Knives .. . 
finish. Safe . . . Easily Cleaned. Retails $1.50. 




















PACKED: Four complete posts 
wrapped in heavy waterproof 


paper. Jobbers Solicited 
WEIGHT: 5&6 Ibs. per set of 











1g Co Immediate Delivery ro wsouum | REPUBLIC MOLDING CORP. 
° CHENEY INDUSTRIES, Dept. H Trenton, N. J. | 4647 West Lexington Street Chicago 44, Illinois 











\UL, MINN. 








Faster Sales... Greater Profits —— “Land Em" 
“LAND ‘EM” Gaff Hook COLLAPSIBLE 


LANDING NET 




















Heavy-Duty No. 300. 3 Piece Set Consists of two RETAIL Available in two models. The No. 500 has 
EST. 1857 on aluminum handle 24"; net is $4 40 
piece aluminum handle with 3” hardened $] 80 28” deep, 15” in diameter. Retail . 
LI ° The No. 600 features an 18” aluminum handle; 
NE steel hook. Threaded, assembled EXTRA 12” section 50c 18” net with 12” diometer. $3 80 : 
PRICES SLIGHTLY HIGHER IN OUTLYING ZONES DOIG. «i cvcceseovcescscocsoneces e 
rtridge length 28”. Fits into tackle box. Extra 12” Length for Hondle or 3” 
saddle IMMEDIATE DELIVERY Dia. Steel Gaff Hook 
profit Individually boxed. — ae. 50c 


in lead- in outlying zones. 
lerships 









| 
| 

st since | Weight 12 JAA - See ¥ our Jobber Prices slightly higher 
| 








ion. Se NON-SLIP . . ‘ oy (4 
: 4 nKRURUED Alliance Manufacturing ; \ ae i 

aN 3121 Milwaukee A e OH! 
° HANOLE Shicaas ts, tienes uN 

















OIL BURNING 
HOT WATER HEATER 


HEATING CAPACITY 40 GAL. 
TANK. 8 TURN COIL. 
BOX WICKING 
‘ * REINFORCED WITH 
ee By CHROME STEEL BAND 
a — N All asbestos yam 
4 woven with brass. 
Double set of wicks 
in each box 6”, 7” 
and 9”, ‘ 
Migs. and Dist. « : 
space heaters, oil ee hv 
burning equipment & " HELLER 


\ ‘ all supplies. j we & 
PR SSR tok) PROMPT DELIVERY Hog) Wow 
***Hostess” a Trade Mark of sabi 


Pilgrim Oil Burner Mfg. Co. 
5-11 WHITNEY $T.. HARTFORD.CONN iam HELLER COMPANY, inc wevice sunows }=© WHITE PLAINS, NEW YORK 


piLGRIM 














F hs Wow sneetieent 
HELLER PROMOTIONS 

































| NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 
uy \\ Your “-¢ From Oue Source’ Hardware Manufacturer 
/ 


f, ‘ 
Mi... |% CABINET HARDWARE ~ BUILDERS HARDWARE + CABINET LOCKS - SCREWS AND BOLTS 





MARCH 13, 1947 
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PP es, ine Caine Cie 1133 BROADWAY (cor. 26th St 
rite for Complete Cato. | BERNARD GOLDWEBER ''%° SROADWAY (cor. 26th St.) 








aaa = 
MOWER 
The new lawn trimmer a 


that gets the ragged edges 


left by the lawn mower A real 
Midgi-Mower makes lawn trimming seller at 
easy. No more stooping or squatting. No 95 
more backaches. Just stand and turn the $14. 


handle while Midgi-Mower does the work. 
It adds up to real sales and profit possibilities retail 
for progressive jobbers and retailers. Place 
your spring order NOW. 


LEHR EQUIPMENT SALES, INC. 


Exclusive Sales Agents 
98 S. 6th St., RICHMOND, INDIANA 





For 
BUILDERS HARDWARE 


Ask Your Jobber to See 
Our Complete Line 




















TAT TOLMAN aa ON 2. SOK — Screw Driver 


Knife . . . A single blade, 

! il ind ife, 

SEES seling Price $2.50 Each] oh, seend Focty, kal 
as a screw-driver. Priced 


for quick sales — 
ROD BAG 
u 





YOUR COST — 





ROD 





No. FR—SS” Long Slipfit Solid Aluminum Rod with 

9” Butt. YOUR COST — $7.80 per doz. 

No, RB—36" ROD BAG made of H Canvas. 

Ideal for any 2-piece Rod up to 70” YOUR COST 
}2.40 per doz. 





CONCAVE CENTER SHAFT 
IN COMBINATION — No. FR ROD and No. RB 

enon weeme } BAG. YOUR COST — $9.75 per doz. 
No. 13 BCR — Bait Casting Reel... A new All Purpose Single Action Fish- 

z reel made of Brass and Stee! ing Reel — 4” x 1” wide, wt. 
Nickel-Plated. with features formerly avail- 4 ozs. Free Wheeling, Alumi- 
able only in higher priced reels. num except knob. Fits all rods. 
Each Reel comes packed in a Self-Selling Formerly $9.00 per doz. 
Display Box. Place on top of counters for YOUR COST NOW— 
quick turnover. $5 40 per doz. 











log of Pocket and Hunt- 
ing Knives, Fishing Equip- 
ment and Sporting Goods. 


Mtr. & Mirs. Representative — Phone WAtkins 94693 
2% Cash Discount if check accompanies order Net 10 days to 
rated firms All prices FOB NYC. Jobber Inquiries solicited. 





MUCM si 


328 Grand Avenue 
Brooklyn 5, N. Y. 
































When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes [t?” 
look in the General Directory Section of the “Who Makes it?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your “Who Makes it?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 




















Ne AE Rant <a 7 aie 


INDISPENSABLE for contacting the Wholesale 
Hardware Houses in the United States and Canada. 
GIVES THEIR NAMES AND ADDRESSES— 
CAPITALIZATIONS—LINES HANDLED—TERRI- 
TORIES COVERED—NUMBER OF MEN TRAV- 
ELLED — WHEN THE BUSINESSES WERE 
ESTABLISHED—AND THE NAMES OF THE 
OFFICIALS AND BUYERS. 





Just Ott the Press! 


The 18th Edition of 


HARDWARE AGE VERIFIED LIST 


The most complete and authoritative list of 


WHOLESALE HARDWARE HOUSES 


* 


We have yet published 


OBVIOUSLY useful information for calling on Job- 
bers—in making credit arrangements and in Direct 
Mail Sales Promotion Advertising. 


IT ALSO CONTAINS SEPARATE LISTS OF 
MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
AND TINNERS’ SUPPLIES JOBBERS—MANU- 
FACTURERS’ AGENTS — HARDWARE CHAIN 
STORES — HARDWARE ASSOCIATION LISTS. 


These lists are needed by all who sell through Hardware Channels 
Price is $15.00 a copy—REMITTANCE WITH ORDER 


HARDWARE AGE VERIFIED LIST 


100 EAST 42nd STREET, NEW YORK 17, N. Y. 








* 





HARDWARE AGE 
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DRILL 6 STAND..! 











1/16 to 1/4" ine. #1 to 60 inc. 1/16 to 1/2" by 64ths 


#10 #11 #12 through 
for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Sales Agents—John H. Graham & Co., Inc. 


Sturdy Twist Drill Stands 


= Made of die cast metal. Can be hung on wall 
DRILL 44 STAND or placed on work bench. Popular priced. Sold 
hardware and mill supply jobbers. 


105 Duane Street, New York 8, N. Y. 














FULLY GUARANTEED! 


Forged ball-and-socket 
swivels cannot be pulled 
apart and will freely 
swivel under heaviest 
loads. 


LeBus ‘‘Bulldog’’ Load Binders are 
drop forged of alloy steel and heat 
treated after finishing . .. all parts 
are stronger than the chain for which 
they are designed and any LeBus 
Load Binder that fails in service, 
when recommended chain sizes are 
used, will be promptly replaced free 














of charge. 
Stock and distribute LeBus Load 
Binders . . . you'll enjoy increased 


sales, greater profits and no com- 
plosnts. They're avail- 
able in two sizes, for 
immediate delivery. 


SOLD ONLY THROUGH 
RECOGNIZED JOBBERS 
AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS 


P.O. Box 2352 Longview, Texas 
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GENUINE AJE' 


‘Flo-tex a COVERS FOR Slandard, 
COLORED PYRE X* 






Set of 4 Poe 

Bowl Cove Son fol 
our for Pyrex x 

No. 400 





PROFITABLE 
PLUS—SALE! 


Made in California by 


FLORENCE TEXTILE PRODUCTS 

1178 So. La Brea Ave. Dept. 34M 
Los Angeles 35, Calif. 

* Registered trade merk of Corning Glass Works 















HAYING TOOLS 
Hay Carriers, Carrier Track, Track Fixtures, § 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 





PRODUCTS 


q 
Screrysrhers 
og 


Establ ished 1879 





atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, 












O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 








Switeh In 
Handle 


automatic grip 





SCREW- =" a 
DRIVERS m Whee. 


UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N.Y. 
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BINDER TWINE 
SALER TWINE 


PLYMOUTH, MASS 


Patented 
Ball- Bearing 
Center Drive 


Two Handles 


Serrated Cutting Edge 


Grippe, 14” Cutting Width 
UNSURPASSED when nop nites | @ Cuts wood like a hair clipper @ Approved by nursery men and 
QUALIT dles, Com, 18? Imeuteniet way | cuts hair; weighs only 6 Ibs. gardeners 
Y OndeR THRU y ro nue of on © Trims all shrubbery; shapes trees © Built to last a lifetime 
plus the R | © Cuts stems up to pencil-size © 25' cord furnished 
> Cet ROR YAS Sey 11 114° Weite today for illustrated folder 


SCHARTOW IRON PRODUCTS CO., Dept. 107-C, RACINE, WISCONSIN 


SIPCO- Electric HEDGE TRIMMER 



























Classified Advertising Rates 

































































| 
ae Same, Rewtante Taree Senvuas ast be torwecded op bes Sumber 
Business Opportunities *BOXED DISPLAY RATES Re. unless accompanied by sufficient Sales F 
Representatives Wanted, etc. $8.00 Per Column Inch Soe Wr SEEEESS, [Sates t 
HARDWARE AGE is | ge every other e 
saath 5 nm, 50 werls...++0- $5.00 Thursday. Classified f close 15 daye CUTLER 
additional word......... 10 Cuts or special borders not allowed. previous to date of publication. LERY JO! 
*DISCOUNTS FOR BOXED DISPLAY ADS Address your correspondence and replies to oe 
Positions Wanted 5% discount for 4 or more insertions. ON BAS 
— Rate) set solid, maximum, No Agency Commission allowed on Classified i 
SO WOEES ...cccccccccccccccccccs GaOO Advertising. HARDWARE AGE apy 
1 gran cage ast aaa MUST ACCOMPANY ORDER = Classified Opportunities Dept. 
Allow lor Address check or money order, 
te lea seb aiaiasinn ar alain 100 East 42nd St, New York 17, N. Y. 
WELL | 
FIRM _OF 
SALESMAN OR BROKER: Calling on Job- SALESMEN: WITH FOLLOWING OF id 
| Help Wanted | bers. Sell Quirk’s Rat Killer, guaranteed by Good | GIFT, HARDWARE AND DEPARTMENT builders’ hz 
Housekeeping Institute. Millions sold. Also other | STORES. Cast Aluminum House Markers, Door cellent opp 
fast sellers. Good commission. Write Ohio Prod- Knockers, Weathervanes, etc. Protected  terri- missions. A 
ucts Co., North Madison 1, Ohio. | tories. Address Box [|-117, care of HarpWware AcE, 100 F 
WANTED EXPERIENCED HARDWARE | AcE, 100 East 42nd St., New York 17, N. Y. siving back 
COST AND PRICE CLERK. Good at figures. 
Office of Large Manufacturing and Distributing ———— -~ 
Firm. In lower Manhattan. Permanent position. 
State Lg - — —, — 
required. ress Box L-102, care of HAmpware PLUMBING SPECIALTY FIRM IN NEW SALESMAN WANTED TO SELL IRONING ees 
Acz, 100 East 42nd St., New York 17, N. Y. | YORK CITY HAS VARIOUS TERRITORIES | BOARDS WITH PAD AND COVER, Lawn MANUF 
OPEN FOR REPRESENTATIVES to sell to | Furniture, Play Yards, Folding Chairs, Gas Hot to sell one 
Hardware and Plumbing Supply Jobbers. Address | Plates, Steel Bridge Sets to jobbers and dealers, Trade direct 
Box L-120, care of Harpware AcE, 100 East | Address Box L-98, care of Harpware Ace, 100 sporting gc 
: 42nd St., New York 17, N. Y. East 42nd St., New York 17, N. Y. Products in 
' specialties. 
‘4 WANTED SHIPPING CLERK, CAPABLE L-129, sag 
i OF BECOMING MANAGER OF DEPART-| } }&}&»}»}»}” | . New Yor 
bE MENT, for Wholesale Hardware and Farm Equip. 
‘5 ment Business in North Carolina. State age, | EXCLUSIVE TERRITORIES AVAILABLE, 
| marital status, experience and other qualifications. MANUFACTURERS OF ALUMINUM AND | Manufacturer of Stove Pipe Wire and Wire 
4% together with salary expected. Address Box | GOLD PAINTS desire Sales Representative on | Specialties selling exclusively to Jobbers in all 
4) L-101, care of Harpware Acz, 100 East 42nd | a commission basis. Must have good following | of the United States and Canada, desires Per- WANTEL 
if St., New York 17, N. Y. with Paint Dealers, Hardware Jobbers and Mill | sonal Representation to take care of established REPRESED 
i Supply Houses. Excellent opportunity. State | business and get new accounts. Many exclusive SIVE MAD 
3 territory, references, etc. Address Box L-123, | territories open. State experience, products now set Co aon 
; —-— ——— | care of Harpware Ace, 100 East 42nd St., | handled, territory covered, and operation methods, uct. ~~ 
i New York 17, N. Y. Address Box L-124, care of Harpware Aez, seca a 
i | 100 East 42nd St., New York 17, N. Y. > = 
SALESMAN WANTED, EXPERIENCE IN | ritory oo 
7 RETAIL HARDWARE AND HOUSE FUR- ee ee ; dress and | 
; NISHING STORE. Must also have knowledge East 42nd : 
f' of repairs in locks and door checks. Astoria 
8-8479. 12-22 Astoria Blvd., Long Island City, WANTED EXPERIENCED SALESMAN TO GARDEN TOOL: NEW, PATENTED: DIS- a 
n. ¥, SELL OLD ESTABLISHED LINE of House | TRIBUTORS WANTED. Some exclusive terri- 
wares and Cutlery to jobbers and chains, ete. | tories available in United States, Hawaii and 
Protected, exclusive territory. Liberal commis- | Philippines. Good medium priced seller. Give SALESM 
sions. Several territories open, including Iowa, | details as to territory covered and size of sales Dealers, Su 
Missouri, Kentucky, Kansas, Nebraska. Address |. force. Other garden items available for distribu- Dotarwant 
Box L-94, care of Harpware Acg, 100 East | tion soon. Stanley Garden Tool Co., 441 No. * a “witt 








[Sales R 4 ti Ww 4 7 | 42nd St., New York 17, N. Y. Orchard Dr., Burbank, Calif. ly Shears, § 
plements an 


— Ohio Distrit 
ern, and Sot 
LESMEN WANTED WITH __SMALL Address Bo: 
SALESMEN WANTED SALESMEN WANTED SELLING A GOOD eeVvErtoE SELL B OPULAE East 42nd § 
Full Time or Side Line Men Calling on Hardware | |INE OF PLUMBING AND HEATING | PRICED LINES. Eight Models Triple Chromium 
and Paint, Variety, Feed and Sead Department SPECIALTIES AND BRASS GOODS to the | Plated Tubular Steel Chairs and Stools; Chrom- a 
; 4d Pans P Retail Hardware Trade, Plumbers, Mill Supplies, | jum Beach Chair: Aluminum Cookware Sets, 


Stores and Lumber Yards with Complete -Li 4 : . “ 
Leather Dog Fareichines By Bg Aes and Lumber Yards for Well Known House. | Open Stock; Attractive Aluminum Juicer; New 
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and South Atlantic States, Southwest and California, Good Opportunity; Commission. Address Box | Type Aluminum Food Grinder. Liberal com SALESM! 
North Central States and Midwest Except Illinois. 1-109, care of HARDWARE Ace, 100 East 42nd | mission. State present coverage and products. DEPARTM! 
Address Box L-122, eare of HARDWARE AGE St., New York 17, N. Y. Address Box L-96, care of Harpware Ace, 100 UP TREMI 
100 East 42nd St., New York 17, N.Y. East 42nd St., New York 17, N. Y. CALCOMA! 
They save 
SOUTHEASTERN STATES Sih epenin 
- ferndt 
; SALES REPRESENTATIVE with opening 
Manufacturer’s Agents. Established der 
. . SIDE LINE WANTED dentially. © 
Sideline Salesmen Wanted! 1926. Staff of 6 men. Cover trade 4 oy ge al manatasturing hd to carry be to D-O Dee: 
. . . . s—harne | p an - 7 . 
- times yearly. Commission basis. In- dog accessories. Commission basis—protected tr. Bronx 58, N 
. iri Invi t Choi territcri n—stat e 
We offer prompt shipments on quiries invited. saps one and territory covered. a = 
McCUTCHEN-SIMPSON, ING. RELIANCE SALES as 
MEDICINE CABINETS, HAMPERS, CASTERS, 9822 N. E. 2nd Avenue Miami 3 . Ploride 48 Cooper Square New York 3, New York 
DRYERS, LAMPS, KITCHEN STOOLS, MIRRORS. : ‘ SALESMI] 
RUGS, WASTE BASKETS, HIGH CHAIRS, IRON- MANUFAC 
ING BOARDS, KNIVES AND FORKS, FOLDING MENTS Al 
CHAIRS, LAWN TABLES, WIRE, BREADBOXES, ware, Paint 
LIGHTING FIXTURES, CURTAIN RODS, ROLL- SALESMEN WANTED SALES REPRESENTATIVES ele ess 
ING PINS, DISH CLOTHS, KITCHEN CASI- WITH A FOLLOWING AMONG BETATL map. WANTED ambitious m¢ 
WARE, HOUSEWARE, SEED, DEPT. A} ay wees 
uae ggg Be bat gap nena DOOR STORES FOR NATIONALLY ADVERTISED By One of the Largest Manufacturers in the Coun- woe, Minne 
KERS, TOWEL RACKS, CULTIVATORS, LINE OF GARDEN TOOLS. Liberal commission. try of Dog Furnishings. Territories Open—Minne- rado, Texas, 
FENCE POSTS, RADIATOR COVERS. Immediate shipment. Quality products at competitive . 4 : ri give referenc 
_—. _ or trade and ss peng ee wg coe Blagg sre Iowa, Also Some Central and Mid self in first | 
tory, class o trade an products now andle ° 366 
The WALTER S. KRAUS Co. Address Box L-I! care of HARDWARE AGE, Address Box L-127, care of HARDWARE AGE 1366 E. 34th 
WOODSIDE NEW YORK 100 East ind "St., New York 17, N. Y. 100 East 42nd Street New York 17, N.Y. 
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Classified Opportunities Section... 











Sales iwes Wanted 


CUTLERY SALESMEN WANTED. CUT- 
LERY JOBBER HAS OPEN TERRITORIES 
THROUGHOUT THE U.S. FOR EXPERI- 
ENCED MEN ON FULL TIME COMMIS- 
SION BASIS. Address your inquiries with full 
particulars to Box L-118, care of HanpwaArE AGE, 
106 East 42nd St., New York 17, N. Y. 





WELL ESTABLISHED NEW ENGLAND 
FIRM OF MANUFACTURERS’ REPRESEN- 
TATIVES HAS OPENING FOR AGGRES- 
SIVE SALESMAN to call on lumber yards and 
builders’ hardware trade. Must have car. Ex- 
cellent opportunity. Drawing account and com- 
missions. Address Box L-128, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y., 
giving background and references. 





MANUFACTURER REQUIRES SALESMAN 
to sell one or ail of the Following Classes of 
Trade direct to hardware dealers, accessory, hobby, 
sporting goods, paint, and departmeni svores. 
Products inc.ude hand toois, power tools and paint 
specialties. Domesiic and export. Address Box 
L-129, care of HARDWARE AGE, 100 East 42nd St., 
New York 17, N. Y. 





WANTED. MANUFACTURER’S AGENT TO 
REPRESENT REPUTABLE AND PROGRES- 
SIVE MANUFACTURER. Not a wartime prod- 
uct. Contact Hardware, Feed, Seed Stores. Ter- 
ritory. Tennessee, Alabama, Mississippi, Louisi- 
ana, Arkansas. In reply give lines handled, ter- 
ritory covered, type of contacts, age, etc. Ad- 
dress Box L-115, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y 





Hardware 


SALESMAN WANTED to call on 


Dealers, Surgical Houses, Army & Navy Stores, 
Restaurant, Office, Barber and Beauty Supply 
Houses with Competitive Cutlery Line, Especial- 


ly Shears, Scissors, Pocket Knives, Manicure Im- 
plements and Silverware from young aggressive 
Ohio Distributors. Territory Eastern, Mid-West- 
ern, and Southern States. Commission basis only. 
Address Box L-121, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


SALESMEN CALLING ON RETAIL PAINT 
DEPARTMENTS AND STORES CAN BUILD 
UP TREMENDOUS INCOME SELLING DE- 
CALCOMANIA LETTERS AND NUMBERS. 
They save user 90% on window, truck, office, 
boat and other places. Free stock display binder 
with opening orders. Free delivery anywhere on 
re-order of $2.00 up. All replies treated confi- 
dentially. Outline area and references first letter 
to D-O Decal Company, 462 E. Fordham Road, 
Bronx 58, N. Y. 


SALESMEN WANTED BY ESTABLISHED 
MANUFACTURER OF HOUSEHOLD CE- 
MENTS AND ADHESIVES, calling on Hard- 
ware, Paint, and Plumbing Trade. Commission. 
Protected territory. Excellent opportunity for 
ambitious men. Territories open: Indiana, IIli- 
nois, Minnesota, Nebraska, Iowa, Kansas, Colo- 
rado, Texas, Oklahoma and Louisiana. Please 
give references and full information about your- 
self in first letter. Magic Iron Cement Company, 
1366 E. 34th Street, Cleveland 14, Ohio. 











MANUFACTURERS’ AGENTS DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mill Supply Houses, 
12 years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
L-103, care of Hanpwarez Aor, 100 East 42nd St., 
New York 17, N. Y. 





ATTEN TION MANUFACTURERS OF 
HARDWARE, PLUMBING, ELECTRICAL, 
SPORTING GOODS, FARM EQUIPMEN| 
AND AFFILIATED LINES desiring Represen- 
tation in Ohio, Michigan. Indiana, Kentucky, and 
West Virginia please contact Mr. Paul S. Kuech 
ler, 564 Chestershire Rd., Columbus 4, Ohio. 


ATTENTION MANUFACTURERS — Honest 
reliable and real productive sales representation 
assured manufacturer whose line I accept. Cor- 
respondence invited from reliable manufacturers. 
Cover Cleveland, Ohio, and adjacent territory, 
thoroughly. L. Robert Wittrock, 8510 Linwood 
Ave., Cleveland 6, Ohio. 





MANUFACTURER’S REPRESENTATIVE 
DESIRES ADDITIONAL QUALITY LINES 
for the Wholesale Hardware, Automotive, Elec 
tric, Plumbing and Industrial Jobbers. Now trav. 
eling two men, covering Texas, Oklahoma. Arkan- 
sas, Kansas and New Mexico. Have covered most 
of the territory for the past 12 years. Address 
Box L-99, care of Harpwarez Aor. 100 Eas 
42nd St., New York 17, N. Y. 





AGENT: Now calling 
on Hardware, Paint, Wallpaper, and Grocery 
Trades, interested in adding top-quality related 
product to present line. This is a standard item, 
one which you can make the source of steady and 


MANUFACTURERS’ 


worthwhile business. Write, giving details of 
experience, territory covered, and types of ac- 
counts now served, to Box L-114, care of HaArp- 
ware Acre, 100 East 42nd St.. New York 17, 


m.. 2. 


MANUFACTURERS’ REPRESENTATIVES 
NEW YORK SHOWROOM, CALLING ONLY 
ON EXPORTERS. All accounts pay cash in New 
York. No documentation required. Large follow- 
ing, substantial volume of business. Seek Addi- 


tional Lines from manufacturers only. Offers 
intensive coverage. Opportunity for farsichted 
manufacturers to gain world markets. Excellent 
references. Commission. Box 1-112. care of 
HaArpware Acr, 100 East 42nd St., New York 
7... 





NATIONAL DISTRIBUTORS 
Patahiiahad—Reltahla—Awereasive 
ANCO CORPORATION. Pittsburgh 22, Pa. 
Breneh Offices 
Sew York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
eccounts or you can bill direct. 


Write for further information and references. 














| only. 





SUCCESSFUL SALESMEN SELLING LUM- 


| BER YARDS AND RETAIL HARDWARE 


‘L_ Recounts Wonted 


OUTLETS Will Act as New England Distribu- 
tors or Manufacturers’ Agents for Paint Line, 
Wall Tile or Tile Board. Will carry stock in 
Boston. Address Box L-111, care of HarRDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORE STATE By Experienced 

Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbere and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





MICHIGAN AND OHIO TERRITORY. DI- 
RECT FACTORY LINES WANTED for Hard- 
ware, Paint, Department Stores and Jobber 
Trades. Attractive Office and Display Rooms 
well located in Detroit. Experienced representa- 
tives with large Clienteles. Address Callan-Sharp 
Co., 18970 Grand River Ave., Detroit, Mich. 


MANUFACTUR- 
SPECIAL 


sales or- 


ACCOUNTS WANTED. 
ERS DOES YOUR LINE MERIT 
ATTENTION? We have an efficient 
ganization that will cover Ohio and Adjacent 
States. lines desired for wholesale, retail, hard- 
ware, and mill supply. Send all details to Box 
L-113, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y. 


THOROUGHLY RELIABLE AND EXPERI- 
ENCED SALESMAN will represent manufacturer 
or manufacturers representative, with proven or 
partially proven products in the Philadelphia and 
basis. 


Baltimore Area on a straight commission 
Best of references. Please write Box L-108, care 
100 East 42nd St., New York 


of HARDWARE AGE, 
17, N. Y. 


HOUSEWARES, HARDWARE, KITCHEN 


TOOLS, OR KITCHENWARE LINES 
WANTED by. Aggressive Known Sales Organi- 
zation. Seven years’ experience calling on all 
type Jobbers, Chains, Department Stores, and 
Rated Dealers. Thorough and complete coverage 


in this lucrative territory; Western Pennsylvania, 
Eastern Ohio, and West Virginia. Lines of merit 
Address Box L-116, care of Harowarr 
Ace, 100 East 42nd St., New York 17. N. Y¥ 





MANUFACTURERS REPRESENTATIVE 


DESIRES ADDITIONAL LINES FOR 
CHAINS—DEP’T STORES — JOBBERS 
ILLINOIS — INDIANA — WISCONSIN. 


Address Box L-42, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 








WESTERN STATES 


SALES REPRESENTATION 


LIVE WIRE Sales Organization traveling 12 repre- 

sentatives with selling “KNOW-HOW” desires ‘Qual 
ity Lines for Department Store, Hardware, and Drug 
Trade in eleven Western States. Inquiries invited. 


HOBSON and SCHULTZ SALES COMPANY 
1151 S. Broadway, Los Angeles 15, Callfornie 











(Classified Opportunities continued on page 386) 
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[ Posttioms Wanted | 


SALESMAN: WITH 12 YEARS’ EXPERI- 
ENCE selling builders’ hardware, steel building 
products, and special building products: must lo- 
cate in dry climate due to asthmatic condition. 
For references and particulars write G. A. Willis, 
3904 Newport Ave., Norfolk, Va. 








COOPERATIVE ADV ER T IsI N G AND 
SALES PROMOTION. Young, personable. 
Rounded experience includes purchasing art, ad- 
vertising production, budget control, agency 
liaison. Knowledge department store advertising, 
dealer aids, etc. Sales Background. Resume on 
request. Address Box L-126, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 





WANTED BY EXPERIENCED SALESMA,.\ 
COVERING MICHIGAN AND OHIO, calling 
on wholesale and retail hardware, builders’ supply 
houses, mill supply and automotive jobbers, com- 
plete line mechanics hand tools or hardware 
staples. Something with someone who is looking 
for volume and has a competitive line. Address 
Box L-97, care of Hanpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





ALES MANAGER, EXPERIENCED ox 
ECUTIVE OF ABILITY, 49, SEEKS 
LIMINARY CONFERENCE WITH MANU. 
FACTURER requiring increased annual volume 
of sales through Wholesale Hardware, Mill Sup- 
ply, Department Store; Allied Domestic and 
Foreign Jobbers. Sound background, capable or- 
ganizer, modern understanding ad on 
sales promotion. Present connection nets $10-12M 
out transfer of Corporation’s Stock indicates ad- 
visability of change during 1947. Reply Box 
L-91, care of Harpware Acs, 100 East 42nd St., 
New York 17, N. Y. 


| Buriness Opportunities | 


FOR SALE — WELL ESTABLISHED 
WHOLESALE HARDWARE BUSINESS 
WITH STRONG FOLLOWING IN GREATER 
NEW YORK. _ Buying from leading manufac 
turers. Reduced inventory about $20,000. Ex- 
cellent opportunity for small capital investment 
or for salesman wanting to start in wholesale 
yusiness. Address Box L-104, care of HARDWARE 
Ace, 100 East 42nd St New York 17, N. Y. 











MANAGER — MERCHANDISER: CHAIN 
STORE TRAINED IN MODERN SALES 
PROMOTION AND MERCHANDISING 
METHODS, thoroughly experienced Hardware, 
Tools, Farm Equipment, Plumbing and Heating 


Supplies and Builders’ Finishing Hardware seeks 
responsible position with progressive retailer or 
distributor. Location no object. Age 43, family 
man. Address Box L-110, care of HARDWARE 





Ace, 100 East 42nd St., New York 17, N. Y. 


WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 
MILTON SUPPLY COMPANY 
U. S. ROUTE #1 OXFORD, PA. 
No Stock Too Large Or Too Small. 








BOTTLED GAS HOOKUPS: We have a Few 
New I1.C.C. 100% Propane Cylinders and Bottle 
Gas Equipments over our requirements that we 
will sell to hardware dealers wanting in the bottle 
gas field but who are finding it difficult to obtain 
equipment. Write Indiana Bottled Gas Company, 
Box 11, Peru. Indiana. 


CATALOGUES COMPILED. COPY PRE. 
PARED FOR OFFSET REPRODUCTION. 
Will write copy and supervise Printing. Also 
prepare limited quantities for Salesmen’s Cata. 
logues, Positive Photostat Method. Save money, 
give your Customers and Salesmen_ illustrated 
goods to sell. Forty years’ experience, large 
Hardware Manufacturer. Address Box L-125, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 











FOR SALE 


IN 100 FOOT ROLLS—36"' WIDE— 
LIMITED QUANTITY 


40 Mesh Brass Cloth 16 sq. ft. 
40 Mesh Bronze Cloth -20 sq. ft. 
50 Mesh Bronze Cloth 24 sq. it. 


Above available in 10 ft. rolis at 20% higher. 


8 x 8 Mesh #18 Galv. Hardware Cloth 
-11 sq. ft. 
(100 foot rolls, only) 
Immediate delivery—Lower than mill prices— 
FOB Worcester. 


BANCROFT STAMPING CO. 
122 Gold Street Worcester, Mass. 














nk ed: 


VOSS, 


SUPPORT RED CROSS WOW 


IN PEACE AS IN WAR 


The Red Cross emblem stands for 
sacred principles which have earned 
respect all over the world. 


It is a banner under which persons 
of every race and creed can unite in 
waging war on human suffering. 


Under this symbol of humanity, 
your American Red Cross is pledged 
to carry on in 1947. 


The need for aid to stricken human 
beings never ends. The need for 
funds to continue this essential work 
of mankind never ends. 


HARDWARE AGE 
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FOR BEST SERVICE 


OF mI) : 
Wrought Nut C EE 
O-=-=— a 





and Eves 





EYE BOLTS 
Bright Zinc Plated 





ON THESE STEADY SELLERS, 


TURNBUCKLES —‘‘Alumaloy” 
() Bodies— Stee! Hooks 


SCREEN DOOR BRACES 


ALWAYS DEPEND ONeee 





f 


650 West Lake Street Chicago 6, Illinois 


THE FINEST HARDWARE=— CORRECTLY DESIGNED TO GIVE GREATEST STRENGTH 















BULL DOG 
REMOVER. 


@ Harmless to Wood, Bristle, or Mixture 
Brushes, or Painter : 

@ Works in broiling hot sun. 

@ Ouistandingly slow in drying. 

® Clings to vertical surfaces. 


| 
GILLESPIE 135 deyStreot 
VARNISH COMPANY _ Jersey City 6, WN. J. 


































Certain items are discontinued .. . 
others are not yet back in production. 


special marked copy and. . . 
it handy. 


Ave. 
Gladstone, Mich., U.S.A. 














To save your time and your customers | 
from disappointment, send for nant 
eep 


MARBLE ARMS. & MFG. CO. 


< 


KER-O-KIL 


WEED BURNER 
2000° F. Flame 


Used on the farm, ranch and sub- 
urban home—for burning green 
weeds, brush, sprouts; also for 
light blacksmithing, thawing, dis- 
infecting. Thousands in use. 


Write for Circular No. 53 and Dealer's Prices 
—or order stock from your jobber. 


KER-O-KIL MFG. CO. 


GETTYSBURG, PA. or 
REDWOOD CITY, CAL. 





















BUILD YOUR SALES WITH ‘thoy 
NA-CHURS LIQUID FERTILIZER ); | 


In more and more stores everywhere, Na-Churs D \ 
liquid fertilizer—for all growing things—has become @< - \ 
leader in profitecble volume sales. Why? Because “ie j 

Na-Churs is the odorless, easy to use (just spray or Witten NY 
sprinkle it on), economical liquid fertilizer that is 
so clean to handle, so easy to stock and disolay 
(it takes very little room)—oand so appealing to 
today's modern buyer. Remember: Na-Churs liquid 
fertilizer is nationally advertised, nationally recog- 
nized, priced for satisfaction and profits. It is packed 
in pints, quarts, gallons, drums. 


For complete information ond interesting circular, 
write to the — 


NA-CHURS PLANT FOOD COMPANY 


125 GARDEN STREET MARION, OHIO 
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XCELITE “firsts” in 
tool craftsmanship mean 


fast, steady turnover 
for you! Mechanics 
know and appreciate 
the real convenience of 
the time-saving 
XCELITE De Lux Nut 
Driver Set at left, as 


well as the sturdy, qual- 
’ ity construction of all 
XCELITE nut drivers and screwdrivers. Stock 
XCELITE and profit! 


PARK METALWARE CO., INC. 


Dept. G, Orchard Park, New York 


PREFERRED BY EXPERTS 





o\ 
No. There are no substitutes for quality 4 na 
024 stock and sell genuine RED DEVIL tools ote 


Complete Catalog Availabie 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A 






POINT DRIVER 


GLAZIERS 
POINTS 




















OQndex SJo fidwertreu... 





Consolidated Sales of Philadelphia 368 
379 


“—— Neck Saw “Manufacturers, 


Continental Plastics Corp. 
Continental Screw Co. 


AP Parts Corp., The 
Abesto Mfg. Corp. 

Accessories Mfg. Co. 
Accmatool Company ........... F 


ialwreucde fed ro en 330 





Corbin Screw Corp. 
Corning Glass Works 
Acme Products Co. i i 
Country | SES ae 
Cox Metal Products Co. 


Adirondack Chair Co. 
Advance Glove Mfg. Co. 

Deut cen icpateeranaay Hammond Paint & + “ee Co... 
Hancock Tool Mfg. - 


Hanson Scale Co. 


Crescent Bronze Powder Co. 
Crescent Steel Co. 


Air Express Division 
Alliance Manufacturing 
Allied Hardware Corp. 
Aluminum Company of America.. 
Aluminum Cooking Utensil Co.... 


Cyclone Fence Division 


Hardware Products 
Hardware Sales Corp. ... 
Harrington & ahariicon Arms, Co. 
Harris Hdwe. & Mfg. Co. 7 
Hayes Spray Gun Co. 
Hazard Insulated Py y Works ... i 
M. 38 


Chain & Cable Co. ... 





Chemical Paint Co. J. M. 
Domneens Steel Products Corp. . 
Floor Surfacing Machine 


Holm's Mfg. egereee P oanecl 
Dayton Pump & Mfg. Co. ........ th igre > . 

ave wanamaate H Alli Co. 
Safety Razor Corp. ; om © Frank A 
Sponge & Chamois Co. 





DeLaval Separator Co., The 
Delco Appliance Division 
Dennis gy Industries 


a Horton Mf “ Th 
Telephone & Telegraph on . on : 
Hud Product ; 
American Thermos Bottle Co., es —_—. 
Anaconda Copper Mining Co. 

Anderson Box Co. 
Animal Trap Co. of America .. 








> Dow Chemical Co. 
Armstrong Products Corp. i 

Arr-O-Line Mfg. Co. 
Artistic Wire Products Co., | 
Asco Chemical Co. 
Associated Chemists, 





oe mle gig Co. 


International Chain & Mfg. Co. .. 
International Steel Wool Corp.... 
Interstate Chemical Co. 


duPont coded 


Atlas Asbestos Co. Durasol Chemical Co. 


Durham Co., Donald ... 
+ re Machin- 
. % 


BMC Mfg. Corp. Jacobsen Mig. Co Co. 





Behr-Manning Corp. 


Berkshire Paint Co. ............... 244| Easyheet, Inc. ...... PEAT 279 
Edison Cooling Corp. weenie 
Bethlehem Steel Co. .. 


Billings & Spencer Co. 


Blaisdell Pencil Co. .. 
Boston Varnish Co. 


Electro-Line Products Corp. Saal es. Mfg. ee 
Kaul Importing Agency, Inc. 
Empire Level Mie. Co. A 
Estate Heatrola Division Kay Products Industry vee 


Ethyl Specialties Corp. 


Keen Equipment "gage ie 


Bridgeport Brass Co. Kent. Kil Mfg. Co. 


Briggs & Stratton Corp. 
Brooks & Sons, M. S. . 
Brown-McLaren Mfg. Co. ......... 
Brown & Sharpe —_ Co. 


Kingston Products | Corp. 





Kler-Vue Knife Rack Co., ; 
Knape & Vogt Mfg. Co. ......... 
Knapp age 44 Co., 






Burgess Battery “Co. rita & Stamping - 


aoe Cap & Set ee 
Filer-Allen Mfg. Co. 


Cadie Chemical Products, Fiske Brothers Refining Co. ....... 33 


Caloric Stove Corp. 
Camfield Mfg. Co. 

Camillus Cutlery Co. 
Canvas Products Co. 
Capitol Products Co. 


Florence Textile Products 









Lake Chemical Co. 


Co. 
Freeport Machine ‘Works 


eee er ee 362 Lasting Products Co. 


Carborundum Co. 
Carry-Lite Decoys Div. 
Central Rubber Products > 
Century Precision Works, 
Champion Lamp Works 150 
Champion Outboard Motors Co. 280 
Chandler Machine Co. . 309 
Chaney Instrument Co., John L. 
Cheney Hammer Corp., Henry ... 


Lebus Rotary Tool Works 


Lehr Equipment ‘Sales, hes. eck 






Lewis Engineering & Mfg. Co., The 

Leyse Aluminum Co. 77 
Libbey-Owens-Ford Glass Co. 
Lincoln Metal Products Co. 
= Schlueter Floor Machinery 





g. ; 
G-M Laboratories, 


















3 Gary-Pioneer Steel Corp. 

Chicopee Manufacturing Corp. ... Seer 
3 General Die & Stamping Co. 

General Electric Co. (Lamp Div.) Lindemann, “ J. & Hoverson Co. 
‘ > 09 : 
Cleveland Chain & ‘i eee 197 | General Mills, Inc. Lockwood Hdwe Mfg. Co. 
i 327 | General Paints, _ (Cutlery sets 365 

Sanivsianasouoat «ee 258 


Co. 
Coldwell- Philadeiphia Div. 


hanes See eras 


Lurie Hardware Co., 


Getty 
Gillespie Veirntsi Co. 
¥ Lyman Gun Sight 4 ocnsmieee® 





Columbus Plastic Products, t 
Congress Die Casting Division ... 




















M 
Macklanburg-Duncan Co. ........ 317 
OS rae 217 
EE cn dincnise eis Soveeess 379 
Majestic Tool Mfg. Co. ......... 373 
Makinen Tackle Co. .............. 9 
Marble Arms & Mfg. Co. ........ = 


SS rea 
Markle Featherlite Products Corp. iH 
Ak ee oe 


Marshalitown Trowel Co. ....... : Ht 
... Lo St Saree 
Mast-Foos Mfc. Co. sddiveeawe bee ae 
EE, vss ccs ben esioane’s 5 
Master Products Co. ............. 333 
Master Rule Mfg. Co., Inc. ...... 3% 
McDonald Mfg. Co., A. Y. ....... 739 
McGill Metal Products Co. ...... 354 
McGrath-St. Paul Co. .......... . 250 
McKee Glass Co. ................. 103 
Mecho Products Corp. ......... . bi 
Medusa Portland Cement Co. .... 57 
Metal Textile Corp. ............. 235 
Metallizing Company of America 4 
CE ED. accwecdaddceanpons 382 
NL trace canoes sugduewise 229 
Miller Protecto Products Co. .... 345 
Miller, Inc., Robert E. ........... 389 
ON 3 errr or. 38 
Milwaukee + ~“'ne le ccbsswsee 374 
Minute Mop Co. peseue vs ae 
Modglin Co., Re, cnt esiee a 375 
Moline Iron Works ..............-. 136 
Moore Enameling &Mfg. Co. .... 287 
.... SO See 379 
Se, Aer 9 
OS SD ere 30 
Munising Paper Co. ............- 337 
Myers & Bro. Co., F. E. .......... 158 
N 
Na-Churs Plant Food Co. ........ 387 
National Brass Co. .............. 319 
National Cash Register Co. ..... 261 
National Enameling & Stamping 
tine einsnntataancasev enue 255 
National Ideal Co., The ....373, 377 
Seeeenee COGN Cee. ccccccsccseves 381 
National Mfg. Co. .............+- 342 
National Silver Co. .............. 154 
National ceeded & Electric 
ME siti Pane actos tered acces 345 
I MNS i noc see corseswas 348 
Newton Line Co., Inc. .......... 387 
. a. See ere 383 
Niagara, Sprayer & Chemical Divi- on 
Noblitt- Sparks Industries, Inc. .... 133 
Noma Electric Corp. inca, 58-69 
Norcross & Sons, C. S. ........... 264 
North Bros. Mfg. Co. ............ 226 
Lk Se 331 


Nu-Age Products Co. ............ ¥69 
Nutone, Inc. ... 


° 
Oakland Engineering Co. ....... 18 
Ocean City —. eee 123 


Okonite Co., T 
O'Malley Valve ce Edward.... 156 


Orchard Industries, es 207 

SS. 8 eer 

Oster Mig. Co., JOR ....ccccces 365 

Owens-Corning Fiberglas Corp... 67 

Ce Wl TES GO. oc ie cccccccese 343 
P 


Park Metalware Co., Inc. ....... 
Park Sprinkler Mfg. Co. 
Parker Hardware Mfg. Corp. ... 378 


a See er 363 
Patterson-Sargent Co. .......... n 
Peck, Stow & Wilcox Co......... 375 
Se GE GOR. ecvccovvess . 212 
Peerless Industries .............-- 379 
Peerless Mfg. Corp., Inc........-- 124 
Peerless Precision Products ...... 343 
Pekin Specialty Co. ...........- 353 
Perfection Automatic Machine 
BE Sng Sov siinas Heaes hae cslekeete 378 
Perfection Stove Co. ..........+++ '06 
Petersen Mfg. Co. ..........--+5- 347 
Seslen Go. Bs Ee... iveecceccsss A 
Phoenix Mfg. Co. .......-- us 


HARDWARE AGE 
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Phoenix Table 

Pilgrim Oil Bu 
Pioneer Gen-E- 
Pioneer Merchc 
Pioneer Produc 
Pittsburgh Plat 
Brush Divisio 
Paint Divisio 
Store Front 

Plomb Tool C 
Plumb, Inc., F 
Plymouth Cord 
Poloron Produ: 
Popular Mecha 
Portable Prodi 
Porter, Inc., H 
Porter Corp., 

Poulson & Nai 
Precision Metco 
Premax Produc 
Prima Product 
Proctor Electri 


Quaker Mfg. | 
Quam-Nichols 


R.P.M. Mfg. ‘ 
Railway + 
Rain-Beau Pro 


Ramsell Produ 
Raybestos-Man 
Ray-O-Vac Cc 
Reardon Co., 

Red Devil To 
Reed & Prince 
Reflecto Lette 
Reid-Way, Inc 
Renuzit Home 
Republic Drill 
Republic Mol 
Revere Coppe 
Rhodes & Co. 
Richter Metal: 
Rite-Way Proc 
Rival Mfg. C 
Rogers Isingla 
Rome Mfg. Cx 
Rop-Loc Prodi 
Royal Enginee 
Russell & Erw 
Rusticide Co., 


S$ & W Mouk 
Safety Belt L« 
Safeway Chen 
Salmanson & 
Samson Corde 
Sand's Level 
Sargent & Co 
Savogran Co. 
Schalk Chemi: 
Schartow Iron 
Scholihorn Co 
Schwartz Mfg. 
Sealright Co.. 
Sharpleigh He 
Sharon Bolt & 
Sheffield Bron 
Shelton Piane 
Sherman Mfg. 
Sherwin-Willia: 
Shirley Corp. 
Siebring Mfg. 
Silex Co., The 
Silver Lake C 
Simer Co., Je 
Simplex Mfg. 
Sisley Produc! 
Skilsaw, Inc. . 
Slaymaker Lo: 
Smith & Son, 
Snap-Tite, In 
Socony-Vacuun 
South Bend T 
Southern Airc 
Spar-Tex Co., 
Spradling's, | 
Stelray Metal 
Sterling Lock 
Stevens Wald 
Stewart Iron | 
Sturdy Tool & 
Sunset Line & 
Super Tool C 
Superedge Pr 
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Phoenix Table Mat Co. .......... 108 
Pilgrim Oil Burner Mfg. Co...... 381 
Pioneer Gen-E-Motor Corp. ..... !57 
Pioneer Merchandise Co. ........ 3 
Pioneer Products, Inc. ....... 314 
Pittsburgh Plate Giass Co. 

SS See 98 
Paint Division ............. 147 
Store Front Division ........... SI 
Plomb Tool Co. ES ee 7 
Plumb, Inc., Fayette ae 391 
Plymouth Cordage Co. ......... 383 
Poloron Products, Inc. .......... 9 


Popular Mechanics Magazine..... 165 
Portable Products Corp. 86 


SY Ms Mie Ws scewpscccecccce 310 
ferter Corp., The J. E. .......... 203 
Poulson & Nardon, Inc. ......... 138 


Precision Metal Specialties Co... 371 
Premax Products Division 


Prima Products, Inc. ............ 251 
mecter Glectric Co. ...... ccc 105 
rere 94 

52-53 


Quam-Nichols Co. 


R.P.M. Mfg. Co. 
Railway Express Agency 





Rain-Beau Products Co. ... 

Ramsell Products, Inc. 
Raybestos-Manhattan, BM niente 66 
EE EEN: cedcenesosveveeses 221 
Reardon Co., The .......... . 331 
ME cicdccscesceeseue 387 
Reed & Prince Mfg. Co.......... 58 
Reflecto Letters Co. ............. 322 
NS Mo ore ssotawen's sabe 361 
Renuzit Home Products Co....... 132 
Republic Drill & Tool Co....... 39 
Republic Molding Corp. ..... 379, 381 
Revere Copper & Brass Inc....142-143 
Rhodes & Co., James H.... . 313 
Richter Metalcraft Corp. ........ 298 
Rite-Way Products Co. .......... 8! 
Rival Mfg. Co. . .. 314 
Rogers + hand & Glue Co.. 375 
Rome Mfg. Co. Division.. 142-143 
Rop-Loc Products Co. ........... = 


Royal Engineering Co. 
Russell & Erwin Mfg. Co......... 90 
Rusticide Co., The 


Ss 


S & W Moulding Co............ 
Safety Belt Lacer Co. .. cea 
Safeway Chemical Co. 
Salmanson & Co. 
Samson Cordage Works .... 








Sand's Level & Tool Co 

Ok eer 
Sevegran Co., The .............. 
Schalk Chemical Co. era. 
Schartow Iron Products Co.. .383, 389 
Scholihorn Co., William ......... 76 
Schwartz Mfg. Co. .............. 35 
Sealtight Co., Inc. ............. 243 
Sharpleigh Hardware Co. ........ 3 
Sharon Bolt & Screw Co.......... 304 
Sheffield Bronze Paint Corp...... 85 
Shelton Piane & Tool Mfg. Co.... 370 
Sherman Mfg. Co., H. B......... 97 
Sherwin-Williams Co., The ..... 48-49 
ae 10 
Siebring Mfg. Co. 

Of Ee ae 
Silver Lake Co. 

Simer Co., Jerome ............ 332 
Simplex Mfg. ML? pnseneuantv@ncn 246 
Sisley Products, Inc. ............ 364 
eon . 3 
Slaymaker SF eer 
Smith & Son, Inc., Seymour...... 366 
Ea are 372 
Socony- Vacuum Oil Ce.. fec.... 42 
South Bend Toy Mfg. Co......... 342 
Southern ogg A Me veces . 205 
Bpercren Co., TRO ....ccccceee 352, 356 
Spradling's, Yn w . 344 
Stelray Metal Products Inc. ..... 362 
ee ST eee 368 
Stevens Walden, Inc. ............ 216 
Stewart Iron Works Co., Inc...... 299 
Sturdy Tool & Hardware Co...... 383 
Sunset Line & Twine Co. ........ 245 
Super Tool Co. ...........: . ee 25 
Superedge Products, Inc. ........ 378 


MARCH 13, 1947 





Superior Fastener Corp. ......... 356 


Superior Plastics ....... pow: ae 
Swan Rubber Co. ............ 79 | 
Swartwout Co. ......... 379 | 
Swift & Co. . 290 


Swing-A-Way Steel Products Co.. 380 | 


Sylvania Electric Products, Inc... 335 
T 
Taylor Instrument Companies .... !40 
on ee Se die an 
Tel-O-Post Co., The ............. 298 
Templeton, Kenly & Co. ..... 356 
Tennessee Valley Associated Mar- 
BED, wicaGoibins cio cheutneeien 94 
Toastmaster Products Division ... 1!5 
Tobacco By-Products & Chemical 
CS Nc ai wrk irows dod ewoswels 366 
a a rae 348 
Traubee Products ........... -.. 283 
Tremco Mfg. Co. tet ‘oo See 
Trenton Mfg. Co. 276 
Tru-Test Division of Oakes & Co. 219 | 
Tudor Chemical Specialties, Inc.. 363 
CONNIEK. onc cesievicswscns 387 
Turner & Seymour Mfg. Co. ..... 285 
Turpentine & Rosin Factors, Inc... 44 
Tyler Fratwe Germs... ccscescces 353 
U 
Union Hardware Co. ............ 281 
U. S. Electric Home Products, Inc. 132 


United States Plywood Corp. ..... 376 
United States Rubber Co. ........ 34 


United States Steel Corp. ........ 4l 
Universal Metal Products Co. .... 333 
Upson Brothers, Inc. .............. 383 
Upson-Walton Co. ............... 307 
Vv 
V'co Eiectric Appliance Co. re 
Valentine Equipment Co. ......... 352 
Vaughan Novelty Mfg. ee 
. 2 See 227 
Victor Sire. Ga, BR. GB. 2.0.00, 330 
Visar Brass Mfg. Co., Inc. ....... 329 
Vital Products Mfg. Co., es... ae 
Vichek Tool Co. ... Se. 
Vulcan Electric Co. .......... ... 240 
Ww 
War Assets Administration ... 128 


2 er aa 
Warren Products, toa 

Washburn Co., The 
Washington Forge 
Weaver-Beach Co. 
Welmaid Products 
Werner Co., R. D. 

Westchester Brickote Products Co. 377 


Western Lace & Line ....... 334 
Western Reserve Mfg. Co. ...... 379 
Western Tool & Mfg. Co. ..... 304 


Westinghouse Electric Corp. 


a)  Gaeeeertes 110-111 
White Machine Works ......... .. 346 
Whitney Carriage Co., F. A. .. 124 
Whitney Seed Co., Inc. ....... .. 366 
Wickwire Brothers, Inc. ...... .. 324 
oe eae 129 
Wiss & Sons Co., J. viinere sat ee 
Wood Shovel & Tool Co. ......... 166 
Wooster Brush Co. ............ be ae 


Wooster Rubber Co. 93 
Wright Steel & Wire Co., G. F. ... 368 
Wrought Washer Mfg. Co. ....... 250 
Wulff Mfg. Co. ; 


X-Acto Crescent Products Co., Inc. 50 


¥ 
Yale & Towne Mfg. Co. 


Yankee Craftsman Products Co. .. 47 
Youngstown Manufacturing, Inc. .. 31 


ee ek eer ee 

















Sipeo Soakers come 
with connections at 
either end or bag 
type. 





Bag Type soaker 
comes in lengths 
up to 50 feet. 


SEEPAGE IRRIGATION FOR LAWN AND GARDEN 
© 25% faster thar sprinklers © Eliminate soil washing 

© Water area controllable © Covers larger areas 

© Move without getting wet ® Lanatized to resist mildew 


Write today for illustrated folder 
SCHARTOW IRON PRODUCTS CO., Dept. 107-C, RACINE, WISCONSIN 


SIPCO GROUND SOAKER 


EMPIRE For ALL TRADES 
| ee —ALL CRAFTSMEN 


No. 25 Line Level, 3” long 











No. 26 Torpedo — Aluminum 
Plumb, Level, 45° Vial 






—45° Vials 





No. 151 Aluminum — 2 Plumbs, 2 Le 





No. 59 Mahogany Mason Level — 42”, 48” long 


The Standard of Accuracy 
EMPIRE aaa FG. co. 705 S. 6TH STREET 


Cm DOMES?’ SILENCE 
IDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


of Silence 





de 


write to 


N.Y. C. 


Ask your Jobber. If he is not supplied 





DOMES of SILENCE, Inc., 35 Pearl St., 





389 

















%& Hardware decilers can create new EXTRA 
PROFITS from ready and waiting home moderniza- 
tlon jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple gladly pay up to 
$5 per day In rentals alone. Besides you sell large 

ts of supplies that are needed In any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th ds of dol- 
lars for hardware and paint dealers from coast to coast. The rental 
Income that ranges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures compiled by a number of your fellow dealers clearly indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to wach and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full details about the 
Speed-O-Lite Sander Rental business. 


= &) bincoln- Schlueter 


FLOOR MACHINERY COMPANY 
World’s manufacturer of the most complete line of floor maintenance equipment. 
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BECAUSE THEY ARE MADE BETTER 


WIRE DISH DRAINERS 4 - 





sign SELLS 
ON SIGHT 
NOW you 
have all you want 
@Made of heavy stee! 
wire. @ All electric weld 
ed. @ Bright nickel finish 
e 16)" xs is) 2 = eee © 





Separate compartment for silver- 
ware. MORE usable space. Rack 


for cups, saucers and plate: 


Minimum package 3 dozen. Shipping Weight. 60 Ibs 
F. 0. B. East Hampton, Conn $7.80 per dozen 


New York Sales Office 200 Sth Ave Room 208 
Balumore Sales Office 205 W. Lombard S$! 


ARTISTIC WIRE PRODUCTS CO. Se 


EAST HAMPTON, CONN. 








1 
$1@ $OurT PEORIA t CHICAGO 7, ILLINOIS 


GEM FLUE STOPPERS 





Featuring: nee 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64"" 6"" or 7" 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9-3/4" 7" or 8" 5 Ibs. 62 Ibs. 


Packing—I!I dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference 


J. L. CLARK MANUFACTURING CO.. 





ROCKFC 
ILLINO 
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INGRESS 
LEYS : 


have lots of 
EYE APPEAL 


Every Congress Drive comes to you 
in a handsome 3-color box—a pack- 
age designed for selling. Individual 
packaging brings these drives to 
your customers in top condition, 
dust-free and clean. The packages 
carry lots of sales appeal and make 
an attractive appearance for shelf 
or counter display. 





STILL 
AT 
PRE- 
WAR 
PRICES 


en a 
“~~ 3 oo 


Lee ATE LE ST 


—_— 


You get this handsome 3-color display 
in our special assortment of 50 pul- 
leys, in 27 different sizes, for $15.00. 
This lot retails for $26.40. Special 
Inventory card keeps stock up—in- 
vestment down. Ask your jobber. 


CONGRESS °:2:::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 
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YOU CAN WIN ONE OF THESE 30 PRIZES 


$2625 IN PRIZES TO GO TO HARDWARE DEALERS 
IN BRAND NAMES ADVERTISING CONTEST 








FS ® Mats of PLuMB advertisements (actual size) without 
copy currently appearing in Saturday Evening Post. 

one of the thirty prizes in the BRAND Tie them in with your newspaper or printed matter advertising. 
For mats required send post card to Fayette R. Plumb, Inc., 

NAMES CONTEST. Read details below. Philadelphia 37, Penna., specifying cut numbers P1, P2 or P3. 


it’s easy, and profitable, too, to win 
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3 FIRST PRIZES, each consisting of $400 worth of any Ten of these prizes, (a First, Second and Third Prize and 7 

items you wish to order from your jobber bearing the na- Merit Awards) will be given in each of the following groups: 

tional brand names PLUMB, ATKINS, CARBORUNDUM, Dis- 

STON, LUFKIN, STANLEY, UNION and YALE ($50 worth of NEWSPAPER ADS NEWSPAPER ADS PRINTED PIECES 

each brand) in towns under in towns over of all types (stuf- 
a 100,000 pop. 100,000 pop. fers,circulars,etc.) 

3 SECOND PRIZES, each consisting of $200 worth of For CoMPLETE Rutes, ENTRY BLANK AND SUGGESTIONS 


any items in the above national name brands ($25 worth write to National Hardware Brand Names Advertising Contest, 
of each brand). 9 Buttles Ave., Columbus 8, Ohio. Mail your entries and news- 


. , paper clippings or samples of literature not later than June 20th. 
3 THIRD PRIZES, each of $100 worth of any items in the 
above national name brands ($25 worth of any 4 brands). 


21 MERIT AWARDS, each for $25 worth of any items you 
wish to order from your jobber under any one of the 
above national name brands. 

The above 30 prizes will be awarded for the best advertise- 


ments published by hardware dealers between March 15 and 
June 15 which feature national name brand hardware goods and 
the advantage of buying name brands. 





HAMMERS © AXES ¢ SLEDGES e HATCHETS 








SHAPLEIGH NATIONAL SERIES NUMBER 2452 
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